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A Message for the Retailer 


You believe in your business—SAY SO. 


You are—or should be—the building authority in your community; get the habit of 
being in on everything that has to do with building. 


Cultivate the friendship of your local editor and his reporters—they often want to 
learn about what is doing in your line or to confirm a bit of news about new building proj- 
ects. If they can be made to feel that they can depend upon you for accurate reports they 
will appreciate it and in turn will give you first hand information on other prospects 
and say kind and helpful things about you and your business. They are just humans like 
you, with their likes and dislikes. 


accounts, shaping up your inventory and getting ready for the new year. Let this resolu- 
tion form the groundwork of your business policy: 





“I will make myself known as the dependable, 
reliable authority on building in my community. 
_ My employees will gather all such information. 
We will keep it on file, will talk about it; will call 
folks on the telephone, and make personal calls to 
secure information; we will keep the building 
idea to the front and will not fail to thank folks 
for new ideas and for tips on new enterprises. 
My yard shall be a SUPPLY STATION for in- 
formation for the newspaper man.” 








You may be sure he will be right there and he will bring you other tips. The con- 
tractors will sit up and take notice, too; they will be coming in to see you and other mer- 
chants will come to realize that you are a real factor in the most important thing that 
affects the welfare of the community. 


Then the lumber business will be magnified and you will take your rightful place as 
a leader in your community. 


- How about it? 





You are beginning to close up the loose ends of this year’s business, collecting old - | 
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Four Decades of 
Specialized Experience 


Mr. James D. Lacey, President of the 
Lacey Securities Corporation, has had 
more than forty years of experience in 
' serving the forest industries. 

This long record of specialized serv- 
ice is a distinct asset to our customers. 
It assures a thorough understanding of 
conditions and trends in these basic in- 
dustries and places us in a particularly 
favorable position to make financing 
arrangements, on a sound and efficient 
basis, for companies needing more cap- 
ital. Inquiries are invited, without ob- 
ligation, from such companies in the 
lumber, pulp and paper, and allied in- 
dustries. 


LACEY 


Securities Corporation 


231 South La Salle Street, Chicago 


626 Henry Building 
Seattle 


























Dry Hardwoods 





Henlck | Ready to Shi 
= eady to Ship 
Pine Factory and woodworking operators 
_ who are on the lookout for “top notch” 
KORRECT values in North Hardwoods will find us 
MAKE well able to meet their requirements. For 
a start try us out on some of the follow- 
Maple ing items: 
and 100,000 ft. 1” No. 1 Com. & Btr. Kiln Dried Birch. 
e 100,000 ft. 1” No. 2 Common Kiln Dried Birch. 
Birch 50,000 ft. 1” No.2 & Btr. Brown Ash. 
Floori $5.90 47 Re § Sonne Soh Sin 
vw, ° 0. om . 
corms 100,000 ft. 1” No. 3 and Btr. White Pine. 
125,000 ft. 5/4x6 Common Pine and Spruce. 








50,000 ft. 13/16x2%,” Clear Maple Flooring. 
25,000 ft. 13/16x24%4” Factory Maple Flooring. 
50,000 ft. 13/16x24%4” Clear Birch Flooring. 
80,000 ft. 13/16x24%,” No. 1 Birch Flooring. 
25,000 ft. 13/16x144” Clear Maple Flooring. 
20,000 ft. 18/16x14%4” No. 1 Maple Flooring. 


2 cars 4’ No. 1 Hemlock Lath. 
lear 4’ No. 1 Mixed Pine Lath. 


NEELAND-McLURG 


LUMBER COMPANY. 4 





Mills at 


Morse,Wis.-Phillips Wis. § PHILLIPS,WIS. 
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Buy Your Flooring 
in Mixed Cars 


We can ship you Maple and Birch Floor- 
ing mixed with the items listed below. By 
buying all these items in one car you can re- 
duce your stock investment and speed up 
your turnover. 
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Maple Flooring, Birch Flooring, 

In one Cedar Posts, Shingles, 

car we White Pine Lath, 

can ship o ee ae agened ee 
e k and Pine y an 

ated shed items. 


We also ship Maple and Birch Flooring 
L.C. L. Let us have your inquiries. 


ROBBINS FLOORING COMPANY 
RHINELANDER, WIS. 
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agnott Merit Your 
ae Investigation 


By reason of our special lumber sales 
service and our “open and above 
board” method of dealing with buyers, 
you are assured the exact grades for 
which you pay. 


Northern Hardwood 
and Hemlock Lumber 


The entire outputs of the Weidman 
Lumber Co., Trout Creek, Mich., and 
Bergland Lumber Co., Bergland, Mich., 
are handled by our sales office. Let us 
tell you why your invoice is sent directly 
from the mill making shipment and how 
it benefits you. 


Weidman - Vogelsang 
Swine Bat sie, Lumber Co. 


GRAND RAPIDS, MICH. 
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Making the Way of the Transgressor Hard 


T MAY BE THAT lumbermen and the lumber industry are not 
the “easiest marks” known, but there is a good deal of evidence 
to indicate that they are, particularly when eagerness to make a 
sale of lumber is involved. Buying lumber from manufacturer and 
wholesaler, at times, appears to require nothing more of the buyer 
than a request for shipment. It even appears, at times, that buyers 
whose known methods, habits and financial ability are anything but 
reassuring, can get orders filled as readily as can buyers whose repu- 
tations are unassailable. 

In a recent letter sent to members of the National-American 
Wholesale Lumber Association, Roy A. Dailey, manager north coast 
district, Seattle, Wash., cites several examples of unscrupulous con- 
~ on the part of so called buyers that imply a laxness in sellers 
that is hardly believable. By inference, from Mr. Dailey’s state- 
ment published elsewhere in this paper, it appears that the seller 
every case thought himself the innocent victim; and yet in every 





case there were conditions connected with the placing of the order 
that should have put the seller on inquiry. Not only so, but in every 
case there was, apparently, information available to him that if he 
had chosen to be guided by it, would have saved him both annoy- 
ance and money. 

One aspect of this question deserves consideration from the in- 
dustry as a whole. Laxity begets laxity, and encourages crookedness 
by making it easy for the unscrupulous to engage in the lumber 
business. Every lumberman owes it to the industry as well as to 
himself so to conduct his business as to make the way of the trans- 
gressor hard. When imposed upon by a crook the lumberman de- 
serves sympathy only if he has taken at least reasonable precau- 
tions to avoid such a fate. Security in person and property, as well 
as in business, is assured only by the observance of the precautions 
on which security depends. Carelessness in methods of selling dis- 
credit the whole industry when that carelessness prevails in a con- 
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siderable part of it, and the losses due to lax methods do not fall 
wholly upon those guilty of the laxity. 

The lumber industry is well provided with credit rating service 
organizations that furnish information ample in most cases to 
enable sellers to avoid being victimized by the unscrupulous. The 
seller who does not avail himself of this service can blame nobody 
but himself for consequent losses. He deserves no sympathy from 
other members of the industry, because he has injured them as well 
as himself by encouraging or making it easy for crooks to operate in 
the lumber business. 


Forestry Legislation and Forestry Progress 


EGISLATION DESIGNED to promote forestry was sub- 
mitted to the voters in several States at the recent election. 
In Minnesota and in California proposed constitutional amend- 
ments were adopted; in Washington a proposal to amend the con- 
stitution was defeated. In all three States the proposals submitted 
had been the subject of investigation and discussion for many 
months, and it was a fair assumption that nobody who wished to be 
informed in the matter need be ignorant regarding it. Reports from 
Washington seem to indicate that cheap politics cut a considerable 
figure in securing the defeat of the proposed amendment in that 
State. 

It is a cause for congratulation that two important lumber produc- 
ing States have secured the basic legislatior needed in order that the 
growing of trees on a large scale may be brought about. It is also 
a cause for regret that any considerable number of voters in Wash- 
ington should deem it to be to their interest to prevent the early 
adoption of a measure designed to perpetuate the industry upon 
which the prosperity of its people is so largely dependent now and 
upon which it must depend largely in future. The advocates of 
forestry and reforestation will not be discouraged by a single rebuff. 
It is to be expected that the experience in this contest will enable 
them to direct their educational work in quarters where it is most 
needed, so as to make sure of success when the subject of forestry 
legislation is again presented to the people for action. 

In this connection added interest is given to the announcement of 
the reforestation plans of the Moline Timber Co. to be carried out in 
Arkansas. Circumstances of land and timber ownership are so 
varied in the United States that methods of organizing and directing 
the carrying out of reforestation programs may be expected also to 
be varied in character. But there can be no doubt that as the tech- 
nique of forestry develops organizations of technical foresters, as in 
the Arkansas case just cited, will become the agencies for carrying 
on the actual operations necessary to protect and promote tree 
growth. 

From time to time doubts have been expressed regarding the out- 
look for successful careers for trained foresters, and there has been 
some speculation as to their probable place in the nation’s forestry 
program. Already several organizations of lumber manufacturers 
owning timber as well as individual timber owners have employed 
foresters to survey their holdings and to map out reforestation 
programs. Opportunities for work of this kind are all that trained 
foresters can reasonably ask for. The success they achieve will be 
a measure of their ability, the same as it would be in any other 
profession or business. There is abundant evidence that forestry 
as a vocation is not proving a disappointment to properly trained 
foresters who have chosen forestry with full knowledge of what it 
requires from them. 


Better Farming Means More Building 


DEVELOPMENT OF comparatively recent origin is what 
might be called the “agricultural college on wheels,” sponsored 
and conducted by some of the important railway systems 

serving agricultural territories. 

These educational projects take the form of “dairy trains,” “poul- 
try trains,” “fruit and vegetable trains,” and even “forestry trains,” 
consisting of cars fitted up with exhibits visualizing the best and 
most profitable methods of carrying on the particular branch of 
agriculture or stock growing being promoted at the time. 

In preparing these exhibits the help of the State agricultural 
college, or colleges, situated in the railroad’s territory usually its 
sought, and willingly given, the educational institutions being glad 
of the opportunity thus provided to bring their work still closer to 
the people. Moreover, the colleges often supply, from their staffs, 
experts in the particular field being covered at the time. 

This makes a splendid working combination, and with the codpera- 
tion of the local farm bureau it brings to a given locality at a speci- 
fied time the best scientific and practical knowledge of the particular 
problems under consideration that can be procured. 

In speaking of these agricultural demonstration trains as a com- 
paratively recent development, the fact that agricultural exhibition 
trains have long been operated by some of the roads is not lost sight 
of, But formerly such trains were operated for an entirely different 








purpose. Laden with specimens of the best vegetables and fruits of 
a certain section, they were run for the purpose of advertising 
the resources and productivity of such region, with a view to attract. 
ing settlers thereto. Now they are run, not to attract new settlers 
to a given section of country, but to benefit the farmers already 
there, and instead of “playing up” the agricultural attainments of 
the region, the aim rather is to point out shortcomings and how to 
remedy them. The weeding out of dairy cows that do not pay for 
their keep and replacing them with milk producers that will show a 
handsome profit at the end of the year; the same with hens, from the 
standpoint of egg production; diversification, and proper rotation of 
crops; the eradication of harmful weeds and plants; the control of 
insect pests; these are some of the objectives of the agricultural] 
demonstration trains that occasionally roll into the rural railway 
station, heralded in advance by suitable publicity, and eagerly at. 
tended by farmers and local business men who appreciate the value 
of the information and ideas thus brought to their very doors. 

That the railroads, by this work, are benefiting the lumbermen 
as well as the farmers of their territories is evident. Better farm. 
ing, better dairy stock, better hogs, diversified crops—these all cal] 
for more and better farm buildings. Last summer the writer of this 
article had occasion to investigate the tangible results, in farm build. 
ing, that followed the operation of a “poultry train” by a western 
railroad, and found, from the testimony of local lumbermen, that it 
had been followed by the construction of hundreds of brooder and 
colony houses in the territory traversed, which embraced two States, 

Last week he again observed the operation of one of these demon- 
stration trains—this time operated by the Chicago & Eastern Illi- 
nois Railroad, in an intensive campaign, for the present confined 
to a single Illinois county, in the interest of better dairying. What 
he saw and learned confirmed the conviction that this form of agri- 
cultural extension work is peculiarly effective, because it establishes 
contact with the real “dirt” farmer in his own habitat, and, more 
than that, reaches the boys and girls who will be running the farms 
in a few years. 

Better farming, bigger crops, more milk, more eggs, mean not 
only increased tonnage for the railroad, but more money to put into 
farm improvements, and greater prosperity all around, in which the 
lumber dealer inevitably shares. 


Opened His Mouth—Put His Foot in It 


E OFTEN hear of the fellow who “every time he opens his 
mouth puts his foot in it,” and a striking exemplification of 
that is the ludicrous and at the same time somewhat pitiful 

way in which the famous economist Roger W. Babson has en- 
deavored to square himself and explain away his recent baseless and 
uncalled for attack on the lumber industry. Since the AMERICAN 
LUMBERMAN first called attention to this attack made by Babson in 
a syndicated article under his name commenting on the Florida 
disaster, scores of letters have come to this paper enclosing copies 
of letters written to Babson, letting him know in no uncertain 
terms that the industry resented his unwarranted attack and de- 
manding that he take steps to repair the damage he had at least 
attempted to do. These, no doubt, are only a few of the many 
letters of protest that have been written, and Mr. Babson has been 
shown how unwise a supposedly wise man sometimes can be. 

But, while attempting to befog the issue and fool the lumber 
industry into thinking he wants to be fair by suggesting a com- 
mission of investigation and talking about lower freight rates and 
timber taxation, he can’t even wait to see whether he gets by with 
that, to attack the lumber industry from another angle. 

At the same time that he is engaged in this correspondence with 
representatives of the lumber industry he sends to representatives 
of other building materials industries a telegram saying: 

“The Florida disaster has demonstrated once again the funda- 
mental lesson that all should build for permanence. To build for 
permanence is to build for profit, for service, for safety and for 
life itself. The materials which your association represents should 
be utilized in preference to light, flimsy construction. We earnestly 
urge you to call our position to the attention of your members and 
codperate with us in spreading this important truth.” 

This was so crude that even competitors of lumber to whom the 
telegrams were sent relayed them on to the lumber industry and 
doubtless placed this Babson propaganda in its proper category. 
As the author of these telegrams carefully refrained from sending 
them to representatives of the lumber industry it seems apparent 
that, by implication at least, he has placed lumber construction 0 
the ranks of a type religiously to be avoided and he pleads for 4 
recognition by other interests of his effort to spread this prop 
ganda. In this connection, the lumber industry will stand 100 per 
cent in favor of avoiding “light, flimsy construction,” even though 
it has to go along with Babson to do it. 

In a letter to an officer of one lumber association Babson plays 
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the baby act and whimpers that advantage was taken of him while 
In a letter to an official of another lumber 
association he attempts to disclaim responsibility for his silly state- 
ment as to construction in Florida and then tries to distract atten- 
tion from his attack on lumber construction by inviting coédperation 
with him in his efforts for lower freight rates on lumber and tax 


he was in a hospital. 


exemption for timber. 


Then, to top off this amazing display of stupidity, Babson sug- 
gests an impartial commission to study the situation and recom- 
mend the best type of construction for Florida and offers to serve 





as a member of such commission at his own expense. 

Was there ever a more colossal display of effrontery? So biased 
and prejudiced against lumber that even representatives of com- 
petitive materials recognize this prejudice and place the proper 
value on his fulminations, this man offers himself as a member of 
an impartial commission to study construction materials. 

Babson has asked for publicity for his letters commensurate with 
that given his syndicated attack on the lumber industry. Well, he 
shall have it, in full measure. 

But what a pitiable spectacle it offers. 





Seasonal Let-up in Lumber Industry 
[Special telegram to AMERICAN LUMBERMAN] 


WASHINGTON, D. C., Nov. 11.—Telegraphic 
reports received today by the National Lumber 
Manufacturers’ Association from 365 of the 
larger commercial softwood and 141 of the chief 
hardwood lumber mills of the country, for the 
week ended Nov. 6 show the normal season de- 
cline in the industry. The comparable reporting 
softwood mills showed nominal decreases in pro- 
duction, shipments and new business, as com- 
pared with reports for the previous week. When 
compared with reports for the same period a year 
ago, there is a slight increase in production, and 
decreases in shipments and new business. 

While 141 hardwood mills report production 
somewhat more, shipments slightly less and new 
business a little more than did 118 mills for the 
preceding week, it is apparent, in view of the 
great disparity in the number of mills report- 
ing for the two weeks, that the hardwood mills 


iast year. Orders—196,030,354 feet, against 
208,597,963 feet the week before, and 215,114,- 
779 feet last year. 

The following revised figures compare the 
softwood lumber movement of the seven regional 
associations for the first forty-four weeks of 
1926 with the same period last year: Produc- 
tion—10,519,996,913 feet, against 10,664,- 
002,664 feet last year. Shipments—10,776,325,- 
295 feet, against 10,559,424,262 feet. Orders— 
10,660,241,228 feet, against 10,340,022,543 feet. 

The mills of the California White & Sugar 
Pine Manufacturers’ Association make weekly 
reports, but they have been found not truly 
comparable in respect to orders with those of 
other mills. Consequently the former are not 
now represented in any of the foregoing figures 
or in the regional tabulation below. Sixteen of 
these mills, representing 47 percent of the cut of 
the California pine region, gave their production 
for the week as 17,940,000 feet; shipments, 15,- 
678,000 feet, and new business, 14,387,000 feet. 





TODAY IS THE DAY— 


surprise. 


big to bury. 


envy. 





To face the facts and know the worst—then you can’t be taken by 


To square yourself before matters get too bad to be squared. 

To do the things you put off all day yesterday. 

To do tomorrow’s planning and save time. 

To complete this day’s task—tomorrow will have enough of its own. 
To bury your grudges and grouches—tomorrow they will be too 


To sweep your mind clean of worries, fears, suspicions, malice and 








like the softwood mills are in the midst of a sea- 
sonal curtailment of business. 

The unfilled orders of 229 southern pine and 
West Coast mills at the end of last week 
amounted to 583,933,737 feet, as against 601,- 
367,780 feet for 228 mills the previous week. 
The 122 identical southern pine mills in the 
group showed unfilled orders of 230,892,284 feet 
last week, as against 243,144,896 feet for the 
week before. For the 107 West Coast mills, the 
unfilled orders were 353,041,453 feet, as against 
398,222,884 feet for 106 mills a week earlier. 

Altogether the 349 comparable reporting soft- 
wood mills had shipments 97 percent, and orders 
85 percent, of actual production. For the south- 
fm pine mills, these percentages were respec- 
tively 97 and 79; and for the West Coast mills, 
%land 80. Of the reporting mills, the 320 with 
an established normal production for the week 
of 221,392,416 feet, gave actual production 100 
pereent, shipments 96 percent, and orders 85 
percent thereof, 

The figures for last week, the week before and 
the same week last year follow: Production— 
-30,134,359 feet, against 235,207,184 feet the 
week before, and 225,884,128 feet last year. 
Shipments—224,156,902 feet, against 227,348,- 
976 feet the week before, and 232,155,319 feet 


Last week’s report from 14 mills, representing 
46 percent of the cut was: Production— 
19,911,000 fect; shipments, 17,916,000 feet, and 
new business, 14,299,000 feet. 

The West Coast Lumbermen’s Association 
wires that new business for the 107 mills report- 
ing for the week ended Nov. 6 was 20 percent 
below production, and shipments were 9 percent 
below production. Of all new business taken 
during the week, 45 percent was for future 
water delivery, amounting to 41,096,395 feet, 
of which 26,359,143 feet was for domestic cargo 
delivery, and 14,737,252 feet export. New busi- 
ness by rail amounted to 43,779,871 feet, or 48 
percent of the week’s new business. Forty-six 
percent of the week’s shipments moved by water, 
amounting to 47,679,796 feet, of which 33,- 
479,864 feet moved coastwise and intercoastal, 
and 14,199,932 feet export. Rail shipments to- 
taled 49,341,145 feet, or 48 percent of the week’s 
shipments, and local deliveries, 6,170,535 feet. 
Unshipped domestic cargo orders totaled 
127,546,981 feet; foreign, 126,617,427 feet, and 
rail trade, 98,877,045 feet. 

The Western Pine Manufacturers’ Associa- 
tion, with one less mill reporting, shows some 
decrease in production and considerable in ship- 
ments, and a good gain in new business. 


The California Redwood Association reports 
a fair increase in production, a small reduction 
in shipments, and new business a little in ad- 
vance of that reported for the previous week. 

The Northern Pine Manufacturers’ Associa- 
tion, with three fewer mills reporting, shows a 
50 percent decrease in production, a slight de- 
crease in shipments, and a heavy decrease in 
new business. 

The Northern Hemlock & Hardwood Manu- 
facturers’ Association (in its softwood produc- 
tion), with four more mills reporting, shows 
production about the same, a substantial in- 
crease in shipments and new business about the 
same as that reported for the week earlier. 

The twenty-two hardwood mills of the North- 
ern Hemlock & Hardwood Manufacturers’ As- 
sociation reported production as 1,664,000 feet; 
shipments, 3,213,000 feet, and orders, 4,050,000 
feet. 

The Hardwood Manufacturers’ Institute re- 
ported from 119 units production as 18,813,443 
feet; shipments, 18,710,643 feet, and orders, 
17,429,928 feet. The normal production of these 
units is 20,581,000 feet. 

For the last forty-four weeks all hardwood 
mills reporting to the National Lumber Manu- 
facturers’ Association gave production 1,294,- 
311,044 feet; shipments, 1,295,098,919 feet, and 
orders, 1,325,712,137 feet. 

|The barometer of the Southern Pine Assgo- 
ciation appears on page 62.—EDIToR. | 
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Fire Destroys Warehouse and Trucks 

[Special telegram to AMERICAN LUMBERMAN] 

FRESNO, CaLir., Nov. 10.—Warehouses of the 
Madary Planing Mills here were destroyed by 
fire late last night, causing damage estimated 
to exceed $300,000. The fire, which originated 
from a short circuit in the electrical wiring of a 
motor truck, destroyed fourteen trucks stored 
overnight in the warehouse. Two million feet 
of upper grade lumber already milled was also 
destroyed. The loss will be almost entirely cov- 
ered by insurance. 


American Forest Week in 1927 


WASHINGTON, D. C., Nov. 9.—At a meeting of 
the executive committee of the American Forest 
Week Committee, R. S. Kellogg, of the News 
Print Service Bureau, chairman presiding, pre- 
liminary steps were taken for the observance 
of Forest Week in 1927. As was the case last 
year, the week will be the same as that of 
Canadian Save-the-Forest-Week, which is that 
of April 24 to 30. It is possible that Mexico 
will-observe the same week, in which case it will 
become North American Forest Week. 

The committee decided to continue its func- 
tions and personnel subject to such changes as 
have already taken place, or may be decided 
upon later. Miller Hamilton, former secre- 
tary, having resigned from the Forest Service 
and left Washington, tendered his resignation, 
which was accepted. Shirley W. Allen, forester 
of the American Forestry Association, was 
designated to succeed Mr. Hamilton. Frank O. 
Lowden, of Illinois, chairman of the American 
Forest Week Committee, not being present, was 
asked by letter to appoint Ovid M. Butler, sec- 
retary of the American Forestry Association, to 
the executive committee. 
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Purchasers of Piling and Mine Timber 


Will you give me the names of purchasers of 
piling and mining timber and what the general 
specifications of this material are.—INQquIRny No. 
1,847. 


| This inquiry comes from a Wisconsin manu- 
facturer of lumber. Doubtless Bulletin No. 235 
entitled ‘‘Mine Timber, Its Selection, Storage, 
Treatment and Use,’’ and Bulletin No. 215 en- 
titled ‘‘ Timbering of Metal Mines,’’ both pub- 
lished by the Bureau of Mines of the Depart 
ment of Commerce, will be helpful to this in- 
quirer. 

In a book entitled ‘‘ Forest Products, Their 
Manufacture and Use,’’ by Nelson C. Brown, 
there is a chapter of about thirty-six pages on 
cross ties, a chapter of thirty pages on poles and 
piling, also a chapter of about five pages on 
mine timber. This book is supplied by the 
AMERICAN LUMBERMAN at the publisher’s price, 
$4, delivered. 

The only list of users of piling available is of 
contractors, a list that is almost endless, and 
that does not indicate those that do or do not 
use piling. The list of mines also would be a 
long one. Practically all mines use timber and 
probably most of them use ties. This inquiry 
is published for the benefit of readers who may 
be interested in supplying the information. The 
name of the inquirer will be given on request.— 
EDITOR. | 


Points in Hardwood Grading 


Please answer the following questions: 

1. Will lumber sold 10 inches and wider, admit 
10 percent 44-inch scant measure? 

2. Will it take standard cuttings in No. 1 com- 
mon or must the cuttings all be 10 inches wide 
and wider? 

3. Under the National Hardwood Lumber Asso- 
ciation rules, can bark edges be measured off? In 
other words, if lumber is sold No. 2 common and 
better, and a board will cut 50 percent in cut- 
tings allowed, counting the full width of the board, 
must it be accepted or has the buyer the right to 
put the rule between the bark edges ?—INQuIRY No. 
1,838. 

[These inquiries come from a Virginia lum- 
berman. The questions are answered in the 
order given: 

1. The order 44-inch scant measure is al- 
lowed only on that part of the order that is 
of the minimum width. That is, if the order 
is for 10,000 feet to be 10 inches and wider, 
and 1,000 feet of that is of the minimum 
width of 10 inches, the 10 per cent referred 
to in the rule would apply to that thousand 
feet only. That is, only 100 feet of the ship- 
ment would be acceptable if it were %4-inch 
scant measure. 


2. The 10 inches referred to in the rule 


applies to the width of the board and not to 
the width of the cuttings. 


3. The full width and length of the boards 
are included in this measurement. That is, 
all the defects must come within the dimen- 
sions of the board. It may happen, of course, 
that the board is but a few inches longer than 
the specified length, and in that case the extra 
length is disregarded. 


It is inferred from this letter that the 
writer has in his possession a copy of the Na- 
tional Hardwood Lumber Association rules 
for grading and inspection of lumber. The 
following paragraph which is No. 10, under 
**General Instructions’’ in the rule book, en- 
titled ‘‘Minimum Width,’’ appears to cover 
question No. 1: ‘‘Ninety percent of the mini- 
mum widths mentioned in all grades of lumber 
must be full width; the remaining 10 percent 
may be 44-inch secant in width.’’ 

Paragraph 63 under No. 1 common, which 
may be interesting in this connection, reads 
as follows: ‘‘Pieces 8 inches and over wide, 
7 to 9 feet long, must work 66% percent clear 
face in not over two cuttings; 10 to 13 feet 





long, in not over three cuttings; 14 feet and 
over in not over 4 cuttings.’’ 
Paragraph 64 also may be of interest, as 


follows: ‘*No cutting shall be considered in 
pieces 5 inches and over wide, which is less 
than 4 inches wide by 2 feet long, or 3 inches 
wide by 3 feet long.’’ 

[t is believed that in the foregoing the 
questions have been answered in accordance 
with the National Hardwood Lumber Associa- 
tion inspection rules. However, as the inspect- 
ing of lumber is a highly technical matter 
it is possible that lumber inspectors will be 
disposed to place a different interpretation 
upon these questions, or at any rate suggest 
different explanations.—EbITor. | 


Frame Warehouse Construction 

Kindly advise me if you can furnish, either in 
magazine or book form, practical information re- 
garding frame warehouses of various types, in- 
¢luding plans.—INQuIRY No. 1,846. 

| This inquiry comes from an Ohio concern 
dealing in building supplies. From time to 
time the AMERICAN LUMBERMAN has published 
articles along the line of this inquiry, but 
copies of the paper in which they were published 
are no longer available and they have not been 
reprinted. 

The National Lumber Manufacturers’ Asso- 
ciation some time ago published a bulletin en- 
titled ‘‘ Details of Heavy Timber Mill Construc- 
tion,’’ which, while it does not include plans, 
gives a vast amount of very helpful information 
along the line of this inquiry. 

This inquirer has been referred to several 
associations that may be able to supply him 
with plans or other information about the build- 


ee 


ing of mill constructed warehouses. The name 
of the inquirer will be supplied on request— 
EpITor. | 


Plans for Potato Warehouses 

Have you any information at hand regarding 
potato warehouse construction? Anything in th 
way of plans, type of construction, merits of woog 
over tile or cement block, will be appreciated — 
INQuIRY No. 1,848. 

{This inquiry comes from a retail lumber eon. 
cern in Wisconsin. Many of the books on ag- 
riculture, particularly those dealing with the 
production of potatoes, contain information 
about potato warehouses. The plans and de. 
scriptions in these books, while covering a wide 
range of construction, in most cases are the half. 
cellar or underground type. The Division of 
Agricultural Engineering of the Bureau of 
Publie Roads of the Department of Agriculture, 
has published plans for potato storage cellars, 
most of which are concrete construction. Some 
of the plans, however, provide for aboveground 
construction and for the use of wood in part at 
least. This inquirer has been given the serial 
numbers of the plans that most nearly come 
within his requirements. 

It is known, of course, that in some of the 
potato producing sections of Wisconsin the 
larger buyers of potatoes store their tubers in 
wooden warehouses that in the coldest weather 
are heated by stoves. It is known also that 
these potatoes in being shipped to the market 
centers in winter are protected from frost 
by stoves operated in the freight cars. It 
is possible that some of the associations have 
plans for warehouses of the type used in Wis- 
consin. The name of the inquirer will be sup- 
plied on request.—EpITor. | 
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The Richardson Bros. Co., 
at Summit, Calif., have con- 
structed a very ingenious 
tramway over which to haul 
logs. They took round tim- 
bers 12 to 14 inches in diam- 
eter and partly imbedded them 
in the ground. The tracks 
thus formed are seven feet 
apart and have much the ap- 
pearance of a wooden ,rail- 
road. The wheels of the huge 
trucks are as far apart as the 
width of the track and have 
two heavy flanges on each 
side which straddle the logs 
composing the track. This 
tramroad is about a mile long 
and cost $1,200. The load 
hauled will average timber 
enough to scale 5,000 feet of 
lumber and is drawn on an up 
grade by eight mules. 

s 8 & 


Raft towing on Saginaw 
Bay is closed for the season. 
The business of transferring 
rafts of pine logs from the 
Rifle, Au Gres and Sable 
rivers to the Saginaw River 
and the Tawas mills is done 
mostly by the powerful tugs 
Laketon and Annie Moiles, 
owned and managed by Capt. 
Wm. M. Mitchell and Ben 
Boutell. The price paid the 
tugs for towing this season 





was 45 cents per 1,000 feet 
from the Rifle River, and $20 
for towing the boom sticks 
back, and 50 cents from Au 
Gres, and $20 for transferring 
the boom sticks back. A num- 
ber of rafts were broken up 


and lost. 
* 8 # 


FLUMES—IMPORTANT 
INVENTION 


Perhaps as fine an example 
of a flume as can be selected is 
that of the Cedar Creek Mill 
Co., California. It com- 
mences a short distance above 
its mill on Alder Creek, one 
of the main branches of Pos- 
ser Creek, about three miles 
north of Truckee. It is of the 
“Vv” form, experience having 
demonstrated this form to be 
superior in strength and dura- 
bility to the box flume. It is 
six inches wide at the bottom 
and three feet at the top. The 
boards forming the sides are 
34 inches wide and 1'4 
inches in thickness. The 
flume rests on a solid founda- 
tion of timbers and is, per- 
haps, the most substantially 
built of any in the region. It 
is fully five miles long and ends 
a short distance above the 
mouth of Posser Creek, de- 
positing the lumber alongside 





the railroad. The grade is 
very uniform throughout the 
entire distance, averaging 
about one and one-half inches 
to the rod. The evenness of 
the grade prevents the “‘clog- 
ging’ which is so common in 
most flumes. Timbers 40 feet 
long and planks 26 inches wide 
float with perfect ease. It was 
only forty days in course 
of construction and _ cost 
$20,000. It requires about 
fifty inches of water to suc- 
cessfully operate the flume. 
oss S 


About 104,000 ties are re 
quired annually to keep the 
roadbed of the Midland Rail- 


road in repair. 
* 8 * 


Rundle & Free, Eau Claire, 
Wis., use up annually millions 
of feet of lumber in their 
factory. They average daily 
fifty doors, sash for fifty win- 
dows, twenty-five pairs ° 
blinds and dress 10,000 feet 
of lumber. They are doing 
the iron and wood work for 
the new courthouse now being 
erected and doing the same 
for the new postoffice build- 
ing. They also have the con 
tract for building the Sixth 
Ward schoolhouse. 
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Southern Pine Sales Practically Offset Production 


Orders for southern pine booked during the week ended 
Nov. 5 were only two percent below output, which continued 
at about the same percentage of normal. This is a good show- 
ing in view of the fact that shipments to date have amounted 
to about three percent more than the eut. 

Reports from the North and East showed a seasonal falling 
off in yard trade, especially during the recent spell of general 
bad weather. Consumption in the South has been stimulated 
by good weather, for there is considerable building activity 
under way and more in plan. Country trade there shows 
recovery from the effects of the slump in eotton prices, which 
the returns from vegetable growing have largely offset. 

Most of the buying is for immediate requirements, and few 
transit cars are being put afield. The mills that can handle 
mixed car trade are therefore able to hold firmly to their 
lists. Recent reports, however, show that small mills are in 
different position, and have had to grant concessions. 

Timbers and dimension are the strongest items, while up- 
pers are in the least favorable position. 


Sales of Northern Hardwood Show Seasonal Decline 


Northern hardwood trade fell off considerably in the week 
ended Oct. 30. Buying has continued on a hand to mouth basis, 
and the current requirements of both building trades interests 
and industrial users are less at this season. 

The most important factor is the curtailment in production 
of automobiles. This, however, more largely affects lower 
priced cars, for it is said that there will be continued good out- 
put of higher quality automobiles that use wood bodies. There 
appears to be a fair movement to the furniture factories, and 
implement plants are taking some lumber. 

Building trades demand is seasonably slower. Bad weather 
has reduced the call for millwork and flooring, which will 
naturally pick up as the weather improves. 

Stocks of thicker soft elm and maple are scarce, and these 
items are stronger, while higher grade birch is off in price. 

Output is now quite low, and mill stocks continue to be 
reduced. Bookings so far this year have covered ninety-five 
percent of the cut, and sales between now and the beginning 
of the new season’s production should make up the difference. 


Eastern and Northern Softwoods Seasonably Quieter 


Northern pine demand has been holding up well for so late 
in the season, and at the end of the forty-third week of the 
year the mills had shipped nine percent more than their pro- 
duction. Because of bad weather, however, late fall trade is 
not as brisk as it was last year. Yards in northern pine con- 
suming territory are keeping down their stocks, and the ability 
of the mills to give quick delivery of current wants places 
them in very favorable position. Considerable buying by 
Northwest farmers is expected before the end of the season. 
Box grades have been moving well to middle West industries. 
Trade in the eastern States is light, as there is severe com- 
petition from West Coast woods. Concessions of 50 cents to 
$1 in some surplus items have been noted. 

October sales of northern hemlock averaged considerably 
higher than August or September, and the production was 
larger than in any other month this year, the mills making an 
effort to clean up log stocks before winter. Every week in 
October showed a gain in the percentage of production sold, 
however, the range being from 79 to 100.percent. The Oct. 1 
stocks of identical mills were 25 percent larger than those held 
on the corresponding date last year. Some sellers are reported 
to have shaded prices, but most are holding firm. 

Eastern spruce is quiet. Framing has sold down to $38 base, 
though curtailment of production is giving the list more 
strength. But despite lower Canadian output, random has 





sold below $31, though usually at $33. Colder weather is slow- 
ing up yard demand, and western competition is severe. 


Western Pines Are in Good Movement for the Season 


At the end of the forty-third week of the year, Inland 
Empire mills had sold four percent more than their produc- 
tion, which was, however, about seven and a half percent below 
normal. The year’s output is therefore pretty well taken 
care of, and it is said that stocks of the most wanted items are 
becoming low. Output is tapering off, and may be expected 
to reach the winter basis soon. Demand is also slowing down, 
especially that from the retailers. Factory demand is only 
fair, and some lists have been marked down $2 on shop. The 
peculiar fall weather in important western pine consuming 
territory has hindered yard sales, but retailers’ stocks are 
small, and a larger than ordinary spring movement is expected. 

California pine mills are in considerably better shape than 
they were at this time last year; they have sold 85 percent of 
their output so far this year, as against only 75 percent last 
year. Demand from the middle West and East is seasonably 
declining, but sales within California are showing improve- 
ment. No change in quotations is reported, though the list has 
recently been showing a little more strength. 


Southern Hardwood Bookings Fall Below Production | 


Bookings of the southern hardwood mills fell below output 
during the week ended Nov. 6. Demand this fall had been 
holding up unexpectedly well, and for the year to date sales 
have amounted to about four percent more than production. 

Some of the producers are feeling a little uneasy about the 
probable trend in the relation of production to sales. They 
believed that, by this time, winter rains would have made 
logging and mills operations difficult, and enforced curtail- 
ment in the cut. For this reason the mills continued to run 
at capacity but could not cut beyond current consumption. 
Open weather is enabling them to bank a good stock of logs 
for winter cutting, and a seasonable falling off in sales would 
mean stock accumulation and price weakness. 

An uncertain factor is the export market. Many shippers 
ean take advantage of lower than present space rates until 
the first of the year, but there would not be much movement 
after that at the rates now being quoted. 

The furniture industry is still buying, and has good pros- 
pects, but sales to automobile plants have declined with sea- 
sonal curtailment in schedules. Northern building trades de- 
mand is less active, but there is considerable activity in the 
South, and total oak flooring sales for the week ended Nov. 
6 showed a gain of almost six percent over last year. 


Demand for Coast Fir Has Continued Below the Cut 


Sales of fir again fell twenty pereent below production dur- 
ing the week ended Nov. 6, and bookings of the preceding 
four weeks averaged ten percent below production. To date 
this year, however, sales were two percent above output. 

The various divisions of the market appear to be holding 
about the same relative position. Rail trade possibly shows 
a little further decline. The Atlantic coast trade is pretty 
well supplied for the season, and present high vessel rates 
discourage stocking up. Consumption there is reported active. 
California is also using a lot of fir, but supplies are increas- 
ing and distributers are seeking concessions. The same is 
probably true of the foreign market, where large volume has 
been secured at the expense of prices. 

The proposed further advance in log prices has not been 
put into effect, and the prevailing opinion is that, in the 
present state of the market, it would result in many shutdowns. 

Quotations show no change, though they are weak, and 
the mills would proably prefer curtailment to concessions. 


Lumber Statistics Appear on Pages 62 and 63; Market Prices and Reports on Pages 103 to 112 








30 AMERICAN LUMBERMAN 


NovEMBER 13, 1926 





California Voters Adopt 
Reforestation Amendment 


SAN FRANCISCO, CALIF., Nov. 6.—California voters have kept 
faith with their lumber manufacturers in their efforts to reforest 
the cut-over lands of the State by slashing taxation from growing 
trees under commercial size by passing an amendment to this 
effect by an overwhelming majority of nearly two hundred thousand. 

Lumber manufacturers declare that it is the most far reaching 
decision of the public affecting the lumber industry ever made. Its 
effect was felt within twenty-four hours after the measure’s adop- 
tion by the voters was assured. 

The measure, which was first proposed to the senate members of 
the lumber districts of California nearly two years ago by S. Rex 
Black, secretary-manager of the California Forest Protective Asso- 
ciation and forest engineer of the California White & Sugar Pine 
Manufacturers’ Association, was endorsed by virtually every civic 
improvement organization of the State. It was backed and ap- 
proved by every county of the timber regions and given almost 100 
percent backing by the press of the State. 

California counties of the pine regions had witnessed the tragic 
exodus of the logging camps and the mills which shut down and 
moved into other localities as the timber was logged off; few of 
course, because of the giant stand of pine in the California moun- 
tains, but enough to make the people realize that unless reforesta- 
tion was practiced eventually 
California’s forests would be cut 
off and that years and genera- 
tions would be needed to grow 
new timber. 

Taxation was the stumbling 
block to this needed reforesta- 
tion. So Californians did not 
wait to burst the barrier which 
kept down planting of young 
trees to take the place of the 
ones which were cut into lum- 
ber to build homes for the in- 
flux of California home seekers. 
They went to the polls and by 
nearly a 200,000 majority of 
votes, slashed all taxation off 
the young trees until they are at 
least 40 years of age and longer 
if more time is needed to make 
them large enough for commer- 
cial use. 

This amendment gives to im- 
mature forest trees the same tax 
exemption given to non-bearing 
fruit trees and to grape vines 
during the period of early growth when no return is obtained. 

The amendment in brief form, was submitted in letter form to 
voters for clarification by the California White & Sugar Pine Manu- 
facturers’ Association before the election. Trade journals and daily 
papers carried stories in the news columns and editorials endorsing 
the proposal. In brief the amendment was: 

“and all immature forest trees which have been planted on 
lands not previously bearing merchantable timber, or planted or 
of natural growth upon lands from which merchantable timber has 
been cut, shall be exempt from taxation; provided, that such trees 
or timber shall be considered mature for the purpose of this act at 
such time, after 40 years from the time of planting or removal 
of the original timber as above provided, as a board consisting of 
a representative from the State board of forestry, a representative 
from the State board of equalization and the county assessor of 
the county in which the timber is located, shall by a majority 
thereof so determine.—” 


The simplicity of the amendment, sheared of an overabundance 
of legal terms and pitfalls, is one of the most notable advantages 
of it, according to Maj. David T. Mason, of Mason & Stevens, 
prominent forest engineers, who was an ardent supporter and 
worker for the passage of the amendment. 

“The California measure is without doubt the most far reaching 
and the best reforestation tax law existing in the United States,” 
declared Maj. Mason. “Heretofore the pine manufacturer, desiring 
to perpetuate his pine timber, was held back through a bogie of 











Cc. STOWELL SMITH, 
San Francisco, Calif. ; 
Manager California 
White & Sugar Pine 
Mfrs’. Ass’n 





D. H. STEINMETZ, 
San Francisco, Calif. ; 


Vice President Pickering 
Lumber Co. 


—___ 


Assures Perpetuity 
of Lumber Manufac- 
turing Industry in State 


‘taxation fear.’ Annual taxation of timber for a period of 75 to 
100 years, plus the taxes for his land, with interest compounded 
each year, proved too large a handicap. His timber value would 
have already been eaten away by taxes. 

“So the cut-over lands were allowed to lie idle, in some cases 
revert back to the State as was the case in Michigan, Minnesota 
and some of the other Lake States. 

“Amendment No. 22 provides a promise from the public that 
his (the timber owner) timber will be allowed to grow to com- 
mercial size before it is taxed. It assures him of a profit on his 
reforestation investment and it assures California of a permanent 
supply of California white and sugar pine.” 


The effect of the adoption of the new law was felt immediately 
in the pine industry. That fact is shown in orders issued by D. H. 
Steinmetz, vice president of the Pickering Lumber Co. in charge of 
western operations. 

“T have issued orders to our logging crews to leave every tree 
of 20 inches and under standing. Heretofore we have cut down 
to 12 inches. Besides this we have entered negotiations for the 
purchase of 960 acres of cut-over lands adjoining our property on 
which we will start a reforestation program under our forest en- 
gineer J. V. Wulff as soon as the purchase is made. This land was 
cut over twelve years ago and since that time has lain idle, the 
county has been without taxes and the land has not been productive. 
Amendment No. 22 means that 
other lands such as this tract, 
cut over years ago and still non- 
productive, will be given over 
to reforestation work by the 
large pine producers. The Sugar 
Pine Lumber Co. of Fresno, has 
already voiced its plan to obtain 
a forest engineer for reforesta- 
tion work.” 


“This new law means a broad- 
ening of our work of reforesta- 
tion, already well along,’ de- 
clared Joe Fifer, of the Albion 
Lumber Co., one of the largest 
of the redwood manufacturers. 
“It means that the people of 
California have taken cogniz- 
ance of the lumber industry. We 
will now go ahead with greater 
faith in the future.” 


“California pine manufac- 
turers will take full advantage 
of the new order of tax exemp- 
tion,” declared C. Stowell Smith, 
manager of the California White 
& Sugar Pine Manufacturers’ 
Association. “This is without doubt the most forward step ever 
made by the public for the lumber industry of the State. Its effect 
will be felt throughout the entire nation because undoubtedly other 
States, facing the same problem which California faced, will follow 
our example and pass similar laws, probably copied after amend- 
ment No. 22. 

“Too much can not be said about the advantages of the new law. 
Lumber manufacturers will now go through the woods, cutting only 
the larger and best trees, more permanent railroads will be built 
and rotation of logging, cutting off commercial sized trees every 
few years, letting the smaller trees grow larger and obtaining by 
that method a higher grade of lumber, working the same land 
round after round, following logging with reforestation, and assure 
the nation of a permanent lumber supply. It opens a new era for 
the lumber industry.” 


J. D. SPAULDING, 
San Francisco, Calif. ; 


Sales Manager, Sugar 
Pine Sales Co. 


“It is the greatest and foremost move ever taken to assure the 
nation of a permanent supply of wood,” declared J. D. Spaulding, 
sales manager of the Sugar Pine Sales Co. and one of the most 
prominent lumber salesmen of the pine industry. The average 
time needed to ‘raise’ a pine crop is estimated at 100 years. That 
means about five generations, perhaps four. Redwood will gain 
commercial size in 80 to 90 years perhaps but pine should be allowed 
to grow longer. The amendment, sensing this, has provided that 
the timberman can let his pine grow until it attains a size where 
there will be a percentage of high grades in the tree. It is a fair 
and just law, passed by far-sighted people looking ahead to the 
prosperity of California, the perpetuating of the California |umber 
industry and the permanent supply of the nation’s lumber.” 
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Reforestation Amendment Defeated 


SEATTLE, WASH., Nov. 6.—On a light vote 
throughout the State, the reforestation 
amendment to the constitution was defeated 
Tuesday by about 10,000. King County 
yote was: Yes—30,098; No—21,700—a ma- 
jority of 8,398 in favor of the amendment. 
In general the timbered districts supported 
the measure, but a heavy negative vote was 
rolled up in the agricultural districts, due 
it appears to the opposition of the State 
grange, and to public ignorance and mis- 
understanding. A report was studiously cir- 
culated, and generally believed, that the 
passage Of the amendment would result at 
once in the withdrawal from taxation of 
half of the standing timber in the State; 
when, in fact, such withdrawal was not 
contemplated and would not have been pos- 
sible. The enemies of the measure, who 
were tireless in circulating this false state- 
ment, succeeded in convincing many citizens 
that the amendment had been sponsored by 
“timber barons” in order to dodge taxation. 
The truth was that the amendment, which 
in effect was merely an enabling act giving 
authority to the legislature to pass needed 
laws, dealt only with cut-over lands, out- 
lining the manner in which reforestation 
might proceed, providing a tax for the land 
itself and a severance tax for the timber 
at the end of a definite term. 

The result momentarily is a grievous dis- 


appointment to the friends of the measure, 
and to the committee which for five years 
has labored hard to pave the way for intel- 
ligent reforestation. But while the friends 
of reforestation have met with defeat, there 
is no doubt that they will continue their 
efforts. 


Minnesota Adopts Amendment 


MINNEAPOLIS, MINN., Nov. 9.—Minnresota 
voters at last Tuesday’s general election 
adopted an amendment which will tend to 
stimulate reforestation by curtailing taxa- 
tion. 

The amendment to be adopted required a 
majority of all of the votes cast. While 
the actual check can not be determined un- 
til the canvassing board completes its work, 
there is every assurance from the size of 
the vote cast for the amendment as com- 
pared with that against it that the measure 
carried by a substantial margin. 

The text of the amendment, which was 
supported by Hoo-Hoo and independent lum- 
bermen throughout the State, read: 


“Laws may be enacted for the purpose of 
encouraging and promoting reforestation 
of lands in this State, whether owned by 
private persons or the public, including the 
fixing in advance of a definite and limited 
annual tax on such lands for a term of 
years and a yield tax at or after the end 
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Business in Brief 


Probably the most significant development of the last week was the abrupt ad- 
vance in fuel prices, which was promptly reflected in increased pig iron values. 
Steel production, however, suffered a drop of 5 percent, from the 
80 percent of week immediately preceding. Sole leather is a bright 
spot in the leather industry. Building is not expanding. A slack- 
ening in wholesale buying doubtless is attributable to the approach of inventory 
period. Retail buying is healthy, but, except for holiday goods, is to meet immediate 
Business failures for last week numbered 384, which were 30 more 
than the corresponding period of 1925. The increase in number of failures was chiefly 
The failures of October, 1926, also exceeded those of October, 1925, by 
Bank clearings for the 5-day week ended Nov. 4 were 8.1 percent below 


Colder as well as dryer weather over much of the corn belt has helped to dry corn 
for husking, but it is still too wet for storage. 
the range in yield in different localities. 
AGRICULTURE year’s corn crop held on farms Nov. 1 were the largest in 
twenty-five years, excepting in 1921. 
duced seeding of winter wheat in the Middle West, with an increase in the Southwest. 
Wheat declined slightly in price, as did corn, oats and rye. 
below those for the preceding week, but exceeded those of a year ago. 
Sentiment is a little improved in the cotton belt. 


After years of depression the soft coal industry has revived and the recovery of 
this fuel has reacted on the cost of coke, which in turn has strengthened prices of pig 
iron, the production of which for October was among the highest for 

Export demand still exerts a potent influence on the domestic 
Crude oil was produced at the highest rate yet recorded. 


Production and purchase of steel tapered off somewhat during last week, coinci- 
dent with increased unemployment in the automobile industry at the principal pro- 
ducing center, though the week’s production of pig iron was among the 

In October it was the largest for the month since 


Bradstreet’s Nov. 1 index, showing the price trend of one hundred six articles 
of common use, indicated a decrease of three-tenths of one percent from Oct. 1. In 
all, twenty-eight products advanced, while twenty-seven declined, and 
fifty-one remained unchanged. Harvard’s weekly index of commodity 
prices rose to 148.6 for the week ended Nov. 3, from 148 of the pre- 
Bradstreet’s food index number for the week ended Nov. 4 was $3.43, 
comparing with $3.45 the week before and $3.70 a year ago. 


For twenty-two weeks of the présent year the revenue loadings of freight has ex- 
ceeded one million cars. Up to Oct. 23 the loadings for the year aggregated 44,014,481 
cars, comparing with 42,338,949 cars during the corresponding 

Prompt and efficient service from the carriers 
continues, as it has throughout the present year, to enable buyers 
to make their purchases in small quantities as required, instead of anticipating them 


Crop estimates vary widely, owing to 
Reserves of last 


Reports indicate a re- 


Exports for the week fell 
Old corn 











of such term upon the timber and other 
forest products so grown, but the taxation 
of mineral deposits shall not be affected by 
this amendment.” 

The mandate of the voters now is upon 
the State legislature which convenes next 
January. This legislature is called upon to 
enact legislation which will carry into effect 
the wishes of the voters to make the taxa- 
tion of timber growing lands low enough to 
stimulate the growth of trees. 


Contracts to Reforest Land 


MoLINgE, Iuu., Nov. 8.—A timber land con- 
tract of unusual significance was signed here 
last week, marking a distinct phase in the re- 
forestation movement which is gaining strong 
headway among large timber companies in south- 
ern Arkansas and adjoining territory. The 
tract which is covered by the contract com- 
prises nearly 29,000 acres of cut-over and sec- 
ond growth timber lands in Ouachita, Dallas and 
Clarke Counties, Arkansas, and is owned by the 
Moline Timber Co., a subsidiary of Deere & Co., 
nationally known implement manufacturers of 
Moline. The other parties to the agreement are 
Hall, Kellogg & Co., foresters of Chicago and 
Hot Springs, Ark. 

Under the agreement, the latter company as- 
sumes full charge of the lands as forester, agent 
and representative of the Moline Timber Co. 
It will at once undertake the protection and 
development of the property for timber pro- 
duction, organizing a fire protection plan and 
starting work looking toward improvement of 
timber conditions. The tract is mostly well 
consolidated in the lowlands of the Ouachita 
River. Although mainly a hardwood tract, it 
has carried considerable pine. 

In past logging the timber has not been cut 
closely. The tract now carries a good growth 
of young trees, largely of the better hardwoods, 
but there is also 4 considerable percentage of 
young pine. This young timber will be safe- 
guarded in the future even more carefully 
than in the past. The aim from now on will 
be to bring about the most favorable conditions 
for growth. Efforts will be made to get rid 
of old unmerchantable hardwoods so as to give 
the young trees a better chance. Maximum 
growth of high quality timber is the objective. 

The Moline Timber Co.’s milling operations, 
which have been carried on for some fifteen 
years, closed several weeks ago and its mill 
at Malvern is being dismantled. Some remain- 
ing timber is being logged, the logs going to the 
Kk. L. Bruce Co., of Little Rock. Certain tie 
operations are also going on. There remains 
on the tract other hardwood which is yet to be 
sold. Hall, Kellogg & Co. will negotiate all fu- 
ture sales and supervise cutting operations. 

In connection with the action of his com- 
pany in taking these lands in charge William 
I. Hall, president of Hall, Kellogg & Co., says: 

Close observation has shown that in many places 
in the South second growth timberlands will pay 
costs, and occasionally yield a profit even without 
much fire protection or care as to cutting. That 
course, however, is full of chances of loss and dis- 
appointment. On the other hand the owner who 
has on his lands a reasonable growing stock of 
pine or hardwoods and will organize and handle the 
property so as to give the young timber full oppor- 
tunity for growth, that owner has all the elements 
of a most satisfactory investment. He need not 
worry about costs for growth and value will outrun 
costs, if tax and management conditions are reason- 
able. The Moline Timber Co. in providing for its 
lands such management as will bring about the most 
rapid increase in value is marking a course which 
many other southern timberland owners are likely 
to follow. Why should timber lands remain idle 
or only half productive when they can be made a 
good investment? 


A DECREASE of more than 4,000,000 acres in 
the improved farm area of New York State has 
taken place between 1880 and 1920, according to 
Federal statistics. Farm lands are now going 
back to an unproductive state at the rate of 
200,000 acres a year, or double the 40-year aver- 
age. Dr. Hugh P. Baker, former dean of the 
State college of forestry, says New York must 
again become a great forest-producing State. 
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Plan Program for Securing 


Corporate 


[Special telegram to AMERICAN LUMBERMAN ] 

WASHINGTON, D. €., Nov. 10.—Representa 
tives of practically all of the great basic indus 
tries of the country, who pay hundreds of mil 
lions of dollars a year in corporate taxes, met in 
special conference here today and unanimously 
formulated a definite program for corporate tax 
relief to be asked of the Congress. Immediate 
action was decided upon, as outlined in the fol 
lowing resolution, unanimously adopted: 

That the corporation income tax rate 
represents an invidious and inequitable discrimina 
tion against that form of business as distinguished 
from the individual and the partnership. 

The rate has been increased where all other rates 
have been reduced, 

The chairman is directed, on behalf of the con 
ference and all corporations and associations : 


present 


1.—To petition the ways and means committee 
for a public hearing before the meeting of Con 
gress of the subject of corporate income tax re- 
lief. 

2.—That Congress be urged to repeal in the 
short session: (A) The additional one-half of 
one percent levied on corporate income and be 
coming effective in the calendar year 1926. (B) 
Repeal the additional one-half of one percent 
made effective for the calendar year 1925, since, 
from the public statement of the Treasury, one 
half of one pereent additional for 1925 is un 
necessary and the additional revenue to be de 
rived from the further one-half of one percent 
in 1926 will not be required. 

3.—That in addition to this obviously justified 
permanent relief, Congress be asked to afford 
such further temporary and permanent relief as 
the fiscal circumstances of the Treasury may 
justify. 

4..-That the conference, through its executive 
committee, present to the joint congressional tax 
committee created by the Revenue Act of 1926, 
further proposals for reform of the present in 
equitable system of corporate taxation, 


The conference was called by the committee 
on tax codperation made up by the National 
Lumber Manufacturers’ Association, William 8. 
Bennet; National Coal Association, Harry L. 
Gandy; American Mining Congress, McKinley 
W. Kriegh; American Cotton Manufacturers’ 
Association, James Crag Peacock; National 
Boot & Shoe Manufacturers’ Association, R. P. 
Hazzard; National Petroleum Association, Fay- 
ette B. Dow, and the National Association of 
Manufacturers, James A. Emery, general coun- 
sel. 

Wilson Compton, secretary-manager of the 
National Lumber Manufacturers’ Association, 
opened the meeting. By invitation, Garrard B. 
Winston, under-secretary of the Treasury, made 
an informal statement on taxation from the 
Treasury viewpoint. There was extended dis- 
cussion, which stressed the justice and necessity 
of immediate corporate income tax relief and 
to arrange for the presentation of the views to 
the approaching Congress. 

Mr. Emery was elected permanent chairman. 
The permanent executive committee was ap- 
pointed to represent the conference and addi- 
tional coéperating associations, that committee 
consisting of the original members of the co- 
operating committee which organized the con- 
ference. 


Following the conference, Mr. Emery said: 


Its members believe that a tax on a corporation 
is a tax on the stockholder. The characteristic 
business organizations of the United States are 
owned by more than nineteen million stockholders, 
including investors, customers and employees. The 
profits of every dollar invested in the corporate 
form of business operate more than 85 percent of 
the production, transportation, commercial and or- 
ganized service activities of our people. Every 
dollar of corporate investment is subjected to a 
normal tax two and one-half times that levied 
against the individual and partnership business. 
That rate was increased by the last Congress one 
percent in anticipation of a deficit which it was 
thought might result from the repeal of the cor- 
porate stock tax. That anticipation has not been 
realized. On the contrary, the returns from the 
corporation tax for the first nine months of the 


Tax Relief 


calendar year 1925, at the 13 percent rate, already 
exceed the returns of the calendar year 1924, with 
a quarter of a year yet to go. 

It seems, therefore, fair to present the situation 
to the ways and means committee, if opportunity is 
afforded, before Congress meets. It seems plain 
that in the face of existing returns the extra half 
of one percent levied was unnecessary, and the ad- 
ditional half of one percent which will go into 
effect in 1926 is not required. That much perma- 
nent relief is plainly justifiable. As much more 
should be given, at least temporarily, as the sur- 
plus of the year permits, and as much further per- 
manent relief as the fiscal situation suggests. 

The conference, through its committee, becomes 
au op rmanent organization, which will concern 
itself not only with the presentation of this issue 
to the appropriate committees of Congress but will 
present further suggestions for the reform in sub- 
stance and administration of the existing tax law 





to the joint committee which Congress has createg 
to study the operation of our tax system. 

In addition to those mentioned above, the 
conference included Edward Hines and M, |, 
Hudson, of the Edward Hines Lumber Co., and 
representatives of many associations. 


Recovering Sunken Logs 


MINNEAPOLIS, MINN., Nov. 9.—On the Mis. 
sissippi River, near St. Cloud, north of Min. 
neapolis, marine logging operators are recover. 
ing large quantities of logs which sank while 
en route to the lumber mills in the days of 
intensive lumber activities. About 6,000 logs, 
which will produce 300,000 feet of lumber, have 
been removed this season, according to figures 
available here. Sawing of the logs, now piled 
on the shore, is to begin next spring. 

A floating grappling machine, which will be 
tuken out of service with the colder weather 
now developing, has been used for the work, 
Many logs have been taken out of five feet of 
water. Shifting sands are expected to expose 
more next spring and more than 300,000 feet 
then will be removed. 


Babson Has Brand-New Idea 
Which Compton Punctures 


WASHINGTON, D. C., Nov. 8.—Roger W. Bab- 
son, who in a syndicated newspaper statement 
on Oct. 9 advocated the passage by the Florida 
legislature of a law forbidding the construction 
of any more frame houses in that State now has 
a brand new idea. In a brief reply to the blis- 
tering criticism sent him by Wilson Compton, 
secretary-manager of the National Lumber Man- 
ufacturers’ Association, Mr. Babson encloses a 
copy of a letter addressed to the vice president 
of the Southeastern Forest Products Associa- 
tion, suggesting the advisability of appointing 
an impartial commission to investigate what the 
recent cyclone did to various types of buildings. 

And Mr. Babson naively suggests that he is 
prepared to serve on such a commission without 
expense to anybody. Just how impartial would 
be the finding of a commission having as an 
active member a man who has prejudged the sit- 
uation and delivered a wholly unwarranted at- 
tack upon frame construction in general, regard- 
‘less of type or character, is not difficult to 
envisage. At any rate, in reply to the sugges- 
tion, written after conference with Melvin L. 
Morse, vice president of Babson’s Statistical 
Organization, who came here to try and 
straighten things out, Mr, Compton expresses no 
little amazement at the presumption of Mr. 
Babson that under the circumstances he could 
serve on an impartial commission of inquiry. 

Mr. Compton’s second letter to Mr. Babson 
follows: 

In further acknowledgement of your letter of Oct. 
25, and of the visit in my office at your request on 
Oct. 26 of Mr. Morse, vice president, may I say 
that we have, of course, no objection to the appoint- 
ment of an impartial commission to study the situa- 
tion resulting from the recent Florida hurricane 
and to publish its findings. 

The useful purpose to be served thereby is, how- 
ever, not entirely clear. There seems to be a con- 
sensus among competent spokesmen for the building 
material industries and the engineers as to the 
lessons of the Florida storm; namely, that well 
designed construction of any of the standard build- 
ing materials performed well; that poorly designed 
and carelessly constructed buildings, regardless of 
materials, did not; and that among the standard 
types, well-braced lumber construction because of 
its superior tensile strength, performed as well 
us any other types of small house construction. 

For example, even the Common Brick Manufac- 
turers’ Association of America, representing one 
of lumber’s most ardent competitors, has frankly 
stated, among its conclusions from the Florida 
storm, published in its magazine “Building Econ- 
omy” for November: 

_ “Types of construction which engineering prin- 
ciples and years of experience have demonstrated 


to be sound, withstood the storm with commend- 
able fidelity. ° 


“Departures from accepted good practice con- 
stitute the bulk of the damages; the greater the 
departure, the greater the damage. 

“Wood homes, with substantial frames and 
sufficient diagonal bracing plus diagonal sheath- 
ing and outer covering of clapboards or shingles, 
stood well.” 

Also: 

“Inferior design and construction, such as 
homes of light, widely spaced studding, chicken 
wire, tar paper and stucco, proved to be play 
things of the storm.” 

So far as we know there is no substantial dis- 
agreement among building material industries as 
to the facts of the Florida storm. The only striking 
disagreement of which we are aware is between 
the fact-findings of these industries on the one 
hand and your pronouncement on the other. 


No Consideration Where Facts Do Not Warrant 


As I wrote you, and as I have personally reiter- 
ated to Mr. Morse, the lumber industry desires no 
consideration for its products in Florida or else- 
where other than that which the exact facts war- 
rant. But we do not wish the facts themselves, 
which ought’ to be readily ascertainable (and which 
we believe have been ascertained by competent 
observers representing various building materials 
and construction and public agencies generally) to 
be obscured by irrelevant—although perhaps impor- 
tant—issues, such as forestry mentioned in Mr. 
Morse’s conversation with me, and lumber freight 
rates and local taxes on standing timber mentioned 
in your letter to me of Oct. 25. 

We have sent to Florida a competent engineer to 
codperate with civic and public agencies in their 
reformation of the building codes of Florida cities. 
He is under explicit instructions to encourage the 
imposition of suitable restrictions to prevent unsafe 
type or design of construction of whatever mate- 
rials; and to insist upon the imposition in the 
building codes of no legislative restrictions upon 
the use of lumber or of other materials other than 
those necessary to the protection of safety and 
health and the prevention of fraud. 

Within the limits thus imposed, our belief is 
that lumber, as well as every other material, should 
have the unhampered opportunity in Florida as 
elsewhere, to make its appeal on its own merits to 
the architectural taste and the sense of economy 
of architect, builder and home-owner. 

As to the impartial commission which you have 
suggested, your offer to serve on such a commis 
sion without expense to anyone, is a generous one. 
The assumption, however, that any man, who in 
advance has published his conclusions as in this 
instance you have done, should consider himself 
eligible for service on such a commission occurs to 
me as rather extraordinary. Inasmuch as the lum 
ber industry is involved in no controversy with 
other building material industries over the facts 
resulting from the Florida hurricane—facts over 





which with the exception of yourself, there seems to 
be general agreement—we do not believe that we are 
warranted in taking an initiative in the direction 
of the appointment of a commission such as you 
have suggested. 
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Should you, however, secure the appointment of 
go impartial commission we shall of course gladly 
make available to it any facilities which it may 
regard as helpful. 

Yours truly, 

(Signed) WILSON COMPTON, Secretary-manager. 

p. S. We have recently received from a number 
of other building material industries copies of your 
telegram to them as follows: 

“The Florida disaster has demonstrated once 
again the fundamental lesson that all should 
puild for permanence. To build for permanence 
is to build for profit, for service, for safety and 
for life itself. The materials which your associa- 
tion represents should be utilized in preference 
to light, flimsy construction. We earnestly urge 
you to call our position to the attention of your 
members and codéperate with us in spreading this 
important truth.” 

The language of these telegrams is apparently 
identical. Inasmuch as we have not received such 
wire from you direct and in view of your notorious 
earlier statement advocating the expulsion of lum- 
per from house construction in Florida, we assume 
that in these communications you have sought 
to identify lumber construction without discrimi- 
nation as “light, flimsy contruction.” 

That even the most determined competitors of 
lumber do not relish the tactics of ordinary propa- 
ganda which you have employed in the effort to 
demolish the use of lumber in Florida house con- 
struction and to establish your organization in the 
favor of other building material industries is 
manifest in their voluntarily sending us copies of 
your telegrams. Notwithstanding the vigorous and 
aggressive competition between the building mate- 
rial industries, there is a prevalent spirit of fair- 
play among them which perhaps you have not 
sensed. Your effort to substitute arbitrary legis- 
lation for fair competition between materials on 
their merits, for uses which are consistent with 
the protection of public safety and health, will not 
I believe find favor in any of the building material 
industries. 

In a further letter Mr. Compton says: 

I have noted that, in the enclosure with your 
letter to me of Oct. 25, you request for it the same 
publicity as has been given to your “reported news- 
paper interview.”’ This “reported newspaper inter- 
view” was, of course, prepared in your own office 
and sent out as a regular feature of your syndicated 
service. The smoke screen is obvious. 

In your ostensibly personal letter to me, which 
I note you have sent in identical language to others, 
you refer to the “incomplete report of what I said 
about the Miami disaster.’’ In view of the manner 
in which your statement was prepared, as stated 
to us by Mr. Morse, it is not unreasonable to have 
expected you frankly to assume responsibility for 
your published statement rather than attempt to 
disguise it in this way. 

We shall, however, following your suggestion, 
give to your letters as well as those to which they 
are in reply as wide publicity as possible through- 
out the lumber and wood-using industries and 
among the distributers and consumers of their 
products. 

In accordance with his promise Mr. Compton 
has had printed the entire correspondence and is 
giving it wide circulation. 


Engineers Adopt Standards 


‘St. Louis, Mo., Nov. 9.—The American En- 
gmeering Standards Committee adopted, on 
Oct, 8, 1926, as ‘* American Standards’’ the 
specifications for cross ties and the specifica- 
tions for switch ties which were recommended 
by the American Railway Engineering Associa- 
tion and the United States Forest Service as 
sponsors of the work done by the sectional com- 
mittee on the standardization of specifications 
for railway ties, of which John Foley, forester 
of the Pennsylvania Railroad, was chairman. 
These specifications are the first standards 
for ties to have been adopted by the American 
Engineering Standards Committee as ‘‘ American 
Standards.’? They are the same as the recom- 
mended practice approved and adopted by the 
National Association of Railroad Tie Producers 
at its last annual meeting. The latter organi- 
tation was represented on the committee, first 
ty the late Warren C, Nixon, vice president of 
~ Western Tie & Timber Co., and later by 
- BE. Pershall, vice president of the T. J. 
Moss Tie Co., St, Louis, Mo. 
me T. Logan, president of the National 
umber & Creosoting Co., Texarkana, Tex., is 
President and E. A, Morse, vice president of the 


rtoni Tie & Lumber Co., St. Louis, is secretary 
of the tie association. 


News Stories of Happenings 
in the South 


Wins Election as Home Burns 


Houston, TEex., Nov. 8—John Henry Kirby, 
president Kirby Lumber Co., on Tuesday night 
watched his $350,000 home in flames while elec- 
tion officials were counting his majority in the 
race for State representative. Mr. Kirby was 
elected by an overwhelming majority. 

The Kirby home had just been completely 
remodelled at a cost of more than $200,000. A 
new house was built around a portion of the old 
Kirby home, Mr. Kirby being unwilling to 
destroy entirely the home in which he had lived 
for so many years. Mr. and Mrs. Kirby had 
moved into their new residence less than two 
days before the fire. The lumberman said he 
would start work at once to repair the damage, 
estimated at about $50,000. 

Mr. Kirby will take up his new duties as a 
State representative on Jan. 1, 1927. 


Desire No Change in Control 

Sr. Louis, Mo., Nov. 9.—The council of the 
Missouri Forestry Association, which met here 
last week, adopted a resolution expressing the 
view that the department of forestry of the 
State board of agriculture, which was estab- 
lished nearly two years ago to conserve the tim- 
ber of Missouri, should be kept under the control 
of the board of agriculture in any rearrange- 
ment of governmental departments. It had 
been suggested that the forestry department 
might be assigned to a new conservation de- 
partment, along with fish and game protection 
in the program of reorganization of State de- 
partments proposed by the Associated Indus- 
tries of Missouri. 

The present activity of the department of 
forestry covers the work of the State forester, 
district forester at Ellington, in the Ozark tim- 
ber section and of a nursery at Cedar City, 
across the river at Jefferson City. It is pro- 
posed to open two new district offices to extend 
forest fire protection, one next July and one 
a year later, and to open a forest experiment 
station. Frederick Dunlap is State forester. 

The council appointed a committee to under- 
take spreading information in the schools about 
the need for forest conservation. 


Research Council’s Extensive Plans 


NEW ORLEANS, La., Nov. 8.—The Southern 
Forest Research Advisory Council, meeting at 
Bogalusa, La., Oct. 26-27 last, received and 
approved the report of R. D. Forbes, director of 
the Southern Forestry Experiment station and 
secretary of the council. In the absence of 
Chairman Henry E. Hardtner, detained by ill- 
ness, Prof. J. G. Lee of the forestry department, 
Louisiana State University, presided. During 
the two-day session, the members of the council 
visited the nursery of the Great Southern Lum- 
ber Co. and its reforested tracts and inspected 
the experimental plats under charge of the for- 
estry experiment station, some four miles out of 
Bogalusa. Plans for the coming year, as recom- 
mended and adopted by the council, include the 
preparation of a bulletin on timber growing and 
logging practice in the southern pine area; re- 
vision of the manuscript on forest fires; continu- 
ance and, if possible, completion of the surveys 
under way in the naval stores districts of South 
Carolina, Georgia, Florida, North Mississippi 
and the Piedmont section; launching of a pro- 
gram of thorough research in the Florida For- 
est; collection of data required for the applica- 
tion of pine growth figures to average stands, 
and a report on nursery work and practice. E. 
H. Clapp, of the Forest Service, talked of the 
work of the regional association. William L. 
Hall, of Hall, Kellogg & Co., discussed apprais- 
als of cut-over land to ascertain number of 
seedlings and saplings. George T. Houston, of 
Houston Bros., discussed tax problems. State 


Forester W. R. Hine, of Louisiana, reviewed the 
State activities under his charge. Prof. Lee, 
of Louisiana State University’s school of for- 
estry, discussed the work of the schools. Re- 
ports on private reforestation projects were 
made by Dr. von Schrenk, J. W. Watzek, jr., 
R. M. Newton and W. L. Hall. Senator Hardt- 
ner was reélected chairman of the council, Maj. 
J. G. Lee vice chairman and R. D. Forbes sec- 
retary. 

The following resolutions were adopted: 

WHEREAS, A distinct need exists for a more com- 
prehensive program of research bearing on the pro- 
duction of naval stores and the regrowth of pine 
timber in the southeastern United States, be it 

Resolved, That the council heartily endorses the 
Fletcher bill (S 4212) as a substantial provision 
for this research. 

WHEREAS, In the judgment of the council an 
acute situation is impending in the deterioration 
of our hardwood forests as a result of fire, decay 
and cutting without provision for regrowth, be it 

Resolved, That the council recommends to the 
secretary of Agriculture and the Congress provi- 
sion for a program of research covering southern 
lowland hardwoods, comparable to that under way 
for pine by the Southern Forest Experiment Sta- 
tion. 


Announces House Design Competition 


LitTLE Rock, ArK., Nov. 8.—Marking an- 
other advance in the modern merchandising 
methods for which it has become nationally 
known, the Arkansas Soft Pine Bureau, with 
headquarters in this city, has announced an 
architectural competition in which cash prizes 
totaling $2,000 will be awarded. It is expected 
that architects from all over the United States, 
Canada and Europe will enter the competition. 
The terms of the contest call for competition on 
a design of a residence to be built of and fin- 
ished in Arkansas soft pine and which shall con- 
tain a fixed cubic area divided into seven rooms 
and a garage. The cost of the finished house, of 
course, will vary somewhat according to location, 
but the estimated figure is approximately $14,- 
000. 

A jury of award has been selected, consisting 
of five architects who have achieved distinction 
in residential design. These have been chosen 
also with reference to location in the consuming 
territory where Arkansas pine is marketed, and 
there will be one each from St. Louis, Cleveland, 
Boston, New York and Philadelphia. The dates 
for the competition have been fixed as Jan. 1 
to March 15, 1927, and it is expected that the 
award will be made by April 1. From the plans 
submitted, the bureau will compile a new 
brochure containing eighteen of the best plans, 
including the prize winning designs, and this 
booklet will then be distributed as a piece of 
valuable home building sales literature supple- 
menting the bureau’s national advertising pro- 
gram. 

Arrangements for this competition have just 
been completed by Robert H. Brooks, of Little 
Rock, whose agency conducts the advertising 
campaign of the Arkansas Soft Pine Bureau. 
Mr. Brooks has just returned from New York, 
where he completed these arrangements. 

Since 1912, the Arkansas Soft Pine Bureau 
has spent more than half a million dollars in a 
systematic advertising and promotion campaign, 
as a result of vkich Arkansas pine is recognized 
throughout the North and East as an individual 
wood and particularly as ‘‘satinlike interior 
trim.’’ 

The Arkansas Soft Pine Bureau is composed 
of the Arkansas Lumber Co., Warren; Caddo 
River Lumber Co., Rosboro; Crossett Lumber 
Co., Crossett; Dierks Lumber & Coal Co., 
Dierks; Edgar Lumber Co., Wesson; Fordyce 
Lumber Co., Fordyce; Halpin-Neimeyer Lumber 
Co., Hot Springs; Southern Lumber Co., War- 
ten, and Wisconsin & Arkansas Lumber Co., 
Malvern. 
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Business Principles Which Make for Success in Retail Lumber Selling— 
Dealer Outlines Fundamentals on Which Large Organization Is Conducted 


“T have respect for mail-order corporations who represent their 
goods and service fairly, but I have no respect at all for the map 
who sells his goods to you and then immediately sells direct to 
your customers. These fellows will sell to the local Standard (jj 
station as cheaply as they will sell to you, on the excuse that Stand. 
ard Oil buys lots of stuff. Try buying gasoline of Standard Qjj 
at wholesale rates, if you’re not entitled to those rates as a gas 
retailer, and hear them laugh. Lots of cement concerns are your 
friends as long as you peddle their stuff a few sacks at a time. 
That’s trade they can’t handle. But when a big job comes along 
they’ll sell direct and offer you a thin dime just to make you an 
accessory after the fact. That these things are true is our fault. 
We ought not to be so scared, and we ought to have a better organ- 
ization back of our definitions of ethical business. 


“It doesn’t pay to take mail-order competition too seriously,” 
said E. P. Hunter, of William Cameron & Co., Waco, Texas, in the 
address delivered at the Arkansas convention last spring, mention 
of which was made in these columns last week. “Of course it is 
serious in its way, and nobody can disregard it utterly. But many 
of us take it seriously in the wrong way. We feel that somebody 
is taking away from us things that are in justice ours when an out- 
side corporation sells to our customers, and so we get into a bad 
frame of mind and use the wrong methods in trying to hold what we 
consider to be our own trade. Now I have lots of respect for a 
mail-order corporation that builds up a big trade under the handi- 
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Discouraging Poor Construction Aids Lumber Business 





“One good way to help the lumber business is to discourage the 
jerrybuilt house and to encourage sound construction. The jerry. 
built house was a product of shortsighted competition. It was an 
effort to sell on price. It never was justifiable on a basis of doing 
the square thing by the customer, and it never was very effective 
in getting a permanent volume of trade even when we had no 
competition except other lumber dealers. But now we have a diver- 
sity of competition beginning with masonry construction and run- 
ning through most of the other things which people buy. If houses 
prove bad investments people will get along with the least house 
possible and will spend their money for other things that will give 
them pleasure even if permanent value is not included. If a house 
and a car last the same length of time, your customers will buy 
a car. 

“A man does not have a good house unless it has a good founda- 
tion and a good roof. He doesn’t have a good house unless there is 
good workmanship in the frame. A house honestly framed out of 
No. 3 stuff is a better investment than a jerrybuilt house framed of 
clear stock. For various reasons we all know, the shingle roof has 
fallen into disrepute. For part of this the manufacturers are re 
sponsible; but they have learned their lesson. Part of it has come 
from misrepresentation, some wilful, some perhaps honest. At the 
present time there is no better roof to be had at a reasonable cost 
than properly seasoned, thick edge-grain red cedar shingles, and we 
as dealers will do our customers and ourselves a good turn by 
promoting their use. 











- a 
If houses prove bad investments people will get along with the least house 
possible. If a house and a car last the same length of time your customers 
will buy cars. 


caps which surround that business. Such a corporation simply tells 
the world what it has to sell and what service it has to offer. It 
fixes up its sales and its publicity to fit its public. It sees things 
from the customer’s point of view. This is something it can teach 
us. I’m always sorry when a dealer starts out to hold or to increase 
his trade by telling his community about the taxes he pays and 
the contributions he makes to charity and to local betterment. Pay- 
ing taxes and helping the community are fine things, and every 
dealer must do the first and should do the second. But these are 
poor arguments to use in building sales. In effect the dealer is 
asking the public to trade with him and thereby to help pay his taxes 
and contribute in his name to local charities. 


Customers Will Buy Where They Can Do Best 


“Your customers simply are not interested in what you do with 
your profits; at least they are not when they buy building materials. 
What they are thinking about then is themselves and not you. 
They probably don’t especially want you to lose money, nor are 
they especially anxious to help you make money. That, they think, 
is your affair. They are looking out for themselves, just as they sup- 
pose you are looking out for yourself. They want their money to 
do as much for them as it will; and if you can’t make it get as 
much for them as somebody else can they conclude that you are 
not doing your stuff as efficiently as you should. Probably these 
appeals for patronage on the basis of tax paying are not always con- 
fessions of weakness, but they are apt to sound that way to the 
man on the other side of the order desk. 

“The way to make sales is to see the customer’s point of view and 
to stress the service you have fixed up to supply him with what 
he wants and needs. Every local dealer has more sound talking 
points that mesh in with the customer’s own interests than the 
mail-order house has. Then the thing to do is to use these things 
efficiently and to omit mention of mail-order competition. A man 
will buy much more readily if you appeal intelligently to his own 
interest than if you appeal to him to help you pay taxes and sup- 
port the churches and the band. 


Courtesy and Advertising Important Sales Aids 


“While money is sometimes wasted in advertising, this is too im- 
portant a sales help to be discarded because every advertising de- 
vice urged upon us is not efficient. It’s part of our business as deal- 
ers to pick and choose; to select and use those advertising channels 
that have proved to be good. We use quite a number, such as novel- 
ties, direct letters, billboard and the like. We have found that direct 
letter advertising is very effective when properly used. Letters can 
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be produced in quantities and addressed on a typewriter so that 
they look like personal letters. Those people who know about form 
letters don’t resent them, and those who do not are often impressed 
by our individual interest in them. Country people especially, who 
probably don’t get a sackful of letters every day, will read your 
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Price fighting is about as disastrous a sport as a person can engage in. 
Most price fighters are ignorant of what they are doing. 


letters with interest and often will reply to them. We find that 
by selecting our lists and sending the right form letter properly 
addressed we get excellent results. 

“Courtesy is something that isn’t always considered advertising, 
and perhaps it shouldn’t be. A man ought to be courteous simply 
because he is a human being and part of the big family and because 
ithelps us get through the world with less friction. But whatever 
you consider it to be, real courtesy that runs deep costs nothing 
except the effort to form the habit, and it is a great business builder. 
When a customer wants to buy something he isn’t encouraged in his 
desire by having to struggle with salesmen who seem intent upon 
insulting him. If you want to see business courtesy in action, ob- 
serve any well trained Standard Oil filling station staff. Probably 
Standard Oil gas is no better than any other. Certainly it costs as 
much as the average. But go into one of their stations and you'll 
get instant attention and perfect service. One man fills the tank 
while another tests the oil, fills the radiator and wipes off the wind 
shield. If you hand the money across the person sitting beside you, 
the agent will hurry around the car and give you the change on 
your side of the car. I’ve no doubt that this means millions of gal- 
lons of sales to this company every year. Your telephone ought to 
be an asset, but it can be a liability. If you’re in a temper and yell 
‘Hello’ in the transmitter like a plug ugly inviting somebody outside 
to get licked, the person calling you up will decide that whatever 
number he has is the wrong one. 

“In our stores we go on the theory that any person who comes 
in wants something we can supply. There are few things more 
irritating to a customer than to come in, stand around and receive 
no attention. I know, and so do you, from our own experience as 
customers of other mercantile concerns that nothing cools buying 
desire like going into a shop and finding that no one pays any 
attention to us. An office or store with no one to attend to callers 
is next to the worst business crime involved in the general technique 
of selling. The worst is to have some one in charge who shows by 
his actions that he wishes the caller had stayed away. 


Lumbermen Should Be Friendly with Competitors 


“Your competitor ought not to be a stranger to you. Maybe you 
say he’s mean, but that probably indicates merely that you don’t 
know him. He might say the same thing about you, and of course 
you know you’re not mean. If he knew you he’d find you a delight- 
ful person. It pays to get acquainted with your competitor and to 
bring out his best qualities by friendship. In fact there isn’t any 
other way to deal with him. Experience has proven, in those un- 
fortunate fights we’ve witnessed from the sidelines, that a competi- 
tor Is hard to break; and you can’t knock him on the head, because 
t's against the law. And if you could dispose of him in either of 
these ways, another would come in all armed to meet your rough 
stuff. The thing to do is to get acquainted with him. He’ll prob- 
ably become your most useful friend. Believe what he says. If 
€ begins by lying to you and you let him get away with it the 
chances are many to one that he’ll be ashamed of himself, reform 
and behave as a good competitor should. 

Price fighting is about as disastrous a sport as a person can en- 


gage in. Most price fighters are ignorant of what they are doing. 
When they cut a price five percent they think they are cutting five 
percent off their profits. It’s hard to see how an intelligent man 
gets that way, and maybe an intelligent man doesn’t. The plain 
fact, of course, is that the cut comes entirely out of the net-profit 
margin, if net profits are that wide to begin with. Suppose a dealer 
figures a bill at $100 that cost him, wholesale and overhead, $90. 
He runs into price competition and cuts his figure five percent. 
What has he done? Has he cut his proiit five percent? He has not. 
He has cut it fifty percent. His costs have not been lowered by a 
hair, but his net profits are well on the way to disappearing. 

“One of the factors we value in our business is good will. 
want the good will of our competitors and of our customers. Sup- 
pose a person comes to us to make a purchase. Maybe we don’t 
know just why he came to us instead of to one of our competitors. 
Maybe he doesn’t quite know, either. But it isn’t hard to guess that 
for some reason or reasons he has confidence in us and our goods, 
prices and service. In other words we have his good will. Since 
he has that feeling toward us we want to capitalize it and consoli- 
date it. We want to make it in a sense a corporate responsibility. 
We believe this customer has his confidence in us and our policies, 
and that he looks to us to make good on his expectations. For this 
reason we have our own guaranty on our goods, and we’re gradually 
getting away from selling trademarked articles with manufacturers’ 
guaranties. This may seem a little unusual until you think of it 
in detail. A manufacturer can’t guarantee goods unless they are of 
such a quality that he does not have to replace many of them. Then 
he can allow himself enough extra in the price to make it possible 
for him to replace what little happens to go bad. On the law of 
averages the extra profit added for this informal insurance on the 
stock which each dealer sells will take care of the occasional re- 
placements which this particular dealer must make. The advan- 
tage in having the manufacturer take the risk is this: If a small 
dealer happened to have a run of bad luck and had to pay for these 
replacements himself it would take his profits for a long time; 
while his streak of bad luck probably would be balanced by some 
other dealer’s corresponding streak of good luck. In that case the 
two would neutralize each other, neither dealer would suffer, and 
the manufacturer’s percentage of losses and replacements would 
remain about even. Many small dealers like this as a sort of 
insurance provision; but the fact remains that over a period of 
years even the small dealer would find that his percentage of re- 
placements would run pretty even. 

“So it seems to us that we might as well assume sole responsibil- 
ity for guaranteeing our goods. The responsibility it places upon 
us makes us especially careful in selecting the goods that we sell. 
We investigate them probably with greater care than does the dealer 
who passes the buck to the manufacturer. We are the agent in the 
case. The customer knows nothing about the manufacturer. The 
latter is but a name; and if the goods do happen to go bad we are 
the persons looked to to make them good. If, then, we have to go 
to the trouble to make the claim, convince some person not on the 


We 








rue 





The time is coming when we as retailers will, as a regular thing, give our 
customers a turnkey job with the responsibility and the reward centering 
squarely in our own hands. 


ground that the fault really was in the materials and get a settle- 
ment, it takes some time and doesn’t add any to our prestige. We 
still are responsible, in the customer’s mind, for the stuff, and yet 
we run off to someone else to make it good. If that someone else 
chooses not to make it good we’d have to. So why pass the buck at 
all? We are making a beginning at putting certain items out under 
our own trade name. These things are made and graded according 
to our own standards, and we stand back of them. We figure we 
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can do this, can take the responsibility for quality and can prepare 
for the very small percentage of replacements in precisely the same 
way that the manufacturer can do it. And along with the responsi- 
bility we assume comes the prestige that such a policy brings us. 

“We insist that our branch managers shall be perfectly fair and 
square on this matter of guaranties. If our stuff goes wrong we 
want to make it right. There is no sharp practice tolerated. If 
you train your men to steal for you, at the same time you’re giving 
them pointers in how to steal from you. 

“One thing I think retailers need tc watch in themselves is a 
tendency toward laziness. It is a universal fault of the human 
family; and if a man finds he is getting by he is apt to let his 
attention and interest wander too much to other things. It is prob- 
ably true that some dealers in a certain sense work too hard; that 
is, they try to do so much routine work that they have little energy 
or interest left with which to see their jobs as a whole. They keep 
the machine going according to the old rules, keep long hours and 
find themselves too tired and too closely confined to see big and 
important changes coming over the horizon. In one way, these 
men are not lazy; but they may be industrious in the wrong way 
and in the wrong places. The thing they ought to be interested in 


watching in themselves is the easy way in which they may become 
lazy minded while being industrious in routine. 

“All of us who have been in business long have seen large changes 
in the building material business. We are going to see still more 
If you consider the matter for a moment you will see that there ar, 
still large areas of the business over which we have little or no 
control. For instance, there is the big field occupied by contractor 
and sub-contractor. We take these men into an informal partner. 
ship with us, and what they do has a large bearing on the final gat. 
isfaction our customers will have in the goods we sell them. Many 
dealers say very positively they want nothing to do with contraet. 
ing. Why? That work can not be ignored. It is necessary, and jp 
fact it is rather central in the business of producing satisfactory 
houses. If the dealer has no control over it he is to that extent not 
controlling his own business. However it works out, I believe the 
time is coming when we as dealers will, as a regular thing, give our 
customers a turnkey job, with the responsibility and the rewards 
centering squarely in our own hands. It isn’t safe or far sighted 
to announce before hand that we will have nothing to do with go 
important a matter. Personally, I believe it is coming and that it 
ought to come.” 


Retail Concern Makes the Lumber It Sells 


San Dieco, Cauir., Nov. 6.—A retail lumber [| 
concern that manufactures the lumber it sells 
is somewhat unusual, but such a concern has 
been doing business in San Diego for a number 
of years. Its log supply is 1,200 miles away. 
During 1927 the Benson Lumber Co., of this 
city, according to Fred Hamilton, general man- 
ager, will saw 50,000,000 feet of Douglas fir, 
an increase of 22% percent over this year’s 
production. Logs, approximating 20,000,000 





Slashing prices has never made a success of any 
man or any firm. 

This firm recently zoned its San Diego terri- 
tory, giving certain sections of the city to differ. 
ent salesmen. ‘‘And these salesmen are held 
responsible for their distriets,’? Mr. Hamilton 
continued. 

Of course, we watch very closely the building 
permits, but we have recently developed another 
plan which is paying us good dividends. 

Realizing that a goodly percentage of the resi- 
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Where the Douglas fir telephone and telegraph 
poles are dipped in creosote 


feet, are now in the pond and will be consumed 
in the program next year. This is the largest 
log pond in the world. 

For more than twenty years this firm has been 
transporting its logs almost wholly from Colum- 
bia River, Oregon, by raft. These rafts are 950 
feet long, 57 wide and 37 feet deep. Each one 
carries about 6,000,000 feet and requires 180 
tons of binding chain to keep it intact during 
the 1,200-mile voyage. 

This firm is a subsidiary of the Benson Tim. 
ber Co., taking about two-fifths of this com- 
pany’s output at Clatskanie, Ore. After the 
logs are converted, the lumber is shipped over 
a radius of approximately 200 miles, extending 
in a fan shape north, east and south of San 
Diego, the latter direction ineluding Mexico. 

During the last two years 
than $250,000 worth of 
clared Mr. Hamilton, and of this sum we have 
lost but $300. ‘This, of course, is the result of 
the efforts of our salesman in this territory to a 
great extent. He has been in Mexico for a number 


of years and is thoroughly familiar with the 
Mexicans’ way of doing business. 


we have sold more 
lumber in Mexico, de- 


All scraps of lumber coming from the mills are 
saved, being sold to the public for kindling wood 


In fact, he stands in with the powers that be, 
and, therefore, he generally gets his money whether 
the other firms do or not. 

Although a number of the lumber dealers in San 
Diego are now in the midst of a price war, the 
Benson Lumber Co. holds to its present prices, 
disregarding the competitor's quotations. We are 
in business to sell lumber at a profit, said Mr. 
Hamilton, and if we can’t, then we are not going 
to sell it. It is absolutely against our business 
principles to slash prices, realizing the firm that 
does generally suffers in a cumulative manner. 


— 
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Fred Hamilton, general manager of the Benson 
Lumber Co. 








Showing how the freshly sawed Douglas fir is 
stacked in order that it may dry in the open air. 
The proximity to the sea keeps it from drying 
too quickly, which would cause the lumber to 
warp in the warm California sunshine 


dents of southern California and San Diego come 
from Iowa, we have established connections ™ 
various ways with other dealers in that section 
of the country. Very frequently when a family 
from Iowa comes out, we have had the informa 
tion in advance. We know whether he has come 
to stay or merely is a tourist; what size family 
and the amount of money he is presumed to hav 
in the bank. With this information at hand, the 
salesman can make a more intelligent talk. 

Mr. Hamilton has been with the Benso 
Lumber Co. for the last eleven years, and thre 
years of this period he has been general mal 
ager. He is well known to the lumber trade 
of the entire Pacific coast and the eleven west 
ern States because of the monthly parties be 
gives out in the Pacific on his rafts. Due ™ 
the uniqueness of these entertainments, they 
have become immensely popular with the lumber 
industry. 
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LirrLeE Rock, Ark., Nov. 8.—The increasingly 
frequent though still rather unusual combina- 
tion of lumber retailing and building complete 
homes for sale, is a subject of growing interest 
among lumber dealers, as the stress of compe- 
tition is forcing retailers, in many localities, to 
seek ways and means of merchandising that will 
reduce that element to a minimum. The mark- 
eting of lumber in the form of completed houses 
is one of the ways in which this situation is 
being met. Another benefit achieved through 
this plan is that it helps the dealer to bridge 
over periods of slack demand. 

Therefore, readers of the AMERICAN LUMBER- 
wAN doubtless will be interested in reading of 
the operations of a retail lumber firm that is 
successfully carrying on the building and selling 
of completed homes as a department of its reg- 
war retailing business. This concern is the 
Rieff Lumber Co., of Little Rock, Ark., which 
about two years ago inaugurated a real estate 
and building department, and during the inter- 
vening time has built and marketed a consider- 
able number of completed residences. This com- 
pany, it should be said, is specializing in the 
building of homes of the better type, archi- 
tecturally attractive, well designed for comfort 
and convenience, and constructed of good mate- 
rials with careful workmanship throughout. The 
company has on its staff a competent architect 
who supervises the construction of these heuses, 
and also gives general building advice. 

A typical Rieff-built home, of the Colonial 
type, is shown in one of the accompanying photo- 
graphs. This home is of frame construction, 
brick veneer, with roof of edge-grain cedar 
shingles. A number of the other houses built 





The home-suggesting office of the Rieff Lumber Co., Little Rock, Ark., 
is a variation from usual type 


One of the attractive residences lately built for sale by the 
Lumber Co., Little Rock, Ark. 











ly the company during the last six months are 
even more pretentious than the one here shown. 

It should be borne in mind that the building 
of homes is not the main business of the Rieff 
Lumber Co., which is primarily a lumber busi- 
ness, the building of homes being merely a 
channel created in order to find an outlet for 
more materials. 

‘When the lumber business gets slack,’’ re- 
marked W. S. Daniel, manager of the company’s 
real estate department, ‘‘we create a market to 
counteract the inactivity by building a few 
homes for sale. Of course, there is a reasonable 
profit added to the cost of the building, and 
when sold we realize that profit in addition to 
our regular normal profit from the materials. 
When we build a home, we sell the materials to 
our buiiding department at the same price that 
we would charge any other contractor.’’ 

Mr. Daniel ‘also kindly explained for the 
AMERICAN LUMBERMAN the method of handling 
this business, saying: 

‘*Our usual plan is to employ a small con- 
tractor to erect the building according to our 
plans and specifications. He makes a bid on 
the labor, and if given the contract employs and 
supervises such labor as is necessary to complete 
the job. He makes up his payroll and we pay 
his men off at our office. The plumbing and 
wiring we usually let by separate contract. 

‘*Our architect supervises the building 
through to its completion, making daily inspec- 
tions when necessary. He also designs all the 
homes that we build, and assists prospective 
home builders in designing and planning their 
homes. In addition, he gives advice and as- 
sistance to the small contractors who purchase 





Rieff 


Showing the well constructed and convenient shed of the Rieff 
Lumber Co., Little Rock, Ark. 


Lumber Retailer Builds and 
Sells Complete Houses 


Delivers ‘‘Turn- 
Key’’ Jobs to 


Purchasers 


their building materials from our company.’’ 

Mr. Daniel added that the company has done 
some subdividing, and has found it not only 
profitable in itself, but excellent advertising. 
The company maintains a real estate office which 
sells the homes that it builds, and closes con- 
tracts for the building of homes for others. The 
real estate department also writes fire insurance, 
and looks after the insurance on all of the com- 
pany’s holdings. 

To inspect the well built and well equipped 
plant of the Rieff Lumber Co. is a real pleasure 
for anyone interested in progressive lumber 
merchandising. 

In the first place, the office is a departure 
from the conventional type, suggesting a resi- 
dential structure rather than one devoted 
strictly to business purposes, which of course is 
eminently appropriate for a concern -featuring 
home building and home owning as strongly as 
this one does. A neat white painted wood picket 
fence along the front of the premises heightens 
the homelike effect. 

The main lumber storage shed is a substantial 
wood structure with monitor roof, pierced by 
almost continuous rows of windows which flood 
the interior of the shed with light. A spur 
track running down the center of the shed, which 
is devoted to storage of moldings, trim etc., per- 
mits the unloading of materials direct from 
the car to the bins. The interesting arrange- 
ment of the interior into compartments for the 
proper storage of the various items is shown in 
one of the accompanying photographs. 

The company operates several delivery trucks, 
and its equipment throughout is thoroughly ef- 
ficient and uptodate. 








Interior view of shed No. 1 of the Rieff Lumber Co., used mainly for 
storage of moldings, trim ete. 
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An ‘‘overflow’’ 





crowd of farmers awaiting admission 

















What Railroad Is Doing to 


Increase Farmers’ Profits 


DANVILLE, Inu., Nov. 8.—On Friday of last 
week an editorial representative of the AMERI 
CAN LUMBERMAN had the pleasure of accom 
agricultural 
agent of the Chicago & Eastern Illinois Railway, 


panying Luther Fuller, general 
with headquarters at Danville, on 
an automobile trip through Ver- 
milion County, for the purpose of 
observing an interesting phase of 
the extensive work which that rail- 
road is carrying on in the territory 
which it traverses in the interests 
of better agriculture and stock 
growing. 

This work of education and de- 
velopment takes various forms, 
suited to the different territories 
and seasons, the particular event 
oeeasioning last week’s trip being 
the operation of a dairy demonstra- 
tion train over the company’s lines 
in Vermilion County, from Nov. 3 
to Nov. 6, with stops at ten sta- 
tions for demonstrations and lee- 
tures. 

This train was operated under 
the auspices of the agricultural de 
partment of the Chicago & Eastern 
Illinois Railway, the Vermilion 


County Farm Bureau, and the University of 
ears were attached to 
way freight trains, and set out on the side tracks 
for two or three hours at each of the ten points 
visited, which were as follows: Indianola, Aller- 
ton, Sidell, Bronson, Henning, Collison, James- 


Illinois. Two railroad 


burg, Rossville, Alvin and Bismarck. 


One of the two cars was fitted up with exhibits 
from the University of Illinois designed to show 
the value of using good dairy sires, the benefits 
of cow testing associations and better methods 


| 


Agricultural 


Agent C€. 





M. 


of feeding. Another coach was used for lectures 
and moving pictures. In addition to the ex- 
hibits already referred to, there were special 
exhibits and a film showing the method of at- 
tack of the European corn borer, which by its 








Interior of fruit and vegetable demonstration car 


More and Better 
Farm Buildings 
Is Natural Result 


‘The seriousness of this pest to the corn belt 
has not yet been recognized, and I predict that 
the borer will invade this county much sooner 
than the average person realizes. From the 
damage it has done further east, I am gure it 
will play havoe here. The farmer 
who has dairy cows, poultry and a 
diversity of crops will be in a much 
better position to meet this pest 
than the one who depends too much 
on corn.’’ 


Mr. Fuller and the writer made 
contact with the train at Collison, 
Jamesburg, and Rossville, those be- 
ing the points scheduled for stops 
and demonstrations that day. At 
these places interesting and in. 
structive lectures and demonstra- 
tions were given by Farm Bureau 
Adviser Kercher; Prof. C. §. 
Rhode, of the dairy department of 
the University of Illinois, and H. §. 
Brown, of Newton, Iowa, field man 
for the American Jersey Cattle 
Club. Charles M. Filson, of Salem, 





A sweet potato storage house at Oaktown, Ind. 


steady march westward is creating much appre 
hension throughout the corn belt, and also show- 
ing the results of its ravages, as well as ways 
and means for combating the pest so far as 
they have been developed to date. 

County Farm Bureau Adviser Otis Kercher, 
who has recently returned from a trip of ixspec- 
tion into the territory infested by the borer, 
told of what he saw. ‘‘No practical way has 
yet been devised for combating the corn borer 
on an economical scale,’’ said Mr. Kercher. 





Ill., agricultural agent for the Chi 
eago & Eastern Illinois Railway, 
also accompanied the train and as: 
sisted in the demonstrations. 

The attendance at the various stops varied 
from a few dozen to 300 or more interested 
farmers and farm boys and girls. An interest- 
ing feature of the demonstration at Collison was 
the presence of a dozen bright, alert farm lads 
from the agricultural department of the Arm 
strong Township High School, in charge of their 
instructor, Professor A. F. Laurence. Equipped 
with notebooks and pencils these boys allowed 
no points to escape them, and it is safe to 
prophesy that the lessons there learned will later 











Filson explains exhibits 


Listening to lectures illustrated by moving pictures 
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be put into effect on the various farms from 
which they come. 

But this dairy demonstration train is only 
one of the many ways in which the Chicago & 
Eastern Illinois Railway, through its agricul- 
tural department, is working out its motto of 
‘“Service,’’ by aiding and encouraging in every 

ible way the adoption of the best and most 
rofitable methods of agriculture and stock 
growing throughout its territory. 

These efforts are producing tangible results, 
and, incidentally, the lumber dealers are being 
penefited by the increased use of lumber. called 
for by the erection of ‘better, and in some in- 
stances, of an entirely new type of farm build- 
ings. For instance, the company’s work in pro- 
moting the growing of sweet potatoes has di- 
rectly resulted in the construction of many sweet 
otato storage houses of the type shown in one 
of the accompanying illustrations. For several 
years the railroad’s agricultural department has 
eosperated with communities along its line in 
Indiana for the promotion of sweet potato 
growing on a commercial scale. During the last 
year especially it has codperated with Purdue 
University along that line. Meetings were held 
throughout the territory, and the vegetable dem- 
onstration train which the railroad ran last sum- 
mer especially featured grading, packing and 
better marketing methods of sweet potatoes. 
The department also has furnished information 
regarding the proper construction of sweet po- 
tato houses to interested persons along its lines. 


Mr. Fuller informed the writer that it is 
planned, in codperation with Purdue Univer- 
sity, next year to organize sweet potato clubs 
among the farm boys and girls, and to hold a 
show for the club members next fall. South- 
western Indiana produces an especially fine qual- 
ity of sweet potato of the Jersey type. As a 
general thing, the Indiana product sells for a 
higher price than any other sweet potato on the 
market. ‘‘We believe that this branch of ag- 


riculture in Indiana has a great future,’’ said 


Mr. Fuller, ‘‘and that the number of storage 
houses required will increase considerably within 
the next few years.’’ 

To revert to the work that is being done by 
the railroad company to encourage dairying, and 
especially the breeding of better and more prof. 
itable dairy stock in its territory, it is interest- 
ing to note that the company has recently put 
into operation a plan whereby it is arranging, 
through the local banks at the different stations 
along its lines in Illinois, to purchase pure-bred 
dairy cattle, that have been tested and found 
free from tuberculosis, for distribution among 
the farmers in those communities. The local 
banks finance the purchases and take the farm- 
ers’ notes in payment for the cattle, which are 
carefully selected in Wisconsin by an expert 
from the dairy department of the University of 
Tilinois. In this connection, it may be added 
that the company has successfully followed a 
similar plan with its pig and calf clubs, con- 
ducted for the purpose of interesting farm boys 


News and Business Ideas 


Models Show Use of Various Woods 


There appeared on page 80 of the Oct. 23 is- 
sue of the AMERICAN LUMBERMAN a photograph 
showing an exhibit made by the I. Stephenson 
Co. Trustees, of Wells, Mich., at the Delta 
County fair held recently. As this exhibit was 
of a rather an unusual character, and at- 
tracted considerable attention at the fair, we 
asked M. Farrell, manager of the retail depart- 
ment of the concern, for some further infor- 
mation, especially as to the construction of the 
model buildings which formed the central at- 
traction of the exhibit. These consisted of 
miniature models of a modern residence, with 
garage, and a log cabin summer home, with 
appropriate landscaping, including tiny pine 
trees and flowers. ‘‘In making these buildings, 
we tried to show different patterns of lumber,’’ 
said Mr. Farrell. ‘‘On the house we used 
white pine bevel siding, on the garage 8-inch 
merchantable spruce drop siding, and on the 
log cabin 2x6-inch merchantable hemlock log 
tabin siding. All the buildings were roofed with 
stained white cedar shingles, which we stain at 
our plant here, dipping a bunch at a time.’’ 


Approve Missouri Compensation Act 


St. Louis, Mo., Nov. 8.—Through the com- 
bined efforts of the Associated Manufacturers 
of Missouri, in which lumber manufacturers 
and dealers are interested, and union labor, a 
workmen ’s compensation act was approved by 
the voters of Missouri in a referendum adopted 
at the general election last Tuesday. Missouri 
heretofore has been one of five States of the 
Union without compensation legislation. 

The law, which will be administered by a 
‘mmission of three members, applies to all 
employers of ten or more persons. Compensa- 
hon, following injury, is based upon two-thirds 
of the average weekly wage of the employee in 
the year prior to injury, but in no case less 
than $6 nor more than $20 a week. The period 
of compensation varies as follows: 

Total temporary disability : 
Weeks, 

Partial temporary disability : 
Weeks, 

Partial permanent disability: Maximum of 400 
= with addition of as much as $1,000 for 

surement or mutilation of the face or head. 
a permanent disability: Compensation for 
~— at two-thirds of average compensation 

n the limits of $6 and $20 a week, and 


Maximum of 400 


Maximum of 100 


9 
0 


thereafter on basis of one-fourth of average earn- 
ings, within the limits, for the remainder of life. 
Total blindness, the loss of both hands, total and 
permanent paralysis and incurable insanity are 
specified as total permanent disability. 

Death caused by injury: If employee leaves 
totally dependent persons (widow or child under 


and girls in better live stock. Mr. Fuller also 
is putting forth special effort to develop the 
poultry business, which naturally will result, as 
similar campaigns in other States have done, 
in enlarged demand for lumber for the building 
of poultry houses of modern type. 

Last July the company ran over its Evansville 
and Illinois divisions the first agricultural dem- 
onstration train ever run by any railroad in the 
United States exclusively featuring better meth- 
ods of marketing fruits and vegetables. This 
train was an immense success, those attending 
the demonstrations totaling 11,216, or an aver- 
age of 330 for the thirty-four points at which 
stops were made. Those who attended and 
listened to the talks made by the experts accom- 
panying the train learned many interesting 
things about the most approved methods of 
marketing their fruits and vegetables. 

The officials of the Chicago & Eastern Illinois 
Railway, and particularly Mr. Fuller and his 
associates, are deeply desirous of doing every- 
thing in their power to enhance the agricultural 
prosperity of the regions traversed by the com- 
pany’s lines, and no doubt will from time to 
time be announcing plans for further efforts 
in the way of developing the most profitable 
forms of agriculture and stock growing, in 
which endeavors the business men, and partic- 
ularly the lumbermen, of the sections affected, 
should give their wholehearted codperation, as 
the results from these efforts are already mani- 
fest, and will become increasingly apparent. 


for Retailers 


18) employer must pay such dependent two-thirds 
of average weekly wage for 300 weeks in instal- 
ments of not less than $6 nor more than $20 a 
week. Partial dependents receive compensation in 
the ratio that they were dependent upon the wage 
earner at the time of his death. 

In death from injury the employer must pay 





be conveyed. 


This Week’s 


Making “No Smoking” Warning Effective 


As every lumberman knows, the prevention of smoking in and 
about lumber sheds and planing mills constitutes quite a problem. 
The familiarity of the conventional sign “No Smoking,” some- 
times seems almost to breed contempt for the warning intended to 


Therefore, occasional changes in form and appearance of the 
warning are very desirable. Herewith is shown a new sign just 
put in use by the lumber department of the Acushnet Saw Mills 
Co., New Bedford, Mass. This sign lettered in bold black letters 
on a yellow card 17 by 11 inches, reads as follows: 


Timely Tip 








No sir! 
We don’t smoke here 
We are afraid of fire 











Concerning the effectiveness of this change, B. F. Howe, of the 
above company, who sends this tip, writes: 
trouble with people who do not seem to understand the import of 
the ordinary sign ‘No Smoking,’ we have, after trying various 
appeals, got up the. new one shown herewith. Judging from the 
comments made since this sign went up, it is going to prove more 
effective than anything yet used.” 


Watch for Next Week’s “Tip” 


“As we all have 
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burial expenses up to $150 and expenses of last 
iliness up to $250. 

In addition to all other compensation, the em- 
ployer is required to provide medical and hospital 
treatment within 60 days following the accident, 
but not exceeding $250 unless the commission finds 
further treatment is necessary within one year. 


Compensation will be increased or diminished 
under the following circumstances: Increased 
if employer violates statute or order of com- 
mission ereated to administer it. Diminished 
if employee fails to use safety devices or ignores 
reasonable rule of which he was informed. 
Suicide or self-inflicted injuries will not be 
compensated, but the burden of proof that in- 
jury was intentionally self-inflicted lies with 
employer. 


Lax Terms Harm Buyer and Seller 


San ANTONIO, TeEx., Nov. 8.—That lumber 
dealers should require greater security from 
home-builders instead of encouraging them to 
erect expensive homes when they may have only 
limited means is the expressed opinion of J. T. 
Wilson, president of the West End Lumber Co., 
who has been prominently identified with the 
lumber business of San Antonio for the last 
thirty years. He said that many homes that 
were built on credit of lumber dealers have been 
thrown upon the market because the owners 
weve unable to meet the payments. This situa- 
tion is general throughout the country. 

“San Antonio is the easiest place in the coun- 
try in which to build a home,” said Mr. Wilson, 
“but this fact is responsible for a situation which, 
in my opinion, needs some corrective measures for 
the good of all concerned. The lumber companies, 
until very recent years, were carrying the bulk of 
the responsibility for the building of the city, and 
they are still carrying a large share of the load, but 
they are not getting proper security in many cases. 
Indeed, it might almost he said that the lumber 
companies have arrived at the place where they 
build houses ‘on suspicion.’ 

“In their efforts to assist the citizens of the 
city to own their homes they have, in my opinion, 
gone beyond reasonable business Judgment in many 
instances. Under existing conditions, persons own 
ing a lot worth $500 to $1,000 may get a lumber 
company to build them a home worth from $3,500 
to $5,000 to be paid in small payments over a 
long period of time with interest of 1 to 2 percent. 
The low rate of interest is due to close competition 
of recent years. It used to be that a cash pay- 
ment of sufficient size to protect the lumber com- 
pany to some extent was required. Now, however, 
a person of limited means may have a home built 
on these terms and after living in it a few months, 
turn it back to the company through inability to 





View in a small ‘‘timber yard’’ at Dresden, 


meet the payments. The house then is second- 
hand, although still new, and the company often 
disposes of it at a loss rather than allow it to 
deteriorate through standing idle with the constant 
danger of theft of valuable interior fixtures. 


“Irresponsible people who desire a home beyond 
their means form the largest majority of these turn- 
backs. Much of this could be avoided if the public 
could be educated to buy within their means. It is 
a fine thing to own a home, but the man with a 
small salary has no business with a $7,500 home, 
and the lumber dealer who encourages him to buy 
a more expensive house than he can hope to pay 
for and support his family at the same time is 
doing the man an injustice rather than a service. 
Greater security required on the part of the lumber 


company would result in curtailment of the second- 
hand house problem and result in better conditions 
all around,” 


European Style of Scaffolding 


Ross W. Beatty, son of I. N. R. Beatty, of 
Morris, Ill., head of the retail lumber concern 
of that name, which operates six yards in IIli- 
nois, was a Chicago visitor one day last week. 

The younger Mr. Beatty, who is associated 
with his father in the above company, last sum- 
mer spent three months in Europe, following his 
graduation from Dartmouth, and made some in- 
teresting observations of the lumber business as 
carried on in some of the European countries 
visited, 

One thing that attracts the attention of all 
American visitors abroad is the peculiar—from 
our standpoint—system 
of scaffolding used in 
erecting or repairing 
buildings. Instead of 
using dimension and 
boards, or planks, for 
constructing such seaf- 
folding, poles are used 
almost universally. 

Speaking of this 
method, Mr. Beatty said 
that the poles thus used 
are made from saplings 
20 to 30 feet in height, 
and ranging from 6 to 
10 inches in diameter, 
depending upon the 
height of the poles. 
These poles are bound 
one to another by chains 
or cables, and are thus 
built up to the height 
required for the scaffold. 
Braces are extended out 
from the walls to sup- 





Motion pictures, addresses by officers of the 
company and responses by members of the 
club and a dinner that was unusual in that jt 
offered lumbermen’s fare to lumbermen, feg. 
tured the evening. 


The ‘‘sawdust salad’’ was the big thing 
of the dinner. It came first and when the 
guests attempted to eat it they found that 
it was just as named—sawdust with a jelly 
spread over the top and whipped cream gobbed 
along the side. The dinner that followe 
however made up for the first item. 

J. M. Murphy, of Minneapolis, acted a; 
chairman and introduced the speakers of the 
evening. Arthur Edgecumbe, president of the 
Edham company, was the first speaker. He 
told of the process of manufacture and how 
before the shingle people knew it they had 








port the poles. 

By this method the 
poles may be used over 
and over, and are easily adjusted to any height 
necessary. As this method of building seaffold- 
ing is used quite generally throughout Great 
Britain and on the Continent, practically every 
lumber yard of any size, or ‘‘timber yard’’ as 
the Europeans call them, carries a good stock 
of the poles, for sale or rental as the case may be. 

One of the photographs reproduced herewith, 





Fermany 


snapped by Mr. Beatty, shows some of these 
poles piled on end in a ‘‘timber yard’’ at Am- 
sterdam, Holland, the other picture showing the 
main alley of a small yard at Dresden, Ger- 
many. 


Lumber Salesmen Are Entertained 


MINNEAPOLIS, MINN., Nov. 8.—Two hundred 
members of the Retail Lumber Salesmen’s 
Club of Minneapolis, with practically every 
lumber dealer in the Twin Cities, were enter- 
tained at a dinner at the Elks’ Club in Minne- 
apolis Monday night by the Edham Co. (Inc.), 
shingle manufacturer. 


Scaffold poles, racked on end, in an Amsterdam (Holland) Yard 


been legislated out of many towns by ordi- 
nance. He ealled on the lumber dealers to 
stand up for their rights and to boost the 
cedar shingle and to understand how it could 
be handled so as to give more lasting wear. 
He told of the efforts to secure a stain that 
would last and how they were finally success 
ful in their quest. 

G. M. Morris, sales manager of the company, 
spoke on merchandising the shingles and urged 
coéperation on the part of the lumber dealers. 


Other officials of the company also spoke, 
and responses were made by officials of the 
club. Frank Bassford, president, welcomed 
and thanked the Edham company for the 
courtesies extended. 


"saa naanaaaaE 


Atlanta Man Has Unique Distinction 


ATLANTA, Ga., Nov. 8.—C. E. Sciple, formerly 
the head of C. E. Sciple & Sons, of Atlanta, 
for the past two years identified with the 
DeJarnette Supply Co., was the only man con 
nected with the lumber and building material 
business in Atlanta who attended the annual 
dinner given last week by the Southern Bel 
Telephone & Telegraph Co. to the surviving 
telephone subscribers whose names appeared 2 
the first directory, published in 1884. 

At that time the firm of C. E. Sciple & Sons 
had been in the lumber and building material 
business in Atlanta for a period of about two 
years, and though the company was liquidated 
about two years ago, Mr. Sciple himself is still 
connected with the line of business with which 
he has been identified for more than 45 years. 

The second cldest firm in the lumber business 
in Atlanta is the Phoenix Planing Mill 00, 
which was originally established about 40 years 
ago, and has been actively engaged in the mill 
work manufacturing business ever since. The 
Phoenix company is, in fact, one of the oldest 
millwork concerns in the whole South. ©. H. 
Dudley, sr., general manager of the compat), 
is one of the pioneers in this field, having bee? 
identified with the above firm for many year. 
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October Construction Contracts Show 
Downward Curve 


October construction contracts in the 37 
States east of the Rocky Mountains amounted 
to $515,726,600, according to monthly review 
of the F. W. Dodge Corporation, just released. 
This was a decline of 8-percent from September, 
and of 3 percent from October of last year. 
Normally there is a slight rise in contract vol- 
ume in October. The 37 States covered by this 
record include about 91 percent of the total con- 
struction volume of the country. 

The more important items in_the October rec- 
ord were: $226,793,600, or 44 percent of all con- 
struction, for residential buildings; $103,756,- 
600, or 20 percent, for public works and utili- 
ties; $63,601,400, or 12 percent, for commercial 
buildings; $45,828,300, or 9 percent, for indus- 
trial buildings; and $23,566,700, or 4 percent, 
for educational buildings. 

New building and engineering work started 
east of the Rocky Mountains during the past ten 
months has amounted to $5,325,506,400, which is 
a 6 percent increase over the corresponding pe- 
riod of 1925. 

Contemplated new work was reported last 
month to the amount of $637,359,900, which was 
a 3 percent increase over the amount reported 
in September, but a 25 percent decrease from 
the amount reported in October of last year. 


New York State and Northern New Jersey 


The October volume of building and engineering 
contracts let in New York State and northern New 
Jersey amounted to $123,553,900. Decreases of 16 
percent from September, 1926, and 12 percent from 
October of last year occurred. Analysis of the 
construction record for this territory showed the 
following items of importance: $79,024,900, or 64 
percent of all construction, for residential build- 
ings; $11,712,000, or 9 percent, for public works 
and utilities; $8,575,700, or 7 percent, for com- 
mercial buildings; $6,868,000, or 6 percent, for 
social and recreational projects; and $5,233,400, 
or 4 percent, for industrial buildings. 

During the past ten months there was $1,430,- 
529,400 worth of new construction started in New 
York State and northern New Jersey, which was 
a gain of 16 percent over the amount ($1,228,- 
237,500) for the first ten months of 1925. 

Contemplated construction projects were reported 
for the district to the amount of $182,242,300 dur- 
ing October. The above figure was 5 percent above 
September, 1926, but was 33 percent below October 
of last year. 

New England States 


Construction started during October in New 
England amounted to $31,424,200. The above figure 
showed decreases of 29 percent from September 
of this year and 19 percent from October, 1925. 
The more important items in last month’s building 
record were: $19,091,800, or 61 percent of all 
construction, for residential buildings: $3,820,900, 
or 12 percent, for commercial buildings ; $2,941,400, 
or 9 percent, for public works and utilities ; $1,938,- 
600, or 6 percent, for industrial buildings. and 
$1,575,500, or 5 percent, for educational buildings. 

New England had $371,512,800 worth of con- 
struction contracts let during the first ten months 
of 1926, as compared with $405,997,400 for the 
corresponding period of last year, being a decline 
of 9 percent. 

Contemplated new work reported for these states 
last month reached a total of $52,265,300. This 
was 55 percent in excess of September, 1926, but 
‘ percent below October, 1925. 


Middle Atlantic States 


The middle Atlantic States (eastern Pennsyl- 
vania, southern New Jersey, Maryland, Delaware, 
District of Columbia and Virginia) had $56,917,- 
800 in contracts for new building and engineering 
work last month. This was a decline of 9 percent 
from September of this year. However, there was 
am increase of 11 percent over October of last 
year. Included in October’s construction record 
Were the following important classes of work: 
$19,148,500, or 34 percent of all construction, for 
residential buildings: $15,717,500, or 28 percent, 
for commercial buildings ; $7,147,500, or 13 percent, 
for public works and utilities; $4,591,800, or 8 
percent, for social and recreational projects; and 
$4,100,900, or 7 percent, for industrial buildings. 

New construction started in this district during 
the first ten months of this year reached a total 
of $545,705,400, which represented a gain of 14 
percent over the amount ($476,820,900) for the 
‘orresponding ten months of 1925. 
‘ Contemplated construction projects were reported 
om the district in October to the amount of $57,- 
#102000. This represented declines of 21 percent 

om September of this year and 40 percent from 


ber, 1925. 
Pittsburgh District 
The total volume of construction contracts let 


in the Pittsburgh District (western Pennsylvania, 
West Virginia, Ohio and Kentucky) during October 
amounted to $58,283,300. The above figure repre- 
sented declines of 10 percent from September, 
1926, and 26 percent from October, 1925. The Oc- 
tober building record included the following items 
of note : $24,023,200, or 41 percent of all construc- 
tion, for public works and utilities; $17,114,300, 
or 29 percent, for residential buildings ; $5,682,- 
200, or 10 percent, for industrial buildings ; $4,027,- 
300, or 7 percent, for commercial buildings; and 
$2,722,100, or 5 percent, for educational buildings. 

New building and engineering work started in 
these States during the first ten months of 1926 
amounted to $656,046,700, as compared with $738,- 
463,000 in the first ten months of last year, being 
a loss of 11 percent. 

Contemplated construction planned for the dis- 
trict, as reported in October, amounted to $65,- 
080,800. There was an increase of 17 percenht over 
September, 1926. However, a decrease of 6 percent 
from October of last year occurred. 


The Central West 


Building and engineering contracts were awarded 
last month to the amount of $171,263,800 in the 
central West (Illinois, Indiana, Iowa, Wisconsin, 
Michigan, Missouri, Kansas, Oklahoma and Ne- 
braska). This figure exceeded September, 1926, 
by 70 percent and October of last year by 35 per- 
cent. The more important items in October's record 
were: $65,862,800, or 38 percent of all construc- 
tion, for residential buildings; $38,328,400, or 22 
percent, for public works and utilities ; $23,973,400, 
or 14 percent, for industrial buildings ; $20,223,900, 
or 12 percent, for commercial buildings; and 
$9,075,000, or 5 percent, for educational buildings. 

The Central West had $1,387,787,300 in con- 
tracts for new construction work during the first 
ten months of 1926, which was an increase of 10 
percent over the amount ($1,257,987,800) for the 
corresponding period of 1925. 

Contemplated construction planned for these 
States as reported in October, amounted to $185,- 
398,300. This was 7 percent in excess of Septem- 
ber of this year, but 4 percent below October, 1925. 


Southeastern States 


The total volume of construction contracts let 
in the southeastern States (the Carolinas, Georgia, 
Florida, Tennessee, Alabama, Mississippi, Arkansas 
and Louisiana) during October amounted to $48,- 
146,300. There were decreases of 16 percent from 
September of this year and 37 percent from Octo- 
ber, 1925. Included in last month’s building record 
were the following important classes of work: 
$15,330,500, or 32 percent of all construction, for 
residential buildings: $12,785,300, or 27 percent, 
for public works and utilities; $7,810,000, or 16 
percent, for commercial buildings; $3,223,800, or 
7 percent, for industrial buildings; and $2,549,000, 
or 5 percent, for educational buildings. 

New building and engineering work started in 
this territory during the first ten months of 1926 
reached a total of $638,706,200, as compared with 
$653,860,000 in the corresponding period of last 
year, being a loss of 2 percent. 

Contemplated construction projects were reported 
for the district in October to the amount of $63,- 
920,500, being a decline of 21 percent from Sep- 
tember, 1926, as well as a loss of 54 percent from 
October of last year. 


The Northwest 


The Northwest (Minnesota, the Dakotas and 
northern Michigan) had $9,776,300 in contracts for 
new building and engineering work last month. 
The above figure was 7 percent in excess of Sep- 
tember of this year and 41 percent above October, 
1925. The September construction record included : 
$3,574,200, or 36 percent of all construction, for 
public works and utilities; $3,409,000, or 35 per- 
eent, for residential buildings; $1,043,900, or 11 
percent, for commercial buildings: and $950,000, 
or 10 percent, for industrial buildings. 

Construction started in the Northwest during 
the past ten months amounted to $93,408,300, 
which was an increase of 11 percent over the 
amount ($84,150,300) for the first ten months 
of 1925. 

Contemplated construction projects were reported 
for the district in October to the amount of $10,- 
892,300. There were decreases of 11 percent from 
September, 1926, and 17 percent from October of 
last year. 

Texas 


The total volume of construction contracts let 
in the State of Texas during October amounted 
to $16,361,000. The above figure showed a de- 
crease of 8 percent from September of this year, 
but an increase of 53 percent over October, 1925. 
Analysis of the building and engineering record 
showed the following classes of importance: 
$7,811,800, or 48 percent of all construction, for 
residential buildings ; $3.244,600, or 20 percent, for 
public works and utilities: $2.382.200, or 15 per- 
cent for commercial buildings; $923,000, or 6 per- 
cent, for public buildings: and $726,000, or 4 per- 
cent, for industrial buildings. 

Texas had $201,810,300 in contracts for new 
building and engineering work during the first ten 


months of 1926, as compared with $157,271,300 in 
the corresponding period of last year, being an in- 
crease of 28 percent. The 1926 ten months’ total of 
contract awards has already exceeded the 1925 
yearly total by the amount of the October contracts. 

Contemplated new work reported for the state 
last month amounted to $19,902,400. There were 
increases of 5 percent over September, 1926, and 
65 percent over October of last year. 


Demonstrates Correct Construction 


New Organs, La., Nov. 8.—To help educate 
home builders of New Orleans in an intelligent 
use of wood construction a model home is being 
erected, under the supervision of the Southern 
Pine Association, in the Lakeview section of the 
city. Morgan D. E. Hite, architect and spe- 
cialist in hurricane-proof construction, is direct- 
ing the structural details, while E. L. Markel, 
contractor, will have charge of the erection of 
the building. 

The ground was broken for the house on Nov. 
4. The frame was begun in the beginning of 
the following week, so that an exhibition could 
be made to members of the National Retail 
Lumber Dealers’ Association convention, in ses- 
sion in the city this week. 

Fifteen salient points of construction are be- 
ing embodied iu the design of this framework. 
During its period of exhibition each distinct 
point will be numbered and the underlying prin- 
ciple of construction thoroughly explained, since 
the hidden features—the framework—of such 
houses are the most important factors. 

This demonstration house will be built entirely 
of southern pine with the exception of exterior 
stucco and tile roofing. Each piece of lumber 
used will bear the association’s grade and trade 
marks. When completed the house will reflect 
the Spanish influence, now so much in vogue. 
It was formerly contended that Spanish archi- 
tecture could not be built with wooden frames, 
but both the Southern Pine Association and Mr. 
Hite emphatically deny this statement. In sup- 
port of these contentions, the model home in 
Lakeview was planned. 

‘*Net only cun Spanish architecture be built 
with wooden frames, but the resultant home will 
be more durable and storm resistant than if it 
had been constructed with other materials,’’ 
said Mr. Hite. ‘‘The Florida hurricane pro- 
vided sufficient evidence in favor of wood. Dur- 
ing my visit to the stricken area I saw home 
after home of wooden construction practically 
unscathed amid the wreckage of competitive ma- 
terials.’’ 

The frame of the demonstration house will 
be allowed to remain exposed for a minimum of 
eight weeks so that it may be thoroughly in- 
spected by local architects, contractors and the 
public. It will be model in every structural de- 
tail, representing the basket system of construc- 
tion, properly wind-braced and securely an- 
chored to its foundation to combat the onslaught 
of high winds. 

‘“The basket system of construction,’’ ex- 
plained Mr. Hite, is precisely what its name 
signifies—a knitting together of all structural 
parts so that the assembled whole offers a de- 
pendable solidity. In other words, the frame, 
when finished, is a complete unit in itself—storm 
resistant and absolutely independent of any ad- 
ditional or later work for its strength.’’ 

Mr. Hite has made a study of hurricane- 
proof construction and is considered to be an 
expert in this particular field. He asserts that 
wood lends itself most admirably to his pur- 
poses, possessing innumerable advantages found 
in no other type of building material. 

After the frame of the Southern Pine Asso- 
ciation model home has been finished a com- 
petent demonstrator will be detailed to explain 
all phases of the work to visitors. It is ex- 
pected that thousands of persons will visit the 
demonstration house during the eight weeks it 
is to be exhibited. 
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National Production, Shipments and Orders 


WasHINGTON, D. C., Nov. 8.—The following statistics were compiled by the National Lumber Manufacturers’ Association: 














Softwoods: Production Shipments Orders 
Week ended: 1926, Oct. 30; 1925, Oct. 24— 1926 1925 1926 1925 1926 1925 

rs) i i W255 ee ea de sekndeeeeewasneabekanas 67,190,558 70,680,261 65,824,100 75,689,538 65,824,100 73,879,293 
West Coast Lumbermen’s Association........cccccccccecccecers 114,065,198 102,952,863 101,516,490 98,076,881 90,810,982 90,800,623 
Western Pine Manufacturers’ Association.........-...e.ceee0+: 27,061.000 35,127,000 32,041,000 27,352,000 26,451 COO 22,620,009 
rr Se ee. die eeeeeesedeeeseeetiene 7,806, 7,450,000 8,847,000 6,129,000 7,667,000 7,270,009 
Sees Ce Fe BONGNCIO, oc ccc ccncccedeetencaskoecteeses 5,316,428 10,764,757 5,793,686 8,618,919 5,016,881 6,793,423 
Northern Hemlock & Hardwood Manufacturers’ Association.... 2,649,000 2,642,000 2,245,000 2,289,000 2,6£0 COO 1,375,006 
Northern Pine Manufacturers’ Association...........eseeeeeeees 10,167,000 9,053,400 9,692,700 10,240,800 9,701,000 10,522,009 

rt a i MR, 6. a6 nan decnehinneeeaaldwes wdee 234,255,184 238,670,281 225,959,976 228,396,138 208,120,963 213,260,339 
California White & Sugar Pine Manufacturers’ Association..... tee 0——~—«i«(C wee v2 ft) | rrr rr ree 14,299,000  ceseos., 

Weeks ended above dates— 

I a ce at pend bene me ran 3,110,322,030 3,330,094,718 3,207,179,150 3,286,730,981 3,187,395,413 3,287,156,731 
West Coast Lumbermen’s Association. ......cccccccccscccccccces 4,556,472,813 4,299,625,951 4,605,505 401 4,475,325,663 4,628,852,438 4,411,703,331 
Western Pine Manufacturers’ Association............e-0eeeee0s »441,509,000 1,519,716,000 1,463,739,000 1,393,301,000 1,502,732,000 1,363, 803,000 
s,s soe ce eee eet enatabaeee én Rae os 332,953,000 322,916,000 324,646,000 300,534,000 336,585,000 301,124,000 
ee Cn Pe POON... nc ancscetarcecenhelveawecen>’s 332,213,211 386,142,467 342,552,342 366,901,299 ,006 ,023 305,231,602 
Northern Hemlock & Hardwood Manufacturers’ Association.... 143,033,000 144,124,000 142.802, 109.489,000 127,936,000 89,175,000 
Northern Pine Manufacturers’ Association............cceecceees 372,407,500 433,977,200 404,249,500 394,351,900 395,089,000 366,266,000 

ee ee: ccc ceedet sense ined cantenes ceeies 10,283,910,554  10,436,596,336 10,490,673.393  10,326,633,843 10,463,595,874  10,124,459,664 
California White & Sugar Pine Manufacturers’ Association..... 1:250,511,000 = =§ ..eceoee 1,188,730,000 == wwe wees 1,062,135,000 === ccceeees 
Hardwoods: , 
Northern Hemlock & Hardwood Manufacturers’ Association— 

MSW .<ccccecseseets Seed siatat ster p aie AMER amo ae 1,651,000 1,021,000 4,119,000 3,501,000 2.267,000 3,827,000 

I ii ae a ce ra oe ha aera aire 198,494,000 = ...ceeee (0! eee , it | ree 
Hardwood Manufacturers’ Institute— 

One week ARS RA ARE PEARCE SEES EOE re aT Oe 16,537,060 12,617,460 18,092,211 17,855,803 18,830 672 16,560,264 

azn i ea et et aa eR LAINIE 1,065,759,131 cae a eee 1,071,420,954 = a eeeee 1,112,174,831 eae can. 





Hemlock and Hardwood 


OsHKOsH, WIs., Nov. 10.—The following sum- 
mary is supplied to the Northern Hemlock 
& Hardwood Manufacturers’ Association by 
twenty to twenty-five firms that ordinarily 
make about one-third the total monthly ship- 
ments, and shows averages for August, Septem- 
ber and 1926 to date, and weekly figures for 
October: 


Hemlock 

Period— Firms Cut Shipments Orders 
Weekly average— 

SE acctane. ws 3,845,000 3,371,000 3,181,000 

September ... .. 4,015,000 3,158,000 3,121,000 

1926 to Oct. 30 .. 3,329,000 3,326,000 2,950,000 
Gy ‘Moseacewaen 25 4,762,000 4,558,000 3,279,000 
Ce, Wencscovens 26 4,206,000 4,742,000 3,336,000 
GR, Bs cvcceceds 26 3,971,000 5,497,000 3,401,000 
Oct. 23.......... 25 4,104,000 3,195,000 3,704,000 
= eee 24 3,601,000 3,634,000 3,127,000 

Hardwood 

Period— Firms Cut Shipments Orders 
Weekly average— 

August ...... .. 2,000,000 4,258,000 4,765,000 

September ... .. 1,696,000 4,707,000 4,532,000 

1926 to Oct. 30 .. 4,587,000 4,745,000 4,183,000 
Ce, Bissncecese 25 2,308,000 5,129,000 4,387,000 
= ee 26 2,189,000 5,240,000 3,579,000 
ns wile idades 2 1,973,000 5,087,000 4,659,000 
ee Oe ncn< ene 25 1,904,000 4,877,000 4,262,000 
i, Seen 24 2,221,000 5,315,000 3,105,000 





Western Pine Summary 


PORTLAND, ORE., Nov. 6.—The Western Pine 
Manufacturers’ Association summarizes as fol- 
lows reports for the week ended Oct. 30, from 
thirty-nine member mills: 

Percent Percent 


Pro- Ship- 
Production— Carst Feet duction ments 
Normal* eee hl li kl wa 
DE evenes sen SE) sn. w'ews 
Shipments (car) 1,198 31,148,000 ..... 
Local deliveries .... 893,000. ..... 
Total shipments.... 32,041,000 118.40 
Orders— 
Canceled .... 14 SOGMOe acces 
Booked (car). 983 25,558,000  ..... 
DE ateaexan aia 893,000 ..... 
Total orders.. 26,451,000 97.75 82.55 
On hand end 
week ..... 3,307 85,982,000 ..... 


Bookings for the week by thirty-eight identical 
mills were 88.16 percent of those for the previous 
week, showing a decrease of 3,328,000 feet. 

tCar basis is 26,000 feet. 


*Normal takes into consideration mill capacity, 
number of months usually operated and usual num- 
ber of shifts—reduced to a weekly basis which is 
constant throughout the year. 


During the week, production was 80 percent of 
normal; shipments, 94 percent of normal, and 
orders, 78 percent of normal. Average for the 
corresponding weeks of the last four years was as 
follows: Production, 97 percent; shipments, 72 
percent, and orders, 83 percent of normal. 

Production is so seasonable that, during two 
winter months, actual production amounted to only 
53 percent of normal, while during two peak sum- 


mer months the production increased to 114 percent 
of normal. 





Hardwood Barometer 


MEMPHIS, TENN., Nov. 8.—The Hardwood 
Manufacturers’ Institute barometer for the 
week ended Oct. 30, one hundred fifty-eight 
units reporting, is as follows: 


Percent Percent Pct. 
Normal Actual Ship- 


Production*— Feet output output ments 
Normal (identi- 
cal units)... 27,043,000 .... mae 
co eee 25,547,530 94.4 ines 
Shipmentsf ..... 29,092,533 107.6 113.9 
Orders— 
PPR ee 28,466,050 105.3 111.4 97.8 
On hand end 
CE seneau 158,336,382 


*Based on mill log scale. 

Lumber fabricated at the mills and used in 
construction work included in total orders and 
shipments. 





The West Coast Review 


SEATTLE, WASH., Nov. 6.—For the week ended 
Oct. 30, 106 mills report as follows to the 
West Coast Lumbermen’s Association: 





Feet 
Production ...114,065,198 
Shipments ....101,516,490 11% below production 
eee 90,810,982 20% below production 
Shipments— 
Water delivery: Feet Feet 
ER 5 cg ce cedecuvewesen 25,233,544 
ERG EEE aE rare peat eae 17,303,425 
PCP! si ccstbcdkeedsaeecenraeand 42,536,969 
ED a duwnkde vk edad naeaecaeesanes 52,653,862 
SE di iisncwe.ein diane od earn kiran ek weed 6,325,659 
I cn evened awadeneuion 101,516,490 
New business— 
Water delivery: 
ES re 22,603,649 
PE iccieéguvewkinsdme oni 16,315,083 
EE OUR Kececesadaceaascekeeswed 38,918,732 
 MPTNe dtc casnreene canoes neeknedaan 45,566,591 
DE £65 3b.6 46 dad atnodse ab ondubeubueekea 6,325,659 
,.. &.. fees ere 90,810,982 
Unfilled orders— 
RP ee ery ae 139,520,328 
> Ssh dnt eet hate ek ia eed ce 116,260,272 
EE hav tenia cedavadivuie aanaeee ee wae 102,442,284 
Total unfilled orders. ....ccccescccess 358,222,884 





North Carolina Pine 


NorFOLK, VA., Nov. 8.—The North Carolina 
Pine Association makes the following analysis 
of figures from thirty-two mills for the week 
ended Oct. 30: 


Percent Percent Pct. 
Normal Actual Ship- 


Production— Feet output* output ments 
Normal*® ....... 7,890,000 car iat ae 
oS ee 5,820,984 74 aia ne 

Shipments ....... 6,527,326 83 112 ea 

DT sseeacewe 5,580,881 71 96 86 


*“Normal’ is based on the amount of lumber the 
mills would produce in a normal working day. 

As compared with the preceding week, there is a 
decrease of 10 percent in orders; but that week 
there were reports from forty-one mills. 





National Analysis 


WasHINGTON, D. C., Nov. 8.—The National 
Lumber Manufacturers’ Association has issued 
the following analysis for the period ended 
Oct. 30, order and shipments being shown as 
percentages of production: 





During During 43 
Week Ended Wks. Ended 

Oct. 30 Oct. 30 

No. of Ship- Or- Ship- Or- 
ASSOCIATIONS— Mills mentsders ments ders 
Southern Pine ...... 123 98 98 103 102 
2 2 OO eee 106 89 80 101 102 
Western Pine ....... 39 118 98 102 104 
California Pines* .... 14 90 72 95 8 
California Redwood... 15 113 98 98 101 
N. Carolina Pine..... 30 109 94 103 86 
N. Hemlock & Hdwd.. 18 85 100 100 «8 
Northern Pine ...... 10 95 95 109 106 
All softwoods ..... 355 96 88 101 100 
N. Hem. & Hdwd..... ons. a sae 95 91 
Hdwd. Mfrs. Institute 1007 109 114 101 104 
All hardwoods..... —» 2s 31 100 102 

All softwoods and 

hardwoods ...... oe 98 89 101 100 


7Units of production. 

*46 percent of cut in region. 

The report for the week ended Oct. 23 in this 
department showed 376 mills and 116 units. 


Oak Flooring Statistics 


The following are statistics of the Oak Floor. 
ing Manufacturers’ Association for the periods 
as shown: Week ended 





Nov. 6 Nov. 7 

1926 1925 

Oe fee 49 46 
ere 10,360.000 10,701,000 
PD kd Saregama 8,244,000 8,574,000 
SEE ein wore osc a mue 8,491,000 8,030,000 


The figures for the week ended Nov. 6, 1926 com- 
pare as follows with those for the week ended Nov. 
7, 1925: Production, 3.2 percent decrease; ship- 
ments, 3.8 percent decrease ; orders, 5.7 percent in- 
crease. 





Southern Pine Barometer 


New Or.eAns, La., Nov. 8.—For the week 
ended Nov. 5, Friday, one hundred twenty-two 
mills report as follows to the Southern Pine 
Association: Percent Percent 

Normal Actual 


Production— Cars} Feet Output Output 
Normal .. er 76,819,714 aa eee 
Actual .. scenes 67,283,600 87.59 eoes 

Shipments* 3,150 65,305,800 85.01 97.06 

Orders— 

Received* 2,559 53,053,188 69.06 97.89 
On hand end 
week 11,137 230,892,284 : 


*Orders were 81.24 percent of shipments. 

Orders on hand showed a decrease of 5.04 per 
cent during the week; the previous week there 
were reports from one hundred twenty-three mills. 

Basis for carload is September average, 20, 


eet. 

Of 119 mills reporting running time, 1 was sbut 
down; 19 worked overtime; 66, full time; 3 oper 
ated one day; 1, three days; 4, four days; 6 five 
days, and 19, five and one-half days. 
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Census Bureau Delivered Prices 


WASHINGTON, D. C., Nov. 8.—The Department of Commerce has secured through the Bureau of 
the census the following prices per thousand for lumber items and per hundred square feet for 
shingles, as the average paid Oct. 1 by contractors for building materials delivered on the job, 


these being selected from the complete list: 


No. 1 Dimension, _ 


S1S1E, 2x4—16’ 
Southern Douglas 
pine fir 


POC ne Pere $55.00 $45.00 
arracuse, {RPA ae ee 43.00 47.00 
Philadelphia, Pa. .........002sss00e 40.00 cece 
Baltimore, Md. .......... ys ereunsherk aX Tee 
Jacksonville, Fla. ..........+-..+: 45.00 45.00 
mereveport, LA. ....ccccscccccccce 42.00 cai 
MomStON, TOK. .nccescccccccsscces coves ° 
CTEM, EMG cocccccsscevcevcess 49.000 wc tee 
PCIE cee Sscencecebcencnncse 46.00 ‘woe 
Golumbus, ORO ......-cecccsecsece 47.50 een 
eS err re 50.00 50.00 
, DO céncveenadeseeneae 43.00 43.00 
og rrr eer ee 
—_- errr 47.00 47.00 
ee 48.00 48.00 
et PO, "EM, sccsscwesencne's 47.00 wile 
 , ibderevececcenieniae chews 44.00 
NL, MONEE, occa ceservcecesen os 32.00 
i. 6 chan caagabwikee eae ea: Ra Nee 19.75 
PT) cicieesstenekeaecew oxabe 20.00 


Common Flooring, 1x4” Shingles, Extra 
Boards 10 to 16’ Clear, 16”,5/2 
Southern Douglas 
1x6” pine fir Red 
oO. — & No. 2 v.g. cedar Cypress 
$42.00 $ 90.00 $ 85.00 * Sper 
41.0 ne 6.00 $ 6.25 
50.00 it eee 7.00 saane 
40.00 p> eres err 
25 8 8=—s newer G setae d4500 6.00 
54.00 S|! Ee 6.00 6.80 
60.00 100.00 6.00 7.00 
48.00 oo!) ere Cf ane 
42.00 | Sia ae) pseu 
50.00 |) Le - i 
60.00 ae | eee 
40.00 95.00 95.00 See 
55.00 A es 
50.00 80.00 82.00 ae 
ee ma Se 0 unaen 
53.00 oO! aa 6.50 6.50 
42.00 115.00 75.00 5.75 cae 
i Re 62.00 4.60 
18.95 51.90 3.00 
SN ee 52.00 SS eer 





California Redwood Data 


San Francisco, Cauir., Nov. 6.—The follow- 
ing information is summarized from the report 
of the California Redwood Association for the 
week ended Oct. 30: 

Redwood————.. White- 


‘jute 
No. of Percent of wood 
mills Feet production Feet 
Production ... 15 7,806,000 100 2,033,000 
Shipments .... 15 8,847,000 114.5 1,462,000 
Orders— 
Received ... 15 7,667,000 99 1,398,000 
On hand ... 14 42,399,000 ee 5,735,000 


Detailed Distribution of Redwood for the Week 





Shipments Orders 
Northern California* ...... 2,867,000 2,869,000 
Southern California* ...... 2,610,000 2,722,000 
OO” eee 34,0 32,000 
DEE ciécpcecsounaxaaen 1,969,000 1,414,000 
Es inl ile gras e ie ena 1,367,000 630,000 
NE iba na ooh ee aonmuaec 8,847,000 7,667,000 
*North and south of line running through 


Bakersfield and San Luis Obispo. 
‘Washington, Oregon, Nevada and Arizona. 
§All other States and Canada. 





Is Making Hand-Hewn Shingles 


Detroit, Micu., Nov. 8.—Making of hand- 
hewn, split pine shingles to reroof historical 
buildings purchased by Henry Ford in New 
England and other sections of the country is 
being undertaken by a specially selected force 
of adept workers at the L’Anse plant of the 
Ford Motor Co. A sufficient supply soon will 
be available to roof all of the buildings in a 
sizable town. Identical methods used by the 
pioneers of former days are being employed in 
the making of these old-time shingles. A large 
pine log is cut into the desired lengths and only 
the best straight grained logs are used for this 
purpose. From these only half the timber is 
used, the rest going into waste through the 
whittling process. 


Mr. Ford intends to use these shingles to re- 
roof all of the historical buildings he has pur- 
chased, both where the present roofs are in a 
sad state of decay or consist of various kinds 
of modern roofing material. 





California Pine Sales 


[Special to AMERICAN LUMBERMAN via Air Mail] 

San Francisco, CauiF., Nov. 8.—The follow- 
ing are sales of California pines as reported by 
the California White & Sugar Pine Manufac- 
turers’ Association for the week ended Nov. 6: 


California White Pine Mixed Pines 


Feet 
No. 1& 2clear. 164,509 Common— 2.000 
I ae 456,500 No.1 ....... rss 
D select ...... Re pate 
No. 3 clear.... 274,500 NO. 3 . «+000. 1,098, 
Shop— oe Bataan 1,102,000 
as 59,000 No. 5 ....... 635,000 
SE Miesavecs 761,500 ‘Timbers ...... 7,500 
ol iar 1,909.500 No. 1 dimen... 103.000 
| % eee 226,000 — Fioces 
Panel—xa.w. 18,0000 No 3 225227: 340,000 
Sugar Pine 32-inch ..... 805.000 
No. 1 & 2 clear. 237,000 ~°* a eee 
c Select Noe shanes 150.000 ougias Fir west 
PE -énsewe ’ 
No. 3 clear.... 175,000 Cé&better ..... 25.000 
Shop— No. 3 clear.... 4,000 
Inch ........ 9,000 Common ...... 2,000 
; ie emit 170,500 Dimension .... 137,000 
a 758,000 Ties & timbers 13,000 
DRE sesankee 298,500 White Fir 
C&better ..... 54,000 
Cedar No. 3 & btr., 
Miscellaneous. 196,000 common .... 125,000 
‘ No. 4 common.1,173,000 
Australian No. 1 dimen... 237,500 
Miscellaneous. 220,000 No. 2 dimen... 144,000 





Waste Prevention Contest Outlook 


CoLuMBUs, OHI0, Nov. 8.—W. M. Stark, 
chairman of the committee of the National Lum- 
ber Manufacturers’ Association conducting the 
national waste prevention contest, is very much 
encouraged over the outlook for the 1926-1927 
contest which will close as early as possible 
and not later than March 1, 1927. Mr. Stark 
says that reports from the national headquarters 
in Washington, D. C., show that the contest is 
receiving more support than ever before. The 
character of the entries received up to date is 
very gratifying and shows that the contestants 
are striving for the things that mean most to 
the industry. 





News Items From Eastern Centers 


Scientific Study of Fire Conditions 

Syracuse, N. Y., Nov. 8.—Under the joint 
activities of the Northeastern Forest Experi- 
ment Station, the New York State College 
of Forestry, Syracuse University, the Empire 
State Forest Products’ Association, and the 
Northeastern Retail Lumbermen’s Associa- 
tion, an intensive study of humidity condi- 
tions and the inflammability of various types 
of forest in the Adriondacks is being carried 
on this year. Experiments are being made to 
obtain definite information regarding the in- 
flammability of forests under varying degrees 
of dry, damp and wet weather, and the re- 
sults of these experiments will greatly aid 
in the control of forest fires. 


Cost of Wintering Idle Horses 

Storrs, Conn., Nov. 8.—Loggers who are 
wing horses in their operations no doubt will 
be interested in the results of an experiment 
that was conducted at the Connecticut Agricul- 
tural College during five months of the winter 
of 1924 and 1925, which have just been pub- 
lished. This test developed the fact that for 
wintering twenty-three idle horses in a Bridge- 
port stable, during the five months mentioned, 
the cost was 19 cents per day per animal, The 
ay fed was heavily mixed clover and timothy, 
costing $21.50 a ton, and a protein rich grain 
mixture, costing $27. All of the hay and grain 
Was weighed to the horses daily and the horses 
were weighed at regular intervals to see that 
their weight was being maintained satisfac- 


torily. The records indicated at the end of the 
five months that the horses had gained just two 
pounds each. The daily ration was 13 pounds 
of the mixed hay and 2.67 pounds of grain. 


Allegheny Shippers’ Advisory Board 

PITTSBURGH, PaA., Nov. 9.—Lumber interests 
were well represented at a meeting in the Schen- 
ley Hotel here last Wednesday, when the Alle- 
gheny Shippers’ Advisory Board was organized. 
It was the thirteenth and last regional advisory 
board in the United States to be formed, the 
entire country being now covered. Pittsburgh 
is the key city of the Allegheny region, which 
comprises parts of three States, Pennsylvania, 
Ohio, and West Virginia, the region embracing 
the territory as far east as Harrisburg, Pa.; 
south to Clarksburg, W. Va.; west to Mansfield, 
Ohio, and north to New York State line. About 
500 were in attendance at the meeting, all other 
building material interests besides the lumber 
trade having been represented. 

Of special interest to lumbermen was the or- 
ganization, in connection with the advisory 
board, of the forest products committee, com- 
posed entirely of representatives of the lumber 
industry. Pittsburgh being the key city, most 
of the members of the committee are from 
Pittsburgh, with a few from the immediate vi- 
cinity. Following is the personnel of the forest 
products committee: Chairman, Frank Carna- 
han, of Washington, D. C.; vice chairman, H. F, 
Burnworth, secretary of the Pittsburgh Lum- 
bermen’s Club; E. B. Hill, W. H. Williams, EF. 
A. Diebold, S. W. Means, Secretary William B. 


Stayer, of the Retail Lumber Dealers’ Associa- 
tion of Pennsylvania, and W. H. Schuette, all 
of Pittsburgh; B. K. Barnett, of Charleroi, Pa.; 
H. B. Daugherty, Indiana, Pa.; F. A. Moesta, 
Ford City, Pa. 

President W. W. Atterbury, of the Pennsyl- 
vania Railroad, one of the speakers, said: ‘‘No 
other district in this country has either the mag- 
nitude or the complexity of shipping problems 
that confront railroads and shippers in the dis- 
trict your board covers.’’ 

The next meeting of the board will be held 
in Pittsburgh the week of Dee. 13 to codrdinate 
facts to forestall shipping needs for the first 
quarter of 1927. 


Start Toy Factory in Maine 


FARMINGTON, Mg., Nov. 8.—J. D. Alexander, 
of. the Ted Toy-lers (Ine.), of New Bedford, 
Mass., with R. W. Foster and J. H. Lemlin, rep- 
resenting the J. W. Bishop Co., contractor, also 
of New Bedford, has been in Farmington with 
an architect making final arrangements for the 
construction of a new factory to be built here 
for the manufacture of toys from hardwood and 
some softwood lumber. The new company, a 
branch of the Massachusetts concern, is to be 
known as the National Wood Process (Inc.), 
and has secured a Maine charter. Work on the 
new plant has just begun. Local residents have 
visions of building up the wooden toy trade in 
Farmington to rival that of Winchendon, Mass., 
widely known as the greatest wooden toy town 
in the world. 
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Movement of Hardwoods Sustained 


Appalachian Market Improved 


ELKINS, W. VA., Nov. 8.—It is the consensus 
of lumber producers that there is little change 
in the market. Any change is in the direction 
of improvement, but with little or no change in 
price, although the general tendency is upward. 
Gum and oak are perhaps moving better than 
any other hardwoods, but 4/4 Nos. 1 and 2 com- 
mon maple and 4/4 No. 2 common basswood are 
extremely sluggish. Although thick maple is 
moving in a little better volume, demand for it 
is nothing to boast about. White oak is fairly 
active, but there has been no advance in price. 
Some items of red oak are in slight demand. 
The 4/4 No. 1 common selects are in little de- 
mand, and most mills have a large supply on 
hand. The 5/4 No. 2 common oak is also drag- 
ging. Sound wormy chestnut is in quite active 
demand, with the general tendency of prices 
upward. The higher grades are slow, with 
plenty of stock at the mills. There is a possi- 
bility that if the sound wormy chestnut goes 
much higher, poplar may take its place. 

A deal has been consummated by the Eakin 
Lumber Co., of Weston, for the purchase of 
slightly more than 13,000 acres of timber in 
Nicholas and Pocahontas counties. Experienced 
lumbermen conservatively estimate the consid- 
eration at $500,000. The timber is on the head 
waters of Big and Little Laurel creeks and the 
south fork of Cherry River. Work on a mill 
will be begun in the near future. The mill is to 
be located at or near the site of the band mill 
owned by the Laurel Manufacturing Co. It will 
be necessary to build about twenty miles of rail- 
road from Fenwick into the interior. The mill 
will have an output of 45,000 feet a day and will 
be placed in commission about March 1, 1927. 


Furniture Plants Buying Well 


ATLANTA, GA., Nov. 8.—With industrial buy- 
ers still placing sizable orders, there has been 
no let-up the last week in production at Georgia 
mills. The output is about normal for this sea- 
son, with orders considerably above production, 
low cotton prices apparently having no effect on 
the industrial market, though retarding retail 
yard call in the Southeast. Weather is more 
favorable than usual at this time of year and 
ample log supplies are available. Mills have a 
fair supply of most southern hardwoods except 
gum, holdings of FAS being particularly low. 
Prices are unchanged. 

Inquiries and orders from the millwork in- 
dustry are showing a steady increase, and the 
Southern Sash, Door & Millwork Manufacturers’ 
Association reports the plants figuring on 
more work than usual at this season. There 
has been no let-up in sales to the furniture in- 
with 





dustry, the inquiry unusually brisk 
for FAS gum. The Southern Furniture 
Manufacturers’ Association reports the in- 


dustry in this section operating at capacity, 
with orders in hand about 12 to 15 percent 
greater than at this time last year, manufactur- 
ers of office furniture busier than they have been 
in several years, and manufacturers of school 
furniture also well sold ahead. This should 
therefore keep the call from furniture industries 
steady through the next three or four months, 
with FAS gum in the best call, No. 1 common 
second, and oak, poplar and walnut better than 
normal. In North and South Carolina the in- 
dustry is buying well ahead, but elsewhere in 
the South most of the orders are for immediate 
needs. The automotive call is less active, but 
a fair volume is still being booked for imme- 
diate needs, particularly of FAS ash. The in- 
quiry indicates that there will be a fair demand 
through November, but that the month will be 
well below October bookings. Oak flooring 
plants are still operating on a fair basis, and 
rough oak therefore is in fair call. Retailers 


are not buying very actively, however, and the 
flooring plants are accumulating stocks. A num- 
ber of industrial orders for maple flooring are 
reported by Atlanta wholesalers, most of them 
comparatively small. Oak and maple flooring 
prices are unchanged. 

The Lyndhurst Lumber Corporation, Lumber 
City, Ga., expects to resume the cutting of 
hardwood, cypress and pine at its mills at Lum- 
ber City before the end of November, according 
to announcement by J. H. Rush, one of the own- 
ers. The plant has been idle for some time. 

The Hebard Cypress Co. has finished its opera- 
tions at Hebardville, Ga., and closed its large 
sawmill there. The company still has extensive 
cypress holdings in that district and is keeping 
the planing mill in operation. 


Prices Show More Strength 


CoLuMBus, Onto, Nov. 8.—Hardwood prices 
are well maintained, and in fact there is more 
strength developing. An advance has been 
made in No. 1 common quartered oak, while the 
thicker sizes are rather strong. Orders are well 
distributed among factories, planing mills and 
retailers. Dry stocks are not large, and produc- 
tion is no larger than shipments and orders 
hooked. A strong market is expected for the 
remainder of the year at least. Railroad in- 
quiries are good, and a good deal of business is 
being booked. Box factories are absorbing low 
grade stocks steadily. 

Southern pine trade is slowing up. Dealers 
have refrained from buying, except when abso- 
lutely necessary. Weaker prices prevail in 
most items, especially in boards, dimension and 
bill stock. Flooring and finish are showing 
some strength, and prices have not been reduced 
materially. Transit cars are numerous and are 
having a bad effect on the market. Retail stocks 
are not large but apparently adequate for the 
time of year. Bad weather has slowed up build- 
ing operations. 

The Industrial Lumber & Tie Co., chartered 
several weeks ago with a capital of $25,000, has 
been organized by the election of Paul B. Sis- 
son as president and general manager; H. A. 
Waddle, vice president, and H. L. Beltzacker, 
secretary and treasurer. The company will do 
a general jobbing business in industrial and 
railroad lumber, particularly in hardwoods and 
ties. Paul B. Sisson also heads the Paul B. 
Sisson Lumber Co., also located at 403 Gugle 
Building, which will continue in the southern 
pine field. 

C. M. Kinnear, formerly with the Witker 
Manufacturing Co., of Toledo, Ohio, door manu- 
facturer, has been made manager of the Colum- 
bus branch of the Huttig Sash & Door Co. The 
Columbus branch is the tenth. A mill will be 
placed in operation soon. An assembling plant 
is already in operation. 


Movement Is of Sain Volume 


EVANSVILLE, IND., Nov. 8.—Local hardwood 
lumber manufacturers and wholesalers report 
that trade has slumped to a certain extent. The 
amount of lumber now moving is small as com- 
pared with the volume of a month ago. Man- 
ufacturers and wholesalers point out that in- 
ventory time 1s arriving. Logs are scarce, and 
a number of mills have had to close down. Some 
of the large mills here that were forced to shut 
down two and three weeks ago because of 
searcity of logs are running again, some on 
part time. Few logs are being got out in south- 
ern Indiana and along the Green River in west- 
ern Kentucky. Log prices are high. Box man- 
ufacturers report a fairly good business. Cigar 
box manufacturers are extremely busy. Retail 
lumber business has been only fair. 

Dan Wertz, of the Maley & Wertz Lumber 
Co., returned this week from a business trip to 
Texas and Louisiana. 


——. 


No Plans for Winter Logging 

MARINETTE, WIs., Nov. 8.—From Crystal 
Falls, Mich., not far distant from Marinette, 
comes the report that the present fall has wit. 
nessed less logging activity than any fall in 
recent history. There are no buyers in this 
district yet, though other years they had always 
made their appearance earlier. Uncertainty as 
to the Ford plans makes other companies hegi- 
tate, as the Ford is the heaviest independent 
buyer in the upper peninsula. 


Demend Shows Felling O8 


WarREN, ArRK., Nov. 8.—The hardwood mar. 
ket has not been as active as for the last several 
weeks. Prices have sagged, but no appreciable 
declines have taken place. Mills are able to 
move all items if they are willing to accept 
going prices, which are below what most of them 
believe they should be. Takings by oak flooring 
people are somewhat less than they have been 
but prices are not materially changed. Move. 
ment of hardwood flooring is good, prices rul- 
ing somewhat firm. Oak and gum trim are 
moving in small quantities at good prices. Pro. 
duction this week has been slightly below nor. 
mal, due to accident at one of the larger plants. 
Shipments have been heavier than new business 
and also production. 





Demand Smaller; Most Prices Firm 


Bay City, Micu., Nov. 8.—The demand for 
northern hardwoods has not been as active dur- 
ing the last week, as buyers are purchasing only 
for their immediate requirements, and the cur- 
tailment in production of the automobile in- 
dustry has affected volume of business consider- 
ably. Despite this fact, 6/, 8/ and 10/4 soft 
elm, and 6/ and 8/4 hard maple, in No. 1 com- 
mon and better, have advanced in price. This 
is largely due to the shortage of stocks and in. 
sistent demand for these particular thicknesses. 
Birch in 4/ and 5/4 is somewhat weaker, and 
prices on selects and better have declined. 
Other items of hardwood are holding firm, and 
stock conditions are such that there is no imme- 
diate prospect of further price reductions. The 
demand for hardwood flooring is somewhat less 
than it has been, although shipments are good 
and exceed the production, which is curtailed 
considerably. 


Dry Stock Moves Quickly 

LovuISVILLE, Ky., Nov. 8.—Demand since the 
latter part of October has been very good, some 
concerns being well sold up on dry stocks, and 
moving stuff just as fast as it is dry enough to 
forward. Demand continues very good, with 
production light in many sections of the South, 
due to labor shortage and wet weather. Lum- 
ber has not been drying very fast this year, 
and demand for kiln drying is quite heavy. 
General indications point to good business up 
into December, with the usual inventory time 
slump, which, however, promise to be not espe- 
cially pronounced this year, as many concerns 
using lumber have good business in hand. Prices 
at Louisville on inch stocks are: Poplar, FAS, 
$95@100; saps and selects, $65@70; No. 1 
common, $48@50. Gum, quartered red, $102.50; 
common, $62.50; plain red, $100 and $60; quar 
tered sap, $63 and $48; plain sap, $60 and $46. 
Walnut, FAS, $220; selects, $150; No. 1 com 
mon, $90; No. 2, $40. Plain red oak, FAS, 
$95; No. 1 common, $55; No. 2, $35; plain 
white, $90, $60 and $40; quartered red, $125, 
$75 and $45; quartered red, $115, $65 and $40. 
Basswood, $75 and $55. Ash, $85 and $50. 

R. R. May, May Hardwood Co., Louisville, left 
on the evening of Nov. 8 for a trip to Toronto, 
Ont., and Detroit, Mich. 

Graham Brown, W. P. Brown & Sons Lumber 
Co., has closed a big realty deal, trading 70,400 


For Current Market Prices on Hardwoods See Pages 105 and 106 
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geres of cut-over lands, in Arkansas, for about 
two blocks of apartment house property in 
Kansas City, Mo., as part of the deal involving 
4 valuation of $1,350,000. 

C. R. Lutz, vice president W. J. Hughes & 
Sons Co., local lumber concern, while motoring 
was caught between two street cars on Sunday 
night, his machine being wrecked. His only 
injury was a cut hand, his companion being un- 
hurt. 

J. B. Shamburger, J. B. Shamburger Lumber 
Co., Louisville, recently announced that the com- 
pany was planning additional sheds, and in- 
creased storage capacity. 

Baltimore News Notes 

BALTIMORE, Mp., Nov. 9.—The E. E. Jackson 
Lumber Co., which operates a large sawmill 
and rift flooring plant at Riderwood, Ala., has 
received word that the plant is running again 
after a shutdown of about five or six weeks, due 
mainly to the destruction of eight dry kilns. 
These kilns have since been practically rebuilt. 

T. B. Bledsoe, of Brown-Bledsoe Co., whole- 
sale hardwood, is covering much ground these 
days. He returned late last week from a trip 
to mills in North Carolina and other States, and 
he is preparing to go to Florida, where he will 
pay special attention to the cypress business. 

The steamer Waukegan, from Havre, France, 
brought here a case of veneering wood for W. 
Muller & Co. (Ine.), of New York. 

St. Louis Furniture Men Elect 

Sr. Louis, Mo., Nov. 9.—The St. Louis Fur- 
niture Board of Trade, composed of manufac- 
turers of furniture and accessories, elected 
George Holtgrewe president at the annual elec- 
tion held last night in the auditorium of the 
chamber. Other officers elected follow: First 
vice president, W. M. Donihoo; second vice 
president, Willard E. Blackmore; treasurer, 
Ernest Lucas; secretary, E. L. Wehmeyer. Di- 
rectors, furniture manufacturers are: KE. X. 
Stolts, Roy Loff, John Meier, Joseph Peters and 
Harry Kuchins; accessories, Chester Cage, S. C. 
Frampton, J. F. Connord and Ted Meyers. 


Makers of Better Cars Are Busy 


Detroit, Micu., Nov. 8.—In spite of reduced 
production and declining sales of practically all 
automobiles a survey indicates a gain in output 
over last year of about 200,000 units. No 
extensive purchases of hardwoods are indicated 
for the remainder of this year. It is not be- 
lieved that manufacturing of motor cars will 
be in full swing before February. Decided 
tapering off in production for November and 
December is shown by comparative figures in 
leading plants. One of the bright spots in 
automobile production is the continuation of 
programs calling for substantially increased 
production in higher priced cars, which have 
wood bodies for the most part. The program of 
Packard calls for a 33 percent increase. Paige 
and Jewett are now in full production due to 
the concentration on new models. Cadillac 
is showing a consistent production increase. Reo 
‘8 reported as getting ready to enlarge its line 
and models, with indications of offerings in 
the $2,000-$2,500 field. Ford, Chevrolet and 
Buick schedules have been reduced, but are for 
4 fair output. 

The Leonard division of the Electrie Re- 
frigeration Corporation at Grand Rapids is 
Progressing rapidly with its $1,500,000 building 
Program. The dry kiln capacity of this con- 
ern will be trebled with the completion of 
several new kilns. It is estimated that at pres- 
ent 70,000 feet of lumber is kiln dried daily. 
A 2-story warehouse with 75,000 additional 
Square feet of: floor space for raw materials 
will be constructed. The Grand Rapids build- 
ng program is in addition to the $5,000,000 
*penditure for extensions planned by the par- 
at company in Detroit. : 





Some Northern Items Scarce 


RHINELANDER, WIs., Nov. 8.—Some items of 
hardwood have become scarce of late. Among 
them are 6/4 hard maple, in all grades. No. 3 
in 6/4 has advanced considerably without bring- 
ing new supplies. Stocks of other thicknesss of 
No. 3 are ample. Some box factories have 
bought heavily and are calling on shippers to 
let up for a while. No. 1 and better maple in 
6/ and 8/4 seem to be scarce, but there is plenty 
of 5/4 in all grades, while supplies of 4/4 select 
and better are ample. It seems as if the mils 
had produced too much 4/4 flooring stock in 
Nos. 1, 2 and 3-A. Prices are weak on this. 
Basswood has enjoyed a pretty steady trade this 
year, and most thicknesses of No. 3 are well 
sold up. No. 1 and 2 face strips are scarce. On 
No. 1 and better basswood, any thickness, 
prices are reasonable. Logging is under way on 
high land, but thus far the mills and loggers 
are not making any great preparations. 


Volume Fair and Prices Firm 


MeEmpuis, TENN., Nov. 9.—A fairly good vol- 
ume of business continues to be received by 
hardwood producers of the South, but it is 
still below the high mark of several weeks ago. 
In the main prices are holding firm, though a 
few items are reported slightly lower. Produc- 
tion totals are giving hardwood operators some 
worry. Production showed a slight decline last 
week. Orders are continuing to roll in, but in 
less volume. 

Demand is still coming from all groups, but 
mainly from building trades interests and the 
furniture manufacturers. It is certain that this 
demand will continue, as many buildings are to 
be completed this fall. Automobile demand is 
gradually falling off. The flooring people are 
not taking hardwoods in large quantities, but 
the good demand continues from interior trim 
plants. Export demand is very uncertain. Ship- 
ment for the remainder of the year will be 
heavy, but exporters are not eager to take busi- 
ness for the new year, with ocean rates advanc- 
ing. Many exporters are turning down business 
until rates are stabilized. 

Logging conditions are excellent. Plenty of 
logs are available and wet weather has not burt 
supply yet. Some manufacturers are beginning 
to bank logs for the winter months, but this 
demand has not been sufficient to cause any log 
shortage. Prices in the south end of the terri- 
tory have advanced to some extent, but in the 
north part of the belt quotations remain un- 
changed. 

W. A. Ransom, president Gayoso Lumber Co., 
who has spent several weeks in England, will 
arrive in New York Nov. 10, aboard the Olympic. 
He will come direct to Memphis. He is accom- 
panied by his wife and mother. 

J. H. Townshend, president American Over- 
seas Forwarding Co., who has been in Washing 
ton, D. C., in the interest of exporters, regard- 
ing prevailing ocean rates, has returned to 
Memphis, and will leave at once for New Or- 
leans, La., for a conference with steamship op- 
erators. 


Trade Mowe a Buffalo 


BurFa.o, N. Y., Nov. 8.—The campaign which 
has been under way in the last few days to 
raise funds for the Millard Fillmore Hospital 
has been quite successful. The quota was $750,- 
000 and the amount raised was $815,367. <A 
number of lumbermen solicited funds, the list 
including H. E. Montgomery, 8. 8S. Mitchell, 
A. H. Weaver, Gerard Zimmermann, Harold 
Hauenstein and Fleming Sullivan. Mr. Mont- 
gomery contributed $5,000 individually. 

An address was made to the members of the 
Buffalo Lumber Exchange on Nov. 5 by the 
Rev. P. F. Cusick, president Canisius College, 
who told about the work of that institution. 

The Hugh McLean Lumber Co. reports that 
floods are eurtailing the operation of hardwood 





—Southern Furniture Demand Good 


mills in the Mississippi Valley. Much rain has 
fallen recently and the company’s mill at Mem- 
phis may have to shut down because of a lack of 
logs. It is stated that there is likely to be a 
small log supply the coming winter. 

Morris 8. Tremaine, this city’s well known 
lumberman, who was elected comptroller of 
the State last week by a majority of over 
100,000, is receiving many messages of con- 
gratulations, not only from his Democratic 
friends and associates, but from Republicans. 
He succeeded in carrying this city, which is 
normally Republican. 

The John D. Mershon Lumber Co., Saginaw, 
Mich., has established a sales office at 108 Web- 
ster Street, North Tonawanda, and will make 
a specialty of handling white pine, fir and 
redwood. W. Frank Baltes, a member of the trade 
for some years, and for last year a salesman 
for the company, is manager of the office. Part 
of the territory will be covered by Frank B. 
Stockwell, formerly of the Seattle office. 

The Liberty Street Lumber Co., Batavia, N. 
Y., has added materially to its equipment lately, 
having built an office and two new sheds, with 
another shed to be built this fall. 

The Trotter-Kelleran Lumber Co. has lately 
undertaken the handling of the Long-Bell Lum- 
ber Co.’s oak flooring in this territory. 

Neal C. Kenney, who has been a salesman for 
some time with the A. J. Chestnut Lumber Co., 
has taken a sales position with the A. H. 
Weaver Lumber Corporation. 

A. W. Kreinheder, treasurer of the Standard 
Hardwood Lumber Co., who has been in Eu- 
rope for several weeks, has advised friends in 
the trade that he has been visiting the battle- 
fields of France and will go from there for a 
tour of Switzerland. 

C, Walter Betts, of the Betts Lumber Co., has 
returned from a visit of several weeks to the 
mills of the Pacifie coast. 


Furniture Plants Have Good Stocks 


MILWAUKEE, WiIs., Nov. 9.—-Lumber stocks 
at the Milwaukee furniture factories are in 
good shape, due to the companies having bought 
heavily for fall and winter production. They 
are now operating on a normal basis. Ship- 
ments should start moving out to the trade 
within the next few weeks. Southern gums are 
the principal woods being used here and the 
plants bought heavily of them. Basswood 
stocks are also fair and there is some oak and 
birch. Purchases of the latter were not very 
heavy this year. English, American, and Cir- 
cassian walnuts are being used extensively in 
the interior trim factories, as are birch and 
southern gum. Buying is hand to mouth. Prices 
on northern woods are strong, according to 
furniture manufacturers who have bought re- 
cently. 


West Coast Products in Ohio 


CoLuMBUS, OHIO., Nov. 8.—West Coast prod 
ucts, especially fir and hemlock, are making in- 
roads in the Columbus market against longleaf 
southern pine, which has been one of the staple 
products handled in Columbus and, in fact, over 
the greater part of the State. Charles A. Daw- 
son, general manager of the H. H. Giesey & 
Bro. Lumber Co., reports that in siding, the 
amount of West Coast products being sold is 
65 to 70 percent to 30 or 35 pereent of south- 
ern pine. In flooring, hardwoods have the lime- 
light, as practically all houses erected in 
Columbus are equipped with hardwood floors. 
Ceiling and dimension have not lost out to West 
Coast products as much as siding, although in- 
roads are also being made in those items. In 
long dimension, fir has entirely supplanted 
southern pine, while in shorter lengths, those 
of southern pine under 20 feet are still used 
almost entirely. Southern pine mills are mak- 
ing strenuous efforts to combat the inroads 
of West Coast products in Ohio markets. 
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Happenings in the Lumber Industry 


Utilizes All Its Sawdust 


WALLA WALLA, WaAsH., Nov. 6.—The Milton 
Box Co., which thirteen years ago made a 
modest start in this city, is preparing to build a 
sawdust house 60x60x30 feet, doubling the stor- 
age capacity for that form of fuel. Every bit 
of sawdust, which formerly was burned as waste, 
is now saved. Sales this year from that source 
alone will reach $2,000. Kindling sales are $10,- 
000, When the company started it had a pay- 
roll of five employees and did a business of 
$10,000 a year; it now has more than 100 em- 
ployees during the busy season, has a payroll 
of $2,000 a week, and does an annual business 
in excess of $600,000. This year the company 
manufactured more than 500 carloads of lumber 
into boxes for the fruits and vegetables of the 
Pacific Northwest. 


The Redwood and Pine Situation 


SAN Francisco, Cauir., Nov. 6.—More than 
a million feet of redwood is being moved each 
month to Mexico, according to Joe Fifer, sales 
manager of the Albion Lumber Co. Over 10,- 
000,000 feet has been shipped south during the 
year. While all of this is not being shipped 
by the Albion Lumber Co., a great part of 
it is. 

The bulk of the lumber for the Mexican 
market is for the Southern Pacific of Mexico, 
which is building a 135-mile connection be- 
tween Tepic and the interior of the southern 
republic. Redwood timbers are being used 
throughout the many tunnels on the new line 
and all ties are made of the California wood. 


The general movement of redwood in the 
United States is good, according to Mr. Fifer. 
Commons are moving in excellent shape and 
while the upper grades are rather slow at 
present the demand seems to be fairly well 
sustained and the general tone of the mar- 
ket is exceptionally good for the time of year. 
Eastern and export business is rather quiet but 
the California demand is very good. 

The pine situation is rather dull, according 
to D. H. Stienmetz, vice president in charge 
of western operations of the Pickering Lum- 
ber Co. There is a tendency, however, to im- 
prove. Local demand seems to be sustained 
and the general pine outlook is not darkened 
by the present depression. 


With several of the mills cutting more lum- 
ber than at any time in the last few years, 
there has been a slight depression in the mar- 
ket to mid-west and eastern states. While 
this is a part of the year when most yards are 
buying almost to capacity to provide for 
their trade there is a searcity of bonafide or- 
ders coming in. Some manufacturers attrib- 
ute this to crop conditions through the mid- 
west; to floods and storms which swept away 
millions of dollars in crops; others to a new 
order of merchandising and buying of the 
retail lumberman. The pine manufacturer has 
eut and sold more lumber this year than any 
year since the war. Prices, while not satis- 
factory, are not so low as they were at this 
time last year and there is an air of promised 
improvement and optimism throughout the in- 
dustry. 


‘*Dry kilns, faster freight service, mill 
stocks and competition have curtailed the so- 
called ‘fall buying’ season,’’ believes Hunter 
Savidge, of the Savidge Lumber Co. ‘‘ Where 
the retailer formerly laid in a stock in the 
fall to eare for his trade until more newly 
eut lumber could be purchased dried in the 
spring, the dry kilns can substitute for na- 
ture twelve months a year and the drying sea- 
son is passed. Where a ecarload of lumber 
formerly took three weeks to a month to go 
from the Pacific coast to Chicago, that same 
car is now making the trip in seven days and 
where there used to be a lumber salesman 
around once a week there are three a day 
now. It has meant keener competition and 


it has also meant the end of the ‘fall stock- 


ing-up season’.’’ 





AREVIVING USE FOR WOOD 
— MAKING SHIP MODELS 


San Francisco, Calif., Nov. 6.— 
Not a new use perhaps, but one that 
has never grown old is being re- 
vived by lumbermen of the Cali- 
fornia White & Sugar Pine Manu- 
facturers’ Association. Sugar pine, 
because of its softness, its ease of 
working and carving, is fast be- 
coming one of the most profitable 
side lines of several retail lumber- 
men. 


Because small “trimmings” or 
pieces from the planing mill are 
used, it furnishes another angle to 
the lumber utilization for the re- 
tailer. Small “outfits” containing 
enough sugar pine to build an en- 
tire “ship” are cut into roughly re- 


| 











Building up a hydro-glider by glueing 
together pieces of sugar pine for the 
hull 


quired measurements, bundled and 
disposed of at an excellent price to 
youths, and even to grown-ups who 
have the ship model hobby. 


The newest craze of this kind, 
which is sweeping the Pacific coast, 
has swung from the decorative 
model class to the outdoor model, 
crafts which will plow their way 
through water, skim along the top 
as a hydroplane and buck the small 
seas of the park lakes. 


Most of the craft are propelled 
by electricity—dry cells and small 
motors being used. Others are run 
by steam, the toy engines found in 
the stores during the Christ- 
mas season being used. Still others 
are rigged as sloops, schooners, 
ketches or even full rigged ships 
and depend entirely on wind for 
their power. 


In any case the wood demand for 
ship model lumber has increased 
phenomenally during the last few 
months and bundles, containing 
enough sugar pine for the hull, 
cabin house, mast and deck acces- 
sories, are bringing five-dollar bills 
into the pockets of retailers for 
wood which heretofore was tossed 
aside or burned. 
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Revised Fir Export Grading Rules 


SEATTLE, WasuH., Nov. 6.—The committee of 
the Douglas Fir Exploitation & Export Co., ap- 
pointed to compile revised export grading rules 
and price differentials, has completed its work. 
The new list is in the hands of the printer, and 
should be ready for distribution in December, 
The committee has made a thorough study of 
the requirements of the buyers abroad, as wel] 
as of the manufacturers. There will be severa] 
new features in the list, which will assist ip 
further developing the foreign lumber trade, 

Two grades of ties (sleepers) have been in. 
cluded, so that it will be possible for buyer to 
order and receive a grade which will give better 
satisfaction than some of the shipments which 
have been cut from coarse grain, second growth 
timber where heart centers have been opened up 
in manufacturing. 

A grade for masts and spars has been pro- 
vided. It is hoped that this class of business 
will be increased, as Douglas fir has been cred. 
ited with being the most suitable wood for that 
purpose. : 

A much needed grade of selected merchantable 
has been provided for to take care of special 
work requiring stock better than merchantable. 

A grade for 6x12 cut free from heart centers 
has also been provided, which will take care of 
the demands for lumber which is required for 
remanufacturing purposes. 

Particular study has been given to the re 
quirements of the Japanese market, and the 
grade covering all sizes of squares has been 
improved to meet the demands of this market. 

Changes have been made in the grades of 
clears and decking, which no doubt will be wel 
comed by buyers of Douglas fir in Europe. 

In compiling this list the company is carry- 
ing out its ideas of studying the requirements 
of foreign markets and bringing about condi- 
tions of mutual interest to buyers and mann- 
facturers. 


Buys Myrtle Grove 


NortTuH BEND, OrE., Nov. 6.—A. E. Rose, man- 
ager of the North Bend Myrtle Wood factory, 
has bought the last of the myrtle grove on the 
W. B. Piper ranch. The logs are being sawed 
into slabs. There is a supply of 40,000 feet of 
very fine material, which will be stored for sea- 
soning until next summer when it will be ready 
for the factory. 


Important Court Decision 


SEATTLE, WaAsH., Nov. 6.—A decision of in 
terest to lumbermen, in that it grew out of the 
loading of a cargo of lumber in western Wash- 
ington, has been rendered by the United States 
Supreme Court in an action brought by B 
Haverty, a longshoreman, against the Interna 
tional Stevedoring Co. Complainant was in 
jured while stowing lumber in the hold of 4 
vessel at dock, due to failure of the hateb- 
tender, an employee of the stevedoring company, 
to give the proper signal. Defendant com 
pany contended that under the maritime la®, 
under which the action was brought, the hateb- 
tender and the longshoreman were fellow serv: 
ants. The trial court and the supreme court of 
the State of Washington ruled to the contrary; 
and the United States Supreme Coart has af- 
firmed the judgment of the supreme court of 
the State of Washington, saying: 

We cannot believe that Congress willingly would 
have allowed the protection of men engaged upd 
the same maritime duties to vary with the act 
dent of their being employed by a stevedore rather 
than by the ship. The policy of the statute is 
directed to the safety of the men and to treating 
compensation for injuries to them as properly patt 
of the cost of the business, If they should be pre 


tected in the one case, they should be in the other. 
In view of the broad field in which Congres 
has disapproved and changed the rules introdu 

into the common law within less than a century, 
we are of opinion that a wider scope should & 
given to the words of the act, and that io this 
statute “seamen” is to be taken to include steve 
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rom San Francisco to Puget Sound 


dores engaged as the plaintiff was, whatever it 
might mean in laws of a different kind. 

The effect of the decision, as interpreted by 
Dp. V. Halverstadt, counsel for the Federated 
Industries of Washington, is that in such cases 
the doctrine of fellow servant is abolished, and 
the doctrine of comparative negligence is substi- 
tuted for that of contributory negligence. By 
the comparative negligence doctrine, the jury is 
authorized to render a verdict in favor of a 
plaintiff even though he may have been negli- 
gent himself, if, by comparison, the negligence 
of the employer was greater. 


Notable Change in Personnel 


EverETT, WASH., Nov. 6.—Notable among re- 
cent changes in personnel is the decision of Ed- 
ward B. Wight, assistant to the general man- 
ager of the Weyerhaeuser Timber Co., in 
Everett, to leave that organization, and become 
an executive of the Walton Lumber Co. In 
connection with this change, William Peabody, 
general manager of Weyerhaeuser interests here, 
announces that Eugene H. O’Neil, who has been 
superintendent of Mills A, B and C, will succeed 
Mr. Wight; further, that Ed Norland will be- 
eome superintendent at Mill A, and Linden Rich- 
mond at Mills B and C. 

It is stated that Mr. Wight has made a sub- 
stantial investment in the Walton Lumber Co.; 
and it is conceded that his thorough knowledge 
of lumber and extensive experience will make 
him a valuable addition to that organization. 
Mr. Wight is a son-in-law of the late William 
H. Boner, who for many years was general man- 
ager of Weyerhaeuser interests here, and who 
during his career advanced to a foremost posi- 
tion among lumbermen of the Pacific coast. 

Clyde Walton, president of the Walton Lum- 
ber Co., has authorized the announcement that 
Mr. Wight has become a member of his com- 
pany; also that the plans for rebuilding the mill 
are well advanced. Construction will probably 
begin about Nov. 15, to replace the mill de- 
stroyed by fire last summer. The new plant 
will be electrically operated, will have a daily 
eapacity of 300,000 feet, will employ 400 men, 
and will cost about $500,000. 


Breaks Ground for Kiln Unit 


KLAMATH FALLs, ORE., Nov. 6.—Ground has 
been broken at the plant of the Pelican Bay 
Lumber Co. for the first unit of nine dry kilns. 
The first unit will be completed about Jan. 1, 
at a cost of $45,000; and the remaining five 
will be finished next spring, at an aggregate of 
$80,000 for the project. Modern equipment will 
give the Pelican Bay Lumber Co. one of the 
best drying plants in this part of the state. 


Hill Lines to Enter California? 


SEATTLE, WasuH., Nov. 6.—Statements from 
St. Paul, quoting Arthur Curtiss James, New 
York capitalist, as saying that the Hill railroads, 
in which he has the largest individual holdings, 
eventually will enter California, are being read 
with interest by lumbermen and all other citi- 
zens of the Pacifie Northwest. As set forth in 
many columns of space in the Portland Oregon. 
lan, the entrance of the two northern lines into 
California has long been a hope of heads of 
those roads. The statement made by Mr. James 
in St. Paul leads to the belief that the Hill lines 
are ready openly to push forward their extension 
plans. The recent developments hark back to 
se 25, which was the date of the latest con- 
frence in New York between the representa- 
+ ea of the opposing railroad systems, and it is 

ought by some newspaper readers that the 
rg interview is in effect a challenge from 
— Pacific and Great Northern to the 
a ern Pacific. A previous conference with 
“4 a to in extension of the Oregon Trunk 

lamath Falls, or common-user rights on 
uthern Pacific Lines, was fruitless. 


Interest in All-Wood House Design 


SEaTTLE, WasuH., Nov. 6.—A_ surprising 
amount of public interest has been developed 
through the announcement by the AMERICAN 
LUMBERMAN and other publications of the Stim- 
son prize offer for an all-wood house design pre- 
senting the best possibilities of West Coast 
woods in home construction. The West Coast 
Lumber Trade Extension Bureau, the vehicle 
through which Mr. Stimson has made his tender 
of $2,500 for the best design, is receiving a 
heavy volume of mail with respect to the com- 
petition. In addition, practically all of the 
Coast newspapers, and a great many rural pub- 
lications throughout the country, have printed 
the original announcement, and are willing to 
carry further particulars when the contest opens 
next January. The deepest and most substan- 
tial interest has been shown by architectural 
publications, which have written letters disclos- 
ing a friendly attitude. They are offering nu- 
merous constructive suggestions, in view of the 
fact that the competition will be conducted 
under the code of the American Institute of 
Architects. 


Queen Inspects Big Plant 

PoRTLAND, OrE., Nov. 6.—Having come to 
America to see the many big things for which 
the nation is famous, Queen Marie of Roumania 
and her party stopped off at Longview, Wash., 
long enough to inspect the huge sawmilling plant 
of the Long-Bell Lumber Co. there. The stop- 
over was made on the way from Portland to 
Seattle. This was the first European queen to 
visit the Pacific Northwest and it is safe to 
say that this was the largest sawmill a crowned 
head has ever laid eyes upon. 


Responsibility for Waste Elimination 


SeaTrie, WasH., Nov. 6.—As principal speak- 
er at a dinner given by the Management Week 
committee of the Seattle Chamber of Commerce, 
Harry I. Worth, president of the Worth Lumber 
Co., delivered an address of such high merit 
that copies have been requested by the Manu- 
facturers’ Association of Washington and the 
Federated Industries of Washington. The topic 
assigned to Mr. Worth was ‘‘ Management’s Re- 
sponsibility for Elimination of Waste,’’ and his 
treatment of the subject was listened to atten- 
tively by more than 200 representative business 
men present at the dinner. 

Mr. Worth, having outlined the present status 
of American industrial life, observed that the 
old division of capital against labor has broken 
down; that employer and employee are in less 
distinct classes; that producer and consumer are 
not always on opposite sides. The development 
has produced a new factor—the executive or 
manager, as the controlling power. No longer 
is there the old desire to gouge the public or 
oppress the workmen in order to make exorbitant 
profits. The management’s new duty is to bal- 
ance the whole industrial process so he can 
both market his output and give his firm’s se- 
curities a credit rating to invite the public’s 
investments. High wages increase the public’s 
buying, so big business can not cut wages with- 
out reducing sales. Tendencies that test the re- 
sourcefulness of management appear in the fact 
that selling prices have declined, while wages 
have advanced. Restriction of immigration and 
increase of public education have both tended 
to make common labor scarce. The country is 
not importing foreigners, and schools train the 
coming generation for better jobs. This keeps 
wages up by the simple law of supply and de- 
mand. On the other hand, abundant capital 
seeks investment—meaning new competition, in- 
creased production, more goods to sell, and the 
old, reliable law of supply and demand presses 
prices down. Mr. Worth declares that while the 
executive and manager has a difficult problem 
he can solve it and succeed by onlv one method 


—increased efficiency and the elimination of 
waste. 


Turning to the problem of waste in distribu- 
tion, Mr. Worth says it is more intangible. Pos- 
sibly, the greatest single loss is due to price 
fluctuation. Mr. Worth adds: 

The Department of Commerce is helping to meet 
this problem by the widespread circulation of sta- 
tistics and information regarding supply and de- 
mand. Trade associations are encouraged to collect 
and publish all such information as is legal. Sim- 
plified practice in selling merchandise eliminates 
waste. Uniform order blanks, invoices, warehouse 
papers and terms of sale in each industry prevent 
misunderstandings and loss. Arbitration is better 
than lawsuits. The whole program of educating 
busin¢ss men, large and small, to know their cost 
of doing business, and what is a necessary margin, 
will go far to reduce failures, and incidentally will 
place competition on a better basis. These are but 
a few of the features in Secretary Hoover’s program 
of assisting business by eliminating waste and in- 
creasing efficiency. 

Modern business is a most complicated problem. 
Its object is to supply the needs of the people. 
Its aim is to raise the standard of living. That 
can be accomplished by reducing the cost between 
producer and consumer, without reducing wages; 
and that requires efficiency of management and 
elimination of waste. Its hope is that a high stand- 
ard of living may mean happy homes and high 
ideals of character. 

Mr. Worth reminded his audience that in his 
own business—lumber—the variety of sizes has 
been reduced 60 percent in the effort to make 
interchangeable the lumber produced in/all parts 
of the United States. 


Moves Lumber Sales Division 


San Francisco, Cauir., Nov. 6.—F. B. 
Hutchens, manager lumber division Fruit Grow- 
ers Supply Co., is moving his headquarters and 
part of his staff from Los Angeles to San Fran- 
cisco. The home office of the Fruit Growers 
Supply Co. will, of course, remain in Los An- 
geles, but the logical headquarters for the lum- 
ber division is San Francisco. The lumber sales 
offices have been here for many years, in charge 
of B. W. Adams, and this is the real distribu- 
tion point for lumber. The company’s sawmills 
are located at Hilt and Susanville, in northern 
California. With San Francisco the headquar- 
ters for the lumber division, it will be possible 
to have the accounting of the mills done here, 
and thus eliminate much duplication of effort. 
More space has been taken adjoining the present 
offices of the sales department in the Crocker- 
First National Bank building, and offices are 
being fitted up this week. 


To Increase Water-front Facilities 


Lone Bracu, CAuir., Nov. 6.—Another step 
forward in the development of the Cadwal- 
lader-Gibson Co., importer of Philippine hard- 
woods, will be the immediate construction of 
a new series of wharves and docks fronting 
the company’s property on channel No. 3. 
The construction work will involve an outlay 
between $75,000 and $100,000, it was stated. 

More than three months will be required 
for the work and when it is completed the 
company will handle all its imports of lum- 
ber over its own docks. Additional plans for 
the year eall for the construction of a hard- 
wood manufacturing mill on its present prop- 
erty holdings, to cost approximately $1,- 
000,000. 

This company is importing three shiploads 
or a total of approximately 1,500,000 feet of 
mahogany from the Island of Luzon to its 
Long Beach plant each month. With the com- 
pletion of the new wharves here lumber ship- 
ments to Long Beach will be increased con- 
siderably, it is said. 

The company is at present using United 
States Shipping Board bottoms under lease 
to Swayne & Hoyt, of San Francisco, but an 
agreement with the Dollar Steamship Co. for 
handling cargoes from the Philippines to Long 
Beach when the Dollar interests begin opera- 


tions in Long Beach Harbor is to become ef- 
fective later. 








68 AMERICAN LUMBERMAN 


NOVEMBER 13, 1926 





NEw ORLEANS, LaA., 
Nov. 9.—What promises 
to be one of the most im- 
portant conventions of 
| thee National Retail 
Lumber Dealers’ Associ- 





FRED L. LOWRIE, 
Detroit, Mich., 


President 





| ation ever held, especi 
ally from the standpoint 
of accomplishments for 
the retail lumber indus- 
try, opened in the Roosevelt Hotel here today. 
Certainly it is one the largest in point of at- 
tendance. Yesterday before the convention 
opened 712 retail lumbermen from all sections 
of the country, and some from Canada, had 
registered. This was the largest registration 
ever recorded for any convention of this organi- 
zation previous to the opening of the conven 
tion sessions. ‘Today the registrations have been 
heavy and while the total number of lumbermen 
in attendance is not known at the time this is 
being written, it is certain that it will exceed 
the one-thousand-mark by about two hundred. 
All sections of the country are represented— 
North, East, West and South—many coming to 
the convention city in special train and special 
ears. Sixty arrived this morning in a special 
ear from the East including twenty-seven from 
New Jersey, fourteen from Pennsylvania, six 
holding membership in the New England asso- 
ciation, six from Washington and Baltimore 
and seven wholesalers. Michigan dealers and 
others from the central West arrived on the 
‘*President’s Special,’’ so called because Presi- 
dent Fred L. Lowrie, of Detroit, was on board. 
The Wisconsin and Minnesota delegation had a 
special car as did also delegations from many 
other sections. 








While no sessions of the convention were held 
Monday or this morning the delegates were not 
idle. The lobby of the hotel was crowded all 
day with lumbermen renewing acquaintances and 
meeting friends, while here and there where 
seats could be obtained and in the rooms inter- 
ested groups could be seen swapping experi- 
ences and discussing the problems of the busi- 
ness. And on every side could be heard expres- 
sions testifying to the value of these intimate 
personal exchanges of experiences outside of 
the convention sessions. One lumberman was 
heard to remark that if no sessions were held 
conventions such as this would be valuable and 
worth many times the cost to make the trip to 
the convention city in the information that is 
gained and the new ideas that are developed in 
these informal discussions. 


The secretaries of the various State sectional 
and local associations in attendance and the 
officers of the National, as well as the local lum- 
bermen, have also been busy. Monday the sec- 
retaries held two sessions at which were dis- 
cussed the special problems incident to conduct- 
ing and managing associations and experiences 
exchanged. The board of directors of the Na- 
tional Retail Lumber Dealers’ Association was 
also in session transacting the association’s 
business during this time, while the local lum- 
bermen, headed by M. L. Rhodes, general chair- 
man of the convention committees of the New 
Orleans lumbermen, have had their hands full 
answering questions, making arrangements for 
entertainments, meeting trains and otherwise 
making the visitors feel at home and assisting 
them to enjoy themselves. The fact that yes- 
terday no convention sessions were held also 
permitted the golfers who aspire to honors in 
the annual tournament to be held Thursday 
afternoon to get acquainted with the course 
over which the tournament will be played and 
many took advantage of the opportunity. 


OPENING SESSION 


The first session of the convention was opened 
with an invocation, after which Mayor Arthur 
J. O’Keefe weleomed the delegates to New Or- 
leans, ‘‘the most interesting city in America,’’ 
as he expressed it. He expressed the hope that 
the convention would be the means of solving 
all of the problems afflicting the retail lumber 
industry of the country and that among other 
things, ways and means would be found to de- 
crease the cost of lumber, inasmucb as it is his 
duty to purchase all of this commodity used by 
the city. He also asked the delegates to visit 
the many interesting places in the city and as- 
sured them that it was not necessary for him to 
present the keys of the city as all locks had 
been taken off and there was not even a latch- 
string hanging out. He also expressed the wish 
that the association would find it convenient and 
desirable to visit the city on many future 
occasions. ‘ 

First on the business program was the ad- 
dress of President Fred L. Lowrie, of Detroit, 
Mich. This was entitled ‘‘The Business Before 
the Convention.’’ In this address were outlined 
briefly some of the aims and accomplishments 
of the organization and many recommendations 
were made looking to the betterment and _ in- 
creased usefulness of the association. 

Mr. Lowrie said that the first policy that uni- 
fied the opinions of retail lumbermen was that 
of maximum distribution. To this poliey, he 
said, he understood the association was irrevo- 
cably committed, and it had its application not 
only to lumber but to all commodities that the 
retail lumber merchant might properly handle. 
It would be unfair, he said, for the producer to 





M. L. Rhodes, general chairman of the New Or- 

leans lumbermen’s convention committees, greet- 

ing President Lowrie and Mrs. Lowrie on their 
arrival in the city 


market the greater proportion of his product 
through the retailer, who has invested his for- 
tune in the distribution of that product, and 
then attempt to market the balance to the cus- 
tomer of that dealer. The effect of this policy, 
he said, would be to raise the overhead of the 
distributer to the detriment not only of. the 
dealer but the consuming public and his own 
commodity in particular. Widening the avenues 
of distribution, he insisted, invoked cut-throat 
competition, and this in turn brings ruination 
to the industry. The market, he said, for prac- 
tically every product that is exclusively handled 
by the retail lumber merchant of this country 
is in a stabilized condition, but where the line 
is broken down and these commodities are han- 
dled as side lines by other than lumber dealers, 
or direct to consumer, the markets are unstable 
and profits disappear for both manufacturer 
and seller. 

The purpose, he said, as he understood it, of 
the National association is to obtain a correct 


declaration from national manufacturers as to 
what their sales policy is, and to see if that 
policy is a consistent one. It is not the prov. 
ince, he said, of the retail dealer to tell the 
manufacturer what his selling policy should be, 
whether he should sell only to the retail dealer 
or direct to the consumer, or whether he should 
attempt to sell both; but it is the re. 
tailer’s right to know what the manufactur 
er’s policy is, and it is the retailer’s ip. 
dividual duty to aid that manufacturer who is 
attempting to conserve the interests of the re. 
tailer. He hoped, he said, that before the year 
is out the association would have twenty com. 
mittees working with individual manufacturers 
and where possible, with manufacturers’ asgo- 
ciations, to bring about the proper organization 
of the industry and a uniformity of selling poli- 
cies, with a view to extending the distribution 
of products through the medium of the retail 
lumber dealer. 

Another problem confronting the industry, 
Mr. Lowrie said, is the matter of moisture con- 
tent of commercially dry and kiln dry lumber, 
While the problem is not a new one, it has re- 
cently become more pressing owing to the in. 
roads of substitutes. These substitutes, he said, 
reach the retailer in a condition fit for imme. 
diate use by the customer, but in the case of 
lumber, much of it is not suitable for the pur. 
pose intended, though for economic reasons it 
must be passed on to the consumer to the detri- 
ment of the industry in general. Mr. Lowrie 
admitted that this complaint is seldom found in 
the products of members of manufacturers’ as- 
sociations, more of such complaints being di- 
rected against the products of the smaller mills. 
All lumber, he said, however, whether from smal] 
or large mills, is bought on the grading rules 
of the manufacturers’ associations, and it de. 
volves on members of the associations to set up 
a standard as to dryness which will render the 
lumber suitable to the purposes intended. 


Uniform Cost Accounting Urged 

Finally, he said, a subject that he especially 
wished to bring to the attention of the associa- 
tion was that of uniform cost accounting. Not- 
withstanding much that has been said about 
efficiency, low cost of operation and mass pro- 
duetion, accounting experts and men who have 
given life study to the retail branch of the lum 
ber industry, are practically a unit in stating 
that the cost of operation and overhead of 2 
large business is no less than that of a small 
one. The industry being a seasonable one, the 
retailer, in order to give complete satisfaction 
to his trade, must carry equipment to fit the 
peak load. ‘‘What advantage there is in large 
buying,’’ he said, ‘‘is more or less offset by the 
necessary routine of a large organization, and 
to my mind, therefore, the fundamental question 
is: ‘Is it worth while for us to waste time try- 
ing to save a few cents in operation costs a! 
the time when the industry is not making sufi- 
cient return on the capital invested, or should 
we not rather devote our attention to seeing 
that our gross profit and our net profit on sales 
will not only be commensurate with our effort 
and service, but equal to what is considered 4 
fair return on sales in other branches of the 
industry?’ ’’ 

All retailers, he said, know that in the great 
manufacturing industries profits are higher 
than retailers’ profits, and even in the case of 
large jobbing institutions the profits are greater 
than those of retailers. It seemed to him, there 
fore, that the fundamental defect in the retal 
industry is not that the overhead is too great, 
but that the selling price is too low and does not 
give an adequate margin of net profit. For this 
reason he advocated a greater development of 
cost study clubs, bringing accounting metho 
to greater uniformity so that local association 
would be built on solid foundations, making 
results comparable and intelligent analysis pra 
ticable. He said he did not know of a single 
objective of the national assoeiation ef mor 
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importance than that of extending the uniform 
accounting system, coupled with the cost study 
clubs. 

In conclusion, he said: 

I believe it is the duty of all national manu- 
facturers, whether of lumber or other commodities, 
to have a definite sales policy and likewise the 
duty of the retailer individually to ascertain that 
policy and protect that manufacturer who is look- 
ing to the interests of the industry in general; 
that it is the duty of the manufacturers of lumber 
to insert in their grading rules such definite speci- 
fications as to dryness that their commodities, 
when they reach destination, will be suitable for 
jmmediate use; that it is the duty of the retail 
dealer to adopt a system of accounting that will 
enable him to know his costs month by month and 
realize that decreasing profits can only be over- 
come by higher selling price and not by volume, 
which can only lead to market demoralization. 

Urges Codperation in Tax Reduction 


Frank G. Wisner, president of the National 
Lumber Manufacturers’ Association, Laurel, 
Miss, was the next speaker. It had been 
planned that Mr. Wisner should address the 
meeting on the subject ‘‘How Can the Lumber 
Manufacturer Help the Retailers Stabilize Their 
Markets?’’ However, due to the importance of 
the tax situation at this time and the recent 
developments at Washington along this line, 
together with Mr. Wisner’s familiarity with the 
subject, he was asked to talk on tax matters in- 
stead, particularly the corporate tax. This Mr. 
Wisner did in a very interesting and highly 
instructive manner, outlining clearly the fact 
that the income of the Federal Government had 
increased materially and that there is no need 
or justice in increasing the corporate tax at 
this time. Unless a change is made, Mr. Wis- 
ner said, the corporate tax will be increased to 
13% percent in 1927, applicable to 1926 in- 
comes. 

Many commercial organizations and associa- 
tions are working to have the tax reduced to 
not more than 10 percent, and he urged the re- 
tail lumbermen to get in touch with their sen- 
ators and congressmen and urge upon them the 
necessity for using their influence to bring about 
such a reduction. This corporate tax, he said, 
vitally affects the cost of all commodities and 
its reduction will exert a material influence-to 
reduce the cost of living. The.movement to 
have this tax reduced or eliminated, Mr. Wisner 
said further, is growing as more people, particu- 
larly businessmen, recognize its signifieance, and 
he again urged the lumbermen individually to 
do their part to this end. 


Mr. Wisner ,made the suggestion that the 
National Retail Lumber Dealers’ Association, 
in future, maintain a tax committee to study 
tax matters as they affect the retail lumber deal- 
et. Very few businessmen understand tax mat- 
ters as thoroughly as they should, he said. Con- 
gress meets soon for a short session and any 
action the association is to take toward the 
elimination or the reduction of the tax must be 
decided upon without delay. The meeting took 
kindly to the suggestion, having been impressed 
with the importance of tax matters to the re- 
tail lumber dealer, and a motion made by F. H. 
Ludwig, Reading, Pa., and seconded by W. H. 
Picklesheimer, Knoxville, Tenn., that such a 
committee be appointed, was passed with no 
dissenting votes. 

Harry W. Smock, Asbury Park, N. J., took 
the opportunity at this time to relate to those 
present some of the experiences the retail lum- 
ber dealers of his section of the country had 
had in legislative work and to tell of what can 
be accomplished along this line when an indus- 
tty coéperates to achieve the ends sought. In 
4 number of cases, he said, the lumber industry 
of New Jersey had been able to defeat objec- 
honable proposed legislation by making a com- 
bined effort to defeat it. He also made a mo- 
ton to the effect that Mr. Wisner’s address be 
teferred to the resolutions committee for such 
action as the committee deems necessary or de- 


sirable. This motion was seconded by Luther C. 





Ogden, Cape May, N. J., and passed unani- 
mously. 
Committees Appointed 

President Lowrie named the following com- 
mittees: 

Resolutions—L. P. Lewin, Cincinnati, Ohio; 
Harry Smock, Asbury Park, N. J.; Frank Heitman, 
Chicago; I. F. Downer, Denver, Col.; John Dower, 


Tacoma, Wash.; W. A. Robinson, Shreveport, La 
and Haynes Mahoney, Jacksonville, Fla. 


Nominating—Thornton Estes, Birmingham, Ala. ; 
J. D. Loiseaux, Plainfield, N. J.; Edgar Cummings, 
Cincinnati, Ohio; Oscar Lampland, St. Paul, Minn. ; 
U. M. Carlton, Boston, Mass. ; Hawley Wilbur, Mil- 
waukee, Wis.; and John Reheis, St. Louis, Mo. 


Treasurer’s Report 


The report of Treasurer John Claney, Chi- 
cago, showed that while the cash reserve in- 
creased but little during the last year the asso- 
ciation is in a healthy condition financially. 
The report stated that during the fiscal year 
ended Sept. 30, 1926, the total receipts of the 
organization had been $95,151.48 and the total 
disbursements $95,096.11, leaving a balance of 
$55.37. There was in the bank at the beginning 
of the fiscal year $6,740.87, which, added to the 
balance for the year, makes a total of $6,796.24. 

Report of the Secretary-Manager 


The secretary-manager made a brief verbal 
report to supplement a lengthy printed report 
and which, due to lack of time, was not read but 
was distributed for the information of the mem- 
bers. The National association, the verbal report 
said, is now composed of nineteen State and 
interstate associations and at present has the 
largest membership it has ever enjoyed. The 
principal portions of the country are at present 
represented in this membership and those 
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that are not now represented, it is hoped, will 
be soon. The printed report discussed a number 
of major subjects among which were the out- 
standing developments in the industry in 1926, 
the growing codperation between producers and 
dealers, the activities of the service depart- 
ments of the association for 1926 and lumber 
standards. 

There was less lumber sold in 1926 than in 
1925, the report said, due principally to the fact 
that home building has about caught up with 
the needs for the first time since the war. It 
was suggested that a way out of the present 
unprofitable situation might lie in yard mergers 
and consolidations. Due to the fact that lum- 
bermen are constantly adding a variety of new 
material in addition to lumber to stock, the 
report warned against the error of carrying too 
great an investment in merchandise to make 
possible a healthy business and an adequate 
return on the capital. 

Reserve yards owned jointly and operated by 


local dealers as a cen- 
tral repository of spe- 
cialties from which each 
yard supplies itself were 
discussed in  consider- 
able detail. The reserve 
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yard, the report said, is 
an important, practical 
development and to no 
little extent the refine- 
ment and practical application of the idea have 
come about through the periodic conferences of 
the secretaries of the metropolitan retail lum- 
ber associations fostered and encouraged by the 
National association. Producers of newer ma- 
terials and the dealers are equally pleased with 
this practical innovation in retail practice. 

In the coming year, the report predicted, busi- 
ness will be better largely to the extent that 
lumber dealers attract prospective homeowners, 
by showing them how to work out their home 
financing problems. Untold thousands through- 
out the country will do as retail lumber dealer 
want them to do; namely, build homes, if they 
ean be shown how a moderate amount of cash, 
plus ownership of a building lot, making up 25 
percent of the total cost of improvement, is 
sufficient basis for financing the other 75 percent. 

The activities of the association were dis- 
cussed at length. The conference committee 
activities, the questions discussed with lumber 
manufacturers, the activities of the associa- 
tion’s field service, traffic matters, business sur- 
veys, cost accounting activities, and the inter- 
insurance exchange matters were covered fully. 
Among the subjects discussed with manufac- 
turers were the following: Wood engineering 
and building code service, the desirability of 
common and rough finished lumber to be re- 
worked at destination, transit car and cargo 
shipments, and the proper distribution of lum- 
ber. In each instance, the situation was thor- 
oughly analyzed in discussion and constructive 
suggestions made from which it seems certain 
that there will easue better and bigger business 
for both producer and retailer and better value 
and better service for the consuming public. 
Among the traffic problems considered and in- 
vestigated, in addition to much individual serv- 
ice to members, were those of under-charge 
freight items, transferred cars, where lumber 
is transferred from one car to the other with- 
out notification from the carriers of such trans- 
fer, heavy loading of cars, the increased rates 
from Western Trunk lines, and other subjects 
of a similar nature. 


Annual Survey of Business Conditions 


Perhaps the most interesting and instructive 
feature of this session of the convention was the 
annual survey of retail lumber business condi- 
tions, during which time lumbermen from all 
sections reported on conditions in their re- 
spective localities, States and regions. This 
survey brought out very clearly that business 
during 1926 was not as good, from the stand- 
point of the amount of lumber sold, as was 
1925. In only a few instances were those called 
upon able to report an increase in the amount 
of lumber sold this year as compared with last 
year. Profits also were not as good as usual. 
Many reasons were assigned for the reduction in 
volume and profits, the principal ones being the 
bad agricultural situation, too many retail lum- 
ber yards and price cutting. In most cases 
there were no indications that the coming year 
will be any better than 1926, although there is 
a determination on the part of most of those 
who spoke to go after business aggressively 
during 1927 through increased advertising and 
more intensive merchandising efforts. Invento- 
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ries, as reported, seem to be about the same or 
somewhat smaller than last year. 


JouN Berry, Portland, Conn., was the first re- 
tailer to express himself regarding business condi- 
tions. In my section business has held up well 
although profits have been somewhat smaller than 
they were last year due to keen competition for 
such business as is available. A closer attention 
to details and more intensive advertising will aid 
to keep the volume up next year, the prospects 
for which at present are fair. Inventories are 
lower in some cases and higher in others in my 
part of the East. 


J. A. MAHLSTEDT, New Rochelle, N. Y.—Business 
in our immediate territory so far this year is 15 
percent below the same period last year. Profits 
did not suffer as greatly as selling prices were 
better than in 1925 and expenses were not much 
higher. Service and advertising will create a 
greater volume during the coming year. Invento- 
ries are about 20 percent above normal. 


Cc. C. Pops, Beverly, Mass.—Business is 10 per 
cent below last year and profits are lower in pro- 
portion. While the prospects are not good that 
next year will be any better than this one adver- 
tising will aid in keeping sales up to normal. In- 
ventories are from normal to 20 percent higher 
in the different yards. 


S. W. Means, Pittsburgh, Pa.—Business in our 
State has been worse than last year and profits near 
the point of disappearance. The correct listing 
and pricing of millwork will aid to better condi- 
tions. The prospects are that business in Pennsyl- 
vania will be about the same in volume as this year 
was. Stocks are lower. 


Amos Y. Lesuer, Philadelphia, Pa.—Business 
has fallen off from 40 to 50 percent since July 1. 
Previous to this time it was about the same as 
during 1925. The situation is bad because there 
is not only less available business than formerly 
but there are more yards today as compared with 
five years ago. Improving the service rendered 
and the development of side lines might improve 
the situation for the individual dealers. Prospects 
for next year are not very bright. Stocks are about 
the same as last year with the tendency to reduce 
them ever urgent. 


H. W. Smock, Asbury Park, N. J.—Business 
has dropped from 10 to 11 percent due to the re- 
duction in speculative building and the increase in 
the number of retail yards. Prices have also been 
reduced, as compared with 1925. An intensive 
campaign of education to sell the home building 
idea would be helpful in improving the situation. 
Prospects are that business in 1927 will be about 
as it was this year. Stocks show a decrease of 
from 12 to 15 percent. 


To Keep Volume Up by Advertising 


KeitH E. PowLison, Baltimore, Md.—Business 
in my city this year was about the same as it was 
last year and profits made will vary little one way 
or the other from the profits of 1925. Advertising 
campaigns for more and better homes will aid to 
keep the volume of lumber sales up. Prospects for 
next year are fair with possibly a slight decrease 
in volume as compared with this year. Stocks in 
Baltimore are somewhat smaller. 


VictoR WHBPELER, the new secretary of the 
Carolina association, said that conditions generally 
in South Carolina are not good but the indications 
are that they will improve in 1927. The North 
Carolina dealers are also in rather a bad situation 
but conditions there are improving. Stocks are a 
little above normal in both States. 


J. P. WILLIAMS, Orlando, Fla.—Business is about 
the same as last year with profits somewhat less, 
due to increased competition from a growing list 
of yards. It is my opinion that many of the yards 
will be automatically eliminated in the near future 
and conditions will then improve. Prospects are 
very good that next year will see an increased 
volume of sales as compared with 1926. Stocks are 
10 to 15 percent above normal. 


Hersert J. West, Atlanta, Ga.—It is my opinion 
that business in our city has been better by 20 
percent than was the case last year. Prospects for 
next year are very good and we are going after 
an increase in volume by doing more advertising. 
Stocks are low. 





W. THORNTON Estes, Birmingham, Ala.—In our 
city this year business compares very favorably 
with that enjoyed during 1925. The profit was 
somewhat lower, however, due to price cutting. The 
outlook for next year is promising. Stocks are 
light. 

W. A. Ropinson, Shreveport, La.—Volume and 
profits for this year are about the same as for 
last year. More friendliness between dealers and 
a better understanding among them would improve 
the situation. Due to the low price of cotton pros- 
pects are that the lumber business in Shreveport 


will not be so good next year as it was this. Stocks 
are normal. 
W. H. FLanpery, Cleveland, Ohio—The retail 


lumber business in our city suffered a loss of 25 
to 30 percent in volume due to strikes in the build- 
ing trades. Profits practically disappeared and 
prospects will depend upon whether or not there 
are more labor troubles. Stocks are about normal. 


J. E. Brapy, Johnson City, Tenn., predicted good 
business in the retail lumber business in his sec- 
tion during 1927. Stocks in his city are about 10 
percent below normal at present. 

PEALE COLLiIeR, Paris, Ky.—There is an unfa- 
vorable situation existing in the tobacco industry 
and this has had the effect of reducing retail lum- 
ber sales somewhat. It is my opinion that closer 
cobperation between dealers and more advertising 
would be helpful in improving the situation. There 
will be more building in Tennessee next year than 
during 1925, and lumber sales should improve 
accordingly. Stocks are somewhat below normal. 


Frank J. Hicut, Chicago—Sales are about on 
a par with those of 1925. More economy in con- 
ducting business and a closer coéperation between 
dealers is necessary for greater profits. Home 
building should also be encouraged and finance 
companies organized to fight the loan sharks who 
are now preying on the home builders. Prospects 
for next year are bright. Stocks in Chicago are 
from 10 to 15 percent below normal. 


Illinois Volume Spotty 


J. W. MACKEMER, Peoria, 111.—The 1926 volume 
of business in Illinois is very spotty. Some yards 
have enjoyed a very good year while others have 
had a very slow one. Publicity will increase the 
volume of sales and improve the situations at many 
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yards. Inventories are normal and buying is from 
hand to mouth, which is a good thing for the man- 
ufacturers as it gives them a steady outlet for 
their products. Prospects are that next year the 
volume will be somewhat smaller than it was this 
year. 

RoBerRT K. JARDINE, Grand Rapids, Mich.—Busi- 
ness in Michigan is about on a par with that of 
1925. Profits, however, have been small. Adver- 
tising that sells the home owning idea is needed 
to improve the situation. 


WILLIAM KITTL#, Detroit, Mich.—Business this 
year is about 25 percent under that of last year 
due to the overbuilding of homes. Codperative 
advertising to non-homeowners would have the 
effect of increasing lumber sales. Profits are bet- 
ter than they were last year and as far.as can be 
foreseen next year’s business will be about the same 
as this year’s. Stocks in Detroit are somewhat 
above normal. 


HAWLEY WILBUR, West Allis, Wis.—In the cities 
in Wisconsin sales are 10 percent below last year 
and in the rural sections 10 percent above. Profits 
are about 40 percent better than last year. Or- 
ganized friendship, more associations, a greater 
knowledge of costs and an increased membership 
in associations will aid the industry and sales won- 
derfully. There is much business to be had for 
repair, alteration and reroofing, and going after it 
will aid in keeping sales up. 


Harry E. BeckwitTuH, Chetek, Wis.—The agricul- 
tural situation in northern Wisconsin is improving 
and this has been reflected in an increase of lumber 
sales this year of about 25 percent over those of a 
year ago. 


Profits have also been better. More 


advertising of the right kind will better 


volume next year. 


bring 
Stocks are below normal. 


JOHN SuELzeR, Fort Wayne, Ind.—Sales in oyr 
city have been slightly below those of 1925 due 
to a bad agricultural situation. Profits were low 
because some dealers endeavored to maintain yo]. 
ume by cutting prices. Consolidations and ¢p. 
operation between dealers would be helpful. The 
tendency is toward lower stocks. 


CLAYTON D. Root, Crown Point, Ind.—There are 
too many yards in our State with the result that 
business for this year is about 20 percent below 
that of last year. More intensive merchandising 
and more selling of the home owning idea would 
aid to sell more lumber at a profitable price. Prog. 
pects for 1927 can not be predicted at this time. 
Stocks are lower than at this time last year. 


Sell Everything for the Building 


CuirF Scruaes, Jefferson City, Mo.—Last year 
was a poor one in the retail lumber industry jp 
Missouri and this year will be no better. Profits 
will average about the same as 1925. Selling 
more of the things that go into a building, in addi. 
tion to lumber, will be helpful in keeping sales 
volume up to normal. Stocks are about normal, 


A. C. BRECKENRIDGE, Eldorado, Ark.—The first 
six months of this year were the best we have 
had in several years. The first ten months pro- 
duced a volume of sales about 13 percent greater 
than for the same period of last year. The year 
will probably end up with a volume increase of 
about 5 percent. Building homes with a small 
payment down and the balance in monthly pay. 
ments will aid to keep lumber sales up. Next 
year we expect to see a loss of about 20 percent 
in sales volume as compared with this year. Stocks 
are about 10 percent below normal. 


C. W. PINKERTON, Whittier, Calif.—Sales this 
year in our section of the country will be from 
15 to 18 percent less than last year and there is 
practically no profit in sight. There will be more 
people in California this season than during any 
previous one and we are depending on this to help 
out a not very promising situation in the retail 
lumber business. 


JOHN Dower, Tacoma, Wash.—Sales in my city 
are about 5 percent above last year and profits 
are better. I believe more lumber can be sold by 
encouraging home building in preference to the 
purchase of luxuries. Prospects for next year are 
good and stocks about normal. 


RALPH Topp, Salt Lake City, Utah.—Business 
this year is off from 5 to 20 percent and profits 
have been lowered correspondingly. Advertising, 
in my opinion, would be helpful in increasing sales. 
We expect that next year will vary little from this 
one insofar as the volume of sales is concerned. 
Stocks are normal. 


KING Day, Twin Cities, Minn.—Over building has 
resulted in fewer lumber sales this year. Profits 
are off in proportion. One of the evils of the 
retail lumber business is the price cutter. Cost 
accounting in all yards would eliminate the price 
cutting evil. Side lines, I believe, offer oppor 
tunities for increasing sales. Prospects for next 
year are not of the brightest. Stocks are below 
normal. 

Frep CONINE, Denver, Colo.—Business is off 25 
percent as compared with last year which was 4 
very good one, and profits are not satisfactory. 
Prospects for next year do not indicate that there 
will be much change in the situation insofar 
sales are concerned. Stocks are about 25 percett 
under last year. 

J. R. SauNDERS, Windsor, Ont.—Sales in wy 
section are slightly above those of last year but 
profits are less. Better merchandising methods 
are needed to improve the situation. It appear 
that next year will be considerably better tha 
this year. 

Horace BOULTBEE, Toronto, Ont.—I can only 
emphasize what our president, Mr. Saunders, ba 
said inasmuch as what applies in this situati 
also applies in ours. It appears that next yee 
will be an improvement over this one. 


ENTERTAINMENTS 


While the convention was in session this afte 
noon the ladies were taken on a personally co 
ducted tour through the famous Free 
quarter of the city with its fascinating cu” 
shops, buildings of romantic and historic mt 
est and its quaint narrow streets flanked Ww 
unusual examples of French and Spanish arch 
tecture. In the evening at 8:45 there was he’ 
an informal reception and dance for all in * 
tendance at the convention. This occasion © 
stituted a welcome to all convention visitors ¥f 
the New Orleans retail lumber dealers ™ 
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afforded an early opportunity for those in 
attendance to get acquainted with each other. 


WEDNESDAY MORNING 


[Special telegram to AMERICAN LUMBERMAN] 

New ORLEANS, La., Nov. 10.—At the second 
session, called to order by President Lowrie at 
10 o’clock today, various addresses presented 
valuable information, and discussions from the 
floor followed each. The session opened with 
a discussion of national questions of moment 
to the retail Jumber industry. There were con- 
sidered the contemplated trade extension cam- 
paign of the lumber manufacturers, the action 
of the National association to secure a uniform 
State lien act, and dealer-manufacturer confer- 
ences promoted by the National Retail Lumber 
Dealers’ Association during 1926. 

The second part of the session was given 
over to discussions affecting lumber dealers in 
most sections of the country. Four major 
topics which were brought up: (1) Determina- 
tion of allowable moisture content of rough 
fnish lumber, to be worked at destination in 
interior finish mills which, when shipped im- 
properly kiln dried, is a detriment to lumber in 
general; (2) Decision whether No, 2 common 
and better dimension is a help or a detri- 
ment to manufacturer, dealer, contractor and 
consumer; (3) Codperation that the dealer may 
give the hardwood flooring manufacturer toward 
efficient laying of hardwood floors; (4) Co- 
éperation the dealer may extend to the manu- 
facturer in the interest of a more stable lum- 
ber market. 

The secretary-manager was the first speaker 
of the day, and opened the discussion of the 
following resolution: 


That the members of the retail lumber in- 
dustry recognize the value accruing to them 
from the contemplated lumber manufacturers’ 
trade extension campaign, and the advantages 
to be obtained through encouraging the 
manufacturers and wholesalers sponsoring 
this movement. 

Due to the fact that many of those in at- 
tendance were not familiar with the manufac- 
turers’ association plan to advertise lumber, 
it was explained to them in considerable detail. 
The speaker’s opinion was that the plan is a 
most worthy one, and that it deserves the sym- 


pathy and support of the retail lumber dealers 
of the country. 


Would Support Manufacturers’ Campaign 


Walter Koehler, of Louisville, Ky., praised the 
plans of the lumber manufacturers’ association 
to advertise lumber and educate the consuming 
public to its advantages as a home building 
material. It was his opinion that this organi- 
zation should have the hearty support and en- 
couragement of the National Retail Lumber 
Dealers’ Association. 

_A. J. Hager, of Lansing, Mich., said that it 
is daily becoming more difficult to sell lumber 
m competition with the many substitutes that 
are aggressively merchandised and extensively 
advertised. Lumber consumption reached its 
peak in 1909. Since that time the consumption 
per capita has been declining steadily. In the 
same period the per capita consumption of sub- 
stitutes has increased by leaps and bounds. Re- 
tailers, he said, should codperate with the manu- 
facturers in every possible way to bring before 
the public the advantages and the economy of 
using lumber, particularly for home building. 


Intensive Selling Effort Needed 


In the opinion of O. R. Waterstradt, ex- 
Pressed on the convention floor, the manufac- 
turers neglected an opportunity when they 
failed to sell their products to the consumer 
through advertising and propaganda. He called 
attention to the fact that, while the consump- 
tion of lumber has been reduced, the uses for 
lumber have increased materially since 1909, 
and today there are 4,500 uses. Substitutes 
ave taken the place of lumber largely because 
the substitute manufacturers are making an ef- 
ort to merchandise their products, while the 
umber manufacturers did little or nothing along 
this line until very recently, except in a few 
‘ases. It was his opinion that the time is now 





at hand when an intensive effort must be made 
to sell lumber. 


H. B. Blauvelt, of Hackensack, N. J., cited 
numerous instances where substitutes have re- 
placed lumber for use in home construction, to 
the loss of the lumber dealers and the manu- 
facturers. He erdorsed the advertising plans of 
the manufacturers, and told of the work al- 
ready done along this line by the various manu- 
facturing organizations, including the West 
Coast Trade Extension Bureau and Southern 
Pine Association. In his opinion, the situation 
of the retailers could be bettered if the exclu- 
sive lumber dealer would also stock and sell 
building materials. The builder today wants 
to get all of his bill for a job from one source, 
and if a concern can not furnish some items, it 
is probable that it will not be permitted to fur- 
nish any. 


Importance of Uniform Lien Act 


The second subject considered at this session 
was the part the National Retail Lumber 
Dealers’ Association has played with regard to 
a uniform State lien act. Reasons were pre- 
sented why this matter is of national importance 
to the welfare of the retail lumber business. 
The discussion was opened by Frank Day Smith, 
representative of the association on the Depart- 
ment of Commerce lien act committee. Mr. 
Smith began by calling attention to the tenta- 
tive draft of a uniform mechanics lien act, pre- 
pared by the standard State mechanics lien com- 
mittee of the Department of Commerce. This 
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tentative draft was for distribution to inter- 
ested parties for their criticism. The criticisms 
received will be collected and studied carefully 
by the committee, and used in perfecting the 
final draft. The subject is recognized by the 
committee as within the jurisdiction of State 
legislatures and it is desired that a final draft 
shall receive the joint approval of the commit- 
tee and the national commissioners on uni- 
form State laws, and be recommended to the 
State legislatures for consideration. The im- 
portant sections of the tentative draft, particu- 
larly those affecting the retail lumber industry, 
were explained by Mr. Smith. He said that, 
while in his opinion the draft as it now stands 
is not perfect, still it would make a good work- 
able law. He did advise, however, that in States 
where a good lien law is in effect, no efforts be 
made to change it. 


A great number of questions were put to Mr. 
Smith regarding details and features of the 
tentative draft, all of which he answered. One 
thing is sure, Mr. Smith said in closing, if the 
retail lumber dealers desire an adequate work- 
able lien law, they must write it and not expect 
that it will come from other interests. Copies 
of the tentative draft may be obtained from the 
association or from the Department of Com- 
merce. 

A discussion of the potential benefits devel- 
oped by the series of conferences between lum- 





ber manufacturers and retailers during 1926, 
with special reference to the proper distribution 
of lumber, was opened by Arch C. Klumph, of 
Cleveland, Ohio. Mr. Klumph said in part: 


During the year four meetings of retail and man- 
ufacturers’ committees have been held and I am 
pleased to announce that at the end of each we 
have adjourned thoroughly imbued with the spirit 
of good will and a realization of the great benefits 
and progress, both made and yet to be anticipated. 


Among the many important problems studied by 
these two committees were the following: 


(a) Building codes, fire extension limits and zon- 


ing problems in the major cities of the United 
States. 


(b) The necessity for a permanent localized in- 


spection service to provide for immediate adjust- 
ment of claims. 


(c) A discussion of the evil effects of the transit 
car and cargo practice as it seriously affects mar- 
ket stabilization. 


(d) The necessity of establishing a fixed policy 
on the question of moisture content. 


The final meeting held in October, was given 
over entirely to the discussion of this most impor- 
tant and vital problem. 


In presenting the case of the retailer I called 
attention to the following facts: 


1. I can recall when the great railroad systems 
purchased their car building and other materials 
from the local distributing yards in the commu- 
nities where the stock was to be used, but this 
trade has gone forever. 


2. The box factories of Cleveland for many years 


purchased their daily supply of raw material from 
local distributing yards. 


3. Not so many years ago plank sidewalks were 


almost universally used and plank roads were com- 
mon. 


4. Up to a very recent date all fences were con- 
structed of wood in one form or another. Other 
fences have entirely replaced the wood type. 


5. Up to a very recent period the roofs of every 
residence in our great city were covered with wood 


shingles which were sold only by the retail lumber 
dealers. 


6. Wood lath were entirely used until, recent 
years when metal lath made certain inroads, 


7. Formerly the exterior walls of 97 percent of 
the homes built in Cleveland were of wood siding. 


8. Formerly the carpenter contractors purchased 


lumber from the local lumber yard and made all 
their frames. 


9. Now comes the new age of substitute inven- 
tion, and vast quantities of lumber are being re- 
placed by the fifty-seven varieties of wall boards, 
steel sash, steel trim, steel bridging; and we are 
threatened with the latest invention which if prac- 
tical will go a long way toward the complete elim- 
ination of lumber for home construction. It is the 
manufacture of new light weight rolled steel 
beams, joints and studding. 


10. In addition to all of these inroads, a few 
years ago Cleveland and other cities began the 
adoption of building codes and other ordinances 
which, in certain zones, completely prohibit the 
use of lumber. 


The Question at Hand 


As I see it the question before us is the consider- 
ation of means to secure mutual understanding 
through the establishment of a new code relating 
to distribution. Some will say this is a hopeless 
task, that the practice of direct sales has gone too 
far, but I am still hopeful, hopeful because first 
of all I believe in men, the vast majority of whom 
want to do what is right, play the game square, 
and want to be ethical. I fully realize that it will 
take time and require patience and tolerance, but 
if we can, by a sober and thorough discussion of 
this whole problem, with a willingness to lay aside 
the spirit of selfishness, consider only what is fair 
and just and in the best interest of the craft as 
a whole, I believe that we will eventually establish 
a new code which will prescribe plainly the rights 
and limitations of each factor in lumber distribu- 
tion. 

Much has been said in recent years about 100 
percent distribution by the local distributer. This 
was an unfortunate phrase for the so-called re- 
tailer or local distributer does not contend for a 
100 percent distribution. The exclusions generally 
acknowledged by the committee representing the 
retailer were as follows: 

Ethics and statutes are absolutely nothing but 
discipline; a discipline recognized as necessary, 
therefore it is not strange that some necessary 
discipline is required in the distribution of lumber, 
and some ethical plan set up which shall be recog- 
nized. Otherwise we have chaos, and the indus- 
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try as a whole becomes demoralized and must suf- 
fer. 

The pages of the lumber journals are constantly 
filled with articles headed “What Is Wrong With 
the Lumber Industry?’ ; speakers at every lumber 
convention take this same question as the subject 
of their address. No two, perhaps, give the same 
answer. 

Collapse of Distribution Structure 

I ask you today to begin thinking over the 
question of the present demoralized condition of 
the lumber industry everywhere, which I believe 
is wholly due to the complete collapse of our dis- 
tribution structure. Speaking for my own city, I 
am convinced beyond the slightest measure of 
doubt that if all the lumber consumed in that 
community were sold by the local distributing 
yards our condition today would be a happy one. 
Today we find the local distributing yard ravaged 
by depletions in the outlets for its commodity due 
to evolution, substitutes, evil legislation etc., but 
when we add to this the fact that 50,000,000 or 
100,000,000 feet of lumber is consumed in our own 
city and sold direct by manufacturers or wholesal- 
ers, we find our volume impaired and our over- 
head sky-rocketing. In this way it is plain to be 
seen that direct sales have their evil effect on the 
home builder who must buy from local yards. 

I ask you to give serious thought and considera- 
tion to this suggestion: Would it not be a great 
step forward if each lumber concern in this coun- 
try would plainly state on their stationery and on 
their cards whether they were engaged as manu- 
facturers, wholesalers, jobbers or retailers? 

Volumes can be written in defense of the stand 
which the local distributing yards take as to the 
proper ethics in distribution. Quotations can be 
submitted from the master minds of trade and com- 
merce defending our cause, but having exceeded 
my time I must close with this one excerpt from 
an address by Herbert Hoover, secretary of Com- 
merce, in which he says: “There is a problem in 
waste which revolves in the field of trade ethics. 
Unfair competition, of course, is waste as it im- 
poses wasteful processes and wasteful and fraudu- 
lent practices on other members of the trade and 
the public.” 

Progress at Conferences 

As a result of the conferences between the com- 
mittees of the two national associations, I am 
pleased to report to you that most satisfactory 
progress was made, both committees conceding that 
all lumber used in the process of building construc- 
tion should be sold by the local distributing yards, 
for it was held that such trade intercourse be- 
tween the builder and the local lumber dealer 
was to the best interests of the community. 

There was apparent unanimity of thought relat- 
ing to the exclusions suggested by the retailers 
except that concerning industrial trade there 
were differences of opinion. It is my firm belief, 
however, that in due time and by frequent gather- 
ings of these two committees the whole question of 
proper ethics in distribution may be satisfactorily 
adjusted. 

No one can psssibly deny that what is needed 
above all things in this country today is some set 
policy expressed in a code of ethics which might 
plainly set forth spevific rules governing the distri- 
bution of lumber. Rules so just and fair that in- 
fringement would stamp the perpetrator as one 
wholly immoral in his business practices, and un- 
worthy of the respect and support of his fellow 
lumbermen, 

Therefore let us here today dedicate ourselves to 
the task of purging the lumber industry of its 
weaknesses and wrongs in distribution and with 
the zeal of crusaders go forth determined to bring 
back and forever to maintain those privileges in 
distribution which essentially and undeniably be- 
long to the local distribution lumber yard. 


Offers Affirming Resolution 


J. A. Mahlistedt, New Rochelle, N. Y., at the 
conclusion of Mr. Klumph’s address offered a 
resolution to the effect that the National Re- 
tail Lumber Dealers’ Association affirm its be- 
lief that a clearly defined policy in the matter 
of the distribution of lumber is essential and 
to this end assert the belief in the fundamental 
principle that the local distributing lumber yard 
with its stock on hand for immediate service 
constitutes the best method of distribution from 
an economic standpoint to both the industry and 
the consumer, and the following be endorsed: 
That sales be made by manufacturers or whole- 
salers to local distributing yards and that local 
distributing yards sell to consumers. 

R. C. Stimson, representing the Hardwood 
Interior Trim Manufacturers’ Association, took 
occasion at this time to read to the convention 
a letter from his association to the National 
Retail Lumber Dealers’ Association as follows: 


Having in mind the favorable opportunity we 


herewith present to the representative dealers of 
the United States at their annual convention the 
policy of the Hardwood Interior Trim Manufactur- 
ers’ Association in its relation to the retail lumber 
dealers. 

Under the association’s constitution only bona 
fide manufacturers of hardwood trim and molding 
are eligible to membership, and as manufacturers 
the association recognizes the retail lumber dealer 
as supplying a practical service in the distribution 
of hardwood trim and molding to customers. 

This association goes on record as favoring the 
suggestion of distribution and merchandising of 
hardwood interior trim through the retail lumber 
dealer, 


Handling of Building Specialties 


Thornton Estes, Birmingham, Ala., opened the 
discussion on the question ‘‘Is the handling of 
building specialties and materials other than 
wood inconsistent with the acknowledged high 
regard of lumber dealers for lumber as a build- 
ing material? What has been the experience 
of dealers who up to this time have elected to 
handle lumber and millwork only?’’ 

Mr. Estes was strongly of the opinion that 
lumber dealers should, in fact must, handle 
building material as well as lumber. Not only 
should the lumber dealers handle building ma- 
terial, he said, but they should also join the 
building material associations. 

It is significant that every other dealer pres- 
ent who spoke on this subject agreed with the 
ideas advanced by Mr. Estes; in fact, there was 
no one who advanced any reasons why building 
materials should not be handled or who ad- 
vanced any objections to the practice. 

John C. Berry, Portland, Conn., said that by 
handling these materials the sales volume can be 
increased materially with a corresponding in- 
crease in the profits. , 

Herbert J. West, Atlanta, Ga., said that in his 
city at least 50 percent of the lumber yards 
stocked building material. He stated further 
that in his opinion it is necessary that materials 
be handled to render to customers, particularly 
builders, the high quality of service they desired. 

J. A. Mahlstedt reported that in his particu- 
lar case, while the volume of lumber sales de- 
creased 15 percent during 1926, his total sales 
vofume was 4 percent ahead of last year because 
of the fact that he also handled materials. Of 
course his profits were greater also. 

J. D. Loizeaux, Plainfield, N. J., stated that 
he sold in his business every material needed to 
construct a house from the basement to the 
chimney. He had found it very profitable to 
handle materials in addition to lumber. 


Moisture Content in Kilned Lumber 


Much interest was evidenced in the next sub- 
ject on the program. This had reference to kiln 
dried lumber and the maximum moisture it 
should contain. The discussion was started by 
Fred Wehrenberg, Fort Wayne, Ind. Lumber 
with a high moisture content, the speaker said, 
is expensive for a retail lumber yard to handle. 
If he has no kiln to dry it out after it is re- 
ceived he must wait for it to air dry and even 
if he has a kiln the cost of drying is an expense 
that he should not have to bear. In any event 
when lumber with a high moisture content goes 
on a job and proves to be unsatisfactory the 
retailer is held responsible although he may 
have specified lumber with a low moisture con- 
tent when he placed his order with the mill. 
Most lumber received, Mr. Wehrenberg said, is 
satisfactory as far as moisture is concerned, 
but in his particular case he had received cars 
with a moisture content as high as 35 percent. 
When this happens it is practically impossible 
to get any satisfaction from the mill that fur- 
nished it. The lumber manufacturer, the 
speaker said, further should realize that it does 
him no good and hurts the cause of lumber 
generally to permit stock with a high moisture 
content to go on the market. The customer who 
gets material such as this is very sure to be dis- 
satisfied and the next time he has any building 
to do he is very liable to turn to the use of sub- 
stitutes. 

George E. French, of the Forest Products 
Laboratory, Madison, Wis., explained some of 
the conditions which govern and regulate the 
moisture content in lumber. The problem of 
wet lumber, he said, is a national one. It is 


not confined to any particular mill or class of 





mills, to any section of the country, or to any 
particular species of wood. It was his opinion 
that the retailer is prone to see only one side 
of the subject and to overlook the fact that 
while a certain bill of lumber may leave the mill 
with a low moisture content, weather conditiqns 
determine in no small measure the moisture 
content it will have when it arrives at a loca) 
yard. In Montana, for example, he said, lumber 
can be air dried to a moisture content of about 
22 percent, in summer to a moisture content of 
about 12 percent. In Arizona on the other hand 
it is not difficult to dry lumber to a moisture 
content of 6 per cent. Kiln dried lumber, he 
also explained, may vary in moisture content 
from less than 1 percent to over 10 percent, 
depending on the kind of lumber that is being 
dried. 

The discussion then attempted to determine 
the moisture content that should be allowable in 
kiln dried lumber, but although several spoke 
on this subject no point was determined on to 
which lumber should be dried. 

R. E. Montgomery, of Atlanta, pointed out 
that it is a difficult matter to define moisture 
content in grading rules due to varying classes 
of lumber and varying conditions. Lumber 
leaves the mill with one moisture content and 
arrives at the yard with another, he said. 

President Lowrie was of the opinion that a 
maximum moisture content can be arrived at 
that is satisfactory to both mills and retailers, 
He was of the opinion maximum moisture con- 
tent should be in the grading rules. 

Fred W. Wehrenberg said there should be no 
reason why well dried lumber should pick up 
much moisture in transit. If the lumber is well 
dried in the first place, he said, and tightly 
packed in box cars, it should arrive with little 
more moisture than when it left the mill. He 
recommended a resolution be adopted recom- 
mending maximum moisture content in grading 
rules. 

Discussion on Dimension 


Richard Norvell, Nashville, Tenn., opened a 
discussion on the subject of No. 2 common and 
better dimension. Is this a help or a detriment 
to manufacturer, dealer, contractor and con- 
sumer? He said this grade applies only to yel- 
low pine and properly is not a grade. In some 
cases it had been his experience that cars pur- 
chased as No. 2 common and better would ar- 
rive containing as high as 80 percent No. 1. 
Most ears will contain at least 30 percent No. 1. 
When a large amount of better grade is present, 
the customer is satisfied, but when there is a 
small percent of good stuff, he complains. The 
speaker pointed out that the dealer who handles 
grade-marked lumber only can not handle No, 2 
common and better. 

The secretary-manager read telegrams from 
several members regretting their inability to be 
present. Among these were J. F. Bryan, Chi- 
cago, secretary Illinois Lumber & Material Deal- 
ers’ Association; E. C. Goedde, East St. Louis, 
Iil., and Ben C. Mueller, Davenport, Iowa. 


WEDNESDAY AFTERNOON 


From 1 to 3 o’clock today the convention was 
in closed session, the deliberations having to do 
with the association’s service department activ- 
ities during the year and the plans for the com- 
ing year. The nominating committee also sub- 
mitted its recommendations to the board of 
directors for officers for the coming year, and 
its nominations for the board of directors. The 
names recommended for the various offices and 
the nominations for the board follow: 

President—Fred L. Lowrie, Lowrie Lumber & 
Finish Co., Detroit. 

Vice president (eastern region)—John J. Duf- 
fey, Lafayette Mill & Lumber Co., Baltimore, Md. 

Vice president (central region)—John Suelzer, 
Fort Wayne Builders Supply Co., Fort Wayne. 

Vice president (southern region)—Herbert J. 
West, West Lumber Co., Atlanta. 

Sergeant-at-arms—George C. Buzby, C. M. Buzby 
& Son, Philadelphia. 


Directors (term expiring Oct. 1, representing sus 
taining members)—William Smith, Luna-Hawkins 
Lumber Co., Akron, Ohio; U. M. Carlton, Dix Lum 
ber Co., North Cambridge, Mass.; John Reheis, 
St. Louis Lumber Co., St. Louis, Mo. ; Oscar Lamp 
land, Lampland Lumber Co., St. Paul, Minn. : Jobo 
Dower, John Dower Lumber Co., Tacoma, Wash.; 
aa W. Wilbur, Wilbur Lumber Co., West Allis, 

vis. 
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Directors (representing organization members) —~ 


H. E. Beckwith (Wisconsin association), Chetek 
Lumber & Supply Co., Chetek, Wis.; J. D. Loizeaux 
(New Jersey association), J. D. Loizeaux Lumber 
Co., Plainfield, N.J.; George Hon (Kentucky asso- 
ciation). Hon Lumber Co., Winchester, Ky. ; Charles 
A. Wood (Indiana association). Kirby-Wood Lum- 
per Co., Muncie, Ind.; C. L. Marshall (Tennessee 
association), Marshall Bros. Lumber Co., Johnson 
City, Tenn. 

Following this the general session was re- 
sumed. 

Operation of Reserve Yards 


John F. MeDonald Minneapolis, was first 
speaker and opened the discussion on the sub- 
ject of operation of reserve yards, how they are 
organized, what they handle, their advantages to 
both dealer and manufacturer, their help in en- 
couraging codperative advertising for the pur- 
pose of recapturing the re-roofing business for 
all dealers, and the development of a better local 
relationship among dealers. Mr. McDonald’s 
address had to do entirely with the establish- 
ment of a cooperative warehouse in his city. He 
related in considerable detail the basis on which 
the project was founded and is operated and the 
results that have accrued to the retail lumber 
industry of Minneapolis as a result. 

The warehouse, he said, buys, handles and 
stores materials that it is inconvenient, costly 
and difficult to handle in local yards. It sells to 
those holding stock in the proposition as well as 
to all other legitimate dealers. It is particularly 
convenient to handle specialties through the 
warehouse due to the large variety of these and 
to the large stock of them that would have to 
be carried by a local yard. Profits are returned 
to the stockholders in proportion to the amounts 
of materials purchased 


— 


the warehouse is done through a buying commit- 
tee of three members. The project was formed 
on a capital of but little more than $16,000, and 
has twenty-four stockholders, no one of whom 
invested more than $1,000. In answer to a ques- 
tion it was explained that before the warehouse 
was formed, stocks of specialties in three of the 
yards in the city were in excess of $20,000 in 
each yard. Now the inventories are practically 
nothing. 

There was much interest shown in this codper- 
ative warehouse idea as worked out in Minne- 
apolis, and evidently Mr. McDonald would have 
been asked many questions concerning it and 
its method of operation. However, as the time 
was limited much of the discussion was dispensed 
with. 

Resolutions Committee Reports 


The resolutions committee at this time sub- 
mitted one resolution which was adopted unani- 
mously. This was that it be the sense of this 
convention that there should be further tax 
reduction rather than a more early retirement 
of the national debt and that Congress, at its 
coming session, should amend that section of 
the 1926 revenue bill carrying the corporation 
income tax, so that said tax shall immediately 
be reduced to a rate not in excess of 10 percent, 
applicable upon the earnings or profits of the 
year 1926, and that copies of this resolution be 
sent to the President of the United States, the 
Secretary of the ‘Treasury, the chairman and 
members of the house ways and means commit- 
tee, and the chairman and members of the Sen- 
ate finance committee. 

Fred H. Ludwig, Reading, Pa., submitted the 





through the warehouse. 
The warehouse purchases 
the materials and re- 
tails them to the dealer 
at the same prices the 
manufacturer would 
charge him. The more 
the stockholder dealer 
buys the more dividends 
he receives. Profits are 
not returned to dealers 
who own no stock. 

The advantages of the 
plan are that the yard 
has practically no stock 
of specialties and there 
is no investment in them. 
The stock is carried 
in the warehouse and 
ean be obtained readily. 
The dealer can give bet- 
ter service on a larger variety of materials 
than if he attempted to carry all of them at 
his yard. 

Dealers Contract with Warehouse 


The warehouse has a contract with its stock- 
holders by which they agree to purchase all of 
their specialties through the warehouse for a 
period of two years. In return the warehouse 
agrees to carry in stock those items that the 
dealer prefers to sell. The manufacturer likes 
the idea because his bills are paid promptly. At 
first he was suspicious of the idea as he feared 
his particular product might be discriminated 
against, but the fact that the individual dealers 
can purchase any specialties they desire cause 
this suspicion to disappear. The plan has in- 
creased the friendliness between dealers and 
from this standpoint has assisted in bringing 
about better conditions generally in the city. 

The retail lumber dealers in the city, the 
speaker said further, had been losing much re- 
roofing business and the warehouse undertook to 
secure more of this business for the local yards. 
An expert roofer was employed to work with the 
retailers to secure sales of roofing material. 
When the material has been sold this man su- 
perintends its laying. The plan has been in 
effect but a short time and it is too soon to pre- 
diet how it will work out, but present indica- 
tions are that through this means much of the 
re-roofing business that has been going to other 
lines of business will be brought back to the 
retail lumber dealer. 

Mr. McDonald explained that all buying for 











Delegates who traveled to New Orleans in the ‘‘ President’s Special,’’ 
so called because President Fred L. Lowrie was on board 


following resolution which was also passed with- 
out a dissenting vote: 


I move that the secretary of this convention be 
instructed to furnish to the secretaries of the va- 
rious States and regional associations, and to 
members of the National Retail Lumber Dealers’ 
Association, copies of the resolution on Federal 
taxation which has just been adopted, with a re- 
quest that they in turn furnish to each of their 
individual members copies of the resolution with 
a request that at the earliest possible moment they 
take up the subject matter either in person or by 
letter with their individual senators and congress- 
men, and ask an immediate tax reduction. And 
that the further suggestion be made to the mem- 
bers that they also lay the matter before their 
friends in other lines of business, that business 
men in general throughout the nation may have a 
clear understanding of the need and justice in ask- 
ing for an immediate reduction of the corporation 
income tax rate, 


Discussion on Cost Finding 


The most enthusiastic portion of this ses- 
sion dealt with the subject of cost finding and 
was conducted by J. A. Mahlstedt, of New 
Rochelle, N. Y., chairman of the cost finding 
committee of the association. Mr. Mahlstedt 
introduced to the convention W. H. Williams, 
of Pittsburgh, and Howard Potter, of Worth- 
ington, Ohio, other members of the committee; 
also William Lueas, L. G. Battelle and Harry 
Colman, installing accountants, all of whom 
spoke briefly on the accounting system and 
told what it will accomplish for those who 
install it. 

In opening this section of the meeting, Mr. 


Mahlstedt advised those who have the sys- 
tem installed not to alter it or change it with- 
out the advice of one of the installing ac- 
countants. One of the objects of the system, 
he said, is to have all yards using the system 
on the same basis for comparative purposes. 
When a retailer changes his system, he loses 
much of the value of it as his results are no 
longer on the same basis as others who are 
using the system. Over seventy-five members 
of the association are using the system, it was 
learned by a count of hands. 

Among those who related their experiences 
with the standard cost accounting system, told 
of the benefits they had derived from it, and 
recommended it to other retail lumber dealers, 
were the following: J. V. Connor, Akron, 
Ohio; R. E. Spencer, Denver; Hawley Wilbur, 
Milwaukee; J. C. Cremer, Detroit; Sherman 
Briggs, Cleveland; W. E. Hatch, Pittsburgh, and 
John Suelzer, Fort Wayne, Ind. These men 
stressed the point that the system was not 
only giving them a true record of costs, but 
that it was continually furnishing them with 
information which permitted them to keep 
their expenses low and eliminate leaks and 
losses promptly before they had the opportu- 
nity to become serious. 

Many instances were related where savings 
many times greater than the cost to install 
the system had been made. In one case a 
theft of materials to the value of $6,000 was 
discovered; in another case the system made 
it possible to reduce delivery costs consider- 
ably below normal, and in still another in- 
stance, it was related, several departments 
that it had always been supposed were profit- 
able were found unprofitable through the in- 
formation gained from the system. It was 
significant that the greatest boosters for the 
standard cost keeping system of the associa- 
tion are those who are using it and who know 
what it will do. In no case was any criti- 
cism of it offered. 


Charts Call Attention to Unprofitable Practices 


An interesting feature in connection with 
this cost keeping section of this session was 
a series of charts which called attention to 
unprofitable practices indulged in by retail 
lumber dealers and gave information on de- 
tails of operation, and it was announced by 
the Chair that the series of photographs could 
be obtained from the secretary. 

Chart No. 1 showed the average assets and 
liabilities for two groups of yards, one group 
doing a yearly business of $600,000 or more 
and the other group doing an average business 
of from $75,000 to $125,000. Assets of the 
smaller group were: Cash on hand, $371.60; 
notes and accounts receivable, $3,960.10; in- 
ventories, $1,926.78; land, $1,196.23; buildings 
and equipment, $819.35; yard equipment, 
$142.24; delivery equipment, $186.49; office 
equipment, $31.64; miscellaneous, $727.10. Lia- 
bilities in this group were given as accounts 
payable, $565.32; notes payable, $1,926.78; 
other liabilities, $259.11; invested capital, 
$6,610.32, making the total for both assets 
and liabilities $9,361.53. In the other group 
assets were: Cash on hand, $285; notes and 
accounts payable, $2,413; inventories, $2,961, 
land, $328; buildings and equipment, $552; 
yard equipment, $229; delivery equipment, 
$241; office equipment, $66; miscellaneous, 
$1,855. Liabilities in this group were: Ac- 
counts payable, $883; notes payable, $1,959, 
and invested capital, $6,088, making the total 
for both assets and liabilities $8,930. From 
these figures it is possible for a lumberman to 
determine how his investments in these items 
compare with the average. 

Chart No. 2 stated that the ideal lumber 
business yields a return of 15 percent on the 
capital and gave the following illustration: 
Sales $100,000, or 100 percent; cost of ma- 
terial $70,000, or 70 percent; gross profit $30,- 
000, or 30 percent; cost of doing business 
$20,000, or 20 percent; profit $10,000; invested 
capital, $66,667, at 15 percent, equals $10,000. 
The actual profit of retailers averages, the 
chart says, 3.7 percent. 

Chart No. 3 showed how large a sale it is 
necessary to make in different cities to yield 
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a dollar profit; West Wisconsin rural, $16.62; 
Indianapolis, $17.77; Bloomington, $18.37; 
Rockford, $19.44; Little Rock, $20.64; Dan- 
ville, $20.85; Denver, $21.20; Salt Lake City, 
$21.32; Fort Wayne, $22.11; Detroit, $23.25; 
Sheboygan, $23.75; Freeport, $24.39; Green 
Bay, $25.57; Knoxville, $26.10; Minneapolis, 
$28.75; Fond du Lae coal dealers, $151.07; 
Milwaukee building supply dealers, $225.85. 

The chart advised retailers to divide their 
net profits into their net sales and check them- 
selves up. 

Chart No. 4 asked the question, Does price 
cutting increase volume? And below was given 
a record of nineteen dealers in a city of 650,- 
000 population, based upon each dealer’s share 
of total sales of the city. The average operat- 
ing profit in 1923 was 2.1 percent, with sales 
at $7,748,659.39. The average operating profit 
in 1924 was 7 percent, with sales at $7,954,- 
334.51. In 1925, the average profit was 2 per- 
cent, and sales were $8,757,851.79. In 1926 
these dealers had a survey made, learned the 
truth as to their actual costs and found out 
it did not pay to give their goods away. 


What Becomes of Retail Dollar 


Chart No. 5 showed what becomes of the re- 
tail lumber dollar. Under ideal conditions the 
cost of material is 70 percent, expense 20 = 
cent and profit 10 percent. Under actual cohdi- 
tions the cost of materials is 76 percent, the 
expense 20.3 percent, and the profit actually 
3.7 percent. 

Chart No. 6 showed what competitive con- 
tractor business costs, and gave figures to 
prove that while consumer business yields a 
profit of 10 percent, non-competitive con- 
tractor business a profit of 5 percent, competi- 
tive contractor business is done at a loss of 
about 5 percent, bringing the net profit down 
to about 3.75 percent. Increased business 
from competitive classes usually means de- 
creased profits, 

Chart No. 7 was the result of a study of 
twenty-one yards in a city of 95,000 popula- 
tion, and indicated graphically the amount of 
business that is competitive. This study cov- 
ered only contractor business for which ma- 
terial lists were figured. As near as could be 
determined, the actual competitive business 
in the city amounted to 25 percent of the total 
volume. In this case the number of estimates 
was 1,150, or 100 percent. Four or more bids 
were asked for on 117, or 10 percent; three 
bids were asked for on 90, or 8 percent; two 
bids were asked for on 176, or about 15 per- 
cent. The total competitive bids was 383, or 
about 33 percent. 

Chart No. 8 gave figures to show what hap- 
pens when price is cut to increase volume. A 
cut of 2 percent necessitates 8.7 percent more 
volume; a cut of 3 percent, 13.6 percent more 
volume; a cut of 5. percent, 25 percent more 
volume; a cut of 7.5 percent, 42.8 percent more 
volume. Is it possible, the chart asked, to 
get this additional volume? 


Consolidation of Retail Yards 


The last subject to be discussed at this ses- 
sion was the consolidation of retail lumber 
yards as a step toward a healthier retail lum- 
ber situation. The subject was very ably 
handled by Joseph A. Braun, Detroit, Mich., 
who was directly responsible for a large mer- 
ger of yards in his city recently. There are 
many reasons why mergers and consolidations 
are advisable in many cases at the present 
time, the principal ones being: The inventories 
and expenses can thereby be reduced and busi- 
ness done on a smaller expense than is pos- 
sible with a large number of yards. The result 
of the recent merger in Detroit, he said, has 
been that the same volume of sales is being 
made as previously at a much smaller selling 
expense, leaving available a greater spread 
for profits. The speaker was of the opinion 
that many communities will find it advisable 
to effect mergers and consolidations in the not 
far distant future. 

The resolutions committee at this time 
brought in a statement relative to the tenta- 
tive uniform lien law discussed at a prévious 
session of the convention, for example: ‘‘ Re- 


solved, That the association continue its par- 
ticipation on the Hoover committee, and work 
to the end that the interest of our members 
be fully conserved on a basis fair to all others 
affected by lien legislation.’’ The committee 
submitted a resolution to the effect that the 
foregoing statement represent the consensus 
of the National Retail Lumber Dealers’ Asso- 
ciaion in convention assembled at New Or- 
leans, Nov. 10, 1926. This resolution was 
adopted. 
Entertainment Features 


The closing feature of today’s session was 
a motion picture showing a model house ereet- 
ed in Hackensack, N. J., by the Comfort Coal- 
Lumber Co., of which H. B. Blauvelt is vice pres- 
ident. The house is of the Dutch colonial type, 
and interior and exterior views of it were shown, 
together with the crowds that came to inspect 
it. At the time the house was built, it was 
explained, the coéperation of the leading news- 
paper in the city was secured and the project 
given a great deal of publicity, and much in- 
terest in it was thereby aroused. Incidentally 
Mr. Blauvelt’s company also received much 
valuable advertising. 

At 2 o’clock today the ladies attending the 
convention assembled in the lobby of the hotel 
and later were taken for an automobile tour 
of the city. This trip of about three hours’ 
duration covered all of the principal points of 
interest in the city and was thoroughly en- 
joyed by all who took it. 

This evening the delegates, ladies and guests 
were entertained in the ballroom of the Roose- 
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J. A. MAHLSTEDT, H. B. BLAUVELT, 
New Rochelle, N. Y. Hackensack, N. J., 
Who Participated Actively in Proceedings 


velt Hotel at a complimentary banquet given 
to the gathering by the Southern Pine Associa- 
tion. This was a most enjoyable affair. Dur- 
ing the course of the dinner, officers and men 
prominent in retail lumber affairs were called 
upon for short addresses. Professional en- 
tertainers also assisted to make this one of 
the most auspicious affairs of the convention. 
During and following the banquet there was 
dancing. 
THURSDAY SESSION 
[Special telegram to AMERICAN LUMBRRMAN] 


New Or.LEANS, La., Nov. 11—Due to the 
lateness of the hour, it was found necessary 
yesterday to adjourn the convention without 
continuing some of the features of the session 
that had been scheduled on the program for 
discussion at that time. Therefore, at the 
opening of the last session this morning, Pres- 
ident Lowrie announced that the work would 
be taken up where it was left off yesterday. 
He also announced that as it was the desire 
that today’s session should close promptly at 
1 o’elock, but a very brief discussion would be 
permitted on each subject. 

Before the first subject to be discussed, 
there were read several telegrams from mem- 
bers who, for one reason or another, found 
it impossible to attend the convention. These 
one and all regretted their inability to be 





in attendance and wished for the association 
the best and greatest convention it had ever 
held. Walter R. Pettit, of Huntington (L. I), 
N. Y.; Fred J. Robinson, of Detroit, Mich.; 
J. F. Goodman, of Kansas City, Mo., and 
Willis B. Dye, of Kokomo, Ind., were the mem. 
bers heard from. 

The first business of this session was the 
consideration of the high pressure sales 
methods employed by specialty producers and 
a discussion of whether or not these are an 
aid or a hindrance to the retail lumber dealer, 
Thomas Hurst, of Denver, Colo., was assigned 
the task of opening the discussion on this sub- 
ject. He outlined the situation in this respect 
as it exists in Denver and related personal 
experiences with high pressure salesmen to 
show that the practice is not a healthy one 
and that ultimately it can only work to the 
detriment of the dealers in those cities in 
which the manufacturers use such salesmen, 
It was Mr. Hurst’s opinion that the conven. 
tion should pass a resolution giving it as the 
sense of the meeting that the practice should 
be discontinued. 


Condemn High Pressure Salesmanship 


Several others who expressed themselves 
on this subject also condemned the practice 
as not only being unethical and harmful to 
the retailer but also to the wholesaler who 
practices it. This latter point was made par- 
ticularly by Luther C. Ogden, of Cape May, 
N. J. Mr. Ogden called attention to the fact 
that the high pressure man is very likely to 
call on prospects that the retailer has already 
called on, and that two different prices are 
quite often likely to be quoted under such a 
circumstance. When this happens, the cus- 
tomer not only loses confidence in the retailer, 
but the retailer is quite likely to retaliate 
by refusing to continue to carry the manu- 
facturer’s goods. The manufacturers should 
discontinue the practice of using high pres 
sure men for their own good, he said. 

C. C. Pope, of Beverley, Mass., called atten- 
tion to another objection to the practice. Quite 
often, he said, a salesman will visit a town 
and make a small sale of some material which 
the retailer does not carry in stock and then 
turn the order over to the retailer to fill. The 
retailer takes it because he does not want to 
disappoint the customer. Because the order 
is a small one, there is often much time lost 
in handling it and the retailer makes little 
or nothing on the deal. He suggested that if 
manufacturers are to operate in this manner 
they should provide stocks at convenient 
points from which small orders can be sup- 
plied quickly and without waste of time. 

Mr. Hurst said that in his city, manufae- 
turers are using house to house salesmen, par- 
ticularly to sell roofing, and are offering a 
finance plan to customers by which they may 
in instalments pay the bill over a period of 
ten months. It was his idea that this policy 
on the part of the manufacturers should be 
protested against vigorously. 


Enlarging Volume by Financing Customer 


W. J. Sterner was the last retailer to dis- 
cuss this subject. He expressed the opinion 
that the retailers can also offer a finance plan 
that will compete with those offered by the 
manufacturers. Retail lumber dealers, he 
said, have always lost considerable business 
because they have never assisted the customer 
to the extent they should in financing his 
building projects. It was his recommendation 
that the retailers show more activity in finane- 
ing the customer and thereby do a greater vol- 
ume of business. 

There was one other subject remaining from 
the previous session that was disposed of at 
this time. This was the matter of financing 
the home builder by the retail dealer and was 
discussed in two sections; (1) How it is done 
in the large cities, and (2) how it is done m 
the small and medium sized cities. 

Osear Lampland, of St. Paul, Minn., told 
how his company aids home owners, and pret 
aced his remarks by saying that the retail 
lumber dealer stands in his own way when he 














NovEM 
a 
fails te 
pective 
home. 

it can ' 
a hom 
secure 
assist 

Of cou 
financi 
cial co 
is the 

a man 
can pe 
for hil 
eumsta 
homes, 
money 
proper 
custom 
contra 
vestor: 
tract, 

sell to 
least « 
any m 
Mr. L 
any tr 
tract i 
years, 
be pa 
carry 

counte 


Cliff 
how tl 
If the 
taken 
the sé 
ecampa 
effort 
mortg: 
This is 
loan 4 
as the 
his op 
tailer 
this p: 
discus 
finance 

Fra 
some | 
ness i 
it wo 
He ba 
are tl 
the ra 
good 
sidera 
New 
lumbe 

Con 
said t 
befor 
48 he 
Comn 
the gi 
sion 1 
thoug 
exten 
that ; 


C 


Thi 
sessic 
the s 

C. 
the s 
the 
deale 
house 
quali 
ton h 
eate 
Retai 
passe 
as w 
issue: 

Th 
mark 
the y 
imme 
in th 
owne 





1926 
——— 
ation 

ever 
. L.), 
‘ich,; 

and 
mem- 


3 the 
sales 
} and 
e an 
-aler, 
gned 
. Sub- 
spect 
sonal 
n to 
r one 
> the 
es in 
smen, 
nVen- 
s the 
hould 


p 


elves 
ictice 
ul to 

who 
: par- 
May, 
» fact 
ly to 
ready 
S$ are 
uch a 

cus- 
ailer, 
aliate 
nanu- 
hould 
pres- 


itten- 
Quite 
town 
which 
then 
. The 
nt to 
order 
e lost 
little 
hat if 
anner 
‘nient 
» sup- 
a 
1ufae- 
» par- 
ing a 
r may 
od of 
policy 


ld be 


mer 


0 dis- 
pinion 
» plan 
y the 
s, he 
siness 
tomer 
ig his 
lation 
inane- 
ar vol- 


; from 
of at 
incing 
d was 
; done 
one in 


, told 
| pref- 
retail 
1en he 











NovEMBER 13, 1926 





AMERICAN LUMBERMAN 75 





fails to work out a system whereby the pros- 
pective home owner can be aided to obtain his 
home. His company, he said, does everything 
jt can to aid the man who is seeking to acquire 
a home. If the man has no plans, they are 
secured for him, and the company also will 
assist in getting a contractor to do the work. 
Of course, the speaker said, the first step in 
financing a customer is to ascertain his finan- 
cial condition and then plan accordingly. It 
is the policy of his company not to encourage 
a man to take on a greater burden than he 
can pay out on. Every effort is made to do 
for him all that can be done, under the ecir- 
eumstances. In general, his plan is to finance 
homes, when the customer has his lot and some 
money, by placing a first mortgage on the 
property and then making a contract with the 
customer to pay any balance remaining on a 
contract, payments to be made monthly. In- 
yestors are then found to purchase the con- 
tract, and the company is very careful not to 
sell to any investor any contract that is the 
least doubtful. Because no investor ever lost 
any money on contracts sold by the company, 
Mr. Lampland said, the company never has 
any trouble getting rid of this paper. No con- 
tract is taken that will not be paid up in five 
years, and it is much preferred that it shall 
be paid up in three years. The contracts 
carry 6 percent interest. Contracts are dis- 
counted at the rate of 4 percent a year. 


Financing Small City Customer 


Cliff Scruggs, of Jefferson City, Mo., told 
how the customer is financed in the small city. 
If the customer has no money or lot, he is 
taken to the building and loan association or 
the savings bank and started on a savings 
campaign. If he has a lot and some cash, an 
effort is made to finance the home with a first 
mortgage trust deed and the aid of the banks. 
This is particularly true when the building and 
loan associations in the city are overloaned, 
as they frequently are. Second mortgages, in 
his opinion, are rather dangerous for the re- 
tailer to deal in, and he advised that little of 
this paper be handled. Due to lack of time, no 
discussion was possible on this matter of 
financing the prospective home owner. 

Frank Carnahan, traffic manager, outlined 
some of the activities of his department. Busi- 
ness is good, he said, and he predicted that 
it would remain good for some time to come. 
He based this prediction on carloadings, which 
are the greatest in number in the history of 
the railroads of this country. There is a very 
good export business also, he said, and con- 
siderable congestion in some of the ports. In 
New Orleans alone there is a large stock of 
lumber on the docks awaiting vessel space. 

Commenting on the general rate case, he 
said that efforts being made to have the time 
before demurrage is charged extended beyond 
48 hours before unloading. The Interstate 
Commerce Commission is still investigating 
the general rate case. He asked for an expres- 
sion from members as to whether or not they 
thought the time before demurrage should be 
extended, and the majority voiced the opinion 
that it should be. 


Grade Certificates Guarantee Quality 


This cleaned up the business of the previous 
session, and the convention proceeded with 
the scheduled program of the last session. 

C. W. Pinkerton, of Whittier, Calif., was 
the speaker. He explained how it has helped 
the retail lumber business in California for 
dealers to issue grade certificates on every 
house job, guaranteeing to the consumer the 
quality of the lumber delivered. Mr. Pinker- 
ton had with him samples of the grade certifi- 
cate used and copyrighted by the California 
Retail Lumbermen’s Association, and these he 
passed out. He also explained the certificate, 
a8 well as the conditions under which it is 
issued and used. 

The certificate at the top bears the trade- 
mark of the. California retail association and 
the words in large type ‘‘Grade Certificate, ’’ 
immediately under which is a space to fill 
m the date, the name of the contractor, the 
owner, the type of building to be erected and 


space in which to record the location of it. 
Beneath are listed the different items of lum- 
ber that go into a house, opposite being spaces 
in which the size of the timbers and the grades 
ean be filled in. At the bottom are these 
words, ‘‘The undersigned does hereby certify 
that the materials delivered for the construc- 
tion of a building at the above location were 
graded or classified by the manufacturers’ 
classification or grade and that the grades or 
classifications of the items as above set forth 
comply with the rules of the manufacturers’ 
inspection for grading or classifying the re- 
spective items.’’ The grade certificate is 
signed by the dealer. 

The certificate, Mr. Pinkerton explained, 
can be used only by members of the associa- 
tion and only after the retailer has agreed 
to use it as it is intended that it should be 
used. When a customer purchases a lot or a 
piece of real estate, he wants a guaranteed 
title to it. When he builds a house he de- 
sires to know that there will be used in it 
the materials that are specified shall go into 
it. Insofar as the lumber used in the building 
is concerned, the speaker said further, the 
grades are guaranteed by the grade certificate 
and in a large measure shows the value of the 
building. 

The certificate is now being used in 35 
cities and towns in the State, and has the ap- 
proval of everyone interested. The building 
and loan associations are requiring that before 
a loan is granted, the applicant for the loan 
must agree to use certified lumber in the con- 
struction of the building. The plan is of 
value to the retail lumber dealers because it 
is building up confidence in the industry and 
by helping to bring about better buildings is 
encouraging home owning. Architects also 
approve the plan and are now writing in their 
specifications that certified lumber shall be 
used. 

In answer to questions, Mr. Pinkerton ex- 
plained further that the California association 
will be happy to grant to any association of 
retail lumber dealers the right to use the cer- 
tificate. The same privilege will also be ex- 
tended to any association member who will 
sign the agreement for its use with the Cali- 
fornia association. Reliable contractors, he 
said, welcome the certificate and approve of it. 
In the event there is a dispute between the 
dealer and the customer as to grades, the 
dealer makes this proposition: The lumber will 
be inspected by an inspector; if found to be 
as called for on the grade certificate, the. cus- 
tomer will pay the cost of the inspection; if 
not up to grade the retailer will pay the cost 
of the inspection and reimburse the customer 
for the difference in grade. 

At 11 o’clock all business of the convention 
was suspended for one minute and the dele- 
gates stood with bowed heads in silent tribute 
to those who made the supreme sacrifice in the 
World War and to whom this day is dedicated. 


Handling Cement at a Profit 


The profit on cement was next considered. 
Specifically it was desired to know how the 
dealer can take advantage of the cement pro- 
ducers’ new marketing plan and when will the 
dealer cease being his own worst enemy as to 
a profit on this commodity. The first speaker 
was Hawley W. Wilbur, of Milwaukee, Wis., 
who briefly outlined past and present condi- 
tions in his city. Some time ago, he said, the 
cement for big jobs and for highway construc- 
tion was purchased from retail dealers. Later 
this policy in regard to cement was changed, 
but at this time the pendulum has swung back 
and again the contractor is purchasing the 
cement he uses on his contract. In Milwaukee, 
he said, the retailers are satisfied to handle 
cement at a profit of 10 cents a barrel, and if 
money is not made it is the fault of the re- 
tailer and no one else. His company believes 
that it is entitled to this profit on every barrel 
and if it can not get it, it does not sell the 
goods. Trouble is sometimes caused when the 
cement company comes into the territory and 
attempts to make sales, but gradually the 
producers are doing less and less direct sales 
work and are leaving this matter to the re- 


tailers. Through organization, conditions are 
gradaally getting better as retailers come to 
learn about one another. He advised retailers 
to ‘‘Make your price, stick to it, codperate, 
disregard rumors, and you will find the cement 
business profitable. ’’ 

J. A. Mahlistedt read from a little booklet 
recently published and distributed to dealers 
by the Atlas Portland Cement Co. This booklet 
defined the retailer’s place in cement distribu- 
tion and affirmed the company’s determination 
to see that he was properly compensated for 
the cement he sells and that is sold in his 
trade territory. The dealer is assured that 
he will make a profit in any event. Mr. Mahl- 
stedt called the lumber manufacturers’ atten- 
tion to the booklet and expressed the hope 
that they would read it. If such a plan would 
be followed by the manufacturers of lumber, 
he said, many of the troubles the dealer now 
faces would be eliminated. 

In this connection, Mr. Mahlstedt cited one 
instance to show how the manufacturer can 
upset established conditions and disrupt an 
otherwise tranquil situation. In this city two 
men without capital engaged in the building 
supply business. Although these men had no 
credit, the manufacturers with whom the 
speaker did business sold them lumber, taking 
in payment their notes. The new concern 
found it not easy to get trade, and to meet its 
obligations cut lumber and material prices 
and continued to do this for the two years it 
was in business. To meet this competition, 
the other yards and dealers were forced to 
reduce prices or lose customers. It was Mr. 
Mahlstedt’s contention that inasmuch as there 
was no need for another yard in the city, the 
prices that were current for two years were 
made by the manufacturer inasmuch as he 
was responsible for the yard that caused all 
of the trouble being in business only because 
the manufacturers made it possible for it to 
be. The speaker contended further that prac- 
tices such as this and others that the manufae- 
turers are engaging in should be condemned 
by the retailers. 


Experiences With End-Matched Flooring 


The last subject taken up was, ‘‘ What has 
been your experience with end-matched floor- 
ing.’’ Carl Haag, of Cleveland, the speaker 
scheduled to open the discussion on this topic, 
was not present, and F. H. Ludwig, of Read- 
ing, Pa., substituted for him. Mr. Ludwig’s 
first experience with end-matched flooring was 
not very satisfactory, he announced. It was 
shortly after the product first came on the 
market that he purchased two cars of it. The 
grade and the manufacture were poor, and 
the contractor whom he had induced to try 
it sent it back to the yard. His objections 
concerned the grade and the manufacture, but 
particularly the short lengths. This caused 
trouble as adjustments had to be made. One 
or two other attempts to have the material 
used were no more satisfactory than the first, 
and the material was finally stored and is still 
in storage. 

Mr. Ludwig cited this as an example of the 
injustice of placing all of the pioneering of 
new products on the shoulders of the retailer. 
In other cases where a new product is being 
tried out, the speaker maintained the manu- 
facturer should share in the burden and bear 
his part of the responsibility. Since his first 
venture, he said he has purchased additional 
bills of end-matched flooring and has now suc- 
ceeded in convincing the carpenters, con- 
tractors and others that it is a product of 
merit. He recommended that the advantages 
of end-matched flooring be thoroughly ex- 
plained to those who are to-use it before it 
is sent out on a job. When this is done, he 
said, it will often prevent trouble when the 
material arrives at the place where it is to 
be used. Carpenters and contractors like end- 
matched flooring because the time of laying it 
is not as great, and since the extremely short 
lengths are now eliminated or sold at a reduc- 
tion in price, workmen are: enthusiastically 
for it. 

H. J. West, of Atlanta, Ga., stated he had 


(Concluded on page 85) 
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at the Henry Grady 
Hotel, M. E. Dyess, 
president of the Au- 


gusta Lumber Co., of 
Augusta, Ga., was elected president, succeeding 
Herbert J. West, of Atlanta. Other officers 
elected were: 

First vice president—T. M. Willingham, Cen- 
tral Sash & Door Co., Macon (reélected). 

Second vice president—Roy C. Morrison, W. B. 
Disbro Lumber Co., Atlanta. 

Board of directors—Herbert J. West, Atlanta 
(chairman); E. Darden Borders, Hightower Lum- 
ber & Supply Co., Cedartown, Ga.; John B. Mills, 
Newton Coal & Lumber Co., Griffin; H. E. Fellows, 
La Grange Lumber & Supply Co., La Grange; 
L. L. Daugherty, Daugherty, McKey & Co., Val- 
dosta; Frank M. Durant, Bright-Brooks Lumber 
Co., Savannah; J. W. McCook, J. W. McCook Lum- 
ber Co., Macon; C. H. Dudley, sr., Phoenix Planing 
Mill Co., Atlanta; Kenneth B. Hodges, Albany, 
and 8S. H. Adams, Covington. 


The position of secretary and treasurer was 
left vacant temporarily, the new president to 
appoint some member to this position at a later 
date. Eugene B. Kemp, who was formerly sec- 
retary, resigned this position effective Oct. 1, 
1926, and the work has since been handled by 
W. B. Willingham, jr., of the Willingham- 
Tift Lumber Co., Atlanta. Mr. Kemp, while 
acting as secretary, was also the secretary and 
manager of the Building Material Dealers’ As- 
sociation, of Atlanta, holding both positions 
jointly. The latter organization has grown so 
rapidly, however, that the new secretary is un- 
able to handle the two positions, and directors 
of the lumber association decided at this meet- 
ing that the organization is not as yet financially 
able to engage a salaried secretary and man- 
ager. 

The directors at the preliminary meeting also 
discussed various important problems with 
which the lumber industry in Georgia is at this 
time confronted, and mapped out plans for the 
work that the association will carry out during 
the coming year. It was decided to hold a 
larger number of district and sectional meet- 
ings hereafter, and to bring the dealers in the 
various congressional districts together at more 
or less frequent intervals at which time they 
can discuss and thresh out their individual 
problems. This work will be in charge of the 
ten directors, each of whom was appointed from 
some one of the various congressional districts 
in Georgia, and it will also be a part of the work 
of the directors to bring as many new mem- 
bers as possible into the association from their 
respective districts. This plan proved un- 
usually productive during the last year. 

Following the meeting of the board of direc- 
tors the delegates were entertained at luncheon 
in the hotel as guests of the Atlanta trade. 


OPENING SESSION 


The main convention assembled at the hotel 
Thursday afternoon with about fifty members 
present, including active and associate members 
from all. parts of Georgia, while there were 
also several invited visitors. 

The address of weleome was delivered by 
Mayor Walter A. Sims, of Atlanta, E. Darden 
Borders responding in behalf of the associa- 
tion. Following Mr. Borders’ talk the nom- 
inating committee was appointed, C. H. Dudley, 
sr., being named chairman, the other members 


being 8. J. Patillo, Atlanta, and John B. Mills, 
Griffin. 

Herbert J. West, retiring president, then 
delivered his annual address, pointing out how 
the Georgia association has aided the lumber 
business in this State the last two years by the 
dealers getting together to discuss their prob- 
lems, and by codperation. 

One of the most important matters referred 
to by Mr. West in his address was what is 
known as the Georgia occupational tax, a 
measure passed by the Georgia legislature about 
three years ago and that has cost the lumber 
retailers of this State many thousands of dol- 
lars for a tax that they all consider to be an 
unjust burden. This tax works out on a grad- 
uated scale, dealers paying a certain amount 
each year for each retail yard they operate, the 
amount depending on the size of the town or 
city in which the firm is located. The lowest 
sum is $10 a year and the maximum is $100. 
When this law first was passed the dealers in all 
parts of the State got together and raised a 
fund for fighting the law in the courts, but the 
effort finally met with failure when the supreme 
court upheld the opinion of the lower courts that 
the law was not unconstitutional. Mr. West 
stated that present indications were that the 
dealers would have plenty of support in the 
Georgia legislature to have this measure re- 
pealed, when that body convenes for its 1927 
session the coming summer, for not only this 
association but the Georgia Manufacturers’ As- 
sociation as well has been working toward that 
end for the last year. As one evidence of the 
value of association work and codperation 
among the dealers, Mr. West pointed out 
that if the lumber dealers had been organized at 
the time this law first was passed they could un- 
doubtedly have easily succeeded in bringing 
about its defeat. 

Mr. West also touched upon a number of other 
problems of current importance to the lumber 
industry in Georgia, including the corporation 
income tax, building and loan associations, 100 
percent distribution of lumber through the re- 
tail dealer, cost accounting for the retail dealer 
ete. 

In regard to the corporation tax he told of 
the effort that the National association is making 
to have this tax reduced from 13% to 10 percent, 
and urged all Georgia dealers to support this 
effort by writing letters to their congressmen 
and senators asking their support. Later the 
association went on record with a resolution the 
same as one recently adopted by the National 
association, urging this reduction in the cor- 
poration tax. Copies of this resolution will be 
sent to the members of the ways and means 


committee of the house, and also to members of 


the senate finance committee. 


Urges Building-Loan Support 


Support of building and loan associations by 
retail lumber dealers was strongly advocated 
by President West, and in this connection he 
told of several specific instances where such 
associations had proved a considerable aid to 
the retail lumber business by making possible 
home construction that would not otherwise 
have been carried out. He urged local dealers 
to organize, or at least aid in the organization 
of, associations of this kind in their respective 
towns and cities. 

On the subject of cost accounting he told of 
the work of the cost accounting committee of 
the Georgia association, of which E. Darden 
Borders, of Cedartown, is the chairman, and 
of the cost plans this committee has been work- 
ing on for the last several months. An Atlanta 
firm of cost accountants has been recommended 
to work out a system to be personally in charge 
of an expert accountant with this company, 
and Mr. West urged every member of the as- 
sociation to install the system, citing several 
instances to show where it had proved very 
profitable to individual retailers. 


Georgians Discuss Building-L, 


The annual report of Secretary-treasurer W, 
B. Willingham, jr., was next heard, showing the 
organization to be gaining rapidly in member. 
ship, and to be in good shape financially. 


Discussion of Cement Question 


‘*Should We Go on Record as Favoring the 
Shipment of Cement in Paper Bags Exely. 
sively?’’ was the subject of the next address, 
delivered by John B. Mills, of the Newton Coal 
& Lumber Co., Griffin, Ga., Mr. Mills urging 
that the association adopt such a resolution, 
He declared that in his own experience he had 
found paper sacks much more convenient and 
less troublesome than cloth sacks. Other mem. 
bers of the association who spoke on this sub. 
ject, however, took the attitude that if paper 
bags were used exclusively this would have an 
unfavorable effect on the cotton business, due 
to the fact that the cloth bags now being used 
are largely made of cotton. Therefore, no 
definite action in the matter was taken, and it 
was left over for further discussion at the next 
meeting. In the opinion of a majority of the 
dealers speaking on this topic the manufacturers 
will ultimately come to a point where they will 
use paper sacks exclusively for the shipment of 
cement. 

8. H. Adams, of Covington, Ga., gave an 
interesting and instructive talk on ‘‘ What the 
Association Can Do to Help the Small Town 
Dealer,’’ stating that he believed the best way 
this could be done would be to hold more local 
and sectional meetings where the dealers in 
some certain community or town could get to- 
gether at more or less frequent intervals and 
discuss their various problems. He declared that 
where such meetings as this had been held in 
the past he, as a small town dealer, had found 
them always of benefit to him. 


Mr. West then told of the decision of the 
board of directors hereafter to hold sectional 
and district meetings at more frequent inter- 
vals. The matter of overcharges on freight 
rates also came up during the course of this 
discussion, and it was learned that because of 
the association and the codperative work among 
dealers considerable sums have sometimes been 
saved where the railroads had inadvertently 
charged too much for freight hauls, as some: 
times occurs. . 

**Should We Adopt a Density Rule to Deter- 
mine the Difference Between Long- and Short- 
leaf Pine?’’ then came up for discussion led by 
T. M. Willingham, of Macon, who stated that 
he believed the retailers should adopt the same 
rulings in this respect as do the pine manu- 
facturers, and should therefore adhere to the 
rulings of the Southern Pine Association, due 
to the fact that most of the pine manufacturers 
in the South are members of this organization. 
For instance, the pine association having now 
eliminated the term ‘‘longleaf’’ pine and sub- 
stituted instead ‘‘dense’’ pine, Mr. Willing- 
ham expressed the opinion that the dealer 
should: operate on this same basis, both when 
he buys his lumber and also when he sells it. 


President West also advocated this same 
practice, but stated that he believed the matter 
should also be taken up with contractors ané 
architects to determine how they may look a 
it themselves, as they comprise the principal 
market for the retail dealer. L. L. Daugherty, 
of Valdosta, stated that he believed the only 
safe way to do was for the dealer or wholesaler 
to buy his lumber according to his own specif 
cations, and to insist that the seller live up t 
these specifications, whatever they may be, 42 
opinion that was also shared by Mack Evans, 
of the Steel City Lumber Co., of Birmingham, 
Ala. W. B. Willingham, jr., 8. H. Adams and 


B. G. Jeffries, the latter of the J-D Lumber 
Co., of Atlanta, wholesaler, were others wh 
also spoke on this subject. , 
Because of the difference of opinion existig 
among the members of the association on this 
matter no definite action regarding it Ws 
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n and Merits of Wood Shingle | 


taken, and the subject will be further discussed 
at the next meeting. 


On the Subject of Wood Shingles 


C. H. Dudley, sr., one of the pioneer lumber- 
men of Atlanta, addressed the convention on 
the subject of ‘‘Should the Retail Lumber 
Dealer Make an Effort to Have the Use of Wood 
Shingles Re-instated,’’ in the absence of M. E. 
Dyess, of Augusta, who was to have handled 
this topic but who was unable to attend the 
meeting. 

At the summer meeting of the association the 
organization went on record with a resolution 
urging dealers to try to have repealed local 
ordinances prohibiting the use of wood shingles 
and Mr. Dudley stated he favored this action. 
His talk was particularly interesting due to the 
fact that he has been identified with the Phoenix 
Planing Mill Co., of Atlanta, for many years, 
and he was therefore able to cite first hand 
instances of many cases where wood shingles 
have outlasted composition roofing or composi- 
tion shingles, and some cases where wood shing- 
les have lasted with hardly any repair for decades 
while the composition article has not only needed 
repairs during the same period, but in many 
eases had to be entirely replaced. Furthermore, 
he declared that he did not believe wood shingles 
were 2 much greater fire risk than were com- 
position shingles in spite of the fact that the 
underwriters allow lower insurance rates. He 
told also of various instances during the recent 
storm in Florida where wood shingles had stood 
the test far more effectively than composition. 


E. Darden Borders, speaking on this same 
topic, declared that if the shingle manufacturers 
would conduct as extensive a propaganda cam- 
paign and spend as much money on it as had the 
composition roofing makers, the wood shingle 
industry would not have suffered as it has 
through adoption of ordinances prohibiting 
the use of the wood article which prevail in 
many towns and cities, particularly in the 
South. He also declared that the resultant 
saving in the insurance rates did not justify 
using composition because of the difference in 
costs, particularly when one considered the last- 
ing qualities of wood shingles as compared with 
composition. 

On this same subject Mr. Daugherty declared 
that immediately following the recent Florida 
hurricane he made an extensive trip along the 
east Florida coast where the storm caused the 
greatest damage, and he said that in every 
instance wood shingles had stood the test much 
more effectively than had composition, and 
said also that wood constructed houses and other 
buildings had also stood up much better under 
the gale than other types of buildings. He re- 
ferred to the recent statements by Roger Bab- 
son and to an article published in the Literary 
Digest in which wood structures were condemned 
because of the Florida storm, and the associa- 
tion members were unanimous in their approval 
of his statement condemning these reports. 


C. B. Harman, secretary-manager of the 
Southern Sash, Door & Millwork Manufacturers’ 
Association, Atlanta, told of the plans of the 
National Lumber Manufacturers’ Association 
and the fund of $5,000,000 which the associa- 
tion is now raising to boost the use of wood 
products, stating that wood shingles would be 
one of the products this campaign would boost. 

During the discussion the Atlanta ordinance, 
Which was passed immediately following the 
great fire that destroyed a portion of the city 
several years ago, was brought up, citing that 
Since its enactment the use of wood shingles in 
Atlanta has been prohibited to a certain extent. 
he ordinance also set a time limit when every 
— m Atlanta would have to replace wood 
ban eles with composition or some other form, 
a the Atlanta lumbermen present declared 
a they intend to fight this measure when the 
ime limit is up next year, and expressed the 


‘pinion that the city will never be able to en- 


foree the ordinance if the case is brought to a 
show-down in the courts. 

R. C. Morrison, of the W. B. Disbro Lumber 
Co., Atlanta, delivered the final address Thurs- 
day afternoon, speaking on ‘‘ Where There are 
Several Dealers in a City, Should They Sell One 
Another at Their Regular Retail Prices or Allow 
a Discount?’’ Mr. Morrison stated that local 
conditions would largely govern this matter, but 
added that he believed ordinarily the discount 
should be allowed, and advocated the adoption 
of a resolution to this effect. C. H. Dudley, 
sr., and President West, also spoke on this mat- 
ter, but no definite action was taken, and it 
was left for discussion at the next meeting. 


Annual Banquet 


The annual banquet was held at the Henry 
Grady Hotel Thursday evening, the visiting dele- 
gates being the guests of the Atlanta retail and 
wholesale lumber dealers. Entertainment was 
furnished by professional vaudeville entertain- 
ers, and there was also shown an interesting mo- 
tion picture of the manufacture of lumber from 
the stump to the finished product, made in the 
large plant of the Brooks-Scanlon Corporation, 
at Eastport, Fla., and furnished through the 
courtesy of Harry De Muth, of this company’s 
Jacksonville offices. W. B. Willingham, sr., of 
the Willingham-Tift Lumber Co., Atlanta, pre- 
sided as toastmaster. The principal address was 
by Geérge M. Napier, attorney general for 
Georgia, who spoke on industrial development 
in Georgia the last few years, and touched also 
upon the remarkable expansion of the lumber 
industry in the State. 


FRIDAY SESSION 


At Friday morning’s meeting the first address 
was by Ivan Allen, prominent stationer of At- 
lanta, and formerly president of the National 
Association of Stationers & Manufacturers. He 
discussed coéperation among dealers and told of 
the value of association and organization work. 

William Lucas, secretary of the Eastern Mill- 
work Bureau, of New York, was unable to at- 
tend the meeting and deliver his address on 
‘Cost Accounting,’’ and H. G. McLean, of Ib- 
betson, Leppard & Co., Atlanta, official account- 
ants of the Georgia association, therefore spoke 
on this topic. He outlined in detail the system 
that this company is to install for the Georgia 
dealers, stating that it will so departmentize 
the whole business that it will be possible for a 
dealer to tell almost at a glance at any time 
precisely where his business stands, what net 
profits he is making, what is selling the best, 
how much stock he has on hand ete. The sys- 
tem also will cover both the retail yard and the 
millwork plant in case one is operated in con- 
nection, and has been worked out by expert 
accountants until it is so simple that it may be 
installed along with the system now used by 
the average yard with but few changes being 
made. 

The final speaker was L. L. Daugherty, of 
Daugherty, McKey & Co., Valdosta, Ga., who 
requested every dealer actively to support the 
efforts of the National association to get the 
corporation income tax reduced from 13% to 
10 percent, and, as previously stated, a resolu- 
tion favoring this was adopted. All members 
were also urged by Mr. Daugherty to write 
their congressmen and senators personally ask- 
ing their support of this measure. He also 
urged retailers to buy all their lumber direct 
from wholesalers, stating that where they buy 
both from wholesalers and the mills this has 
an unfavorable effect on business and also on 
prices. 

A resolution was adopted by the association 
expressing sympathy to A. O. Marbut, president 
of the Marbut-Williams Lumber Co., of Atlanta, 
whose mother died Thursday night, Nov. 4, at 
her home in Aflanta. 

Macon, Ga., was selected for the next meeting 
which will probably be held some time the latter 
part of May, the board of directors to decide 


. the exact date later on. 





Friday afternoon the 
delegates played golf at 
the Ansley Club, while 
some were taken on an 
automobile sightseeing 
trip to points of inter- 








W. B. WILLINGHAM, jr., 
Atlanta, Ga. ; 
Secretary-treasurer 





est in and near Atlanta. 
W. F. Methvin, of the 
Pine Plume Lumber Co., 





. Atlanta, was chairman 


of the golf committee; and Paul Patton, of 
the Dudley Lumber Co., Atlanta, was chairman 
of the sightseeing committee. 


Makes Plea for Scientific Forestry 


PHILADELPHIA, Pa., Nov. 8.—A vigorous plea 
for scientific forestry was made last Thursday 
night before 200 members of the Lumbermen’s 
Exchange, by H. N. Wheeler, chief lecturer of 
the Forest Service. Stressing the necessity for 
selective cutting of timber, Mr. Wheeler very 
dramatically brought home the value of trees 
from an economic as well as a recreational 
standpoint. His talk was illustrated with col- 
ored pictures of woodland scenery, the rangers 
on duty, the wild life of the forests and the 
favorable results accruing when trees are treated 
as crops, to be developed along approved agri- 
cultural lines. 

Speaking of the forest from a national view- 
point, he said: 

The position of the forest in the housekeeping 
of any nation is unlike that of any other great 
natural resources, for the forest not only furnishes 
wood, without which civilization as we know it 
would be impossible, but serves also to protect or 
make valuable many of the other things without 
which we could not get along in life. For instance, 
the forest cover protects the soil from the effects 
of wind, and holds it in place. When the trees 
are destroyed hundreds of thousands of square 
miles are transformed from fertile land to arid 
drifting sands. 

Then, too, the narrow strips of forest planted 
as wind breaks make agriculture possible in cer- 
tain regions by preventing destruction of crops by 
moisture stealing dry winds which so afflict the 
central portions of our country. 

Without the forests the great bulk of our min- 
ing would be vastly more expensive than it is at 
present, because the galleries of the mines are 
propped with wood, and so protected against cav- 
ing in. So far, no satisfactory substitute for the 
wooden railroad tie has been devised. 

Do not overlook the fact that the forests regu- 
late and protect the flow of streams. Their effect 
is to reduce the height of floods and to moderate 
extremes of low water. 

Mr. Wheeler explained that wood was one of 
the two basic materials of our civilization. The 
other is, of course, iron. The dominant place of 
the forest in our national economy is illustrated 
by the fact that very few articles, whether of use 
or ornament, can be produced and delivered to 
the user without the help of the forest in sup- 
plying wood. He then mentioned a long line of 
alleged substitutes and showed that in almost 
every instance some wood is used, as in paper 
matches, fiber board, rayon etc. 

Chief Lecturer Wheeler, with twenty-one 
years’ experience, starting as a ranger, urged 
the lumbermen to advocate forestry in Pennsyl- 
vania and surprised his audience by stating 
that over 4,000,000 acres of idle land in this 
State could be profitably converted into timber. 
He paid a great tribute to Gov. Gifford Pinchot, 
who he declared, has done more for national and 
State forestry than any other living man. 


THE ALASKAN salmon pack up to Aug. 25 
was 6,307,000 cases compared with less than 
4,500,000 cases during all of 1925. The in- 
crease is due, it is claimed, to Federal regula. 
tions designed to increase the fish supply. 
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New Yorkers in Annual 


New York, Nov. 9.—The New York Lumber 
Trade Association was forty years young today. 
It has just completed the most successful twelve 
months in all its long history and has inaugu- 
rated the new association year with all the zest 
of a robust youngster. The annual meeting, held 
in the spacious rooms of the organization in 
Grand Central Terminal, was attended by more 
than one hundred members. 

The real anniversary celebration will be 
staged Thursday night with a reception, banquet 
and dance at the Waldorf Astoria, but today’s 
big gathering served to convince the membership 
what a great organization has been built up. 
Joseph F. Murphy, former president, struck the 
keynote of things this afternoon when he urged 
the ‘‘Old Guard’’ to be sure to be present 
Thursday night for the purpose of spreading 
‘‘nep’’ among the younger generation. 

Some idea of the association’s greatness was 
given by H. B. Coho, the secretary, in the fol- 
lowing paragraphs taken from his annual re 
port : 

tasing the volume of business on the amounts 

" paid the association as dues or in other words by 
the classification in accordance with the by-laws, 
it indicates’ that the 100 retail members of the 
New York Lumber Trade Association do a_busi- 
ness of $45,000,000 a year, while 229 yards lo- 
cated in the five boroughs do a total of $15,000,000 
a year, indicating that three-quarters of the lum- 
ber business in the Metropolitan district is han- 
dled by the old line yards, which speaks well for 
their methods and for the satisfaction which they 
give the purchasing public. 

Of course, in the 229 yards mentioned as out- 
side of the association there are many that do an 
extremely small business; nevertheless, they do 
business all the time. It also will be noted that 
the wholesale members of the association do a 
business of about $70,000,000 a year. Of course, 
some of their business goes outside of the Metro- 
politan district, which accounts for the discrep- 
ancy of figures. It is also found that the whole- 
sale sales made to retail customers by wholesalers 
who cater to this sort of business are generally 
made by those concerns who do not solicit the re- 
tailers’ business and with very few exceptions the 
history of the last ten years shows that this 
method of merchandising lumber is unprofitable 
from the viewpoint of the purchaser and the seller, 
and that the best results are obtained by keeping 
the three branches of the industry well defined. 

Mr. Coho revealed that a committee of the 
association, with Russell J. Perrine as chairman, 
has been organized to study and present a code 
of business practice which will set forth in a 
concise and readable manner those things which 
constitute good business methods. He said that 
the association has always had a very simple 
code: ‘* Decent and fair treatment to all.’’ 

In the outset, Mr. Coho had this to say: 
‘*During the last year the work of the associa- 
tion has been considerably extended, due to the 
fact that the purchasing public has begun to 
realize that an association with the reputation 
and accomplishments of the New York Lumber 
Trade Association necessarily represents the 
best thoughts of the trade, and the public has 
formed the habit of coming to the association 
for information concerning the lumber indus- 
try in all its branches. This is a development in 
association work of far-reaching importance.’’ 

The secretary next pointed out the good that 
had been accomplished through the publication 
of the Handbook of Lumber Information, which 
was issued some months ago. Five thousand of 
the books were distributed: among contractors, 
builders, architeets and industrial establish- 
ments and had been the means of attracting 
much favorable comment. 

Mr. Coho announced that the work of obtain- 
ing credit information and making collections 
had greatly increased during the year. 

On the question of cost accounting, the secre- 
tary said the association placed great stress 
upon the importanee of good bookkeeping. He 
said that from time to time the association is 
called upon to furnish accountants and to install 
systems, and income tax returns have played a 
great part in improving accounting methods. 

Mr. Coho warned the legislation committee of 


the importance of keeping a careful watch on all 
prospective legislation both in Washington and 
at Albany. He declared that many of the pro- 
posed laws have no direct bearing on the lumber 
industry, but occasionally a change in law is 
vital to all industry. 

John Martin, of the Motor Truck Association 
of America, was the first speaker. He urged 
the lumbermen to assist his organization in the 
fight to keep down the tax on gasoline. 

Walter Gordon Merritt, of the League for 
Industrial Rights, spoke on ‘‘The Industrial 
Situation.’’ He declared that there is more 
good will and codperation in the United States 
today than ever existed anywhere in the history 
of the world. 

At this point, Everett L. Barnard, of Church 
Ki. Gates & Co., the association president, for- 
mally opened the business session. Charles F. 
Fischer, veteran treasurer of the organization, 





E. L. BARNARD, 
New York City; 
Reélected President 


H. B. COHO, 
New York City; 
Reélected Secretary 





was applauded as he arose to read his report, 

Mr. Barnard, in his address, recalled a speech 
made a year ago by Mr. Murphy, then retiring 
from the presidency, in which Mr. Murphy em. 
phasized the importance of ethics in the lumber 
industry and the need of keeping business on the 
highest plane. He said it was a fine speech and 
the members became enthusiastic about it, but 
that they had dropped right back into their olé 
ways. Mr. Barnard said that there are asgo- 
ciations in the building industry today that are 
so well organized that they can enforce their 
mandates and governing principles, but that such 
a day has not yet arrived in the lumber business, 
‘¢The West Coast situation is being restrained 
somewhat,’’ Mr. Barnard remarked. ‘‘ The pets 
of the West Coast distributers, the morning 
glory yards, are fading.’’ 

Mr. Barnard next presented the report of 
William 8. White, national counsellor of the as- 
sociation in the Chamber of Commerce of the 
United States. Mr. White reported on the cham- 
ber’s fourteenth annual meeting. 

Officers Reélected. 

Mr. Barnard yielded the chair to Russell J. 
Perrine while William C. Reid, as chairman of 
the nominating committee, placed Mr. Barnard’s 
name before the meeting for reélection. Mr, 
Barnard and the rest of the ticket were elected 
by acclamation as follows: 

Vice president—Frank A. Niles. 

Second vice president—William E. Code. 

Treasurer—Charles F. Fischer. 

Trustees—S. Henry Baldwin, Jacob Bayer, Wil 
liam S. Beckley, jr., John Bossert, Cornelius Bris- 
lin, Frederick J. Bruce, Edgar Burgess, J. H. Bur- 
ton, E. D. R. Creveling, James Sherlock Davis, 
Andrew H. Dykes, Henry Eckenroth, Charles F. 
Fischer, Charles Grosskurth, Charles Hill, Arthur 
E. Lane, Albert McEwan, John F. McKenna; Jo 
seph F. Murphy, D. J. O'Connell, Russell J. Per- 
rine, Conrad N. Pitcher, William C. Reid, Frank 
Roylance, Charles Sealy, Robert B. Sizer, Frederick 
W. Starr, John F. Steeves, George M. Stevens, jr., 
R. E. Stocking, Bernard L. Tim, J. B. Tisdale, W. 
Carroll Van Clief, Richard S. White. 

Alternates—Wilfred E. Murchie, John A. Pater- 
son, Louis Pflug, Russell T. Starr, James E. Thorn- 
ton, jr., Paul M. White, Frank J. Williams. 

General regret was expressed that Mr. White 
was slightly indisposed and was therefore un- 
able to attend the annual. He has missed but 
few meetings in many years, and might have 
been present today but for the inclement 
weather. Past presidents who attended the an- 
nual ineluded Messrs. Murphy, Reid, Perrine and 
James Sherlock Davis. 


Cooperage Groups Confer 


The eleventh semiannual convention of the 
Associated Cooperage Industries of America, 
held at the Hotel Sherman, Chicago, Nov. 8-10, 
attracted close to 250 of those engaged in the 
trade. The first day was devoted to meetings 
of the grade rules and specifications and stand- 
ardization committees of the tight cooperage 
and slack cooperage groups, as well as a session 
of the tight coopers group. On Tuesday the 
various groups held meetings, at which the dis- 
cussions centered on grade rules and specifica- 
tions and statistics. The slack cooperage branch 
elected J. 8S. Fields, of the Fields-Latta Stave 
Co., Dyersburg, Tenn., as vice president to 
succeed A. F. Deneke. 

The feature of the general session on Wednes- 
day was an address by Roy Stone, vice president 
of the American National Bank, of Milwaukee, 
Wis., who spoke on the bank’s relation to its 
customers. Thomas F. Lyons, of the bureau of 
foreign and domestic commerce, Department 
of Commerce, Washington, D. C., also made an 
interesting talk, in which he pointed out how 
the railroads have reduced the loss and damage 
claims from $120,000,000 in 1920 to $36,000,000 
in 1925 through improved methods of packing. 

The reports of the officers were distributed 
to the members in pamphlet form, the main 
points of which are summarized herewith: 

Edgar J. Kahn, of Peoria, Ill., president of 
the association, stressed the benefits derived 
from membership in any business organization, 
salling attention to a few of the important fune- 
tions of the Cooperage association, such as mak- 
ing possible the rules by which the business 


ean be earried on uniformly and without fric- 
tion; handling matters that would otherwise be 
impossible of consideration. Encouraging prog- 
ress is being made in securing codperation in 
the statistical service, Mr. Kahn stated, adding: 
‘*Our association should be twice its present 
size in membership. We are using our best 
efforts to increase the number of members and 
ask the codperation of all of you in this direc- 
tion.’’ 

Secretary-manager C. G. Hirt, of St. Louis, 
Mo., reported that the various departments of 
the association are being employed to the ad- 
vantage and best interests of the members and 
the industry. 

Trade extension activities have also been carried 
on by the secretary's office, said Mr. Hirt, and 
advantage taken of opportunities presented for 
propagating the wooden barrel. Advertising plays 
an important part in educating the public and 
converting the minds of the people to a favorable 
attitude toward products by illustrating and ex- 
plaining the merits and advantages to be derived 
from their use, and as a result a greater demand 
is created. In carrying out trade extension ac- 
tivities in the future, therefore, we believe con- 
sideration should be given to the importance of 
advertising our products in some of the outstand- 
ing publications representing the different indus- 
tries which are potential users of containers, and 
an advertising campaign inaugurated which would 
operate in conjunction with the trade extension 
work as carried on in the past. This, of course, 
would require the raising of an advertising fund 
by the members sufficient to insure its effective- 
ness, and is a matter that should be given earnest 
thought, and decisive steps taken toward creating 
a fund for this purpose. 
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Floridans Study Storm-Resistant Construction 


PENSACOLA, FLA., Nov. 8.—Chief among the 
topics discussed at the quarterly meeting of 
the Florida Lumber & Millwork Association, 
held here today at the San Carlos Hotel, was 
the recent Florida hurricane and the lesson it 
conveyed to lumbermen and millmen of the 
South. Pensacola itself was touched by the 
storm in its passage to the Northwest, but be- 
cause of the excellent type of construction in 
the city, the association members believed the 
damage was held at a minimum. 

More than forty members of the association 
were present at the meeting, at which were pre- 
sented reports of various committees and sub- 
committees, each of which was followed by dis- 
cussion. W. M. McCrory, of Jacksonville, re- 
ported on insurance, while Secretary J. B. 
Wand, of Jacksonville, told of the employment 
situation. Forestry and the progress of forestry 
legislation in the South was discussed by J. F. 
Townsend. Joe M. McCormick, of Orlando, gave 
an idea of the advantage of building and loan 
associations in building up the retail lumber 
dealers’ business. The book of house plans, 
which it is proposed to issue, was reported on 
by D. E. Harper, of Plant City. Millwork prob- 


lems were discussed by L. F. Collier, of Fort 
Pierce. J. P. Williams, of Orlando, reported for 
the special committee on new constitution and 
by-laws. This was followed by a general dis- 
cussion of the workmen’s compensation act and 
as to whether the association should favor such 
a law. 

The discussions and reports took up most of 
the morning session, following which commit- 
tees were appointed. The secretary-treasurer’s 
report was made, followed by the report of the 
board of directors. 

At the afternoon session, L. R. Putman, mer- 
chandising counsel for the Southern Pine Asso- 
ciation, New Orleans, in speaking on the key 
subject of the meeting—the construction of 
flimsily-built structures—stressed- the value of 
the use of the proper kind of building material 
and the right methods of construction. It was 
stated from observations made by members that 
the material was not to be blamed so much as 
was the poor workmanship. This discussion was 
participated in by W. B. Ferris, of Pensacola; 
Guy Stoms and George R. Lindsay, of Miami; 
W. A. Tylander, of Fort Pierce, and R. P. 
Paddian, of West Palm Beach. 


Herbert J. West, of Atlanta, Ga., retiring 
president of the Georgia Retail Lumber & Mill- 
work Association, was present, stating that it 
was the thirty-fourth meeting of the Florida 
association he had attended. Mr. West gave a 
talk on the value of standard products and de- 
clared that one reason for the failure of some 
of the frame houses in the Florida storm to 
withstand the elements was found in the char- 
acter of the material used. 

‘The discussion on the ethical difficulties of 
selling cement in Florida exclusively through 
the dealer was led by R. M. Walker, of the 
Alabama Portland Cement Co.; S. H. MacAr- 
thur, of the Atlas Cement Co., and W. Jess 
Brown, of the Lehigh Portland Cement Co. 

Automobile rides about the city, a luncheon 
served at Christ Church parish house, and an 
evening dinner at the San Carlos Hotel were 
among the forms of entertainment afforded the 
members, the Pensacola representatives being 
the hosts. The guests also paid a visit to the 
United States naval air station in Pensacola, 
the largest training station for aviators in the 
world. 


Salesmen Hold Annual Customers’ Night 


PHILADELPHIA, Pa., Nov. 8.—Two hundred 
and seventy-five persons attended the eleventh 
annual customers’ night of the Eastern Lumber 
Salesmen’s Association at the Bellevue Strat- 
ford last Friday evening. This was 100 more 
than at any preceding meeting. President J. C. 


Tennant in his address of welcome, admonished 
the guests to forget business and enjoy the 
good fellowship so much in evidence at an ELSA 
gathering. 

Following a sumptuous turkey dinner, H. C. 
Magruder, chairman of the entertainment com- 


as the central point of contact welding the in- 
terests of the various groups in a. spirit of 
friendly codperation and better understanding. 

Inspiring talks were given by Ben C. Currie, 
president of the National Hardwood Lumber 
Association, and Fred 8. Underhill, president 
of the National-American Wholesale Lumber As- 
sociation ; also by representatives of five lumber 
mutual fire insurance companies. 

The speaker of the evening was Ralph C. 
Angell, of the Babeock-Angell Lumber Co., New 
York. His subject was ‘‘The Inter-coastal 











Annual customers’ night, Eastern Lumber Salesmen’s Association, in the Clover Room of the 
Bellevue-Stratford Hotel, Philadelphia, Nov. 5., 


mittee, distributed fifty prizes donated by the 
leading wholesalers of the city. In addition 
each diner was presented with a valuable souve- 
Mir and a photograph of the scene. The room 
was decorated in multi-colored autumn leaves, 
with an electric banner, studded with blue and 
yellow lights, just over the speakers’ table and 
bearing the inscription: ‘1915 E. L. S. A. 
1926.’’ The sketch on the front cover of the 
Menu, ereated by Chairman Magruder, was 
Ingenious and created much favorable comment. 
A wheel in the colors of the association desig- 
nated a place on the spokes to the carrier, the 
consumer, manufacturer, fabricator, business 
man, home, retailer and wholesaler with ELSA 


Trade,’’ something in which the local lumber- 
men have been vitally interested. Speaking 
with the voice of one who knows, Mr. Angell 
outlined the rise of the intercoastal shipping 
idea, traced its growth through 1925 and its 
subsequent decline this year, and suggested a 
remedy for the present condition of affairs. 
‘*The inter-coastal lumber trade is no longer 
a flash in the pan,’’ Mr. Angell told his inter- 
ested audience, ‘and it is our opinion that 
within a year or two this market will take more 
than one-half of the water shipped lumber. A 
retrospective glance will show how it has grown. 
The inter-coastal trade really began in 1919, fol- 
lowing close of the World War, with a big ship- 


ment of railroad ties for the New York, New 
Haven & Hartford Railway Co. The year’s 
total was 50,000,000 feet. In 1920 the total 
jumped to 200,000,000 feet and this has steadily 
increased until last year close to two billion 
feet of lumber was brought East by this 
method.’’ His recital of the handling program 
indicated that it was more of a transportation 
game than a lumber industry. He told how the 
mills were lined up, how the Chambers of Com- 
merce in Pacific ports line up the bulk of the 
shipment for his boats, the problems of storage, 
terminal facilities and the utilization of as much 
space as possible—all in a way that unwound 
as smoothly as a man writing a book. Water 
shipments, he pointed out, will soon control the 
markets, although at present, other forms of 
transportation have the edge. 


In spite of all this, Mr. Angell stated, there 
are fewer boats running today than there were 
six months ago. This he attributed to a tem- 
porary let-up in the demand for lumber and 
the difficulties of competing with the higher 
rates offered boat owners in transporting 
Australian wool, wheat and other commodities. 
‘«The solution is to be found in a merger of 
the companies operating boats between the 
Northwest, New York and Philadelphia. Within 
a short time this merger, now being advocated 
by the mills with big tracts of standing timber 
and including ownership of 70 percent of the 
boats, will regulate the shipping, eliminate costs 
brought about by too many competing firms, 
and place the inter-coastal lumber trade on a 
highly substantial plane. ’’ 


RETURNING TO Atlanta from an extended trip 
throughout the State during which he made 
a survey of forestry conditions, Alfred Akerman, 
assistant to B. M. Lufburrow, Georgia State 
forester, stated that approximately 65 percent 
of the land in Georgia is now available for 
timber development, and added that the State 
is on the verge of an era that will witness much 
larger yields of timber for commercial pur- 
poses. Mr. Akerman’s survey, he stated, shows 
that there are now thirty-four species of trees 
in Georgia of commercial importance, of which 
twenty are furniture woods. The native furni- 
ture woods are tulip, poplar, sweet gum, syca- 
more, maple, basswood, white pine, ash, cypress, 
red cedar, willow, black walnut, beech and eight 
species of oak. 
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Associations Plans and Activities 


Nov. 15-16—Loyal Legion ef Loggers and Lumbermen, 
Portland, Ore. Semi-annual meeting board of di- 
rectors, 

Nov. 17-18—Sonthern Sash, Door & Millwork Manu- 
facturers’ Association, Ansley Hotel, Atlanta, Ga. 
Annual, 

Nov. 17-18—Southern Cypress Manufacturers’ Associa- 
tion, Jacksonville, Fla. General meeting. 

Nov. 18—Macon Lumbermen’s Club, Hotel Dempsey, 
Macon, Ga. Ladies’ night. 

Nov. 18-19—Millwork Institute of California, Hotel 
Whitcomb, San Francisco, Calif. Annual. 

Nov. 19—Northern Wholesale Hardwood Lumber Asso- 
ciation, Milwaukee Athletic Club, Milwaukee, Wis. 
Quarterly meeting. 

Nov. 20-—East Texas Mill Managers’ Association, Lum- 
bermen's Club, Houston, Tex. Monthly meeting. 
Nov. 22-23—Mississippi Valley Association, St. Louis, 

Mo. Annual, 

Nov. 23—Roofer Manufacturers’ Club, Hotel Ralston, 
Columbus, Ga. Monthly meeting. 

Nov. 30—National Lumber Manufacturers’ Association, 
Chicago. Meeting board of directors. 


Dec. 2-3—Red Cedar Shingle Congress, Olympic Hotel, - 


Seattle, Wash. Annual, 


Dec. 4—Massachusetts Retail Lumber Dealers’ Associa- 
tion, Copley-Plaza Hotel, Boston, Mass. Annual. 


Dec. 6-9—Western Forestry and Conservation Associa- 
tion, Victoria, B. C. Annual. 


Dec, 8—Lumbermen’s Association of Connecticut, Hotel 
Elton, Waterbury, Conn. Annual, 


Dec. 14-15—Plywood Manufacturers’ Association, Chi- 
cago. Annual, 


Jan. 12-13, 1927—Retail Lumber Dealers’ Association of 
Indiana, Claypool Hotel, Indianapolis, Ind. An- 
nual. 

Jan. 13-15, 1927—Mountain States Lumber Dealers’ Asso- 
ciation, Denver, Colo. Annual, 

Jan. 17-21, 1927—Ohio Association of Retail Lumber 
Dealers, Neil House, Columbus, Ohio. Annual. 
Jan. 18, 1927—Hardwood Interior Trim Manufacturers’ 

Association, Hotel Peabody, Memphis, Tenn, Annual, 

Jan. 18-19, 1927—National Lumber Exporters’ Associa- 
tion, Hotel Peabody, Memphis, Tenn. Annual. 

Jan. 18-20, 1927—Northwestern Lumbermen’s Associa- 
tion, West Hotel, Minneapolis, Minn. Annual. 
Jan. 19, 1927—Southern Hardwood Traffic Association, 

Ilotel Peabody, Memphis, Tenn. Annual. 

Jan. 19-21, 1927—Ontario Retail Lumber Dealers’ Asso- 
ciation, Toronto, Ont. Annual. 

Jan, 20-21, 1927—Hardwood Manufacturers’ Institute, 
Hotel Peabody, Memphis, Tenn. Annual. 

Jan, 25, 1927—Northern Pine Manovfoecturers’ Associa- 
tion, Radisson Hotel, Minneapolis, Minn. Annual, 

Jan. 26-28, 1927—Western Retail Lumbermen’s Associa- 


tion (Canada), Fort Garry Hotel, Winnipeg, Man. 
Annual. 


Jan. 26-28, 1927—Southwestern Lumbermen’s Association, 
Mueblebach Hotel, Kansas City, Mo. Annual. 

Jan. 26-28, 1927. Pennsylvania Lumbermen’s Associa- 
tion, Bellevue-Stratford Hotel, Philadelphia, Pa. An- 
nual. 

Jan. 28-29, 1927—American Forestry Association, New 
Haven, Conn. Annual. 

Feb. 1-3, 1927—Canadian Lumbermen’s Association, 
Windsor Hotel, Montreal, Que. Annual. 

Feb. 1-3, 1927—Retail Lumber Dealers’ Association of 
Pennsylvania, William Penn Hotel, Pittsburgh, Pa. 
Annual. , 

Feb. 2-3, 1927—Kentucky Retail Lumber*Dealers’ Asso- 
ciation, Louisville, Ky. Annual. 

Feb. 2-4, 1927—Michigan Retail Lumber Dealers’ Asso- 
ciation, Olds Hotel, Lansing, Mich. Annual, 

Feb. 9-10, 1927—National Association of Commission 
Lumber Salesmen, Palmer House, Chicago. Annual. 

Feb. 9-11, 1927—Illinois Lumber & Material Dealers’ 
——" me Edgewater Beach Hotel, Obicago. An- 
nual, 

Feb. 15-17, 1927—Wisconsin Retail Lumbermen’s Asso- 
ciation, Pfister Hotel, Milwaukee, Wis. Annual. 
Feb. 16-18, 1927—Nebraska Lumber Dealers’ Association 
and Cornhusker Knot-Hole Club, City Auditorium, 

Lincoln, Neb. Annual. 

Feb. 24-26, 1927—Western Retail Lumbermen’s Associa- 
tion, Winthrop Hotel, Tacoma, Wash. Annual. 
Feb. 24-25, 1927—Tennessee Retail Lumber & Millwork 

Association, Memphis, Tenn. Annual. 





Tenth Cedar Shingle Congress 


SEATTLE, WASH., Nov. 6.—The tenth annual 
Red Cedar Shingle Congress will be held Dee. 
2 and 3 at the Olympic Hotel in this city, 
under the auspices of the Red Cedar Shingle 
Bureau. Every manufacturer, logger and others 
interested in shingles are invited to attend this 
meeting, for there they will be given oppor- 
tunity to discuss the problems of the industry 
and to swap experiences with others. There will 
be but few speakers, but a number of important 
subjects for discussion. The annual dinner dance 
will be held on Friday evening, Dec. 3. 


Connecticut Dealers Set Date 


Norwa.Lk, Conn., Nov. 8.—Announcement is 
made by Carlton E. Underwood, secretary of 
the Lumber Dealers’ Association of Connecticut, 
this city, that the organization’s annual meet- 
ing will be held Wednesday, Dee. 8, at the Hotel 
Elton at Waterbury. The meeting will begin 
at 2 p. m. and the annual banquet will be held 
at 6:30 p. m. 


National Lumber Exporters 
BALTIMORE, Mb., Nov. 8.—Announcement is 
made by Harvey M. Dickson, secretary of the 
National Lumber Exporters’ Association, this 
city, that the twenty-seventh annual meeting 
of the organization will be held on Jan. 18 and 
19, 1927, at the Hotel Peabody, Memphis, Tenn. 


To Discuss Uniform Contract 

ATLANTA, GA., Nov. 9.—Following a_ recent 
meeting of the uniform contract committee of 
the Southern Sash, Door & Millwork Manufac- 
turers’ Association, held at Greensboro, N. C., 
at which time the new contract forms for the 
entering of blanket bids on millwork jobs were 
completed and certain changes made in the 
millwork definition, arrangements have been 
practically completed for the annual conven- 
tion to be held at the Ansley Hotel in Atlanta, 
Wednesday and Thursday, Nov. 17 and 18, when 
the members will formally adopt the new pro- 
posal and definition. Wednesday morning’s 
session will be devoted entirely to a discussion 
of this matter after the uniform committee has 
made its final report, according to C. B. Har- 
man, secretary-manager of the association. 

Mr. Harman further advises that hotel res- 
ervations have been coming in steadily from 
members all over the South, and that present 
indications are that the convention will be one 
of the largest the association has held in the 
twenty-two years of its existence. 

Entertainment features arranged by Mr. Har- 
man include a luncheon Wednesday noon at 
which the delegates will be guests of the asso- 
ciation, a theater party Wednesday evening, and 


a special session of the Spider Club. Thursday 
afternoon there will be golf at one of the At- 
lanta elub courses for those who wish to play, 
and an automobile trip around Atlanta during 
which the millwork men will visit some of the 
important building projects now being carried 
out in the city. 


East Texas Mill Managers 

Ifouston, TEx., Nov. 8.—George R. Christie, 
secretary of the East Texas Mill Managers’ 
Association, announces that its next meeting will 
be held Nov. 20 at the Lumbermen’s Club in 
Houston. Many interesting and important sub- 
jects are to come up for discussion at this 
meeting, and Secretary Christie looks for a 
very large attendance. 


Mountain States Set Date 

DENVER, CoLo., Nov. 8.—The annual conven- 
tion of the Mountain States Lumber Dealers’ 
Association will be held in Denver Jan. 13 to 
15, 1927. Hotel headquarters have not yet 
been decided upon. A very worth-while pro- 
gram is being planned and one of the most 
successful conventions of the organization is 
being looked forward to by the officers of the 


association. 
(@e@2e@2e@2e222202022028@ 


Northern Pine Annual 


MINNEAPOLIS, MINN., Nov. 10.—The North- 
érn Pine Manufacturers’ Association will hold 
its annual convention Jan. 25, 1927, at the 
Radisson Hotel, this city, according to Secre- 
tary W. A. Ellinger, as the fourth Tuesday in 
January is decreed by the association’s consti- 
tution as the date for the annual. 


Shortleaf Mills Will Advertise 


[Special telegram to AMERICAN LUMBERMAN] 

HATTIESBURG, Miss., Nov. 9.—Rain during the 
last three days prevented a full attendance at 
today’s meeting of the Short Leaf Yellow Pine 
Association at Columbus, Miss., but did not 
dampen the enthusiasm of the members present. 
There were twelve from New Orleans added, 
making a membership of fifty-five. It was de- 
cided to start a limited advertising campaign 
on Jan. 1. All members have decided to use 
the association trade-mark on all stationery. 

A lengthy telegram was read from the office 
of Secretary of Commerce Herbert Hoover, stat- 
ing that on account of his absence from Wash- 
ington he could not accept the invitation to be 
present at the meeting. Victor Stibolt was also 
prevented from being present on account of a 
retail meeting in New Orleans. 

T. R. Simmons, of Jasper, Ala.; E. T. Ev- 
erett, of Aliceville, Ala., and E. T. Miller, of 
Booneville, Miss., spoke on the association’s 


purpose. James A. Kirby and W. F. Hightower 
also talked on the same subject. 

On account of the cotton picking season and 
weather conditions, lumber production was re- 
ported far below normal. 

A resolution favoring reductions in the Fed- 
eral corporation tax was passed. 

The place and date of the next meeting will 
be decided upon by the board of directors, 
which will meet at an early date. 


Reforestation of Cut-over Pine Land 


ATLANTA, GA., Nov. 9.—Naval stores operators 
and lumbermen of southwest Georgia gathered 
at Bainbridge, Ga., today to attend the first of 
a series of several meetings to be held in this 
district under the auspices of the Pine Institute 
of America, for the purpose of stimulating an 
interest on the part of forest products’ manu- 
facturers in promoting the reforestation of cut- 
over pine lands, and to provide more adequate 
means of fire protection for timber properties 
covered with new growth pine. 

O. H. L. Wernicke, president of the Pine In- 
stitute of America, and Miss Eloise Gerry, of 
the United States Forest Service, were the prin- 
cipal speakers at the meeting in Bainbridge. 

Two other meetings are to be held in Georgia 
cities, one at Valdosta on Nov. 13, and another 
at Brunswick on Nov. 16. 


Becomes Unit of Penn Association 


PHILADELPHIA, Pa., Nov. 8.—The Tri-County 
Association, whose membership includes leading 
retailers in Camden, Gloucester and Burlington 
counties, has become a full fledged unit of the 
Pennsylvania Lumbermen’s Association. This 
was decided at a special meeing held in Camden, 
at which time J. L. Buckley, field secretary of 
the Pennsylvania Lumbermen’s Association, ex- 
plained to the dealers the advantages and bene- 
fits of such a move. The motion was unani- 
mously passed and John D. Barr, of the Haddon 
Heights Lumber Co., was elected as a director 
to serve on the board of the Pennsylvania asso- 
ciation. At this meeting William F. Lucas, of 
the Eastern Millwork Bureau, gave a talk on 
‘Who Is Responsible for the Low Profits in the 
Lumber Business.’’ 


Safety Teams Stage Contest 

SPOKANE, WASH., Nov. 6.—At the monthly 
dinner of the Inland Empire Safety Council in 
the Hall of Doges at the Davenport Hotel, the 
fourth and final in the series of first aid con- 
tests among lumber teams was held. The A. C. 
White Lumber Co., Dover, Idaho, won first 
place with a percentage of 9514 for the four 
contests, and won first prize of $75. The Me- 


Goldrick Lumber Co., of Spokane, won the sec- 
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ond prize of $25, with a percentage of 9414. 
The Edward Rutledge Timber Co. was third 
with 91 percent, and the White Pine Sash Co. 
was fourth with 90% percent. 

Eastern Washington has the best group record 


in the State for the lowest number of injuries, © 


according to Martin J. Flyzik, supervisor of 
safety and labor, Olympia, Wash., who spoke 
briefly. He attributed this to the splendid 
work done by the Inland Empire Safety council. 
Joel Brown, of Boise, chairman of the indus- 
trial accident board of Idaho, also spoke. He 
said that accident prevention education should 
flow from managers to foremen and from them 
to workmen. Also he told that preparations are 
being made in Idaho to present a definite safety 
program for adoption by the legislature. He 
gave high praise to Floyd L. Daggett, safety 
engineer, under whose direction the Inland Em- 
pire Safety council is operating. Others who 
spoke were J. F'. McGoldrick, president McGold- 
rick Lumber Co.; H. O. Schumacher, president 
Home Sash & Door Co.; and C. H. Hershey, 
Stone & Hershey Lumber Co., Newark, N. J. 
Entertainment was furnished by a group from 
Deer Park that included Mrs. Mark Mendenhall, 
soloist; Miss Grace Enoch, accompanist, Miss 
Rice, E. E. Wood, P. M. Smith and Miss 
Mooney, violinist. L. G. Carr presided. 


Columbus Wholesale Association 


CoLuMsBus, Oun10, Nov. 8.—The Columbus 
Wholesale Lumber Association at its regular 
meeting at the Neil House, Nov. 6, voted in three 
new members, which increases the membership 
to thirteen. They are the W. M. Ritter Lumber 
Co., the Burnes Bros. Lumber Co. and the 
Throop-Martin Co. The Burns Bros. Lumber 
Co. is represented in central Ohio by Ike Car- 
roll. The association will soon open permanent 
headquarters which will be announced in a short 
time. A general discussion of conditions in the 
wholesale trade was had. The next meeting will 
be held at the Neil House on Nov. 22. 


“There Ought to Be a Law—”’ 


SEATTLE, WAsuH., Nov. 6.—Under the above 
caption, Roy A. Dailey, manager, North Coast 
district of the National-American Wholesale 
Lumber Association, in his current weekly letter 
puts the solution of a disturbing problem square- 
ly up to the several branches of the lumber in- 
dustry. While his letter was addressed to the 
members of the association, it will be of interest 
to all branches, especially those members who 
are making an effort to put the industry on a 
higher ethical and business basis. In his letter, 
Mr. Dailey says: 


“Look what this irresponsible ‘scalper’ has put 
me up against,’’ said a Grays Harbor manufacturer 
last week. “He sent us orders for two cars of floor- 
ing and siding for shipment to one of his eastern 
connections. We shipped them and paid him a 
commission. Now the customer wires he cancelled 
these orders a week ago, and our two cars are 
bowling merrily along to Chicago, without a home. 
Can you beat it? I tell you, these irresponsible 
commission salesmen, buyers and ‘scalpers’ are ruin- 
ing the business. There ought to be a law—”’ 

Another manufacturer enlisted our aid to get two 
shipments of special car material unloaded, which 
were refused by an eastern railroad because the 
stock was alleged to be incorrectly manufactured. 
On analysis we found the orders had passed through 
a number of hands, finally being placed with the 
mill by a Coast commission buyer who evidently 
was splitting commissions with another Coast com- 
mission man from whom he received it. No wonder 
the order was “balled up” when the mill finally 
received it on the last commission buyer’s order 
blank. “It’s these irresponsible ‘scalpers’ who spoil 
things for all of us,” this manufacturer exploded. 
“They should be out of business. There ought to 
be a law—” 

Yesterday, a wholesale member reported a seri- 
ous loss he was facing on account of the way 
a commission buyer in a Canadian city had mis- 
represented the placing of an order. This particu- 
lar buyer has an unenviable record well known to 
us, and just a few months ago cost an eastern mem- 
ber over $800 on one of his deals. 

In a nearby city is one of the smoothest lumber 
manipulators in the industry. In many ingenious 
ways he has been gouging manufacturers and 
wholesalers for years. In spite of our continued 


efforts to apprise our membership of his activities 
through our reports, he evidently finds no trouble 
in locating lumber firms who will take a chance 
with him. 

Prominent lumbermen, in public speeches, pound 
the table and solemnly declare to the multitude 
assembled, that the curse of the industry is the 
irresponsible, parasitic commission salesman, buyer 
and so-called broker. They vehemently demand 
his extermination. ‘There ought to be a law—!!!” 

Well, maybe there ought to be a law—but how 
about first trying to exercise a little common sense? 
Who is responsible for allowing these irresponsible 
market-breakers and trouble makers to continue in 
business? Write your own ticket in this space. 

Reliable information on practically everybody in 
the lumber business is available! There are plenty 
of good responsible firms in all branches of the 
industry to choose from—people who are actually 
made to suffer from the nefarious operations of 
the lumber slicker. If every responsible manufac- 


turer and wholesaler would suddenly—tomorrow— °* 


discontinue “‘taking chances’’ with the irresponsible 
brothers, the purging process that would occur be- 
tween now and Thanksgiving would give us all 
something really worth while to be thankful for 
in the lumber and shingle industry. 





LUMBER CLUBS 











Hear Two Good Talks 

JACKSON, Miss., Nov. 9.—The regular meet- 
ing of the Lumbermen’s Club, held at the Ed- 
wards Hotel last week, was featured by ad- 
dresses by two prominent lumber authorities. 
The first to speak was James A. Kirby, of New 
Orleans, who brought a splendid message to the 
club and asked that it send a message direct to 
Roger Babson and oppose the stand which the 
famous business authority took recently on the 
frame building proposition, especially in view 
of the fact that frame dwellings in Florida 
withstood the recent storm with less damage 
than the stucco and concrete buildings. 

The second and unexpected guest to speak 
was E. P. Allen, publicity director of the Na- 
tional Lumber Manufacturers’ Association, 
Washington, D. C., who told of the concerted 
efforts being made by lumber substitute manu- 
facturers to uproot the lumber business and 
pointed out that lumber dealers must codperate 
in the fight, for if ‘‘ we don’t hang together, we 
shall hang separately.’’ 


Evansville Club Holds Meeting 


EVANSVILLE, InD., Nov. 10.—The regular 
monthly meeting of the Evansville Lumbermen’s 
Club was held last night at the Vendome Hotel 
with a good attendance. Charles Wolflin, presi- 
dent, announced that the annual election of 
officers will be held Dee. 14, and he appointed 
the following committee on nominations: Frank 
L. Donnell, Gus Bauman and Claude Wertz. 

Joe Waltman, secretary, read a letter from 
the National Lumber Manufacturers’ Associa- 
tion, stating that it had endorsed the bill in Con- 
gress introduced at the close of last session by 
Representative Crisp, of Georgia, providing for 
a reduction of the corporation income tax. The 
club instructed its committee on resolutions, 
composed of William B. Carleton, Frank L. Don- 
nell and Louis A. Holtman, to draw up resolu- 
tions favoring the Crisp bill and these will be 
sent to members of Congress from Indiana. 

Frank Cutsinger, of the Evansville Band Mill 
Co., said it would be some time before he would 
be able to attend another meeting, as he will 
leave in a few days for New York to sail for 
Europe, where he will spend several months 
touring the Continent. Mr. Cutsinger’s family 
already is in Europe. 

Fred Christman, of the Christman Veneer & 
Lumber Co., of St. Louis, and a director of the 
National Hardwood Lumber Association, told 
of the improvements going forward in St. Louis. 

Dan Wertz, who returned a few days ago from 
a business trip to Texas and Louisiana, said that 
the cotton situation in the South had made it 
bad for almost every other line of business, and 
he thinks it will be some time before trade con- 
ditions in the South are anything like normal 
again. 


Does I(t Pay 


OES it pay to be unselfish? Is 
that the way to win, thinking of 


the other fellow first? Well, it is 
owing to what you are trying to win, 
of course, but I give “Yes” as the 
answer. Unselfishness does bring in 
the largest returns in the end. Listen! 


A lad came home from high school 
and, addressing his mother first as 
usual, said: “You know that problem 
that I thought was down wrong in the 
book last night? Well, I got it at last 
—but I do not think I ever would 
have gotten it if the Prof. had not 
given me a boost.” Then after a 
youngster’s manner he told how it 
had come about. 


© 


out results and just when he was 

about to give up the Prof. came 
and sat down beside him. He moved 
over, a little embarrassed, but 
the Prof.’s interest in the figures 
made him forget about his nearness. 
“Did you add this in before you car- 
ried over?” he asked at last. Rather 
ashamed the youth confessed that he 
had not. “Did you subtract here be- 
fore you combined your final sums?” 
Again a confession. “Did you divide 
at the end?” Again an acknowledge- 
ment with no excuse. But now his 
fingers fly and, with a bright smile on 
his face, he writes down the answer. 
“Why it is easy when you have some 
one to give you a little help.” 


| | E had tried hard, he thought,-with- 


And that is a fine way to get 
answers to problems—for two to 
work together at what is too hard for 
one to reach alone. But the youth 
little knew that two problems were 
being worked and that the teacher 
was getting as much in his life prob- 
lem as the boy in his mathematics. 


2. 


him. He was not satisfied with 

his relations with others. He was 
not making friends as he ought. He 
was not winning a place in the confi- 
dence and good will of others. “Why 
is it?” he asked himself. “What is 
wrong with my figures that I do not 
get the answer to my efforts?” And 
now suddenly, as though some Great 
Teacher had asked, he hears: “Have 
you been adding kindness and sym- 
pathetic interest in others as much as 
you might? Have you subtracted 
pride and jealousy and selfishness out 
of all relations? Have you divided 
your time, your interest, your sym- 
pathy, your possessions? Are you 
really generous?” And his face 
dropped in confession to his own soul. 


sy 


J T was a matter of disposition with 


UT now his face lifts and bright- 
B ens as a new resolution takes hold 


of his soul, “I have been just plain 
selfish. I see now that friendship is 
the world’s best prize and unselfish- 
ness is the only thing that will win 
it.” 
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Millmen Organize to Promote Dimension 
Lumber Production 


CINCINNATI, O10, Nov. 10.—At a meeting of 
lumbermen frum a dozen States, which was note- 
worthy for its importance to the wood products 
industry from the standpoint of the representa- 
tion of many millions of capital invested in tim- 
ber in all parts of the country east of the Mis- 
sissippi River, the Dimension Lumber Manufac- 
turers’ Association was born at the Hotel Sin- 
ton in this city. The event took place at about 
5 o’clock, eastern standard time, and was wit- 
nessed and participated in by more than fifty 
representatives of the small dimension stock 
trade, who were enthusiastic at the success of 
the occasion. 

Men like W. A. Babbitt, of South Bend, Ind., 
chairman of the subcommittee on dimension 
stock, National Committee on Wood Utilization, 
hailed the occasion with cheers and said that 
the formation of the new organization marked 
the commencement of an era of prosperity for 
the lumber industry by reason of giving it an 
ability to present a strong and convincing front 
against the inroads of substitutes. 

This organization, if it does what we all hope 
and pray that it will accomplish, said Mr. Babbitt 
to an AMERICAN LUMBERMAN representative, will be 
a powerful factor in giving the wood products indus- 
try an opportunity to meet competition at every 
point. It will be a more highly technical service 
than the trade has any idea of at this time, and 
the first thing it will attempt will be the estab- 
lishment of a system of research and cost account- 
ing which will enable the dimension stock manu- 
facturers to tell their consumers exactly what is 
the cost of every operation. We hope that every 
dimension man in the country will get back of this 
movement and make the organization what it 
should be. It should have a membership of not 
less than 250 manufacturers, and its success will 
depend in large measure upon the response which 
these producers give to the overtures of the pro- 
moters of the body which was formed here today. 
I am optimistic enough to believe that the response 
will be generous and cordial, and I think that one 
of the important battles of the wood industry is 
about to be won with its enemy, the substitute. 


Officers Elected 


The officers of the new association are men 
of ability and importance in the small dimension 
industry. All were elected by acclamation fol- 
lowing the adoption of the constitution and 
bylaws of the new organization and are as fol- 
lows: 

President—Walker L. Wellford, president Chicka- 
saw Wood Products Co., Memphis, Tenn. 


Vice president—Harry B. Krausz, manager di- 
mension department Pearl River Valley Lumber 
Co.,, Canton, Miss. 


Treasurer—W. A. Babbitt, South Bend, Ind. 
Secretary—Edmund Kratsch, Milwaukee, Wis. 


Directors—H. B. White, president White Wood 
Products Co., Chicago and Bogalusa, La.; A. L. 
McBean, representing Edward Hines Hardwood & 
Hemlock Co., Park Falls, Wis.; E. F. Lindewirth, 
manager dimension stock department Chicago Mill 
& Lumber Co., Chicago; A. W. Cornwall, of Win- 
ston-Salem, N. C., manager dimension stock depart- 
ment Mengel Lumber Co., of Louisville, Ky. 


Tell Experiences in Wood Utilization 


The morning session was devoted largely to 
the consideration of plans and ways and means 
for the proposed organization and to short talks 
by various dimension stock men on their ex- 
perience in the wood utilization and conserva- 
tion business. 

One of the interesting developments of the 
early part of the session was the free confes- 
sion of the men present, most of whom were 
of long experience in the wood products busi- 
ness, that the majority of the dimension stock 
men had no more than an approximate idea of 
the cost of their operations. In fact, the state- 
ment was made by A. O. Benson, of the Forest 
Products Laboratory at Madison, Wis., and con- 
firmed by a number of those present, that more 
than 90 percent of the men engaged in the pro- 
duction of small dimension did not know with 


any degree of accuracy the cost of their opera- 
tions. 

It was also brought out, and this was re- 
garded as most important, that there was a 
erying need for a more direct contact between 
the consumers of small dimension stocks and the 
producers, such as an association would be able 
to give. 

C. 8. Pearce, representative of the planning 
department of the Deleo Light Co., at Dayton, 
Ohio, who was one of the few consumers repre- 
sented at the meeting, said that in his opinion 
the reason the dimension stock men did not sell 
2s much of their product as they should was that 
the consumers of the stock, and particularly 
those who are representing large industries, were 
not sure that they could get a sufficient supply 
to provide their wants at all times. He gave 
strong commendation to the association move- 
ment as a means of bringing into contact the 
producers and the consumers. He said that in 
many instances large consumers had established 
their own plants for cutting up lumber into 
small dimension when they would rather have 
purchased the stocks from the producers. The 
reason was that these concerns had need for 
such large quantities of small dimension stocks 
that they feared to place themselves in the posi- 
tion of depending upon any one producer. 

If this proposed association can be in a position 
to sound out the market and give the producers 
and consumers a contact so that a large consumer 
will know where he can depend upon a supply from 
a number of mills at any time, then it will have 
justified its existence from the position of the 
producer and the consumer, said Mr. Pearce. Of 
course, it is of the utmost importance that the pro- 
posed association make a survey of the industry 
the first thing and ascertain the cost of producing 
stocks, but that is almost an incident to what I 
think is the real thing, that of forming a contact 
between the producers and the consumers, so that 
they may know each other and so that the pro- 
ducers can know where they can market their 
stocks at all times, 


Message from Secretary of Commerce 


The meeting opened with a frank statement 
of the difficulties which have been facing the 
small dimension stock men during a number of 
years, made by E. C. Kratsch, of Milwaukee, 
Wis., who was chosen temporary chairman. Fol- 
lowing this came a message from Secretary 
Herbert Hoover, of the Department of Com- 
merce, giving his commendation to the proposed 
association and urging upon the dimension pro- 
ducers the necessity of standardizing their 
stocks as well as establishing an accurate sys- 
tem of cost accounting. This message from 
Secretary Hoover was delivered by Axel H. 
Oxholm, of Washington, D. C., director National 
Committee on Wood Utilization, who was sent 
here to assist in promoting the formation of the 
dimension stock association. 

Next came an exhaustive statement of the 
position of the dimension stock producers from 
W. A. Babbitt, of South Bend. 

Mr. Babbitt spoke in his triple capacity of chair- 
man of the committee of standardization, as gen- 
eral secretary of the National Association of Wood 
Turners and as chairman of the subcommittee on 
dimension stock, National Committee on Wood 
Utilization. He suggested as the slogan for the 
proposed association: “Keep Wood Fabricators 
Fabricating Wood.” He said that the chief trouble 
with the small dimension stock industry is that the 
producer does not know what it costs him to pro- 
duce his stock and so can not tell his consumer 
what he can save by making purchases of dimension 
instead of purchasing the lumber direct and putting 
his men to work during their less employed hours 
cutting it up into sizes to meet the requirements 
of the business. He said that the situation which 
is faced by the lumber industry is a critical one be- 
cause of the leakages in cost accounting all along 
the line, but particularly in the small dimension 
stock lines. 

The seller of the wood substitute has armed him- 
self in advance with a full and accurate statement 


of the cost of his product from its very inception. 
He can tell the consumer in detail the cost of every 
process of manufacture or assembly of parts and 
he can do it in such a convincing way that the 
consumer thinks that he has an article as a sub- 
stitute for wood which is better and cheaper. What 
the dimension producer must do is to provide him- 
self with a method of establishing an accurate cost 
of his product and this he can not well do with- 
out the aid of an association. 

The ascertainment of these costs is a highly tech- 
nical matter which the producer himself can not 
take the time to accomplish. An association can 
undertake this and can carry on the work to a suc- 
cessful completion. When that is done then the 
main thing will have been accomplished. Then 
there is the other thing of forming the contact with 
the consumer and convincing him that it is cheaper 
and more economical for him to purchase the dimen- 
sion stock than it is to produce it himself. 

All wood fabricators use dimension stock, and no 
other kind of lumber, said Mr. Babbitt. Every prej- 
udice and tradition of the trade is in favor of wood. 
But the enormous wastes developing under our fail- 
ing quality of lumber demand a better way of pro- 
viding fabricators with their dimension stock, call 
it semi-manufactured lumber if you prefer. Supply 
this demand and the lumbermen will find that they 
have an impregnable front line defense against 
substitution in the woodworking industries. 


Discussion on Waste 


One of the most interesting statements was 
made in the discussion on waste by Harry B. 
Krausz, of Canton, Miss., who was an enthusias- 
tic supporter of the association idea. Mr. 
Krausz told of the operations of his plant at 
Canton which is cutting in a tract of 55,000,000 
feet of hickory timber. He said that in the 
first year the utilization of lumber was 51 per- 
cent, that is that 510 feet were obtained from 
every 1,000 board feet of logs handled, and that 
17 different sizes or styles were produced in 
dimension. In the second year these types were 
cut to seven sizes and the utilization was in- 
creased to 68 percent. In the third year the 
sizes were cut to five and the utilization was in- 
creased to 73 percent, or the waste was cut to 
27 percent. He said that next year he expects 
to inerease the utilization to more than 80 per- 
cent. He said that the logs are all flitched, 
that is, they come to the mill in plank with bark 
on and the dimension mill has a chance to utilize 
it with the edge. In the first year he said the 
lumber was confined to square sawn shipped 
green in the rough. The second year, 25 to 30 
percent of the product was shipped square sawn 
and green, and 65 to 70 percent put through one 
machine. In the third year about 10 percent 
of the product was shipped square sawn and 
green and the balance kiln dried and put through 
a machine. 

‘*When we get away from green product en- 
tirely and ship kiln dried and machined I figure 
we will be able to reduce the waste to not more 
than 20 percent,’’ said Mr. Krausz. 

Other speakers at the meetings were R. M. 
Sells, of the Chicago Mill & Lumber Co.; H. B. 
White, A. L. MeBean, Walker L. Wellford and 
C. L. Foretich, of Warren, Ark. 


Benefits From New Association 


CINCINNATI, OnI0, Nov. 10.—Among the men 
who have made reputations for themselves in 
the small dimension line in the southern States 
the name of C. L. Foretich, of the Bradley Lum- 
ber Co. of Arkansas, stands out as a leader. 

Mr. Foretich took a prominent part in the 
discussions preliminary to the formation of the 
newly organized Dimension Lumber Manufac- 
turers’ Association at Cincinnati today and his 
advice and counsel on this occasion were much 
appreciated. 

In the opinion of Mr. Foretich, the Dimension 
association will do a great deal of good not only 
to the small dimension stock business -but also 
to the lumber business in general. 

It is not of so much importance to the lumber 
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industry that there is a waste of 45 percent or 
less in the preparation of small dimension stock, 
said Mr. Foretich, but the real thing is that the 
association can be the means of ascertaining the 
real cost of preparing, fabricating and marketing 
small dimension stock. As things stand now, I 
yenture the assertion that fully 90 percent of the 
men engaged in producing dimension do not know 
what their cost of production is, and they can not 
tell the consumer what it is. Of course, this is 
important for the producer to know, but it is even 
more important for the consumer to know, because 
with the information at hand the producer can go 
to the consumer with a degree of confidence and 
get his business by convincing him that it is very 
much to his interest to have the waste in lumber 
removed in the country where the timber grows 
rather than for him to pay freight on a certain 
amount of waste lumber to his factory. 

We are now at a disadvantage because we do 
not know what it costs us to produce dimension, 
outside of an approximation which is almost en- 
tirely a matter of opinion. One manufacturer of 
dimension will tell you that his waste percentage is 
30 percent; another 45 percent; still another 60 
percent, and a few will admit to a waste of 75 per- 
cent. One will say it costs $10 a thousand to pro- 
duce dimension, another will say $20, but my ex- 
perience is that it costs nearer $30 to produce and 
market good dimension stock. 

Then there is the advantage which the consumer 
will have, when the association begins to function, 
of being able to be kept informed as to the great 
variety of sizes which are cut by the dimension 
manufacturer. The dimension producer will be 


able to keep in stock a great variety of sizes when 
he is kept informed as to the needs of the consum- 
ers through the association and by producing this 
great variety of sizes for numerous uses, such as 
for card tables, radio cabinets, smoking tables, re- 
frigerator stock, bed room furniture, dining room 
furniture, chairs and the like, the ultimate con- 
sumer will be able to reduce his cost because he 
ean obtain the small dimension stock cut to the 
size he desires more cheaply than he can produce 
it himself. But, of course, the first thing is to as- 
certain with accuracy the exact cost of production 
of the various sizes, so that the consumer can be 
informed and know how to make his calculations. 

Even with our inaccurate methods of figuring 
costs at our plant, we have customers who would 
not go back to producing their own small dimen- 
sion from lumber. They are well satisfied with the 
stock we sell them because they know that the di- 
mension trade employs more skilled labor to pro- 
duce the stock. The labor in a dimension plant 
should be of a character that can select a good 
piece of lumber and handle it so as to get the 
most there is in it, and also one which is best suit- 
ed to the purpose for which it is to be cut. 

The whole business is built on the conservation 
of waste and the kind of labor that can save the 
most from what would otherwise go under the 
boilers is the kind which a dimension man must 
have and that kind must be more than ordinarily 
skilled and dependable. 

I am glad that the association has been formed 
‘and I believe that it will be of great service to 
the wood industry in all of its branches, and do 
much to meet the competition of wood substitutes. 


Discuss Operating Conditions 


[Special telegram to AMERICAN LUMBERMAN] 

New Or.EAns, La., Nov. 10.—The monthly 
meeting of the Southwestern Hardwood Manu- 
facturers’ Club, held at the Roosevelt Hotel to- 
day, drew almost a record attendance, which in- 
cluded a number of visitors. In the absence of 
President W. J. Stebbins, W. Brown Morgan 
presided, speeding up the consideration of rou- 
tine to provide more time for the roundtable 
discussion of cperating conditions, and for talks 
by J. H. Townshend, of the Hardwood Manu- 
facturers’ Institute, and Frank Carnahan, of 
the Southern Hardwood Traffic Association. 

The roll call on operating conditions showed 
improvement in the general labor situation, a 
majority reporting labor in ample supply, 
though several explained that cotton picking and 
other farm work had until recently kept their 
mills rather short of labor. Logging conditions 
likewise were reported good as a general thing. 
Few of the mills reported any great accumula- 
tion of logs, the majority maintaining a two 
weeks’ or a month’s supply, though one opera- 
tion logging in bottoms subject to recurrent 
floods, is now accumulating its winter supply. 
With one or two exceptions weather conditions 
were reported good. With respect to mill stocks, 
conditions varied considerably, but none re- 
ported overstocks and a number noted that 
their available dry stocks are practically all 
booked. It appeared further that thoroughly 
seasoned material is in subnormal volume at the 
mills. 

R. E. O’Rourke, of the American Overseas 
Forwarding Co., discussed the ocean rate situa- 
tion briefly. The advance from 35 to 50 cents 
he explained, has not thus far affected the 
company’s clients, as it had protected its 
bookings up to the end of the year at the old 
tate. Efforts are being made to induce the 
Shipping Board to restore the old rate. Mean- 
while additional ships had been promised, but 
the pressure for steamer room for other com- 
modities paying higher rates might adversely 
affect the movement of export lumber. 


Favors Grading Rules for Logs 


V. H. Sonderegger, the association forester, 
took the floor to renew his suggestion that grad- 
ing rules for legs be established. Lack of such 
tules, he explained, is causing a lot of argument 
m the woods. Each mill seems to have its own 
standards. He suggested a uniform grading 
system as beneficial both to the mills and the log 
sellers, 

In reply, Mr. Townshend said that several 
years ago the Lumbermen’s Club of Memphis 


had adopted grading rules for logs and that a 
committee of the Hardwood institute, after sev- 
eral months’ consideration, had officially ap- 
proved the Memphis rules on behalf of the in- 
stitute. P 

Mr. Ballard, of the Botany Bay Co., con- 
tributed to this discussion a semi-humorous com- 
ment on the difficulty of grading present day 
logs. It sometimes happened, he said, that a 
log grading No. 1 in outward appearance proved 
a grievous disappointment at the mills, whereas 
a ratty looking log might surprise the millman 
by turning out No. 1 quality at the heart. 

Mr. Townshend, as principal speaker of the 
day, discussed the work and plans of the Hard- 
wood Manufacturers’ Institute, dealing at 
length with its trade extension and research 
work present and proposed. 

Mr. Carnahan discussed general business con- 
ditions in the light of traffic statistics. The 
car loading figures for last week showed, he said, 
1,250,000 cars loaded—a new high record in rail- 
road history. Two years ago a ‘‘high’’ of 
900,000 cars was considered a major achieve- 
ment and taxed the railways’ capacity. Then, 
60,000 cars of forest products was rated an 
eminently satisfactory movement. Latterly the 
carriers have been handling 72,000 to 75,000 
cars on the average throughout the year. Prac- 
tically all industries are showing low inven- 
tories, which indicated that they must be in the 
market pretty continuously. These figures, he 
pointed out, revealed no tendency toward a busi- 
ness slump, beyond the usual recession during 
the Christmas holidays. He expects business to 
regain its stride when the holidays pass. In 
conclusion, Mr. Carnahan urged vigorous work 
in the research and trade extension fields. 

General informal discussion followed and the 
meeting, beginning with the usual luncheon, con- 
tinued well into the afternoon. 





THE OFFICIAL report of the United States De- 
partment of Commerce, recently issued, states 
that there are ten plants in Wisconsin which 
are still manufacturing wagons, sleighs, and 
carriages. Massachusetts also has ten similar 
plants according to the report. In years past, 
Wisconsin was one of the leading States manu- 
facturing wagons but the majority of the plants 
have been closed in recent years to be taken 
over by automobile manufacturing companies, 
body plants, and other industrial establishments. 
There are twelve factories in the State which 
manufacture pianos, organs, and materials for 
pianos and organs. 














Tennessee Red Cedar 


From time immemorial Cedar has held a 
leading place in the arts and crafts as a wood 
of beauty and utility. It is frequently re- 
ferred to in Scripture, the most notable exam- 
ple being that the wood of King Solomon’s 
temple was Cedar from Lebanon, sent by Hiram, 
King of Tyre. 

In Colonial America, aromatic Cedar was 
extensively used for 
linen closets and ward- 
robes. The beautiful 
red Cedar of our 
Southern forests lined 
many clothes closets of 
fine old Dixie homes. 

Householders appre- 
ciate the beauty and 
fragrance of cedar, 
quite apart from its 
known moth-deterrent 
qualities. 

Ready to ship from 
our Chicago warehouse 


Wire our expense for 
delivered prices anywhere 





Earl Bartholomew 


4052 Princeton Ave., CHICAGO 


Telephone Boulevard 0636 
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Don’t Throw 
Them Away 





Have Broken 
Inserted Point 
Saws Repaired 





Inserted Point Saws with broken 
shoulders can be repaired. The 
above illustration shows a section 
of an Inserted Point Saw that had 
several shoulders broken in an ac- 
cident. 


Reconditioned at a 


SIMONDS 
SERVICE 





STATION | 


It looked like this 








Send us saws of any kind for re- 
pairs. We will tell you what 
needs to be done and the cost. 


Simonds 
Saw and Steel Co. 


“The Saw Makers” 
ESTABLISHED 1832—FITCHBURG, MASS. 


Chicago, Ill. Lockport, N.Y. Seattle, Wash. 
Boston, Mass. Memphis,Tenn. Montreal, Que. 
Detroit, Mich. Atlanta, Ga. Toronto, Ont. 
NewYork,N. Y. Portland, Ore. Vancouver,B.C. 
NewOrleans,La, SanFrancisco,Cal. St.Johns,N. B. 





ee | ouisiana Dealers Urge Need 


of Organized Effort 


NEw Or.EANS, La., Nov. 8.—Methods to be 
adopted to make the Louisiana Retail Lumber 
Dealers’ Association of greater value to the 
industry of the State were the principal subject 
discussed at the meeting of this organization 
held in the Lumbermen’s Club of this city today. 
The Louisiana Retail Lumber Dealers’ Associa- 
tion has been in existence for a number of years 
but for all practical purposes has been dormant. 
The retail dealers have many problems and the 
lack of an active aggressive organization to aid 
in the solution of them has been keenly felt 
and the industry has suffered as a result. To- 
day’s meeting was the first step not only to re- 
vive the association and enlarge its activities 
but also to increase its membership. 

Two sessions were held, the first of which was 
ealled to order at 11 o’clock by President R. J. 
Abbott, of the Darling Lumber Co., Baton 
Rouge. Mr. Abbott made a short report cover- 
ing the activities of his office during the last 
year. This dealt principally with legislative 
work and the efforts made to prevent changes 
in the former lien law sought by certain in- 
terests. In this work the association was unsuc- 
cessful, he said, and it was his opinion that the 
law as it now stands is not as favorable to mate- 
rial dealers as was the former one. He cited 
this as an example of the need for a strong 
association. 

The value of association and codperation 
was stressed by Mr. Abbott. One gets out of 
an association, he said, many times the value 
of what he puts into it. Louisiana retail lum- 
ber dealers have many problems that can be 
solved only through the united efforts of the 
dealers and the need for a strong association 
is more imperative today than it ever was. 
Among the many bad practices were cited that 
of some mills to sell lumber direct, the signing 
of contractors’ bonds and the giving of dis- 
counts to contractors and carpenters. In clos- 
ing the president recommended that at each of 
the meetings in the future subjects be discussed 
that have a direct bearing on the retail lumber 
business and that will be of benefit to retail 
lumber dealers. The meeting was then thrown 
open for general discussion. 

M. L. Rhodes, New Orleans, said that he was 
getting few benefits from the association and 
he expressed the opinion that very few other 
members were getting their money’s worth. 
There is an opportunity, he said, to build up in 
the State a live organization of retail lumber- 
men. The foundation exists; all that is neces- 
sary is for each one to put his shoulder to the 
wheel and do his part to this end. He stressed 
the importance of securing a secretary who has 
the time, inclination and the ability to conduct 
the association’s affairs in a businesslike man- 
ner and work for its growth and success. 


J. F. Carroll, Carroll Lumber Co., Alexandria, 
said that there is a greater field than ever before 
for a strong association in the State. An or- 
ganization such as is needed can be built up, 
he said, and he pledged his aid to this end. 

C. M. Managan, Krause & Managan Lumber 
Co., Westlake, said that he had lost interest in 
the association because he never heard from it 
and obtained no value for his dues. He was 
strongly of the opinion that the first requisite 
to build up the organization to where the lum- 
bermen would like to see it is a secretary who 
ean devote to its affairs all of his time and ef- 
fort. The dues also should be kept low enough, 
he said, so that every retail lumberman, regard- 
less of the size of his business, can afford to 
belong to it. It was his opinion also that, in- 
asmuch as the retail lumbermen are in competi- 


. tion with firms who handle no lumber, such as 


brick dealers, for example, the membership in 
the association should not be limited to lumber 
dealers but should include all building material 
dealers. 





O. B. Hopkins, Hopkins Bros. Co., Lafayette, 
stated that in his opinion the need for an active 
association is greater than ever before. Direct 
competition from the mills and the discount 
evil are two of his local problems that need solv- 
ing, he said. Mr. Hopkins also stressed the 
need for a live secretary—one capable of han- 
dling the work efficiently. This man should be 
paid a good salary, he said. In his section of 
the State, it was his opinion, it would be pos- 
sible to get from 80 to 90 percent of the dealers 
to take out membership in the association if 
there was evidence that the organization would 
accomplish something. 

W. H. Managan, Westlake, stressed the im- 
portance of securing as members of the board 
of directors men who through ability and en- 
ergy can and will further the interests of the 
association. It was his contention that with 
the proper efforts from 75 to 80 percent of the 
retail lumber dealers of the State could be 


W. A. ROBINSON, 
Shreveport, La.; 
Vice President 


L. I. BERTRAND, 
New Iberia, La.; 
Vice President 


induced to take out membership in the associa- 
tion, particularly if it is demonstrated that the 
association was disposed to function in a manner 
that is constructive and that would be helpful 
to the industry. With this membership, Mr. 
Managan said, the association can command 
respect and exert a powerful influence helpful 
in the solution of problems. In order to get 
a good attendance at the meetings, he said fur- 
ther, cities centrally located should be decided 
on as meeting places. 

It was decided that many helpful suggestions 
might be had if one State secretary in attend- 
ance at the National Retail Lumber Dealers’ 
Association convention could be secured to ad- 
dress the meeting and outline policies and meth- 
ods used in the conduct of a State organization. 
This was concurred in and a motion was made 
and seconded that President Abbott and M. L. 
Rhodes serve as a committee to find such 4 
speaker for the afternoon session. 


AFTERNOON SESSION 


At the afternoon session G. L. Cline, of 
Shreveport, was first called on to address the 
members. Mr. Cline said that the consensus 12 
his city was decidedly in favor of a strong 
active State association conducted by a secre- 
tary devoting all of his time to the organiza- 
tion. He pledged his own as well as the aid of 
other retail lumber dealers of Shreveport m™ 
any and all movements looking to more activity 
in the organization. ; 

Charles Debaillon, Lafayette, pledged his sup- 
port to the association. There are many in the 
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State who are eligible to associate membership 
who have not joined, he said. These should be 
solicited for membership. 

The feature of this session was the address 
of D. 8S. Montgomery, secretary of the Wiscon- 
sin Retail Lumbermen’s Association. Mr. Mont- 
gomery outlined the policies by which the Wis- 
consin association is conducted and made many 
suggestions that should be of material assistance 
to those who will be charged with the conduct 
of the Louisiana organization. His address was 
not only interesting but very instructive and 
was much appreciated by the officers and 
members. 

O. B. Hopkins, Lafayette, J. F. Carroll, 
Alexandria, and G. L. Cline, Shreveport, were 
appointed a nominating committee and in- 
structed to propose members for the board of 
directors. This committee submitted the fol- 
lowing ten names and suggested that the re- 
maining five (this association has fifteen 
directors) be nominated from the floor: J. J. 


Vetter, M. L. Rhodes, R. J. Abbott, J. F. Car- 
roll, W. A. Robinson, Harry D. Knoop, A. E. 
Gauthier, J. Reese Jones, W. H. Managan, H. 
H. Harris. These were elected as were also 
O. B. Hopkins, G: L. Cline, L. Peters, L. L. 
Bertrand, and L. Privat. 

President Abbott announced that at the next 
meeting he desired to have discussed the matter 
of ethics in the retail lumber business and he 
appointed W. H. Managan and O. B. Hopkins 
a committee to draw up a tentative code for 
discussion at that time. 

This completed the business of the meeting. 
Another meeting will be held in the near future. 

The following officers were elected: 

President—W. M. Managan, Westlake. 

Vice president—W. A. Robinson, Shreveport. 

Vice president—L. I. Bertrand, New Iberia. 

Secretary—Robert McLaughlin, New Orleans. . 

Treasurer—Harry D. Knoop, New Orleans. 

The next meeting of the association will be 
held Jan. 20, 1927, in Alexandria. 


Southern Cities Are Hosts to Retail 
Lumber Dealers 


(Continued from page 75) 


sold twelve cars of end-matched flooring last 
year. It is liked in his city, he said, because 
it is cheaper to lay and under-flooring can 
be dispensed with. At first the building in- 
spectors complained against the practice of 
laying end-matched flooring directly on the 
joists, but when shown how strong the con- 
struction is the objections were withdrawn. 

C. C. Sheppard, of Oakdale, La., compli- 
mented the association on the exceedingly in- 
teresting convention and the wonderful enter- 
tainment that had been furnished. Speaking 
as a manufacturer, he said that not as many 
mill owners are as familiar with the require- 
ments in the matter of moisture content as 
they should be. He predicted that it would 
not be a great while until southern pine manu- 
facturers will be able to furnish lumber with 
a definite moisture content. 

A. J. Peavy, of Shreveport, La., president 
of the Southern Pine Association, was the last 
speaker to address the convention. This he 
did at the invitation of President Lowrie. The 
members of the Southern Pine Association, 
Mr. Peavy said, are not as yet sold on the idea 
of attempting to furnish lumber with a defi- 
nite moisture content, and they must be edu- 
cated to the need of providing such lumber. 
There is one thing sure, he said, the manufac- 
turers are anxious to render service and to 
supply the kind of lumber the trade wants. 
If the retailers want lumber with a definite 
moisture content, there is no reason to believe 
the manufacturers, in time, will not supply it. 


Gist of Resolutions Adopted 


Chairman J. J. Vetter, of the resolutions 
committee, submitted eight resolutions, which 


were adopted. The gist of these resolutions 
follows: 


(1) Appreciation to the Southern Pine Associa- 
tion, its officers, directors and subscribers for cour- 
tesies extended, and for hospitality and entertain- 
ment accorded the delegates. (2) Thanks to those 
who helped make the annual convention a great 
success, and to the trade papers for the publicity 
rendered. (3) Extended congratulations to the 
furnishers of material in Detroit and Wayne 
County, .Michigan, on the fact that the Wayne 
circuit court instituted a mechanics’ lien docket 
for the trial of mechanics, lien cases, thereby speed- 
ing up the trial of lien cases from two years to 
a few months, enabling material men to recover 
monies due for material supplies to the building 
industry months in advance of the regular court 
procedure. Urged membership in other large mu- 
nicipal centers where court dockets are congested 
to advocate adoption by the courts of similar dock- 
ets. (4) Favored lumber manufacturers stipulating 
maximum moisture content in kiln dried lumber, and 
when such content determined and accepted by the 
dealers that rule covering same be included in grad- 
ing rules. (5) Urged calling to attention of produc- 
ers of building materials and appliances, the harm 
to local dealers, building public, and construction in- 
dustry at large, of calls by producers’ representa- 


tives on the trade of the local dealer, calculated to 
displace merchandise already sold by the dealer or 
tending to mislead as to the performance and serv- 
ice of the material or appliance handled by local 
dealer. (6) Thanks to various lumber companies 
and associations for entertainment accorded mem- 
bers and ladies. (7) Urged regional and State or- 
ganizations to encourage joint conferences with 
manufacturers and wholesalers with view of im- 
proving marketing conditions of wood products. 
(8) Pledged support to regional shippers’ advisory 
boards and car service division of the American 
Railway Association in maintaining present efficient 
operation of railroads, but urged lumber mills to 
load product in box cars to only within one foot 
of roof of car to give consideration to loading of 
short lengths and proper bracing of loads to avoid 
jamming at the doors. 


On Thursday afternoon those not interested 
in golf were guests of the New Orleans lum- 
bermen on a sight-seeing trip of the port. The 
annual golf tournament, held at the Metairie 
Country Club, was well attended and spirited 
contests occurred for the various prizes, the 


major trophies being awarded to lumbermen 
only. 


Advertising at “the Point of Contact” 


Mapvera, CAuir., Nov. 4.—It is usually con- 
ceded that California and ‘‘Sun Maid’’ are two 
of the best advertised names in America. It 
would follow that the director of advertising for 
the Sunland Products Co., the advertising and 
selling department of the Sun Maid organiza- 
tion, speaks with authority. He told a group 
of Madera business men today how the Sun 
Maid interests are now organized for marketing 
their tremendous crops, and of the various kinds 
of advertising which this company does, and 
which included use of newspapers, magazines, 
billbéards, trade papers and work with the deal- 
ers. He then made this pertinent statement: 
‘«The most effective advertising is at the point 
of contact, where the dealer and the customer 
come together. Through the trade press and 
with dealer helps we secure the codperation of 
the dealer, and then with window displays and 
displays in the stores the customer is influenced 
at the point of contact.’’ This statement should 
be interesting to retail lumbermen, many of 
whom have gone in for elaborate display rooms, 
and as well should attract the interest of the 
lumber manufacturer who, through securing the 
codperation of the dealer, can effectively ad- 
vance the sale of his particular products. A 
lumber yard can no longer exist as a place to 
pile lumber--today it is a building material 
store. 





‘«ForMERLY,’’ said President Coolidge in a 
recent address, ‘‘it was an axiom that com- 
petition was the life of trade. Under the meth- 
ods of the present day it would seem to be more 
appropriate to say that advertising is the life 
of trade.’’ 








You Can Positively 
Increase Your Sales 


—by using Clancy’s Red Book Service of infor- 
mation as an aid in your sales and credit work. 


The Red Book is a complete directory of car- 
load buyers of lumber and allied products and 
new names are furnished TWICE a week asa 
part of this service. 
Write for Pamphlet 49-S, giving rates 
and full particulars. 
Try our Collection Department any time on 


ordinary past due or disputed accounts, wheth- 
er or not you are a subscriber. 


For rates ask for Pamphlet No. 49-C, 


Lumbermen’s Credit Association 
608 S. Dearborn Street 
CHICAGO, ILLINOIS 


Eastern Headquarters: 35 S. William St. 
NEW YORK CITY 























Fix Your Credit Loss 


in Advance 


You can state pretty accurately every 
item in your over-head expense but one— 
your credit loss. That you can only guess 
at. And how often you miss the mark, 
you, only, know! Because of present con- 
ditions, your credit loss is more of a 
problem than ever. 

If the year’s total covered credit losses 
exceed a certain previously agreed upon 
percentage of your gross sales, we repay 
the excess. 

Thus your credit loss for twelve months 
is determined in advance and nothing can 
increase it. / 

The cost of Credit Insurance is small 
compared to the security afforded. 


Over $9,500,000 paid to our policyholders 
The American Credit-Indemnity Co. 





OF NEW YORK 
511 Locust St. 1751 Ill. Mer. Bank Bldg. 537 Mer. Exch. Bldg., 
St. Louis; Me. Chicago Ill. San Francisco, Cal. 





























Facilities 

When the demand for lumber is at its peak, you 
want a plant capable of maintaining maxi- 
mum production. That’s the kind of plants 
we've been designing and building since 1890. 
As for example :— 

E. L. Bruce Co., Memphis, Tenn. 

Little Rock, Ark. 


Let our engineers plan a new mill or remodel | 
your present plant. 


“THRALLESHEA | 


ICAL SAWMILL ENGINEERS AND DESIGNERS > 
Lake Charles, La. 
































SCRIBNER’S 


Lumber and Log Book 


Most complete book 
of its kind ever pub- 
lished. Gives measure- 
ments of all kinds of 
Lumber, Logs, Planks, 
Timber; HintstoLum- 
ber Dealers; Wood 
Measure; SpeedofCir- 
cular Saws; Care of 
Saws; Cord Wood 
Tables; Felling Trees; 
Growthof Trees; Land 
Measure; Wages, 
Rent, Board, Interest, 
Stave and Heading 
Bolts, etc. 


Standard Book throughout the United States 
and Canada. 


SENT POST- 50 Cents 
S. E. FISHER, P.0. Box 197 


ROCHESTER, N. Y. 
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Winter Sales 
for You 


This winter when building slacks 
down a little you can keep your 
sales and profits up by making a 
drive for hardwood trim and floor- 
ing business. 


There are old homes in practically 
every community where the flooring 
and trim are in bad shape. By 
pointing out to the owners of these 
old homes how they can bring them 
up-to-date by putting in hardwood 
trim and flooring you can work up 
a nice winter business. 


We can ship you five kinds of 
flooring in money-saving mixed 
cars with five kinds of trim. All 
our stock is produced from famous 
West Virginia Hardwoods. Fine 
quality. Perfect manufacture. 


Other dealers are going after 
this business. Why don’t you? 


THE MEADOow River LumBER Co. 
RAINELLE, W. VA. 


MEADOW 
RIVER 









White and Red Oak Flooring, Maple, Birch and 

ech Flooring mixed with Poplar Siding, 
Oak, Chestnut, Maple, Poplar and Basswood 
interior trim, kiln dried or air dried hardwoods. 




















HE LUMBERMAN POE 








The Remedy 
The jail we always think of first, 
When youth does something wrong. 
Of all our remedies, the worst 
Is walls, however strong. 
Surround the soul with walls of steel, 
And love has lost its power— 
Oh, something better let us feel 
Than anger in this hour. 


One step from off the beaten path, 
Excursion into sin, 

And souls are often lost by wrath 
That love would often win. 

But, heart to heart and mind to mind, 
Speak gently to the lad, 

And depths of goodness you may find 
You never knew he had. 


For one heart wrong a hundred weak 
That need a word, is all. 

Some word cf sympathy you speak 
Is better than a wall. 

How many sinners but athirst 
The good have often passed— 

The jail we always think of first 
And love we think of last. 


We See b’ the Papers 

Good oats are scarce, says a market report. 
And good rye. 

Herbert Hoover is trying to reduce waste. 
So are the stout ladies. 

You are lucky to get into a football game 
alive, and a player out. 

What Queen Marie’s train seems to need most 
is a good husky brakeman. 

Harvard’s relations with Princeton seem to 
be like most of our relations. 

In Italy the Duce is higher than the king, but 
Americans thought of it first. 

Perhaps Belgian royalty has the system. 
Marry ’em, and then keep ’em apart. 

If Al Smith ever becomes President there 
will be a lot of new recipes in the White House 
cook book. 


We don’t know who said it first, but we are 
willing to bet that Queen Marie is saying now, 
**Deliver us from our friends.’’ 

The Kennebunk Electric Light Co. is per- 
fectly sound, but there are a few holding com- 
panies that the name would fit exactly. 

Let us not forget that the book department 
of the AMERICAN LUMBERMAN can save you a lot, 
and especially a lot of Christmas shopping. 

A Chicago man who was stabbed refused to 
name his assailants because, he said, they were 
friends of his. Some friends are so playful. 


If that is Ormiston’s trunk, the most damag- 
ing evidence against him is the amount of stuff 
that was in it. Some woman certainly packed it 
for him. 


It is too bad that the millions of Americans 
who are trying to get a couple of good football 
tickets don’t try as hard to get a couple of good 
political tickets. 

The mail carriers will make one delivery 
Christmas morning, and, if they have any pack- 
ages to deliver, you ought to 
be ashamed of yourself. 


Of course we’ll send you 
those copies of ‘‘Come on 
Home’’ Dee. 24 if you say so, 
but wouldn’t it be better to 
have us send them now? 


The trouble with an outstand- 
ing candidate is that so often 
some other candidate outruns 
him. 


Styles don’t change, they 
merely repeat. For example, 
the issue in the 1928 campaign 
is going to be the tariff. 


About the nicest Christmas present anybody 
has thought up yet is that 10 percent refund on 
our income tax that Cal Coolidge and Andy 
Mellon are fixing to give us. 


‘*Kick a barrel of flour in Minneapolis,’’ 
Harper Leech quotes Jim Hill as saying, ‘‘and 
it will roll to New Orleans.’’ The deep water- 
way advocates might add, ‘‘ Kick it into the 
Mississippi and it will float there.’’ 

An automobile salesman now-a-days does not 
have to sell a man a ear but his ear, and an in- 
surance agent not insurance but his insurance, 
But the retail lamberman must still sell the con- 
sumer both a home and his lumber. 





Between Trains 


St. JosEPpH, Micu.—A Catholic priest pre- 
sided at the Rotary Club tonight, and the first 
thing he did was to take up a collection for a 
Christmas dinner for the poor. We had thought 
of a collection as a Methodist institution, but 
it just went to prove that there isn’t much dif. 
ference in religions when they are engaged in 
doing something for mankind. It doesn’t mat- 
ter how much we disagree in things we think 
if we only agree to do some good as we go along. 
It doesn’t matter how much we disagree on the 
subject of a sacrament if we agree on the sub- 
ject of a supper for the poor. 

St. Joseph and Benton Harbor lie across 
the river from each other, but not about each 
other. Instead of having a Rotary Club in each 
town, they have one, that is known as the St. 
Joseph-Benton Harbor Rotary Club, or maybe 
it is the other way around. We suspect that the 
classification is made to take in two instead of 
one, which would be reasonable enough, prob- 
ably the osteopath from St. Joe and the osteo- 
path from the Harbor. 

Arthur G. Preston has solved the question by 
having a lumber yard in Benton Harbor and a 
residence in St. Joseph, and, just to show how 
neutral he is, he also belongs to the Northern 
Indiana & Southern Michigan Retail Lumber 
Dealers’ Association. 





WAUKEGAN, ILL.—F our times a year the Ro- 
tary Club invites the ladies downtown to din- 
ner, and probably glows with satisfaction, for- 
getting that the annual score is still 361 to 4 
in favor of the ladies. A woman who gets up 
361 dinners a year at home is certainly entitled 
to four, anyway, downtown. When your wife 
comes downtown to shop why not make this 
kind of an agreement with her: that you will 
take her to lunch if she will agree not to take 
you to shop? 

We ought to treat our wives as well as we 
treat our customers, and as often. She may not 
be able to shoot a game of pool with you after 
lunch, but she will teach you table manners, and, 
from what we have observed around the lunch 
places, Lord knows we need them. After all, 
our wives are our best customers, and put up 
with a lot of scoots and shoddy that no other 
customer would. We are not talking about 
Waukegan, which doesn’t need it, but a lot of 
lumbermen in a lot of towns who do. 


Only a Flower 


If every seed upon the ground desired to be a pine, 

And would not sprout because it found a rose was God’s design, 
The hill would be a gloomy place, however high its trees, 
Without a rose to show its face, the traveler to please. 


If only greatness men desired, and only crowns to wear, 

If mortal man too quickly tired beneath his load of care, 

The world would be a place of gloom, however great and grand, 
Where not a kindness came to bloom, and not a helping hand. 


The minds of men might grow so great that others they forgot; 
Perhaps it is a poorer fate to have than to have not. 

However great the pine may be, I’d rather be a flow’r 

When someone else had need of me in some unhappy hour. 
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Discusses Tax Relief by Congress 


With President Coolidge and Secretary of the 
Treasury Meilon publicly advocating a credit 
against all income taxes, both individual and 
corporate, which are due and payable in the 
first six months of 1927, being the last half of 
the current fiscal year, and Democratic leaders 
insisting on substantial tax reduction, it is ac- 
cepted as a certainty that the tax question will 
be thoroughly discussed at the coming session 
of Congress, and that relief in some form will 
be extended the taxpayers. 

Discussing the proposal for a refund or credit 
announced by the President, Mr. Mellon said: 

If this policy were adopted by the Congress we 
should end the fiscal year having taken from our 
taxpayers only sufficient to carry out the essential 
purposes of the Federal Government. We will not 
nave handicapped the finances of the Government 
for the future by adopting a permanent reduction 
of taxes which in lean years might prove inade- 
quate to our needs. 
taxpayer both protected, we can fairly await fur- 
ther experience under the Revenue Act of 1926. 

With only a few months’ test of the Revenue 
Act of 1926, common sense requires that we do 
not act precipitately. We face the near exhaustion 
of war-time assets and the necessity of putting our 
sole reliance for Government revenue upon a class 
of current taxes which is peculiarly susceptible 
to large variations. Tax reduction applies not to 
one year but to every year after its adoption. Sur- 
plus is a casual happening, occurring in one year 
and not in another. A loss of revenue which could 
be easily sustained in the fiscal year 1927 might 
result in putting the budget in the red in 1929 
and require the imposition of additional taxation. 
Business can easily adjust itself to a lowering of 
expenses through a reduction in taxes, but if a 
decline in prosperity should come business could 
not stand a raise in expenses through more taxes. 

Mr. Mellon does not see any indications of a 
lowering of the present high level of prosperity, 
but feels that ‘‘ before determining that perma- 
nent tax reduction can be had we must have rea- 
sonable assurance of a continued flow from the 
sources from which our revenue is obtained.’’ 

Want Square Deal for Corporations 

The Committee on Tax Codperation, of which 
James A. Emery of the National Association of 
Manufacturers is chairman, met here Wednes- 
day of this week to consider ways and means to 
urge upon Congress in the coming session the 
justice and necessity for an immediate reduction 
inthe corporaticn income tax rate. W. 8. Ben- 
net represents the National Lumber Manufac- 
turers’ Association on this committee. 

Wilson Compton, secretary-manager of the 
National Lumber Manufacturers’ Association, 
ina detailed statement on corporation income 
taxes addressed to the board of directors of 
that organization, points out that lumber cor- 
jorations pay an average of $4,400 annually in 
Federal corporation income taxes, while part- 
tership and individual income taxes average 
$156. Mr. Compton suggests that members of 
the board of directors ask their senators and 
—_—e to give corporations a square 
deal, 


Market Research Accomplishments 


The increasing application of scientifie meth- 
ods to solve the various problems connected with 
modern marketing is revealed in a compilation 
‘titled ‘‘Market Research Agencies,’’ pub- 
ished by the Department of Commerce. The 
publication has the commendation of the Na- 
tonal Distribution Conference and constitutes 
inventory of accomplishments in the field of 
warket research. It shows that more than three 
tundred agencies at different times have made 
ttudies of some phase of marketing. Besides 
‘he many Federal and State bureaus, these in- 
dude chambers of commerce, coéperative mar- 
‘tting associations, newspapers, magazines, uni- 
‘ersities, advertising and other private business 
‘oncerns. Markets for all sorts of commodities 
lave been analyzed, including such widely dif- 
ferent items as automobiles, dairy products, 
Peanuts, electric appliances and canned foods. 


With the Treasury and the 





With so many different agencies at work on the 
problems, it was realized that the opportunities 


for duplication are numerous. To remedy this 
situation the domestic commerce division under- 
took the compilation. It is known as Domestic 
Commerce Series No. 6. Copies may be ob- 
tained at 15 cents each from the Superintendent 
of Documents, Government Printing Office, 
Washington, D. C., or from any of the branch 
offices of the Department of Commerce. 


Revised Satin Moth Quarantine 


The area under quarantine on account of the 
satin moth, an insect injurious to poplars and 
willows, has been enlarged to include for the 
first time territory in Connecticut as well as ad- 
ditional territory in Rhode Island, Massachu- 
setts, New Hampshire and Maine. No additions 
to the area already under quarantine in Wash- 
ington were deemed necessary. The revised 
quarantine, approved by Secretary of Agricul- 
ture Jardine, will become effective Nov. 15. 


Draft of Mechanics’ Lien Act 


The committee of thirteen appointed by Sec- 
retary of Commerce Hoover to draft a mechan. 
ies’ lien act to serve as a basis for more uni- 
form State legislation on this important sub- 
ject has mailed out copies of its first tentative 
draft to several hundred trade associations, la- 
bor organizations and individuals who have ex- 
pressed an interest in the subject. The study 
was undertaken at the request of several na- 
tional otganizations interested in the construc- 
tion industries, and the committee is composed 
of men representing the principal groups whose 
interests are affected by such laws. 

The tentative draft contains few new de- 
partures, practically all of its provisions having 
been found workable in several jurisdictions. 
The aim of the committee has been to produce 
an act which will adequately protect the inter- 
ests of the worker and others concerned in con- 
struction, as well as the interests of the owner 
and those who finance building operations, and 
to distribute as equitably as possible among the 
groups the burden of securing such protection. 

Those receiving the tentative draft are re- 
quested to study it carefully and submit to the 
committee their comments and suggestions. It 
is requested that comments and suggested 
changes be placed in the hands of the commit- 
tee before Jan. 31, 1927. They will then be 
collated and carefully studied by the commit- 
tee with a view to perfecting the act. It is the 
belief of the committee that a wide and thor- 
ough study of the tentative draft will aid in 
producing an act that will be fair and just to 
all and which can be recommended to each 
State legislature for consideration. 


Files Papers Under Export: Trade Act 


The Export Serew Association of the United 
States, New York City, has filed papers under 
the Export Trade Act (Webb-Pomerene law) 
with the Federal Trade Commission, for the 
purpose of exporting wood screws. 

The officers of the association are: H. B. 
Plumb, chairman; Louis C. Parker, vice-chair- 
man; A. Ribadeneyra, treasurer; 8S. Foster Hunt, 
secretary. Members are: American Screw Co., 
Providence, R. I.; American Hardware Corpo- 
ration, New Britain, Conn.; Bridgeport Screw 
Co., Bridgeport, Conn.; Charles Parker Co., Meri- 
den, Conn., and the Eagle Lock Co., Terryville, 
Conn. 

The Export Trade Act grants exemption from 
the antitrust laws to an association entered into 
and solely engaged in export trade, with the pro- 
vision that there be no restraint of trade within 
the United States, or restraint of the export 
trade of any domestic competitor, and with the 
further prohibition of any agreement under- 
standing conspiracy or act which shall enhance 
or depress prices or substantially lessen compe- 
tition within the United States or otherwise 
restrain trade therein. 








MIXED CAR 


Shipments from our 


Minnesota 
Transfer 
Yards 


are not only a convenience, but by 
usually filling orders the same day we 
get them assures prompt arrival. 





“Bridal Veil’? Bungalow Siding 
Big Timbers—Long Fir Joist— 
Fir—Cedar—Spruce —Western 
Pine Lumber and Red Cedar 
Shingles. 





Shipments may also be made from our 
Mills at Granite Falls, Wash. 





A request for prices promptly given. 


H. B. WAITE 


LUMBER CO. 


Minneapolis, - - e 





Minn. 














S H ORT Red Cedar Siding 
Flooring 
ALSO GENERAL YARD STOCK 


Co PACIFIC COAST Co 
Ceiling 
Drop Siding 
Clapboards in Straight Cars 
or with Bungalow Siding 
John D. Collins Lumber Co. 
WHITE BLDG. SEATTLE, WASH. 

















When You Think Lumber 
THINK" HANSEN -NIEDER” 


We buy mill stocks 
HANSEN-NIEDER 
LUMBER Co,,IINC., 


1029 HenryBldg:, SEATTLE 























Lumbermen’s Exchange 
R. P. PRAY R. H. BROWNE 


California PIN E 


White and Sugar 


and North Coast Lumber, Box Shooks, 
Cut Stock, Mouldings 


255 357 Fission" SAN FRANCISCO 























THE LUMBERMAN’S ACTUARY 
Shows at a glance the amount of any number of feet 
between 2 feet and 29,000 feet at any price between 
$6.00 and $75.00 a thousand feet. Seventh edition. A 
book every lumberman can use. Price postpaid, bound 
in leather, $8.50. AMERICAN LUMBERMAN, Publish- 
ers, 431 S, Dearborn St., Chicago, Ill, 
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CI PACIFIC COAST Co 
— White Pine 


alifornia Sugar Pine 


and Arizona Soft Pine 
Best Stock for Factory and Pattern Lumber. 


4sk LOUIS WUICHET, Inc. 
Room 712 Railway Exchange CHICAGO, ILL. 


Tel. Harrison 12% 


2x4 


The next time you want some 
nice DRY bright dimension 
send us your order. We spec- 
ialize in 2x4 No. | and No. 2 
Common, S45, manufactured 
from Upland timber. We can 
quickly handle orders for 
straight cars of 16’and 18’ 
stock. 


Pacific States 


TWasw” Lumber Co. 
REPRESENTATIVES : 














West Coast 


HEMLOCK 








S. B. Marvin, 518 Peoples Gas Bidg., Chicago, Ill. 
K. J. Clarkson, 833 McKnight Bldg , Minneapolis, Minn. 
x 745, Sioux Falls, S. D. 


amesA Harrison, P.O. 
oseph Lean, P.O. Box 744, Omaha, Nebraska 
rank Probst, P.O. Box, 1187, Fargo, No> Dakota 
O. G. Valentine, P. O. Box, 171, Denver, Colorado 


The Polleys 
Lumber Co. 


Pondosa 





Manufacturers of 


—_—-— 


Pine 


Dry Selects 


General Offices and Mills: 
Missoula, Mont. 


Shipments via N. P. 
and Milwaukee Rys. 





BOX SHOP 
AND 
CLEARS 








H. B. Hewes, 
President 


W. T. Virgin, 
Vice-President 

R. H. Downman 

J. W. McWilliams 

C. D. Terwilliger, 


Sec.-Treas. & 
Gen. Manager 


F. E. Walker, 
Asst. Sec. & Treas. 


We invite your inqut- 
ries and orders. 


Clover Valley 
Lumber Co. 








LOYALTON, CAL. 























Sash and door mills in the Minneapolis and St. 


Paul (Minn.) district are getting a considerable 
volume of business in storm goods and millwork. 
The demand for seasonal goods has been noted for 
several weeks. City construction work now has 
reached a point where millwork is required to 
finish the projects. The mills generally, however, 
are operating on light schedules, with little pros- 
pect that there will be an acceleration of opera- 
tions the remainder of the year. Country trade, 
on which many of the mill operators pinned their 
faith, failed to develop because of the unfavorable 
agricultural season in the Northwest. The mill 
operators, however, are confident that the spring 
will bring heavy business. Prices of the products 
of the sash and door mills have not been changed. 


Sash, door and interior finish plants at Duluth, 
Minn., are running full time, with sufficient orders 
on their books to keep them going for some time 
ahead. Prices are being well maintained. 


Kansas City (Mo.) plants report that demand 
continues slow, with country trade showing a 
little falling off. Outside plants are running on 
considerably reduced schedules and the smaller 
local plants also are slowing down. 


The Buffalo (N. Y.) door factories and planing 
mills are finding a somewhat smaller demand for 
material this month, although some large build- 
ing work is being started which offers encourage- 
ment for the near future. Building will probably 
show a tendency to fall off, however, during the 
remainder of the year. 

The Baltimore (Md.) sash and door trade can 
not be regarded as especially active. With the 
speculative building narrowed because of the in- 
creasing number of vacant houses, the demand for 
sash and doors is lessened in one direction, though 
the larger type of construction tends to increase 
inquiry for the special sizes, so that deficiency in 
one direction is at least in part offset by gains 
in another. The situation, however, makes for 
pressure upon the market, and the margins of 
profit are down to narrow limits, 


The sash and door men of Los Angeles (Calif.) 
are especially busy for this season of the year, 
the construction program for this month having 
all indications of setting a new record for Novem- 
ber. Reserves are being depleted, but the mill 
men are placing substantial orders for immediate 
delivery. Prices are advancing in many instances. 


The American Glass Review summarizes the win- 
dow glass situation as follows: 

Demand for window glass, due to the continua- 
tion of- building on a big scale with the approach 
of winter, and also due to the recent price changes, 
was noted throughout the week. Shortly after an- 
nouncement was made by the American Window 
Glass Co. of its increase in B quality, a similar 
announcement was made by the Libbey-Owens Sheet 
Glass Co. Following on the heels of this announce- 
ment came a second announcement from the Ameri- 
can Window Glass Co. relating to a decrease in 
the selling price in New York territory, of fourth 
quality single in all brackets below the first. This 
decrease amounted approximately to 6.2 percent, 
but in the case of first bracket, an increase of ap- 
proximately 11.4 percent was announced. This 
brings American fourth quality single below the 
first bracket into a highly competitive position 
with similar imported glass. 

At the same time, there were reports current re- 
garding a change on the part of some manufactur- 
ers in C quality. 

On the whole, business in window glass was very 
brisk and more optimism was expressed in the of- 
fices of a number of large distributers during the 
week than has been the case for some time. 


Millwork Plants Suffer Fires 


CoLuMBus, OH10, Nov. 8.—The main warehouse 
of the Teachout Sash, Door & Glass Co., located 
at 100 West Spring Street, was destroyed by fire 
early Nov. 6, entailing an estimated loss of $300,- 
000, which is fully covered by insurance. 

The fire is of unknown origin. It was discov- 
ered shortly before 6 a. m. by an employee of an 
adjoining plant, and in a short time the entire 
equipment and personnel of the Columbus fire de- 
partment was battling the flames. The fire was 
under control in four hours, and the adjacent 
buildings of the Teachout plant as well as other 
structures were saved. The fact that the ware- 
house was heavily stored with doors and sash made 
the work of the firemen difficult. 

The Columbus plant is a unit in a chain oper- 
ated by the Teachout organization, the other 
branches being at Cleveland, Detroit, Buffalo and 
Akron. D. W. Teachout is president; J. B. Twigg, 
vice president and manager of the Columbus 
branch ; I. C. Brokaw, secretary, and F. A. Waugh, 
treasurer. Mr. Twigg says that steps will be 
taken at once to rebuild the plant, business mean- 





while will go on without interruption. None 
the 100 employees will be thrown out of employ. 
ment. 


WHITING, IND., Nov. 11.—The plant and war. 
house of the L. Fischer Co., manufacturer of sash, 
doors and millwork, located at Indianapolis Boul. 
vard and New York Avenue, Whiting, were totally 
destroyed by fire early yesterday morning. The 
léss is said to be fully covered by insurance. The 
fire raged for five hours and was prevented fron 
spreading to other premises with the greatest diff. 
culty. While the cause is unknown, it is belieyeg 
that the fire may have been started by crossed elec. 


tric wires. 
(sea e@e@aeaaeaeaean. 


Writes Text Books on Millwork 


ATLANTA, GA., Nov. 8.—C. B. Harman, secretary. 
manager Southern Sash, Door & Millwork Many. 
facturers’ Association, with headquarters in At. 
lanta, has just completed a series of two text 
books concerning the millwork industry that ar 
to be used by the International Correspondence 
Schools in a new millwork course that  thoge 
schools are preparing to inaugurate. The books, 
which have been accepted and highly commenda 
by authorities of the schools, will be published jy 
two parts for use of students in connection with 
their study of millwork. 

When the schools first decided to inaugurate 
such a course some time ago officials of the insti- 
tution asked officers of the National Lumber Manv- 
facturers’ Association to recommend the man best 
qualified to prepare these text books, and Mr, 
Harman was suggested for this work. He pr. 
pared the books, therefore, on contract, having 
been engaged on them for about a year. They are 
rather in the nature of primers for use of bk. 
ginning students, and not by any means intended 
to be a complete and thorough treatise on the mill- 
work industry. Incidentally, they comprise the 
first and only work on this subject ever prepared 
for correspondence school use. 

Sse aaaaaaaaaes 


Millwork Concern Adds Facilities 


MINNEAPOLIS, MINN., Nov. 9.—A $75,000 factory 
will be erected immediately in Minneapolis, and 
more than 100 persons and approximately $150,000 
annually added to the city’s payrolls, as a result 
of negotiations completed by the Carr-Cullen Co, 
sash and door manufacturers, for the purchase of a 
4-story factory huilding in northeast Minneapolis. 
W. A. Cullen, president of the Car-Cullen Co., an- 
nounced that the consideration was $75,000. 

The building has a frontage of 330 feet and 150, 
000 square feet of floor space. Construction work 
will be started this fall for a 3-story addition to 
the structure joined to the rear of the factory. 
It will have 225,000 square feet of floor space. The 
main factory building of the Carr-Cullen Co. is 
the opposite side of the street, with 150,000 square 
feet of factory space. 

The new factory addition and the building pur 
chased will treble the capacity of the sash and door 
company, Mr. Cullen said, and will enable it to 
extend its field of operations to the eastern area. 


Standard Millwork Trade Practices 


Los ANGELES, CALIF., Nov. 6.—Below art 
enumerated five standard trade practices, four of 
which have been formally adopted for the guid: 
ance of members of the Millwork Institute of Call- 
fornia, while No. 5 is to come up before the annual 
convention of the institute to be held at San 
Francisco Noy. 18 and 19, and is certain of adop- 
tion. The first four sections were officially adopted 
by the institute at the convention held at Stock 
ton March 26 and 27, 1926. 

Standard Practice No. 5 has already been formal: 
ly adopted by the San Francisco branch and the 
Los Angeles County branch, both of which als 
have ratified the other four. 

The observance of these practices guarantees t0 
the buyer that his competitor is receiving no wu 
fair advantages, and that the seller is conductilé 
his business in accordance with recognized prit 
ciples of economy and service. 

It is planned that ultimately the standard trade 
practices shall be printed in full on the reverse 
side of all estimate forms, full mill bid forms and 
invoices, but for the present, publicity is to b 
given by the use of a sticker to be attached 
these papers, the five provisions and preambles 
being printed on said sticker. These standard 
trade practices are as follows: 


No. 1—Terms 


On open orders and list estimates S 


(a) 


terms are net cash—no discount, payable on 


10th day of the month following date of invoice, 
(b) On full mill bids or contracts, our term: 
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are 75 percent of all invoices for material delivered 
to the job during the month, due and payable on 
the 10th day of the month following date of in- 
yoice ; this amount payable net cash—no discount, 
and the balance net cash—no discount, on com- 
pletion of the order. 
No. 2—Drayage 

A minimum drayage charge of 3 percent applies 
on all deliveries by truck within a radius of 15 
miles. Minimum charge $1. In estimates the 
drayage charge is included in the price quoted. 
No. 3—Returned Goods 
credit is allowed on items made to 
to detail, except glazed goods, on 


(a) No 
order or run 


which a credit equivalent to the value of glass 
only, is allowed. 
(b) Stock 


items, when returned in as good 


order as delivered, are subject to a credit equiva- 
lent to 90 percent of the invoice price. 

No. 4—Sanding 
All interior finish items are drum sanded 
Molded surfaces 


both 


(a) 
on exposed flat surfaces only. 
and edges are machine run only. 

(b) Doors are drum sanded two sides, 
panels and stiles and rails. 

(ec) No hand cleaning or smoothing of any kind 
unless specifically mentioned in our estimate. 

No. 5—Time Allowance 

To insure economic production and a uniformly 
high standard of workmanship, the following time 
allowance is required: 


Minimum 
Ordinary softwood house jobs..........+. 14 days 
Complex or veneered house jobs.......... 21 days 











Wallboard Hanger Is Time Saver 


A new tool that saves both time and labor in 
the erection of wallboard ceilings is being provided 
as a service to carpenters by the Beaver Products 
Co. (Inec.), of Buffalo, N. Y. The scientific design 
ef this new wallboard hanger is depicted in the 
accompanying illustration. The hanger is made of 
east iron and measures 4% inches from shank to 
shank, the hexagon-shaped pin being 2 inches long. 

The company states that the first course is 
started by driving two or three hangers at equal 
distances into the top plate or ribbon, so that the 
eurved shank is far enough from the joist to allow 
the panel to be easily slid into place. The panel 
is raised so that the edge rests on the curved 
shanks. Then the opposite edge is raised to about 
six inches from the ceiling, and the panel is shoved 








New device that greatly facilitates the erection 
of fiber and plaster wallboard ceilings 


against the pins. Two more hangers are driven 
into the joist that support the outer edge. The 
panel is now held securely in place so that it may 
be nailed easily. After the first course of panels 
isin place, hangers are driven along the edge of 
the panels already applied, and the work repeated 
as in the first course. The hangers are removed 
by twisting. The hexagon pin reams a hole so 
that the hanger is easily pulled out. 

These remarkable little tools are so rigidly con- 
structed that panels of fiber or plaster wallboard 
of the largest size are readily applied, slid into 
place, spaced automatically and supported to per- 
mit quick and easy nailing. They do away with 
“T” props, staging, scaffold-jacks and other similar 
contrivances. Reduction of time and labor from 
using these hangers has been reported to be as much 


a8 one-third. 
‘ag@aaanaaaaes 


Mobility Is Feature of New Shovel 


Bulletin No. 42 is a new 16-page, 11x8%-inch, 
booklet recently issued by the Orton Crane & Shovel 
Co., of Chicago, manufacturer of locomotive cranes, 
flexible tread cranes, gantry cranes, truck cranes, 
crane trucks, power shovels, clamshell, orange peel 
and scraper buckets, illustrating and describing the 
Orton model “V’’ %-yard gasoline shovel. Mobil- 
ity is one of the principal features of the model 
“V,” which travels from three-quarters to one mile 
an hour under its own power. Among the varied 
uses for this new shovel are for small basement 
€xcavating, in sand and gravel pits, for stripping 
In clay pits, for digging ditches for sewer and water 
Pipe, also for digging irrigation ditches. In the 
logging and timber districts of the Northwest the 
Orton “V” also makes itself useful. One of its 
Many duties is to keep the right of way clear, re- 


move logs and brush from the tracks, and pull 
small stumps. A short heavy boom, known as a 
“bunching boom,” is supplied for the model “V” 
for loading large logs on to cars. This is used in- 
stead of a long boom which would hinder the ma- 
chine’s mobility and would lower its lifting capacity. 


(See aeaeaeaaaaaa 


Gasoline Driven Excavator Bulletin 


A new bulletin, known as 61-X, has recently been 
compiled by the Harnischfeger Corporation, of Mil- 
waukee, Wis., covering its new and improved line of 
gasoline driven excavators, the ‘‘All Cast Steel’ 
line. ‘The bulletin contains 56 pages and 96 illus- 
trations, and is one of the most complete books 
on excavating machinery ever issued. All details 
of construction, from the ground up to the boom 
tip, are attractively depicted and ably described. 
The application of P&H excavators to all the vari- 
ous fields, such as highway work, building excavation, 
logging, quarries, brick and clay plants, railroads 
ete., is shown. Draglines, shovels, cranes, clam- 
shell cranes, skimmer scoops, pile drivers, trench 
hoes, trenching machines, backfillers, truck cranes, 
all receive their proper share of attention. The 
complete specification of each machine is also in- 


cluded. The WHarnischfeger Corporation will be 
pleased to send a copy of this new bulletin to 


interested persons. 
PASS SES EEE SE Si 


Dust Collectors and Their Use 

The Cyclone Blow Pipe Co., of Chicago, has re- 
cently issued Bulletin No. 26, containing twenty 
pages of descriptive matter covering its line of 
dust collectors. The illustration on the cover de- 
picts a twin set of dust collectors on boiler house 
roof of modern woodworking plant. The equip- 
ment illustrated and described includes the straight 
body and the improved taper body dust collectors ; 
slow and high speed exhaust fans; direct motor 
driven slow speed exhaust fan; fan drives; blue- 
print of a typical cyclone installation; discharge 
pipe and accessories; main suction and branch 
pipes; trimmings, hoods etc.; automatic furnace 
feeders. 

The following interesting information on dust 
collectors is given on page 2 of the bulletin: ‘The 
purpose of a dust collector or cyclone is to separate 
the accumulated dust or material from the air blast 


and to deposit it into a vault or some suitable 
receptacle provided for that purpose, while the 
air is discharged into the atmosphere. The dust- 
laden air enters the machine through the tan- 
gential inlet on the periphery and rotates very 
rapidly, the dust and material being thrown to 


the walls by centrifugal force. They follow the 
walls to the dust outlet at the bottom, while the 
air, after the separation is made, escapes from 
the top through the air stack. A properly designed 
machine will deposit the accumulated material at 
the bottom with practically no down draft and 
the air will escape at the top with all but the 
very finest dust removed. 

“The collector is usually placed at the end of 
the discharge pipe. Sometimes, however, it is ad- 
visable to place it in the suction pipe, before the 
fan, where it acts like a trap and removes the 
material before the latter goes through the fan. 
This method of installation is sometimes used 
where the dust is very abrasive, such as on emery 
wheels, sand blast machines, tumbling barrels etc. 
In such cases the air stack is connected to the 
fan and the inlet to the main suction. The ma- 
terial is deposited from the bottom through a gate, 
which acts automatically, and which allows the 
dust to escape, but prevents the air from entering. 

“Where the collector is used for separating wood 
waste, or any other combustible material, auto- 
matic furnace feeders may be attached to the bot- 
tom of the machine and the material fed directly 
to the boilers. Where required, a perforated metal 
sereen is furnished, installed in the cone of the 
dust collector, which automatically separates the 
shavings from the sawdust.” 


[J PORTLAND. ORE. CI 
| a 
Sumpter Valley Pine 


quality and texture is remem- 
bered long after the price is 
forgotten. Yourcustomerswill 
be pleased with this soft tex- 
tured Pine lumber, as well as 
our other 


Western 
LumberProducts 


Order a trial car today. 


H. J. Anderson 
Lumber Co. 


Manufacturers and Wholesalers 
301-338 Northwestern Bank Building 
PORTLAND, OREGON 




















Willapa Lumber Co. 
Fir 


Spruce 
Hemlock 


Our Specialty 
Vertical Grain Uppers 


Carefully dried —Well manufactured. 
Mills: - - RAYMOND, WASH. 
General Sales Office: PORTLAND, ORE, 

Chicago Representative 


Western Wood Products Co., Tribune Tower 


Old 
Growth 
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Dovsks § 1 WO Mills 
Fir to Serve You 
Long We can give you the same 
Joist prompt, satisfactory ser- 
vice we are giving other 
Long buyers in the items listed 
Dimension opposite 
Surfaced — SELLING AGENTS — 
Small Griswold-Grier Lumber Company 
Timbers Evergreen Lumber Company 
Plank : 
Rough er The Griswold 
— Lumber Co. 
Mining Gasco Bldg.. 
Timbers PORTLAND, ORE. 











| ° oY 
Sitka Spruce 


Band Mill, equipped with latest type 
‘Kilns and High Speed Planers. 


OUR SPECIALTY IS SHOP 
65 TO 80% EDGE GRAIN 
We Also Manufacture 


FIR AND HEMLOCK | 
LUMBER AND LATH 
Capacity 150,000 Feet 8 Hours. 


| Winchester Bay Lumber Co. 


SALES OFFICE: 








910-11 Porter Bldg., PORTLAND, ORE. 
Mill at Reedsport, Ore., | 


MEMBER WEST COAST LUMBERMEN’S ASSN. 


-- a= — 

















90 


AMERICAN LUMBERMAN 


NOVEMBER 13, 1926 















HARDWOOD FLOORING 
Maple - Oak - Beech 


; wd B Birch 





NICHOLS & COX 
LUMBER COMPANY 
GRAND RAPIDS, MICHIGAN 













Bedna Young Lumber Co. 


JACKSON, TENNESSEE 


Manufacturers of 
QUARTERED AND PLAIN OAK 
GUM, ASH, POPLAR 


WHITE AND RED 
YOUR INQUIRIES APPRECIATED. 


C. B. Richard & Co. 


29 Broadway, NEW YORK 


Ocean Freight 
Brokers 
Special department handling export lumber ship ts 


CI PITTSBURGA Co 








Established 1847 


Foreign Forwarders, 
Customs Brokers. We 
handle all classes of 
cargo, collect invoices 
and discount drafts. 
Commercial Credits 
for exports & imports 





























West Penn Lumber Co. 


Wholesale Lumber 
WHITE PINE YELLOW PINE 
HEMLOCK HARDWOODS 


PITTSBURGH, PA. 




















White Pine 


LONG and SHORT LEAF 
ALSO) Yellow Pine 


WM. SCHUETTE CO. 


Pittsburgh, Pa. New York, N. Y. 


IDAHO 
MINNESOTA 
WESTMONT 

















The Woods 


Every sentence an essa 
on lumber and life, flashing 
with humor or stiring the 
heart with sentiment and 
good common-sense phil- 
osophy. Abeautiful book. 

$1.25 postpaid. 
AMERICAN LUMBERMAN, Publisher 
431 Seath Dearborn Si,, CHICAGO 
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Business Changes 


ARKANSAS. Calion—Stout Lumber Co. sold holdings 
to Nickey Bros, of Memphis, including Calion mill. 

Paris—Richey-Johns Hardware Co. succeeded by Paris 
Hardware (Inc.). 

CALIFORNIA. Elmhurst—Rees-Boorman Mfg. Co. 
changing name to Sequoia Mfg. Co. 

Huntington Park—F. M. Kendall has taken charge of 
the local yard of the Schull Lumber Co. 

Owensmouth—Lumber yards of the G. W. Winnor 
Lumber Co. at Owensmouth and Reseda sold to Van- 
Owen Lumber Co. 

GEORGIA. Rome—Rome Mfg. Co. changing name to 
O’Neill Lumber & Box Mfg. Co. 

ILLINOIS. Kirkwood—Warfield Lumber Co. has pur- 
chased the Kirkwood branch of the Pioneer Lumber 
Co., of Dallas City, Ill., operated as Kirkwood Lumber 
Co., and will operate from its own building. 

Rockwood—Emerson-Brantingham Co. changing 
to Emerson-Brantingham Mfg. Co. 

INDIANA. Bedford—Ruble & Collier have sold lum- 
ber yard and planing mill here to John R. Black Lumber 
Co., which will operate with John R. Black in charge. 

Rushville—Pinnell-Tompkins Lumber Co. reported sold 
by Robert L. Tompkins to a new company which will 
be managed by Frank McIlwaine and Roy Mitchell, who 
have been with the concern for a number of years, 
and Curt Hester, who has been Rushville manager for 
the Capitol Lumber Co., of Indianapolis, for eight years, 


name 


IOWA. What Cheer—Wm. Horras succeeded by 
W. D. Dalby. 
KANSAS. Osawatomie—Enlow Lumber Yard sold to 


Leidigh & Havens Lumber Co., of Kansas City. E. W. 
Meyer will be manager. 

MINNESOTA. Minneapolis—American Cedar Co. sold 
to National Pole & Treating Co. 

New Ulm—Alfred J. Vogel sold lumber yard to J. E. 
Hennessy & Co., of Excelsior. 

Pine Island—Mrs. Bertha Young has sold stock of 
her lumber yard to Young Lumber Co., of Fairmont. 

Winnebago—C. L. Colman Lumber Co. sold to Fred 
Duncanson, 

MISSISSIPPI. McComb—McComb 
ceeded by McComb Box Co. 

Silver Creek—C. E. Fairly Lumber Co. succeeded by 
E. T. Lucky Lumber Co. 

MISSOURI. New Madrid—-New Madrid Hardwood Co. 
sold mill to Langston & Williams of Luxora, Ark, 

NEBRASKA. Wood River—Hoppel Lumber Co. 
chased by Hampton Lumber & Coal Co. 

NEW YORK, Caledonia—Livingston Coal Co. merged 
with retail lumber business of William Henderson and 
name changed to Livingston Lumber & Coal Co. 

Maspeth—F. L. Beavins succeeded by Frank L. Beavins 
Lumber Co. 

OHIO. Bryan—F. L. Foust has purchased a half in- 
terest in the J. O. Jesse Mfg. Co., furniture and radio 
cabinets, ® new concern, 

OREGON. Azalea—R. H. 
sawmill to Bert Hilke. 

Noti—T. D. Huft sold sawmill to M. Johnson. 

Portland—Layton Cooperage Co. succeeded in business 
by L. Layton. 

Port Orford—Charles Richers has sold his sawmill 
to M. T. Wright & Sons. 

TENNESSEE. Lawrenceburg—Parkes & Black suc- 
ceeded by Parkes & Son. 

TEXAS. Muleshoe—Bennet Mfg. Co. and Panhandle 
Lumber Co. purchased by E. R. Hart Lumber Co. and 
stocks will be consolidated in new quarters. 

WASHINGTON. Alderwood Manor—J. N. Baltrusch 
has sold his interest in the Alderwood Manor Lumber 
Co. to A. Dingwell. 

Anacortes—Robert M. Smith, woodworking, 
terest in plant to W. G. Heydenberk. 

Leese—William Zosel, manufacturer of boxes and 
lumber, moving plant to Oroville. 

Shelton—Robert Swan and Donald McKay 
logging business to Maytown. 


Veneer Mill suc- 


pur- 


Maynard has sold his 


sold in- 


moving 


Incorporations 


CALIFORNIA. San Diego—Guaranty Lumber & Mill- 
ing Co., incorporated; capital, $50,000. 

CONNECTICUT. MHartford—Hardware City Lumber 
Co., incorporated; capital, 100 shares, common; will do 
business in New Britain. 

ILLINOIS. Chicago—Joyce-Watkins Co. changing 
capital from $1,500,000 to $600,000 and 15,000 shares of 
no par value. 

INDIANA, Indianapolis—Indiana Box Co., 
capital from $250,000 to $200,000. 

KENTUCKY. Louisville—Riddle-Robineau Mfg. Co., 
incorporated; capital, $250,000. 

MICHIGAN. Muskegon—Moraine Box Co., 
rated; capital, $225,000; to manufacture boxes. 

MISSOURI. St. Louis—J. 8. Garetson Tie 
corporated. 

NEW YORK. Richmond—Summit Coal & Lumber 
Co., incorporated; capital, $100,000; address Fred O. 
erases, 117 Van Cortlandt Ave., W. New Brighton, 

i. & 


reducing 


incorpo- 


Co., in- 


NORTH CAROLINA. Biltmore—The Woodward Co., 
incorporated; capital, $50,000; building materials. 

High Point—Arnold Lumber Co., incorporated; capital, 
$100,000. 

OHIO. Cleveland—Perma-Stain Co., incorporated; 
capital, $100,000; to manufacture and deal in shingles 
and lumber as well as other roofing materials. 


OREGON. Eugene—Coyote Lumber Co., incorporated; 
capital, $10,000. 
Eugene—Twin Oaks 


Lumber Co. increasing capital 
from $10,000 to $30,000. 


$250,000. 

Portland—John O. Golden (Inc.), cabinets, increasing 
capital to $100,000. 

Portland—Mickle Timber & Lumber Co., incorporated; 
capital, $2,500. 

TENNESSEE. Nashville—Harvey-Williams Furniture 
Co., incorporated; capital, $10,000. 

TEXAS. Amarillo—Fakes-Palmer Furniture Co., ip. 
corporated; capital, $50,000; to manufacture furniture, 

WASHINGTON. Olympia—Niemi Bros. Logging Co., 
incorporated; capital, $15,000. 

Port Townsend—Elfbrandt Lumber Co., incorporated; 
capital, $30,000; sawmill. 

WISCONSIN. Kewaunee—Kewaunee Mfg. Co. increas. 
ing capital from $500,000 to $900,000; furniture many. 
facturer. 

Ia Crosse—La Crosse Fixture & Millwork Co., incor. 
porated, 





New Ventures 


ALABAMA. Florence—Stricklin Lumber Co. has jn. 
stalled a new retail yard, steam dry kiln and additional 
planing mill equipment; will specialize in base trim and 
moldings. 

ARKANSAS. 
ber business. 

CALIFORNIA. sJanning—Dill 
yard with W. H. Dill in charge. 


Truman—J. E. Buxton starting in lum. 


Lumber Co. opening 


GEORGIA. Sparta—Trio Lumber Co. recently began 
business here. 
MICHIGAN. Allegan—Allegan Woodworking Corpo- 


ration has begun manufacture of radio and phonograph 
cabinets. 

MISSOURI. Avondale—A. C. Thompson 
opening yard in Avondale; headquarters, 


Lumber Co. 
Kansas City. 


ORBGON. Portland—Perfect Shingle Co. has started 
in business here. 
VIRGINIA. Bastian—Virginia Hardwood Lumber Co, 


has begun furniture manufacture. 

WEST VIRGINIA, Wheeling—Wilson Lumber & Tie 
Co. organized; offices in Central Union Trust Bldg. Takes 
over former lumber division of W. A. Wilson & Sons, 


New Sheds and Yard Improvements 


CALIFORNIA. El Monte—Jones Lumber Co., of 
Huntington Park, will erect lumber shed and office on 
Garvey Ave., El Monte; cost, $3,000. 

Glendale—Bentley Lumber Co. will erect lumber shed 
at 1414 Railroad St.; cost, $3,500. 

COLORADO. Salida—Salida Lumber Co. erecting ad- 
dition to warehouse. 

LOUISIANA. Thibodaux—Lafourche Lumber (Co, 
erecting shed 100x200 ft., with 22-ft. alleys. 

MISSOURI. Werrensburg—Leslie W. Hout will ereet 
store building, 50x55; lumber. 

OBIO. Marietta—Swan Lumber & Supply Co. will 
erect two-story building to replace plant destroyed by 


fire. 
Casualties 


ARKANSAS. Sheridan—J. I. Williams & Sons’ plan- 
ing mill destroyed by fire; loss, $20,000. 

FLORIDA. Blountstown—Neal Lumber & Mfg. Co., 
loss by fire, mill and sheds being destroyed; plant will 
be rebuilt. W. T. Neal, Brewton, Ala., president. 

ILLINOIS. Chicago—Grand Avenue Lumber Co., loss 
by fire, $10,000. 

INDIANA. Whiting—L. Fischer Co., planing mill and 
retail lumber, loss by fire. Plant destroyed. 


MINNESOTA. Nevis—Dower Lumber Co., loss by 
fire, $10,000; yard destroyed. 
MISSISSIPPI. Brookhaven—Edward B. Sauls Lumber 


Co., loss by fire, $40,000; planing mill section and stock 
destroyed. 

NEW YORK. Gloversville—Holden Lumber Co., 1oss 
by fire, $6,000. 

OHIO. Columbus—Teachout Sash, Door & Glass Co., 
loss by fire, $300,000; covered by insurance. 

OREGON. Banks—H. W. Hunt, sawmill, 
fire loss of $8,000; no insurance. 

TENNESSEE. Knoxville—Knoxville 
plant destroyed by fire. 

WASHINGTON. ‘Toledo—Toledo Shingle Co., loss by 
fire, $75,000. Joe Wilkins, of Centralia, owner; no in- 


New Mills and Equipment 


ALABAMA. Cleveland—H. €. Blackwood plans to re 
build the dry kiln at his heading mill recently destroyed 
by fire: loss, $10,000. 

York—Kearns Lumber Co., of Memphis, 
ported plans construction of branch plant 
ture automobile spokes here. 

CALIFORNIA. Kelsey—Hosler Sawmill, recently 
burned, has been rebuilt and is ready for operation. 

FLORIDA. Jacksonville—Warren-Huckins Co., manu- 
facturer of architectural woodwork, has acquired ex- 
tensive additional acreage here and contemplates e2- 
larging plant. 

GEORGIA. Mason—Middle Georgia Lumber Co. is 
constructing 21x52-ft. brick dry kiln and will put ™ 
trimmer and ripsaw. 

Wrightsville—Keel Lumber Co. 
wood mill. 


suffered 


Excelsior Co.'s 


Tenn., re- 
to manufac- 


will install a hard- 





MICHIGAN. Horner—Horner Mill to be rebuilt fol- 
lowing fire. 
MISSOURI. Kansas City—Kansas City Fiber Box 


Co. erecting box board mill. 
NORTH CAROLINA. Elkin—Elkin Furniture Co. re 
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puilding furniture plant destroyed by fire with loss of 
$150,000. 

Greensboro—Cunningham Springless Shade Co. erect- 
jng addition to plant; will install woodworking ma- 
ehinery for manufacture of slats and rollers. 

OREGON. Marshfield—F. L. Boutin plans establish- 
ing sawmill. 

Medford—Tomlin Box Co. rebuilding burned plant. 

TENNESSEE. Nashville—Harvey-Williams Furniture 
Co. building plant to manufacture house furniture. 

TEXAS. Wills Point—Halsell Tie & Lumber Co. 
erecting sawmill, 

VIRGINIA, Salem—Kidd Furniture Co. acquired site 
for erection of $25,000 plant. 

WASHINGTON. Spokane—Home 
doubling capacity of plant. 


Sash & Mfg. Co. 


HYMENEAL 


MORSCHES-REED. Paul Morsches, at Heb- 
ron, Ind., representing the Peabody Lumber 
Co. in that section, and Miss Lydia Reed, of 
Muncie, Ind., were married recently at the home 
of the bride’s parents. After their wedding trip, 
they will make their home at Hebron. 





HEATH-BLAZIER. Charles Heath, eldest son 
of Earl Heath of the Heath Lumber Co., Mar- 
inette, Wis., was married in Waukegan, IIl., on 
Nov. 3, to Miss Georgeva Blazier, of Marinette, 
Wis. The young people have returned to Marin- 
ette to make their home. 


Short Lengths Make Trussless Roof 


EUGENE, OrE., Nov. 6.—Nearly $9,000 out of 
a total bid of $19,000 was saved by the Asso- 
ciated Students of the University of Oregon 
in building the roof for the new basketball pa- 














This close-up view of the roof in process of 
construction shows how the short lengths are 
fitted together 


vilion here, when the architects permitted la- 
mella trussless construction of local Douglas 
fir lumber to be specified in competition with 
fabricated steel. The bid for a fabricated steel 
roof was $19,000; that for the lamella trussless 


—— 


roof, in place without the sheathing, was $6,100. 
The suggestion to use lamella came from A. C, 
Dixon, manager of the Booth-Kelly Lumber Co., 
at Eugene, formerly a regent of the university. 
This company supplied the lumber, all 2x12-inch, 
10-foot, No. 1 common Douglas fir for the roof, 
finding in the contract an agreeable outlet for 
short lengths. 

This new gymnasium, which was finished Nov. 
1, is the largest of its kind in Oregon. It is 
planned to seat 12,000 people. The center span 
of the basketball pavilion is 107 feet wide, and 
the length of this part of the building is 162 
feet, making the span of wooden lamella truss- 
less roof one of the largest in the United States. 

The first roof of this type in Oregon was 
built early in the year by the Booth-Kelly Lum. 
ber Co. for a store at Springfield. This is a 
50-foot span and was built, Mr. Dixon states, 
so that his company could learn just how the 
idea worked out. Because this experiment was 
highly satisfactory, the lamella was recom- 
mended to the associated students. 

Lamella is an European idea adapted in the 
United States during the last two years. It 
is a patented system consisting of a circular 
arch formed by a continuous network of short- 
length wooded ribs called lamellas, connected 
in such a way as to carry securely and trans- 
fer to the supports all arising internal stresses 
and moments. Architects state that there should 
be a wide use for this type of building where 
posts are not desirable, such as in warehouses, 
pavilions, gymnasiums, garages, stock barns, or 
special store buildings where open head-room 
is needed. 

Lawrence & Holford, Portland architects, de- 
signed this gymnasium, and the Trussless Arch 
Roof Co., Los Angeles, Calif., built the roof. 








University of Oregon basketball pavilion with 
lengths 


lamella trussless roof construction, using short 
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Rust-Owen Lumber Co. 


DRUMMOND, WIS. 





Manufacturers of Wisconsin 


WHITE PINE 
Hemlock and 
Hardwoods 


White Pine Pattern, Flask and 
Shop Lumber our specialty 











Drewed “EXTRA STANDARD” 








Hemlock—Complete Stock 


4/4 Birch No. 1 C. &B... 350,000’ 4/4 Basswood No. 2 Com... .8,000" 
4/4 Birch No.2 Com ... 175,000’ 4/4 Soft Elm No.2 C.& B. 100.000" 
4/4 Maple Sel.& FAS... 15,000’ 8/4 Soft Elm No.2 C.&B ..30.000° 
4/4 Maple No. 3 Com......150,000’ 8/4 No 2Com Hard Maple. 15,000" 
13/16x2%” Fac. Ma.Floor .40,000" 
Hemlock Lath 4’ and 32” 


Write for description and prices. 


Hales’Timber Go., Inc. 
FIFIELD, WISCONSIN 








JACKSON & TINDLE, Inc. 


MANUFACTURERS 
Mills at Pellston and Munisjng, Mich., and Jacksonboro, Ont. 


Maple, Elm, Birch, Beech 
Bassw » Hemlock,Pine 
Spruce. Cedar Shingles 


Main Office, BUFFALO, N. Y. 


Sales Office: 605 Murray Bidg., Grand Rapids, Mich. 
Kindly address all inquiries care Dept. 7 
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Remember 


Mershon, Eddy, Parker Company 


Specialize in Mixed Cars of WHITE PINE and 
BASSWOOD Lumber, Siding, Ceiling, Flooring, 
Sash, Doors, Blinds, Window Frames, Mouldings 
and Box Shooks from SAGINAW. 


Western White Pine and Idaho White 
Pine for direct shipment from Idaho. 
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VON PLATEN -FOX COMPANY 


Iron Mountain, Michigan 


Manufacturers of 17 different species 


of Northern Hardwoods 
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Our Specialty is 
Screen Mouldings 


8139 — 8140 — 8076 
%x% Half Round, Etc. 


Send Us Your Inquiries. 
The TRAILER-TRUCK Co. 


NASHOTAH, WISCONSIN 
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_ A. Leschen & Sons Rope Co. 








One Price 
insurance 


You can insure your lum- 
ber properties in this lum- 
bermen’s reciprocal and be 
protected by contract against 
extra assessments for exces- 
sive losses. 

Write or wire for our rate 
and authorization on your 
plants. 


Reciprocal 
Non-Assessable 


Lumber Unperwriters 


A. B. Banks & Co., Mgrs. 





ARKANSAS 








Dependable Wire 


The one red-strand in Hercules 
Wire Rope is our guarantee that 
it isa product of the highest qual- 
ity. That it is a dependable and 
economical logging rope has been 
proven by its years of service in 
that field. 













Established 1857 


ST. LOUIS 
New York Chicago Denver 
San Francisco 








News Notes from Am 


TACOMA, WASH. 


Novy. 6.-—A report by the lumbermen’s club com- 
mittee which is working to bring mill supply house 
branches to Tacoma was made at the regular meet- 
ing of the club last Wednesday by 8S. J. Maxwell. 
The committee reported good progress in its work, 
and it is hoped to have some definite announce- 
ment before the close of the year. Most of the 
meeting was devoted to market discussion. The 
consensus of opinion was that there has been 
little or no change in the last two weeks, and 
that the outlook for the rest of the year is uncer- 
tain. No formal business was transacted, and the 
meeting adjourned early. Thorpe Babcock and Neil 
Cooney were guests and discussed the situation on 
Grays Harbor. 

Cargo shipments by the Tacoma mills during the 
current week: From the Shaffer, Baker and Mil- 
waukee docks and Vortacoma piers, 5,425,000 feet ; 
Wheeler, Osgood Co., 900,000 feet ; Tidewater Mill 
Co., 220,000 feet; Defiance Lumber Co., 2,000,000 
feet; Dickman Lumber Co., 700,000 feet; St. Paul 
& Tacoma Lumber Co., 3,400,000 feet; Puget 
Sound Lumber Co., 600,000 feet, and Mountain 
Lumber Co., 100,000 feet—a total of 13,345,000 
feet. Destinations: Atlantic coast, 5,150,000 feet ; 
California, 3,220,000 feet; Japan and China, 3,- 
950,000 feet; Europe, 175,000 feet, and South 
America, West coast, 850,000 feet. Other than 
lumber: Europe took 31,000 doors and South 
America, west coast, took 650 tons box shook. 

Donald H. Doud, who left the Defiance Mill Co. 
last summer to join the sales department of W. R. 
Chamberlain & Co. at San Francisco, has returned 
to Puget Sound and will again be with the Defiance 
company as assistant sales manager. 

A novel advertising plan has been adopted by the 
Wheeler, Osgood Co. in its national campaign to 
attract public attention to the Laminex doors man- 
ufactured at the Tacoma plant. The scheme is 
the filming of an “industrial comedy,” the plot of 
which turns on the failure of poorly constructed 
doors to function properly. The comedy is cleverly 
written and has been acted out by an excellent 
east of skilled motion picture actors, and the final 
scenes give an opportunity to show the modern 
methods in use at the company’s big factory in 
Tacoma. ‘The piece is entitled ‘“‘The Door to Suc- 
cess” and will be shown throughout the country 
at lumber conventions, real estate and building 
organizations and at many theaters. 

The St. Paul & Tacoma Lumber Co. has pur- 
chased 20,000,000 feet of Government timber on the 
Nooksack River. 

A new method of removing stumps from logged- 
off land is being demonstrated in the Tacoma dis- 
trict by R. N. Miller, of the Department of Agri- 
culture. The removal of the giant stumps is one 
of the principal handicaps to the clearing of logged- 
off areas for agricultural purposes, and the new 
system is expected to add to the value of such 
lands. A small gasoline engine operating a forced 
draft is the principle used. 

The Northwestern Woodenware Co. has purchased 
half an acre of land adjoining its Dock Street plant. 
Expansion of the factory is indicated, though no 
official announcement has been made. The North- 
western company is owned by the Menasha Wooden- 
ware Co., of Menasha, Wis. 

The new cedar mill of the Reed Mill Co.’s plant 
at Shelton is now completed, and will start oper- 
ations as soon as machinery adjustments are fin- 
ished. The plant is a combination sawmill for 
cedar bolts and round logs called for by the Jap- 
anese trade, with a shingle mill to work up mate- 
rial not suitable for shipping. 

Trial of the suit brought by the North Bend 
Lumber Co. against the city of Seattle, which in- 
volves more than $400,000, will begin in the supe- 
rior court of Tacoma Jan. 4. The date for the 
trial was set this week. The case involves the loss 
of the lumber company’s plant when the city’s 
Cedar River water project flooded the property 
several years ago. 

One thousand members of the Wheeler, Osgood 
local of the Loyal Legion of Loggers & Lumbermen 
will attend a Thanksgiving entertainment the night 
of Nov. 14, at which turkeys donated by the com- 
pany will be distributed. 

The Northwest Chair Co., of Tacoma, has been 
accused of unfair competition in a complaint made 
to the Federal Trade Commission, in which it is 
alleged that the company sold furniture as mahog- 
any and walnut when neither of these woods was 
used. ‘ 

Reforestation of Northwest areas can be carried 
out easily, according to H. G. Rowland, Tacoma 
attorney, who has just completed an investigation 


of the reforestation work carried on by the New 
Ingland and middle Atlantic States. 


SAN FRANCISCO, CALIF. 


Nov. 8.—Building permits have shown a decided 
increase over the average for the year. Absence 
of violence in the local carpenters’ strike, curbed 
by stringent action of the police, has opened a new 
building season. The fall and winter season in 
San Francisco this year bids well to set a record 
for home construction. Retail lumbermen note the 
rapidity with which all-wood houses are gaining 
over the stucco type. The Colonial design is com- 
ing into style in many of the new subdivisions. 

Inspector William Wink, of the California White 
& Sugar Pine Manufacturers’ Association, has left 
for the mills of the Madera Sugar Pine Co., Madera, 
where he will join a group of foresters in a mill 
scale study of sugar pine. The group is to deter. 
mine the percentage of grades produced from a 
log. This will necessitate following a series of logs 
through the different operations until all of the 
wood is ready for the market or the dry kilns. 

The Finkbine-Guild Lumber Co., of Gulfport, 
Miss., will place its California port, named Rock- 
wood, in operation this month. The first cargo 
of redwood cants will be ready to load aboard a 
Finkbine steel freighter within a few days. They 
will be brought to the company’s assembling station 
in Marin County, San Francisco Bay. The vessels 
will be loaded at Rockport over the new 1,820-foot 
aerial loading cable which stretches from a huge 
tower on the mainland to a smaller one on an 
island just off the cove. 

Matt Harris, of the Van Arsdale-Harris Lumber 
Co., this city, was last year’s president of the 
San Francisco Rotary Club, and as such gained a 
reputation for ready wit and quick, mirth provok- 
ing rejoinders. Once a month the San Francisco 
Rotarians have a birthday meeting, and at this 
week’s meeting, when all the November boys had 
to tell where and when they were born, Matt an- 
nounced that fifty years ago he was born “south of 
the slot” and that he was proud of it. “South of 
the slot’? means south of Market Street, which is 
now an industrial section of the city, but to a San 
Franciscan to be born “south of the slot” means 
a native son to the nth degree—the real super- 
native son. Matt was then asked to give his Rotary 
classification. He said: “I was once in the lum- 
ber business but you can’t speak in the present 
tense of that which does not exist.” 


SPOKANE, WASH. 


Nov. 6.—There has been some softening of west- 
ern pine prices, but no change in official quotations 
during the present week. The broken condition of 
stocks is undoubtedly responsible for the compara- 
tive strength of quotations in view of the slack 
in demand. No. 4 Idaho common boards are said 
to be entirely gone, with but few No. 4 Pondosa 
boards still in the yards. In No. 3 common, the 
stock is below normal for this time of year, and 
the supply is not expected to last until new stock 
is dry in the spring. No. 2 common stocks are 
above normal but moving freely. 

Extensive logging operations are to be carried 
out in the St. Maries district this winter. The 
Edward Rutledge Timber Co. is putting in two 
camps on Marble Creek, each of which will employ 
200 men. The Couer d’Alene Lumber Co. is to 
have a camp on Beaver Creek with a crew of 150 
men, and a second camp is to be established on 
Flat Creek with 60 men. The Blackwell Lumber 
Co. has several camps near Santa. The Cook 
Cedar Co. is to get out cedar poles on Huggus and 
Renfrow creeks, and the Brackett and Hogus camp 
at St. Joe plans a cut of 15,000 poles. There are 
a number of other small camps employing 60 to 
70 men which will largely increase the number 
of logs from this district. 

The Federal Match Co., which cut about two 
million feet in 1926 near Weippe, Idaho, will treble 
that amount for this year, according to E. D. 
Potvine, of Weippe. A tract of forty acres adjoin- 
ing the mill is being cleared of stumps and brush, 
and will be used as a piling yard. An extensive 
water system for general and fire purposes, with 4 
90-foot standpipe, will be installed. 

The Milwaukee mill, St. Maries, Idaho, has shut 
down for the winter. 

John R. Wotring, president Worland Lumber 
Co., Worland, Mont., was in Spokane early this 
week. He says that the mill machinery has been 
sold to the Washington Machinery Co. and the 
stock to the J. Neils Lumber Co., and that he will 
be able to leave by the end of the month for Seattle, 
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where he will remain till after the first of the 
year. The planing mill burned early in September, 
and it was not deemed advisable to rebuild. 

B. H. Hornby, president Pend Oreille Timber 
Protective Association, was in Spokane yesterday 
and today. 

Seth Richards, Boy Scout executive, told Spo- 
kane lumbermen at the Spokane Hoo-Hoo Club yes- 
torday noon something of the history of the Boy 
Scout movement and its wonderful effects in incul- 
cating practical citizenship. Paul R. Gleeten had 
charge of the program and introduced the speaker. 

Cc. H. Hershey, president and treasurer Stone & 
Hershey Lumber Co., Newark, N. J., has been a 
Spokane visitor this week. 

Fred Reed, Reed Lumber Co., Orient, Wash., 
piloted a party of ten hunters, five of them Spo- 
kane men, on a recent hunting trip west of Orient. 
The net results for five days were eight deer, the 
largest of which weighed 275 pounds. 

T. J. Humbird, president Weyerhaeuser Sales Co., 
left today for a trip of several weeks to the eastern 
offices of the company, during which he will also 
visit his old home at Cumberland, Md. 

L. S. Case, manager Weyerhaeuser Sales Co., and 
Mrs. Case and their daughter, Mrs. Sumner Per- 
kins, Colfax, who have been in the East for the last 
month, are expected home tomorrow. 


LOS ANGELES, CALIF. 


Nov. 6.—Retail price advances in this and sur- 
rounding cities during the week amounted to $3 
to $5, according to E. D. Tennant, secretary Los 
Angeles Retail Lumbermen’s Association. The $3 
was on common, and the $5 on finish. ‘Although 
this is considered quite an advance, it is not as 
much as the lumber dealers are entitled to,” said 
Mr. Tennant. “For many months lumber prices 
have been too low, cutting down the profits of 
both the wholesalers, retailers and the mills. An- 
other advance of several dollars will have to be 
made before the trade shows anything like a rea- 
sonable profit for the participants.”’” Mr. Tennant 
was not sure these advances would hold, this de- 
pending, he said, “on the contemplated onslaught 
of the contractors.” At the beginning of the 
month, Mr. Tennant said, the outlook was very 
good for the industry, especially for this month, 
but added that construction would taper off around 
the holidays. He said building would not really 
begin to flourish until after March 1, when tax 
valuations are made. ‘‘However,”’ he asserted, “‘we 
can really look forward to great activity after 
March 1 here in southern California.” 


EVERETT, WASH. 


Nov. 6.—-Log supplies are practically on a hand- 
to-mouth basis, so far as fir is concerned, with the 
market very firm at $13, $19 and $25. The advance 
of a dollar, which it was thought might be effective 
Nov. 1, has not been made. The log-buying mills 
are in an embarrassing situation, with lumber at 
bedrock and logs firming up; and the contemplated 
advance might easily have the effect of forcing a 
shutdown of lumber mills in numerous instances. 
Cedar logs, both for lumber and shingles, are plen- 
tiful, with the market on shingle cedar very easy. 

Lumber carriers in port during the week in- 
cluded : Heiyeit Maru, for Nagoya, loading 1,650,000 
feet to complete cargo of 5,000,000 feet; Felix 
Taussig, 2,000,000 feet for the east coast ; William 
Perkins, cargo for east coast; Griffdu, 200,000 feet 
for San Pedro, Calif.; Santa Inez, 280 piles for 
San Pedro; Barbara C., loading 500,000 feet to 
complete cargo ; Taian Maru, loading 1,500,000 feet, 
to complete cargo in Tacoma. During October the 
port of Everett was visited by sixty-seven vessels 
representing an aggregate of 182,012 tons. Of that 
humber, thirty were in the intercoastal trade, 
twenty-three in the coastwise trade and fourteen 
in foreign trade. 

A. C. Edwards, committee chairman of the United 
States Cedar Industry Tariff Committee, was an 
ardent supporter of United States Senator Wesley 
L. Jones during the campaign just closed, and is 
gratified at Senator Jones reélection. As to the 
effect on the shingle industry, Mr. Edwards points 
out that Senator Jones influenced President Coolidge 
to have the tariff commission investigate the cedar 
industry, the result of which investigation will be 
reported to the President by Nov. 15, in time for 
the short session. Mr. Edwards believes Senator 
Jones and associates will be able to secure a cedar 
tariff. 

Thomas C. Fields, well known resident of Everett, 
has become manager of the Pacific Northwest Red 
Cedar Lumber Agency, which has opened offices 
at 5507 White-Henry-Stuart Building, Seattle. The 


agency, which has been formed to supply and give 
service to western wholesalers, will sell red cedar 
lumber and shingles for the Whatcom Falls Mill 
Co., Bellingham; William Hulbert Mill Co., Ever- 
ett; E. C. Miller Cedar Lumber Co., Aberdeen; 
Clough Hartley Co., Everett. 


BELLINGHAM, WASH. 


Nov. 6.—Bellingham’s cargo lumber shipments 
in October were heavier than ih any previous month 
this year. Twenty-two cargoes, totaling 19,278,- 
000 feet, were shipped by the Bloedel Donovan 
Lumber Mills, Puget Sound Sawmills & Shingle 
Co. and Morrison Mill Co. The destinations were: 
Atlantic coast, 7,300,000 feet ; California, 6,750,000 
feet; Hawaii, 1,450,000 feet : Australia, 1,250,000 
feet ; South America, 500,000 feet ; Egypt, 350,000 
feet; Japan, 500,000 feet; China, 678,000 feet; 
Gulf of Mexico, 500,000 feet. This week the 
Bloedel Donovan Lumber Mills shipped 1,500,000 
feet to the Atlantic coast, and 700,000 feet to 
Hawaii. It is loading 1,500,000 feet for California. 
The Puget Sound Sawmills & Shingle Co. is loading 
1,000,000 feet for California. 

Reporting that business in all lines in the East 
is good, J. H. Bloedel, president of the Bloedel 
Donovan Lumber Mills, was in Bellingham this 
week. J. J. Donovan, Mr. Bloedell’s partner, will 
return from an extended trip East on Nov. 12. 

E. J. Cleary, log buyer for the Whatcom Falls 
Mill Co., was reélected State senator this week, 
and Charles F. Nolte, president Commercial Shin- 
gle Co., was reélected State representative. 

Bellingham’s municipal dock, where many box 
shook shipments are -made by the Morrison Mill 
Co., earned net profits of $1,755.31 in October, one 
of the best months in its history. The dock is 
owned by the port commission, of which President 
Harold W. Hunter, of the Campbell River Lumber 
Co., is a member. 


SEATTLE, WASH. 


Nov. 6.—Thomas D. Stimson, treasurer Stimson 
Mill Co. and president C, D. Stimson Co., has been 
elected by the National Aeronautic Association as 
governor for Washington State. The national sec- 
retary is Valentine Gephart, of Seattle. Mr. Stim- 
son is owner of an airplane and hangar on Lake 
Washington. The association supervises the li- 
censing of civilian flyers, arranging of aviation 
meets and certifying of world records. Mr. Stim- 
son belongs to a family of lumbermen. 

Yale D. Hills, formerly manager Portland branch 
Timken Roller-Bearing Service, has become man- 
ager of the Seattle branch. He has lately been 
connected with the main office at Canton, Ohio. 
He succeeds to the position held by R. H. Cross, 
who remains in this city as assistant to G. C. 
MeMullen, district manager of sales. 

V. S. Hodges, of Sullivan & Co., has returned 
from the Atlantic seaboard, where he made a per- 
sonal investigation of matters affecting intercoastal 
shipments of lumber. 

Neal Haig, who recently returned from Australia, 
where he went as the representative of W. L. 
Comyn & Co., has severed his connection with that 
firm, and joined the staff of the Douglas Fir Ex- 
ploitation & Export Co. 

H. I. Zimet has been detailed to Japan as the 
permanent representative of the Douglas Fir Ex- 
ploitation & Export Co. He will leave for the 
Orient in a short time. 

John P. Wilkes, wholesaler, Grand Rapids, Mich., 
is in Seattle today on his annual visit to the West 
Coast. On his westward trip, he stopped at Spirit 
Lake, Minn., Libby, Mont., and Spokane. He will 
go from here to Portland, and then on to Vernonia 
and Bend, finally returning home by way of Kansas 
City. 

G. E. Karlen, vice president Schwager-Karlen 
Lumber Co., left last night for a tour of eastern 
cities, including New York, Philadelphia and Pitts- 
burgh. He will be absent about six weeks. 

Ralph M. Roeberg, vice president W. L. Comyn & 
Co. (Ine.), will sail in a few days for the Orient. 
Iie will spend considerable time in Japan. 

Hale Hetherington has returned from an ex- 
tended absence during which he visited his old home 
at Atchison, Kan. An outstanding sight that im- 
pressed him was that of almost numberless 
new roofs, but scarcely a cedar shingle anywhere. 
“In the construction of the last three years,”’ he 
says, “it seems that not one roof in ten is covered 
with red cedar. Most of the roofs, even in the 
country towns, are made of substitute material, 
and poor stuff at that. A retailer remarked to me 
that he hated to sell it, but added that the call 
was for that type of roof covering, and that he 
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Sales Agent for the Following Mills: — 
THE HEBARD CYPRESS COMPANY, 
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Help Builders 
Save Money 


You can do it when you handle 
Goldsboro N. C. Pine lumber be- 
cause its soft, easy working qualities 
reduce carpenter time and labor. 


Dealers also save money because 
Goldsboro N. C. Pine is naturally 
suited to all building purposes. You 
can therefore obtain all items you 
need from one source. 


Why not try a car or two now? 


Johnson & Wimsatt 


WASHINGTON, D. C. 
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Service 
You Want 


is the kind our facilities 
enable us to render at 
all times. Our mills 


have a daily capacity of 
300,000 feet of 


BAND SAWN AND KILN DRIED 


N.C. PINE 


ROUGH or DRESSED LUMBER 


You'll find our prices 
ZS right and our quality 
p+ 


unexcelled in 
cs Partition, Ceiling, 
Se Moulding, Trim, 


* Lath, Dimension. 


Inquiries and orders solicited 
for rail or water shipment. 


Surry Lumber Company 


Manufacturers Incorporated 1885 


‘Trust Bailing” Baltimore, Maryland 





| 








This 


” 


simply had to supply it. incident 


shows the power of advertising. 


ABERDEEN-HOQUIAM, WASH. 


Nov. 6.- 


merely 


-Seventy-two ships cleared from Grays 
Harbor during October. Of these, nine loaded for 
the Orient, eight for the Atlantic seaboard, four 
for Australia, one for Cuba, one for Honolulu, one 
for Mexico, and forty-five for California ports. 
There are fourteen vessels loading on the Harbor 
today: For South America, one, at Anderson & 
Middleton Lumber Co. For the Orient, two, at 
Grays Harbor Port Dock. For the east coast, one 
at Grays Harbor Commercial Co., Cosmopolis, and 
one at Schafer Bros. Mill No. 4. For California, 
one at Donovan Lumber Co., one at E. K. Wood 
Lumber Co., two at Grays Harbor Lumber Co., one 
at Schafer Bros. Lumber Co. Mill No. 4; two at A. 
J. West Lumber Co., one at Anderson & Middleton, 
and one at the American Mill. 

R. W. Robinson, who for many years was sales 
manager of the Parker Bell Lumber Co., Everett, 
is now in charge of the sales of the Irving-Daugh- 
erty Grays Harbor Co., and is residing at Aberdeen. 

C. Stuart Polson will have charge of the cedar 
mill recently acquired by the Eureka Lumber & 
Shingle Co. from the Grays Harbor Commercial Co., 
of Cosmopolis. 

Edgar Pack, formerly with the Portland office of 
the Hammond Lumber Co., moved this week to 
Aberdeen and will represent the Hammond Lumber 
Co. on Grays Harbor. 

A. J. Morley, of the Saginaw Timber Co., returned 
today from an extended eastern trip. While East, 
Mr. Morley visited his former home in Saginaw, 
Mich. 

Clyde Martin, chief forestry engineer of the 
Madras (India) Government, and a former resi- 
dent of Grays Harbor, is a visitor here. In a talk 
before the Aberdeen Rotary Club this week, Mr. 
Martin described forestry activities in Madras. 


VANCOUVER, B. C. 


Nov. 6.—Logging camps have not closed down 
for the Thanksgiving holiday, choosing to continue 
operations in the extremely fine weather still pre- 
vailing on the Coast, and thus adding to the 
surplus of logs being got together in advance of 
the shutdown usual at the end of the year. With 
production closely curtailed, the surplus is not so 
heavy as usual at this season and, owing to other 
conditions, the annual winter shutdown is likely 
to take place earlier this year. 

The first week of the enforcement of the new 40 
cent minimum wage in the lumber industry, under 
the minimum wage act, has produced no more than 
a crop of rumors. Mill owners and operators are 
tight-lipped over any plans they may have, or any 
action they intend to take. 

Study of the export figures for the first nine 
months of 1926, just issued by the Pacific Lumber 
Inspection Bureau, shows that British Columbia’s 
off-shore trade has been very substantial, very con- 
siderably exceeding the same period for the last 
two years. On the whole, the trade is finding en- 
couragement in the steady growth of export total, 
though the variation in demands.from various parts 
of the world are somewhat puzzling. 

Speaking before the Vancouver section of the 
American Institute of Electrical Engineers this 
week, C. W. Fick, of Portland, Ore., in discussing 
the advantages of electrical power for pulp and 
paper production said: “Pulpwood supply of the 
United States, particularly in the eastern and 
central regions, is thinning out and it will not be 
long before we have to depend entirely on Canada 
for our pulp.” 

Interviewed on his annual visit of inspection to 
the Coast, Capt. J. S. Scott, director of the Royal 
Canadian Air Force, urged that British Columbia 
take advantage of the services offered for inspec- 
tion and control to prevent loss by fire in the forests 
of this Province. He outlined what had been done 
in eastern Canada, where 80,000,000 acres had 
been patrolled and 275 fires extinguished last sea- 


= PORTLAND, ORE. 


Nov. 6.—Marked strength developed in the Co- 
lumbia River district log market during the week, 
and advanced prices may be expected before winter. 
As a matter of fact, yellow fir in some instances 
brought a premium of 50 cents over the ruling quo- 
tations, $12, $17 and $22. Red fir was strong at 
$15 to $16. Spruce is steady at $12, $19 and $25, 
and hemlock and cedar prices are firm because of 
shortage of logs. Camps in this district are now 
operating about 78 pereent of normal capacity, with 
mill operations at 90 percent. There is no surplus 
of logs of any kind in the river, which means with 
consumption relatively heavier than production, 
there is some probability of an actual log shortage. 
For the present, weather conditions are ideal for 
logging. 

The demand for fir for rail destinations is a little 
light, but export business is active. During Octo- 


ber, lumber shipments by water from the Columbia 
River district points were 17,479,559 feet larger 
than during the corresponding month of 1925. The 
following table shows Columbia River shipments 
during the two months: 


October, October, 
From Astoria— 1926, feet 1925, feet 
CEN, ice new mie ween s 25,402,177 21,843,434 
POPTOiIsR POPES 2... ee cccces 23,421,760 20,901,194 
Atlantic seaboard ........ 11,016,000 4,847,000 
From Portland— 
SE wiceeererineaas 19,675,000 11,642,500 
Pee BOT cccccrivens 22°556,231 25, 53: 5.236 
Atlantic seaboard ........ 11,755,668 11,577,913 





113,826,836 
whole have 


96, 347,271 277 
Lumber prices as a remained sta- 
tionary. 

It was stated here today that the large mill that 
the Weyerhaeuser Timber Co. is to build at Long 
view, Wash., will not be a factor in the lumber 
trade until the middle of 1928, because it can not 
be completed before that time. 

The Multnomah Hotel had the distinction of en- 
tertaining Queen Marie on her visit to the West 
Coast. But the hotel is used to entertaining lumber 
and timber “barons,’”’ so foreign royalty made only 
a slight flurry. 


PHILADELPHIA, PA. 


Nov. 8.—Through the efforts of its Chamber of 
Commerce, Camden is receiving a number of lumber 
shipments from the Pacific coast by the way of 


the Panama Canal. On Nov. 2, nearly a million 
feet was unloaded. Over 500,000 feet was dis- 


charged by the steamship Myrtle, of the Inter-Ocean 
Steamship Co. The lumber will be distributed to 
various yards in South Jersey. This is the fourth 
call that the Myrtle has made at the Camden docks, 
The cargo came from Portland, Ore. The next 
day, another million feet was unloaded at the 
Camden Pier, from the steamship West Katan, of 
the California Eastern Steamship Co. 

Howard F. Wilkins, who has been with the 
Woodbury Mill & Lumber Co. for a number of 
years, has been named general manager of the Pan 
American Products Co., beverage manufacturers, 

The new office and warehouse of the John D, 
Bogar Co. is now in use at Steelton. The new 
plant is constructed of brick, with special atten- 
tion given to light and ventilation. The offices are 
in the front, with the large two-story warehouse in 
the rear. 

W. J. Clapp, for many years representative of 
William Danzer & Co., of Hagerstown, Md., who re- 
cently retired from that company, has entered the 
wholesale lumber business under his own name. 


NEW YORK, N. Y. 


Nov. 8.—The market seems to have settled the 
last week, all prices having braced, and no indi- 
eations anywhere of weakness in present lists, 
which are, at best, none too satisfactory. Dis 
tributers of western pine say their prices have hit 
rock bottom, and from mill reports all are inelined 
to feel that improvement will be forthcoming imme- 
diately. The week opened with the weather clear 
and warm, apparently a signal for all salesmen 
to get on the job. 

New York has heard a great deal recently of 
the growing competition between West Coast fir and 
eastern lumber, notably hemlock, spruce and north- 
ern pine. From up-State towns, principally Albany, 
news comes that sales of West Coast lumber are 
assuming large proportions, with vastly increased 
sales and a great abundance of lumber. When one 
considers that it is only this year that distributers 
of West Coast products began to enter the up-State 


territory in real earnest, it would seem Pacific 
coast products have made the most of another 
fertile field. 

Five groups, representing fifty yards of the 


Long Island Dealers’ Association, which have beet 
studying credits for the last year, held a composite 
meeting last week at the Elks Club in Freeport. 
The purpose was to present to all members sub- 
jeets of importance relating to the credit angle of 
the lumber business. In addition to practical talks, 
with general discussion, there was an address by 
an attorney on “Accounts From a Legal Stand- 
point.” 

The Long Island Salesmen’s Association, with 
President Ray Guinn as chairman, held its Octo 
ber meeting at the Elks Club in Glen Cove, Long 
Island. The members will hold a joint meeting 
with the Nylta Club on Dec. 3. 

J. R. Bailey, of E. Bailey & Sons (Inc.), Patcho- 
gue, Long Island, is a member of the committee 
in charge of the second annual Clean Yard Com 
test of the Northeastern Retail Lumbermen’s Ass 
ciation. 

Russell J. Perrine, of Johnson Bros., Brookly2, 
greeted members of the Long Island Chamber of 
Commerce at Sayville, Long Island, recently. The 
chamber members were on a “booster” tour, and 
Mr. Perrine spoke for the Sayville Chamber of 
Commerce, of which he is a leading member. 

The Brooklyn Chamber of Commerce has just 
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made public a census of manufactures in Brook- 
jyn covering 1925, The figures show that the 
value of lumber products has increased since 1914 
fom $6,201,876 to $15,178,415. The number of 
establishments, including planing mills, has de- 
creased in the same length of time from 65 to 55, 
and the number of wage earners from 2,169 to 
9088. It is significant, however, that wages in 
the lumber industry in Brooklyn have increased 
since 1914 from $1,385,597 to $3,548,879. The 
est of materials is placed at $8,272,252, compared 
+9 $3,569,860. 

Conrad Pitcher was host to members of the west 
side group over the week-end at his farm in Dutch 
ess County. Members of the party bagged eight 
pheasants during a brief hunt. The farm is located 
in a picturesque section of the State and is ideally 
jeated for a week-end outing. 

Howard B. MacDonald took members of the 
Nylta Club on a tour of the scenic wonders of 
the United States last Friday night. The illus- 
trated lecture proved one of the most attractive 
features the club has staged this fall. The club 
js having a final membership drive for the year, 
forty new members being needed to reach the 
record set in 1925. There are now 563 members 
on the club rolls. 

Dp. T. Kelly, author of “Legal Lumber Opinions,” 
will address members of the Nylta Club on Noy. 26 
on “Law and Common Sense.’ William C. Reid, of 
Leary & Co., Brooklyn, will address the club Nov. 
19. His subject will be “Early Lumbering in New- 
foundland.”’ 

Allen F. 


seals, in his Building Reports today, 


Joseph McCarthy, formerly a salesman for Al- 
bert & Kernahan (Inc.), Newark, N. J., left recent- 
ly to accept a position with the East Oregon 
Lumber Co., Enterprise, Ore. 

Claude Effinger has just come to New York as 
the eastern representative of W. L. Comyn & Co. 
(Ltd.), Vancouver, B. C. He is stopping at the 
Shelton Hotel for the present. 

The Litchfield Lumber Co. 
moved to Grand Central 
Forty-second Street. 

H. J. Allen, of Seattle, Wash., has been visiting 
the New York office of the Southern Alberta Lum- 
ber Co. 

Clarence H. Hershey, of Stone & Hershy, Newark, 
N. J., left recently for a stay of six weeks on the 

acifie coast. He will visit Spokane, Seattle 
and Portland. 

J. S. Hickok, manager of the local office of the 
Babcock Lumber Co., paid a visit to Baltimore re- 
cently. He was formerly sales manager for the 
R. E. Wood Lumber Co., that city. 

Ht. W. Deppel, of the Southern Pine Sales Cor- 
poration, has fully recovered from a recent opera- 
tion for appendicitis. 


PITTSBURGH, PA. 


Nov. 9.—-Lumber dealers report a continued im- 
provement in business, keeping pace with that in 
the coal mining industry. Fine weather has had 
a tendency to improve retail trade, and prompt 
shipment of yard orders is generally wanted. Due 
to the fact that retailers’ stocks are low, and 


(Ine.) recently re- 
terminal from 7 East 











ton and extension fields. 








Seven hundred people at the Third Portable Sawmill Week held the week beginning Oct. 25 at 
State College, Pa., saw the sawing demonstrations in which steam engines, gas tractors, electric 
motors, and industrial units were used as power. 
Pennsylvania State College, which is doing a remarkable piece of work in the forestry instruc- 
| Note: A report of the demonstrations appeared on page 65 of the 
Oct. 30 issue of the AMERICAN LUMBERMAN.—EDITOR | 


This week is an annual 4-day program at the 





has this to say: ‘Building material mills are being 
geared for big production. The word has gone forth 
from sales managers to salesmen to make 1927 
another boom year.” 

M. W. Williamson, district manager for the 
Weyerhaeuser Sales Co., says that work on the 
‘company’s New Jersey terminal is being rushed 
with all speed and business there will be going 
full blast within two months. Details of putting 
the terminal in shape are being taken care of 
through the firm’s Baltimore office. 





K. S. Darrow, vice president and until recently 
representative of Eleo Lumber Co. (Inc.), in 
Cleveland, Ohio, has closed the office in the Ohio 
hetropolis and is now located at the New York 
ifice, 15 William Street. He will continue to 
landle the middlewestern territory. F. S. Van- 
Riper, of the Southeast Lumber Export Co., with 
Which the Elco firm is affiliated, is now in Buenos 
Aires as South American representative. 

R. A. Caven, formerly of the MeKenny-Caven 
Lumber Co., which has been dissolved, is now 
acting as a direct mill representative, with offices 
iN Grand Central Terminal. Mr. MeKenney is 
located at 367 Fulton Street, Brooklyn. 





mill stocks are badly broken, delays are encoun- 
tered in meeting the needs of buyers. Dealers in 
the bituminous coal field are much encouraged 
over the outlook. Reports from the eastern part 
of the State show the anthracite region to be very 
busy also. Lumber demand from the steel and 
iron industry continues active, but some con- 
cerns complain that steel prices are just a little 
below a satisfactory point. Some lumber whole- 


salers report that prices of Idaho and Pondosa 
pines are. $1 to $4 lower than they were thirty 
days ago. Southern pine continues unchanged. 


Hardwoods continue active, with a persistent de- 
mand for FAS. There is also a slightly better 
demand for No. 1 common select. Western fir, hem- 
lock and cedar are reported very irregular, prices 
showing a variation of $1 to $3 on items on which 
mills happen to be long. 


R. F. McCrea, assistant secretary Retail Lum- 
ber Dealers’ Association of Pennsylvania, spent 
last week calling on member dealers in Butler 


County. 

O. H. Babcock visited the Wilkes-Barre, Pa., 
and New York City offices of the Babcock Lumber 
Co. last week. 








Good Service 
Guaranteed 


Order any items you are 
short on from our Whole- 
sale Department. 


Try us on:— 


Redwood bevel siding 
Red Cedar shingles 
Twin-Stain shingles 
Oak or Maple flooring 
Cardinal Wall Board 


Today’s orders shipped today. 


any 


ALWAYS ON 
TIME 


ST. LOUIS, MO. 














If You Buy 
Hardwoods 


write us to put your name on 
our list to receive announce- 
ments of our offerings. We 
are building up a mighty fine 
trade among factory buyers 
of hardwoods by reason of 
the values we consistently of- 
fer and we believe it will pay 
you to keep in touch with 
our offerings in Oak, Gum, 
Ash, Elm and Cypress. 


What do you need today? 


The BREECE-WHITE 
MANUFACTURING CO. 
SALES OFFICE: 

Bank of Commerce Bldg., 
MEMPHIS, TENN. 


p——__——Sales Representatives: 


BOYD WHITE, 210 E. Fifth St., Jamestown, N. Y. 

RICHARD KOEHLER, 7218 E. End Ave., Chicago. 

I. J. NEWSOME, 912 Grand Rapids Sav. Bk. 
Bldg., Grand Rapids, Mich 

FRANK HANDEYSIDE, Appleton, Wis. 











Mills: Arkansas City, Ark. — Fondale, La. 
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Few concerns can look back 
on as long, satisfactory service 
to lumber buyers as our or- 


ganization. And today we're 
better equipped than ever to 
render service. Let us tell you 
about the values we're featur- 
ing in 

YELLOW PINE 


Timbers, Long Joists, Yard 
and Shed Stock; also 


CYPRESS LUMBER 


Straight or mixed cars. 


BOECKELER 


LUMBER COMPANY 
St. Louis, Mo. 























Co LOUISIANA Coo 








Co..Lro. 
HAmMMoND,La. ERE 


* Manufacturers of Long and Shortleaf 
Southern Pine Lumber 


















Lake Charles, Louisiana 












HT JUMBER COMPANY 


a> RUSTON, LA. 
Manufacturers of 


Shortleaf Yellow Pine 
Forked Leaf White Oak 


We Grade it Right and Ship it Quickly. 
GANDY. LA 





Office, 
RUSTON, LA. 
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Manufacturers ; 


Short Leaf Pine and Hardwoods 


DENVER, COLO. 


Nov. 8.—Demand for Douglas fir has been fairly 
good in the Denver market during the last week. 
Building is falling off in the larger cities of the 
State, but country building is showing an _ in- 
crease. Farmers have barvested record crops this 
fall and have received good prices. As a result 
they are beginning much needed building and re- 


pairs. The weather of late has also aided in 
building. Denver permits in October totaled 
$1,771,200. Building is also going ahead nicely 


in Pueblo, where building permits totaling $1,093,- 
781 were issued from Jan. 1 to Oct. 22. 

The following Denver lumbermen this week 
attended the annual convention of the National 
Retail Lumber Dealers’ Association in New Orleans, 
Nov. 9 to 12; R. E. Spencer, of the Spencer Lum- 
ber Co. and president of the Mountain States 
Lumber Dealers’ Association; J. T. Chapin, treas 
urer of the same organization; David Russell and 
Brown Barr, of the Barr Lumber Co.; Fred Conine, 
of the Oregon Lumber Co.; Elmer McPhee, of the 
McPhee & MeGinnity Co., and I. F. Downer, of 
the Hallack & Howard Lumber Co. Charles 
Procbstel, of the Santa Fe Builders Supply Co., 
Santa Fe, N. M., also made the trip. The Colorado 
delegation intends to put up a strong fight to 
secure the National Retail convention for Denver 
in 1928. 

Saturday evening, Nov. 13, at the Congress 
Hotel in Pueblo, Colo., there will be.a meeting of 
Arkansas Valley retail lumber dealers. During 
the dinner hour, ways and means of bettering 
conditions and increasing the sale of lumber in 
that section of the State will be talked over. A 
large attendance is expected. 


WINNIPEG, MAN. 


Noy. S.-Business continues to be very quiet 
throughout the entire West. In the larger centers, 
however, retail sales are keeping up very nicely. 
Price conditions have not improved, and repre- 
sentatives of some Coast mills report that stocks 
are being offered lower than at this time a year 
ago. Some wholesalers believe that as soon as 
some mills get booked up on these cheap prices, 
the market will grow firmer. On the other hand, 
it is reported that there are large stocks on the 
Coast. Northern spruce prices have shown a cor- 
responding weakness recently. The shingle market 
continues to be extremely weak. 

J. W. Hamilton, manager Security Lumber Co. 
(Ltd.), Regina, Sask., was a visitor this week and 
reports a very nice volume of business during the 
year. 

Mark Watson, of the Watson Lumber Co., left 
this week to visit some western points. 

Lorne Cameron, of the Rat Portage Lumber Co., 
passed through the city on his way back to Van- 
couver. 

D. D. Rosenberry, general manager Pas Lumber 
Co., was a visitor this week. 

The Western Steel Products Co., of Winnipeg, 
has been appointed western distributer for Celotex. 


KANSAS CITY, MO. 


Nov. 9.—In spite of the fact that country deal- 
ers in general are doing a good business, volume 
of their orders is small and stocks are being al- 
lowed to run down. ‘This is more true of the 
individual and smaller line yards than it is of 
the big line yard companies. According to some 
opinions, country yards will show smaller inven- 
tories this year than ever before. With retailers 
in this part of the country able to get shipments 
through from the Pacific coast in two weeks, and 
in half that time or less from the South, they are 
not finding it necessary to stock ahead. In fact, 
the retailer can book an order now, buy the stock, 
and get it on the job before it is needed. 

E. E. Woods, secretary-manager Southwestern 
Lumbermen’s Association, said today that reports 
he had received from country members indicated 
that, outside of a few sections, business was good 
for the season. City business, however, was re- 
ported lighter. 

R. E. Spencer, of Denver, president Mountain 
States Lumber Dealers’ Association, and Jay T. 
Chapin, of Aurora, treasurer of the association, 


were here last week calling on officers of the 
Southwestern and other friends in the lumber 
business. 


DULUTH, MINN. 


Nov. 8.—Distinct improvement is being shown 
in northern pine trade. Carlot shipments are 
going out in good volume for the season. Country 
yards are coming into the market more freely and 


operators are feeling more confident. Much de- 
ferred farm improvements are being carried 
through. Retailers are as a rule buying closely. 


Prices are being well maintained. Shipments of 
box lumber continue in good volume. 

Buyers for paper mills have been in the mar- 
ket freely for pulpwood lately. The Northwest 


railroads have been putting out inquiries for tig 
on a good scale recently, but no contracting has 
been reported. 

The Virginia & Rainy Lake Co. has closed dow, 
its small mill at Virginia for repairs, pending 
accumulation of a supply of logs. All other larg 
sawmills are operating on full time. 

The veneer plant of J. J. Nartzik (Inc.) at Granj 
Rapids, Minn., has resumed operating after a two 
months shutdown owing to lack of timber. The 
veneer company has obtained some stumpage of 
birch, basswood, and oak near Duluth, and ha 
started to operate camps. Much of the veneer 
is shipped to furniture factories in the eastern 
States and Grand Rapids, Mich. A considerable 
amount of birch veneer is being shipped to Eng. 
land, to be used in the manufacture of imitatiog 
mahogany furniture. — 

A. D. Rahn, petitioner for the Shevlin, Carpen. 
ter & Clark Co., of Bemidji, Minn., who had askej 
for a reduction in the assessed valuation on 17,009 
acres of cut-over land from an average of $10.64 
an acre, has been advised of a reduction to $% 


ee LAKE CHARLES, LA. 


Nov. 8.—The demand for southern pine continues 
irregular. Orders average slightly below normal, 
and there is no great strength to the buying tone. 
A certain degree of optimism seems to prevail 
among manufacturers, who are confident there wil] 
be an increase in demand this fall before rainy 
weather sets in. There continues to be a strong 
tendency on the part of buyers to wait until the 
last minute to place an order, then insist on rush 
shipment. Mixed car items are scarce, and it js 
hard to get an order accepted for a straight-car 
lot. Uppers are in good demand at very satis. 
factory prices. Common stocks and dimension are 
not in very strong call, but there is a good market 
for oil field material both in this State and ip 
Texas. Prices are generally firm. There is a fair 
volume of buying in the East, and southern demand 
is still in very good shape. This immediate terri- 
tory is still enjoying a building boom. The retail 
yards are buying steadily and in good volume for 
current needs. Production is below normal, though 
most mills are operating, even the smaller plants, 
Logging conditions have been ideal and camps are 
operating in territory that is inaccessible in bad 


weather. 
BEAUMONT, TEX. 


Nov. 8.—Some mills in eastern Texas pine terri- 
tory have small accumulations the last week, due 
to the fact that the demand has been slightly less 
than production, but their stocks are still low and 
broken. The recent drop in cotton prices caused a 
falling off in pine orders, but a reaction has already 
set in, and the pine market is better today than 
it was two weeks ago. Demand from the cotton- 
producing territory of Texas and Oklahoma is al- 
ready on the increase. One reason given for this 
is the fact that general crops other than cotton 
were large, and the total crop returns for the year 
are in reality above those of last year. There is 
every reason to believe there will be a steady in- 
provement in buying from southwestern territory. 

Hardwood production continues to be exceeded 
by both orders and shipments, and acute shortages 
in several staple items have caused sharp advances 
and a general stiffening of prices all along the 
line. Demand for gums is in excess of the supply, 
and oak continues its heavy movement to the floor 
ing factories. 


BOGALUSA, LA. 


Noy. 8.—In accordance with a proclamation is 


sued by Mayor W. H. Sullivan, Bogalusa will 
observe this entire week as Father and Son Week. 
A feature will be the banquet at the Y. M. C. A. 
on Thursday night, and the week will come to 4 
close with a Go To Church Sunday, with services 
in all of the Bogalusa churches centering on this 
one idea of binding closer together father and 
son. In his proclamation, the mayor said, “I call 
upon the fathers of this city and request theit 
coéperation in this important movement by attend- 
ing with their sons at least one of the meetings to 
be held during Father and Son Week. I hope the 
men who have no sons will befriend the boys who 
have no fathers.”’ 

H. J. Cowgill, well known contractor and builder, 
has announced plans for the erection of a number 
of 5- and 6-room homes that will be placed on the 
market for sale or for rent. The rapidly increasing 
population of Bogalusa insures the occupancy of 
these houses as fast as they are completed. It 3s 
expected that five of the new homes will be com 
pleted by the end of this year. 

Work is progressing rapidly on the hardwood 
plant of the Lamar Lumber Co. The machine shop 
has been completed, the office building is well under 
way, the foundation laid for the sawmill, and 
many of the framing timbers are in position. 

Noting from a New Orleans paper that the Con- 
federate veterans of Louisiana have not held 4 
reunion since 1924 because no city had extended 
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them an invitation, Mayor W. H. Sullivan immedi- 
ately dispatched a telegram to the editor, inviting 
the veterans to partake of Bogalusa hospitality 
at any time that would suit their convenience. In 
extending the invitation, Mayor Sullivan said it 


would be entirely appropriate for Louisiana's 
youngest city to entertain Louisiana’s oldest 
soldiers. 


One of the most interesting events that has oc- 
wrred in Bogalusa in a long time was a dinner- 
dance at Pine Tree Inn, at which W. A. Chandler, 
superintendent of the Great Southern Lumber Co., 
was the guest of the foremen of that company. 
There were fifty foremen with their wives or sweet- 
pearts present, and at the conclusion of the dinner, 
Robert Burke, assistant superintendent, made a 
short talk, expressing the love and esteem the fore- 
men and employees of the Great Southern Lumber 
(o. held for Mr. Chandler. A number of other 
short talks were made and altogether the occasion 
was an exceedingly happy one. 

W. H. Sullivan, vice president and general man- 
ager of the Great Southern Lumber Co., one day 
jast week delivered two notable addresses in Hat- 
tiesburg, Miss.—one at noon before 125 business 
and professional men at the Rotary Club, and the 
other before 600 students and many citizens at the 
Mississippi State College. In both addresses, Col. 
Sullivan discussed reforestation, assuring the busi- 
yess men that if carried on in Mississippi, reforesta- 
tion would be a splendid investment and telling 
the students that reforestation offered great oppor- 
tunities to young men, especially to those inclined 
to take up chemistry. 


SHREVEPORT, LA. 


Nov. 8.—The pine market is decidedly slow, and 
it is hard to move stock at satisfactory prices. 
Unless a mill has a very favorable logging ar- 
rangement and is fairly close to a railroad, it is 
almost impossible to get cost of production. As 
many of the smaller mills cut out, they are finding 
it more and more difficult to secure new mill sets. 
It would appear therefore that the volume of pro- 
duction is declining. There is less transit shipping. 
Some have a feeling of disappointment that prices 
have not moved upward this fall, but others express 
the hope that, with the decline of production dur- 
ing winter, prices will imprpve somewhat. Most 
nills, however, are selling dry stock when they 
have it ready. Labor is more plentiful and weather 
is very favorable. 

The hardwood market is firm. 
mand for all stock in sight. 


NORFOLK, VA. 


Nov. 8.—-There has not been much snap to the 
North Carolina pine market. ‘The outlook is rather 
bright. Much caution will be exercised by buyers, 
however. The larger mills seem to be shipping 
out stock just about as fast as possible, but small 
mills are not, either because of lack of labor or 
because of hopes for a little higher prices. There 
does not seem to be any great amount of stock 
at the mills and no effort is being made to push 
production. 

There has been a good demand for 4/4 edge No. 2 
ad better band sawn, though orders usually call 
for single cars, and a number of mills are now 
wersold and have advanced their price. Small 
nills have shown carelessness in manufacture and 
grading of circular sawn, and this is not popular. 
Edge 4/4 No. 3 is more plentiful, due to southern 
yards and planing mills not taking as much of 
this as usual. No. 2 and better 4/4 stock widths, 
both band and circular sawn, have been moving 
very well, and good stock is very scarce. Buyers 
are keen for 10- and 12-inch widths and these are 
hard to buy. No. 3 4/4 stock widths are moving 
fairly well. Edge 5/4 No. 2 and better, also 
0 4x10- and 12-inch, have been moving well, and 
5/4 stock widths have also been active, but 6/4 
aud thicker edge has been quiet. Nos. 1 and 2 
bark strips have been very quiet, but partition is 
‘ginning to move better. 

Sales of 4/4 edge No. 1 box, kiln dried, rough 
ind dressed, have been rather light, but box makers 
should be placing more orders this month. More 
ood air dried edge box could be sold, but is not 
yet plentiful. No. 1 4/4 stock box, rough and 
dressed, has been moving very well, 10- and 12-inch 
‘ing particularly active and hard to buy except 
it advanced prices. Little air dried stock box is 
ving offered. Edge 4/4 No. 2 box has been quiet, 
‘ut inquiries have been more frequent. No. 2 4/4 
stock box has been in good demand and is showing 
Nore strength. Very little interest is being shown 
5/ and 6/4 edge or stock box, rough or dressed. 

x bark strips, 4/4 dressed, are very active, with 
‘number of mills oversold and prices higher. 
Rough strips are being inquired for more freely. 

There has not been much life in the flooring and 
telling market. Prices remain practically the 
‘ame, although more interest is shown in 24-inch 
4ce No. 2 and better and No. 3 flooring and prices 
may stiffen. Kiln dried roofers have been rather 


There is good de- 


active in small lots. Large blocks are hard to buy, 
for a great many mills are sold ahead. Air dried 
roofers have been moving somewhat better. As 
soon as bad weather sets in down in Georgia and 
Alabama, roofers are going to be scarce. Lath are 
still rather dull, but price remains the same. 


HOUSTON, TEX. 


Nov. 8.—The depressing effect of low cotton 
prices is offset to some extent by big crops of other 
products that bring good prices. Southern pine 
business is holding up well. Export trade show- 
ing some strength; European trade is good, but 
boat space is hard to get at any price. Island 
trade has slowed up a little. Prices of pine are 
firm. Stocks are accumulating, but in general 
are hardly normal, and are broken. The hard- 
wood market is steady, prices firm and shipments 
exceed production. The timber market is strong, 
although there is small demand for oil field stock. 
Shingles are showing some strength but lath prices 
are cut nearly in half. It is strictly a buyer’s 
market for all lumber. 

John H. Kirby, president Kirby Lumber Co., 
spoke Tuesday before the Optimist Club of Conroe, 
Tex. 

L. J. Boykin, vice president and general man- 
ager Boykin Lumber Co., has just returned from 
a business trip to the Pacific coast. He spent two 
weeks with S. H. Fullerton, of St. Louis, Mo., 
looking over Mr. Fullerton’s interests in California. 

William R. Friedel, secretary Hardwood Interior 
Trim Manufacturers’ Association, was in Houston 
this week visiting local hardwood men. His home 
is in Memphis, Tenn. 

O. M. Victory, who has been buying and selling 
pine for George C. Vaughn & Sons, Lufkin, Tex., 
has been given charge of the hardwood depart- 
ment also. 


BROOKHAVEN, MISS. 


Nov. 8.—The hard thing to get over to sales 
managers in the Southland is that it is possible 
for the North to consume only so much lumber 
during winter as the weather will permit. South 
America and South Africa sales are very much 
heavier than they were just a few months ago, 
while domestic sales are following very closely 
the consumption trend as charted by the Southern 
Pine Association, and business is lighter now than 
it was a few weeks ago. Mill stocks are in better 
shape now than they have been at this season for 
a long long time. Weather for the most part has 
been ideal. Labor is fairly plentiful. Business 
has been good and, while a little below production, 
has taken good care of shed stocks. 

Sales of 3- and 4-inch rift flooring have been 
just a little slow, while sales of flat grain have 
been excellent and perhaps just a little ahead of 
ouput. Flooring stocks are well balanced. Drop 
siding has shown better movement than in preced- 
ing weeks, and the surplus is considerably dimin- 
ished. Ceiling, %- and %-inch, has sold nicely, 
and %x4-inch No. 3 for crating is oversold. Parti- 
tion, %x4-inch, has moved better than for some 
time. Inch finish has shown only fair movement, 
and this is also true of 5/ and 6/4 finish, while 
almost the entire surplus of 8/4 has been wiped 
out. Both B&better and No. 1 and C, 5/4x4- to 
10-inch, are showing a heavy oversale for special 
industrial purposes. 

In No. 2 4-inch fencing there is just a small sur- 
plus, and demand continues good. No. 2 6-inch 
fencing and flooring in longleaf continue oversold, 
but shortleaf shows a small surplus. The West 
Indian trade is promptly absorbing practically all 
the 8- and 10-inch No. 2 longleaf boards, also a con- 
siderable quantity of the 12-inch No. 2 longleaf. Con- 
siderable shortleaf in these sizes is going to that 
market, while prices in the interior market are 
rather low. No. 2 boards in 5/ and 6/4 have 
been a little inactive. No. 3 4-inch fencing re- 
mains oversold, while No. 3 6-inch fencing and 
flooring have had a good movement. No. 3 8-inch 
in longleaf is oversold, and of shortleaf there is 
only a small surplus. A small surplus of 10-inch 
in both longleaf and shortleaf is on hand. ‘There 
is no surplus of 12-inch No. 3 longleaf, and only 
a small surplus of shortleaf. While box shook 
business is light, there is considerable inquiry. 


The lath market remains quiet, with possibly 
more activity in No. 1 than in No. 2. Prices are 
very low. Pine shingles are in only fair move- 
ment. 


Longleaf timbers have continued in active de- 
mand, and the mills have excellent order files. 
The outlook for timbers is excellent, and prices are 
extremely firm. There have been some nice south- 
ern inquiries for large quantities of longleaf cut- 
ting. Shortleaf timbers remain firm and business 
is more brisk. The dimension market continues ac- 
tive in both longleaf and shortleaf, and stocks are 
rather badly broken. The outlook for dimension 
is good. 

The most active foreign markets are South 
America, South Africa, and west coast of Africa. 
The coal strike in England makes the securing of 
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For Lasting Beauty 


No other wood makes a more 
durable, beautiful, or econom- 
ical floor than Southern Pine 


Easily installed in old homes 
or new, and easily kept fresh 
and bright, it is a source of 
constant pride. 


Only the highest grade of 
other fine floorings compares 
in quality with Edge Grain 
Long Leaf Southern Pine. 


And CALCASIEU is the best 
of the long leaf. 


(The Southern Pine Association, 
New Orleans, will supply com- 
plete directions for laying and 
finishing Southern Pine Floors.) 
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LUMBER CO. 


MANUFACTURERS 
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VIRGIN 


Shortleaf Pine 


Lumber and Lath, 
Moulding and Cut-to-Size 
Interior Trim. 


Now manufacturing End- 
matched Yellow Pine Floor- 
ing—Edge and Flat Grain. 


Write or wire for prices on 
Pioneer’s 


No Waste 
Endless Flooring 


ELROD, ALABAMA 
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Small Timbers 


We have 2,000,000 ft. of Fe 
4x4-10 to 16 Ft. long air yee | 
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STRINGFELLOW LUMBER CO. 


TUSCALOOSA, ALA. 
Mills at Tuscaloosa and Jericho, Ala. 
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Machine Molder Practicé 


A manual on molder work, the operation and 
guperintendence ofthe molding machine. Pub- 
li aby a peqeticn’ ud woodwor er “no traveled 
many thousands o to gath: 

information. Bound in Red Leather. $2.50, 


American Lumberman Gt Gy, Dente & 











shipping contracts difficult, and rates are high. 

Hardwood is extremely firm, with orders and 
shipments well ahead of production. With winter 
weather coming on, dry stocks will be very much 
searcer. Labor conditions are better. Sales are 
well scattered over the different species, with pop- 
lar, magnolia, the gums and oaks the leaders. 
Prices are fair. 

H. R. Kilpatrick, manager Homochitto Lumber 
Co., Bude, Miss., who has been confined to his home 
several weeks by illness, has gone to New Orleans 
to consult a specialist. 

L. H. Hartley, manager safety and welfare de- 
partment Homochitto Lumber Co., Bude, Miss., has 
returned from the National Safety Congress in 
Detroit, Mich., having presented a paper before 
that body. 

E. J. Hurst, general sales manager J. J. Newman 
Lumber Co., attended the meeting of the East Mis- 
sissippi Mill Managers’ Association at Laurel last 
week. 

S. E. Moreton, vice president and general man- 
ager J. J. Newman Lumber Co., is on a business 
trip to Georgetown, 8S. C. 


MACON, GA. 


Nov. 12.—Roofer business was below normal 
again this week, with prices still down to $18.50 
and $19.50, though a few mills were still receiving 
$19 and $20. Some mills have curtailed slightly, 
but as a rule the production has been up to the 
capacity of the plants. Logging conditions are 
satisfactory, and work in that field is being pushed, 
because of the rainy season which is due to arrive 
shortly. One jobber stated that there was little 
buying ahead, the takings being only for the imme- 
diate needs of the trade. 

Longleaf pine demand continued strong, with 
prices holding firm. The production has been go- 
ing on all year to the capacity of the mills, accord- 
ing to reports here, and the steady placement of 
orders is absorbing the output. Merchantable di- 
mension, 2x4- and 2x6-inch was being sold at $27; 
2x10-inch at $30, and 2x12-inch at $35, with some 
sales at even better figures. 

Hardwood mills throughout this district are be- 
ginning to curtail production, because of a slack- 
ening in demand. 


WARREN, ARK. 


Nov. 8.—Demand for Arkansas soft pine this 
week has been rather quiet, and volume of orders 
has been lower than for some time. The lack of 
demand has brought with it a softening in prices 
on quite a few items, varying according to mill 
stocks. Concessions are mostly on yard items, 
with a few sellers offering finish at slightly less 
when finish stocks are large. The falling off in 
demand is mostly in yard business, as industrial 
business has held up well. Volume of yard inquiries 
is light. Most dealer orders are for mixed cars. 
Demand for car material is very light. Production 
this week has been normal. Shipments have been 
in excess of new business, and about level with 
production. Small mill production has continued 
less than what it was in the summer. Car supply 
is adequate. 


ATLANTA, GA. 


Nov. 8.—Interviews with several of the retail 
lumber dealers who attended the annual convention 
of the Georgia Retail Lumber & Millwork Associa- 
tion, held here last week, indicate that while the 
retailers have been buying only for their immediate 
needs, stocks in the Georgia yards are very close 
to normal for this season and that business in the 
State is fairly good considering the lowness of 
the cotton prices. Almost without exception the 
retailers expressed the opinion that the reason low 
cotton prices are not so seriously affecting sales 
in the Georgia territory is because of the wider 
program of crop diversification. Sales are particu- 
larly good in the immediate Atlanta territory, but 
they are not as brisk in the rural communities as 
had been expected. Dealers are looking for busi- 
ness to continue fairly good through the rest of 
the year. 

L. P. Berry, O. M. Peden and Ludwick Gaissert, 
of Sparta, Ga., all of whom have been identified for 
some time with the lumber business in that section, 
have formed the Trio Lumber Co., at Sparta, and 
are operating there as wholesale lumber dealers. 

J. C. Waits, of Brunswick, Ga., who recently pur- 
chased with others the plant of the Twin Tree Lum- 
ber Co., at Warsaw, Ga., has announced that plans 
are being made for restming operations at the plant 
in the near future. Initial output will be about 
50,000 feet of lumber daily. 

The E. E. Jackson Lumber Co.’s plant at Rider- 
wood, Ala., fourteen days following completion of 
plans for the installation of eight 20x104-foot 
cross-piling kilns, had equipment shipped from the 
Jacksonville factory of the Moore Dry Kiln Co. 
This standard of speed and efficiency in meeting 


emergency calls has gained for the latter compan 
a wide and enviable reputation. A Moore enzingy 
is on the job supervising the installation. They 
kilns will replace eight destroyed in the company, 
September fire. Drying elements are to be reg, 
lated by improved automatic temperature ay 
humidity recorder-controllers. 


LAUREL, MISS. 


Nov. 8.—Local pine mills report that orders ay, 
in satisfactory volume. Prices are not materially 
changed. Some items are short and shipments ay 
not going forward as rapidly as is wished by th 
buyers. Lower grades have been especially actin 
and prices on these and on special cutting ap 
very firm. Timbers of all varieties continue jy 
much demand. 

Frank Crowley and Mr. Hanson, of the Yawkey. 
Crowley Lumber Co., Madison, Wis., visited th 
plants of the Wausau-Southern Lumber Co. and thy 
Mason Fibre Co. last week. They were en route ty 
the Mississippi coast and also to New Orleans fq 
the National Retail Annual. George Parker ay 
E. Percy Krum, of Bloomington, IIl., were throug) 
here last week, en route to the same meeting. 

A. J. Phillips, president Steel City Lumber (Co, 
Birmingham, Ala., visited local mills last week, 


TUSCALOOSA, ALA. 


Nov. 8.—Southern pine is not quite as active y 
it was last week. However, there is a fair amount 
of inquiry, while orders, production and shipment 
are running about the same as for the last tw 
months. Special piece orders for No. 2 comma 
or No. 2 common and better air dried stock ar 
searce and prices are unusually low. This is th 
class of stock which is ordinarily put in transit, 
and transit shipments are not doing so well. Most 
likely for this reason wholesalers have reducei 
their prices. The week opens with threatening 
weather which will no doubt curtail production, 

The hardwood situation is unchanged, with sale 
practically absorbing the stock ready for shipment, 
at prices slightly in excess of average production 


costs. 
JACKSONVILLE, FLA. 


Nov. 8.—Bvying has probably not been as brisk 
as heretofore. Building is slow because of lack of 
ready cash and the inability to raise money eve 
on excellent security. There is no doubting that 
building in this State would be heavy and prop 
erly secured if only a small advance could be mad 
on needed buildings. Jacksonville could stand for 
greater building activity, as there are very few 
apartments or houses that can be rented at any 
price; when winter visitors begin to make their 
appearance, there will be a shortage. While some 
of the lower east coast cities are built up to 
present demand, and the same can be said of som 
of the lower west coast cities, a number of th 
larger cities will have their housing capacity taxed 
to the limit during winter. 

Reports from Florida retail yards differ greatly 
Some are doing a better than normal business, but 
even this does not seem to satisfy them. In othe 
instances their volume has fallen much below 
normal. The small, “mushroom” yards, however, 
are fast going. In a certain Florida city of about 
50,000, three yards have been closed during the 
last two weeks, and about three more are momen 
tarily expected to shut shop. 

There has been some demand for No. 2 commo 
pine shed stocks, moving mostly in mixed cars 
better grades are moving slowly. Framing and 
sheathing are selling. The framing demand covers 
specified lengths of longleaf only, and for these the 
mills are getting better prices. There is a short 
age of 18- and 20-foot, 2x4’s, but random can be 
readily bought. The sheathing demand is mostly 
for 1x6- and 1x8-inch. There is very little 10- ané 
12-inch cut. About the only competition offered 
longleaf sheathing is from small shortleaf mill 
that put their entire cut into boards, selling as No 
2 common and better but including all B&better and 
No. 1 common. Yards having facilities for hal- 
dling assort this stock and use only the No. « 
common for sheathing. Very little other shortleat 
framing and sheathing is getting into the Flori 
market. B&better finish, however, will always havt 
a certain standing in this market. 

Southern hardwoods have been sluggish. Autt 
mobile body and furniture manufacturers bavé 
about bought their supply for the year. Oak floor: 
ing plants are not doing the business they b#é 
expected, and are not buying very much comma 
oak. Sap and red gum moldings and trim co 
tinue to move readily, and all the larger mills hav 
plenty of orders for such stock. 

Cypress is slow. Cypress prices, as is wel 
known, do not change very often, but competitive 
woods have been reduced. “Shopping” is beilé 


resorted to by buyers. The demand for mixed ca! 
holds up fairly well, most of which business 
from the yards. Straight car shipments of factory 
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grades are few, and mostly from independent mills 
that are meeting competitive prices. 

Weather throughout the southeast has been ex- 
cellent for capacity manufacture but very little 
taken advantage of it. Labor is sufficient to meet 
the demand, but supply is threatened in some sec- 
tions by the citrus and fall vegetable harvesting. 

Ed. Leech, Florida representative Burton-Swartz 
Cypress Co., Perry, Fla., has returned to his head- 
quarters in Orlando after a five weeks’ vacation 
spent in Oklahoma, Kansas and Ohio. 

M. M. Bond, of the E. W. Bond Co., Lake Helen, 
fla., was a recent Jacksonville visitor. 

John P. Lynch, of the Council Lumber Co., 
Council, Ga., was in Jacksonville recently on his 
way home after several days down the east coast. 
Mr. Lynch motored down and was accompanied by 
pis wife. 


NEW ORLEANS, LA. 


Nov. 8.—The week proved rather disappointing 
in respect of bookings. Southern pine orders reg- 
jstered moderate decline and call for southern hard- 
woods was a little quieter. Cypress demand is 
showing a slight gain, though still below expecta- 
tions. 

Word comes from Pointe a la Hache, below New 
Orleans, that C. R. Gable is building a mahogany 
sawmill near that town and will have it ready for 
operation within thirty days. Mahogany logs will 
be brought to the plant from Nicaragua, it is added. 

Cc. J. Coppock, formerly with the Cro-Row Hard- 
wood Co. of Mississippi, and at one time president 
Southwestern Hardwood Manufacturers’ Club, has 
accepted position as manager of the Pearl River 
Highlands Co., according to dispatches from Pica- 
yune, Miss., and will take charge of its office there 
and plan and direct the development of its land 
holdings in the Picayune district. Mr. Coppock 
retired from the lumber industry some time ago to 
engage in the real estate business, and has recently 
been with the Alabama Realty Co., at Mobile. 

Following directions from the Mississippi tax 
commission, the board of supervisors of Pearl 
River County last week increased the property tax 
assessments : Timber land, $3 to $3.75 an acre. Cut- 
over land, $3 to $3.65 an acre. Timber, a uniform 
increase of 50 cents a thousand. 

It is reported that W. Caleb Smith, manager land 
department Edward Hines Yellow Pine Trustees, 
has opened an office in Gulfport preparatory to 
placing 80,000 acres on the market, in tracts of 40 
acres and up. 

The planing mill of the Edward B. Sauls Lumber 
Co., at Brookhaven, Miss., was destroyed by fire 
Tuesday night, Nov. 2, together with a large quan- 
tity of lumber, the total loss being estimated at 
$40,000. 

Gulfport advices state that the Illinois Central 
system has authorized a $51,000 expenditure for 
improvement and expansion of its piers in Gulf- 
port harbor. A large part of this work will be done 
to provide necessary facilities for the Finkbine- 
Guild Transportation Co., which expects to begin, 
early next year, the movement of redwood timber 
through Gulfport for manufacture at its mills in 
D'Lo and Wiggins, Miss. This traffic will be served 
at the Gulfport west pier, which is to be double- 
tracked, equipped with a new timber ramp and 
otherwise improved. 

A meeting of the directors of the Long Leaf 
Manufacturers’ Association, held at the Roosevelt 
Hotel recently, considered routine business, ratified 
the decisions and actions of the executive commit- 
te and discussed the outlined plans for the asso- 
dation’s activities. Secretary-manager Cloud re- 
ports that another meeting probably will be called 
in the near future. 


MINNEAPOLIS, MINN. 


Nov. 9.—There is a fair movement of lumber, 
wut business is not satisfactory. The disposition 
of the retailers is not to buy lumber, except to meet 
current requirements. In a measure this applies 
also to factory users. Some retailers, however, 
have placed orders for a fair reserve supply to be 
delivered at the convenience of the shippers. De 
lay in harvesting crops was not conducive to coun- 
ty buying. Sash and door mills in the Minne- 
apolis-St. Paul territory are doing a fair amount 
if business. City trade, generally, is light, how- 
fer. From the rural sections little new trade is 
coming. 

Northern white cedar post and pole distributers 
are enjoying a slight spurt in business. This grows 
wut of demand for poles from the central States. 
The movement of posts is light. Hardwood whole- 
‘alers are unusually alert for what business is avail- 
able, but competition for the light business is not 
healthful. There is range in price offerings, al- 
though the mills, with no great surplus, are not 
Wdertaking to stimulate trade. Sash and door 
nills are not buying hardwoods in any great quan- 
tities. Some industrials are taking a fairly large 
‘mount, but generally for immediate requirements 


only. Northern pine manufacturers are selling a 
large amount of their product. The hand to mouth 
buying, entailing prompt shipment, is a factor in 
their favor. Industrials are taking a normal amount 
and retailers are in the market frequently. Manu- 
facturers and retailers, as well as the wholesalers, 
are encouraged over the promise for greater farm 
buying in the spring. 

Lyle 8S. Vincent, of Lyle S. Vincent & Co., of 
Seattle, Wash., was in the Twin Cities last week. 
The present lull in trade, he said, is natural. One 
of the contributing factors is the tendency of buyers 
to purchase only for immediate needs. He disputed 
the contention that too much lumber is being 
manufactured. The outstanding difficulty, he said, 
is that there are too many in the lumber selling 
business and many of them are not qualified to 
handle the merchandising of lumber. Many of the 
larger mills now are carrying larger stocks, necessi- 
tated by the newer method of doing business. 

Lumbermen in Iowa are optimistic, according to 
Frederick K. Weyerhaeuser, manager of the Minne- 
apolis district offices for the Weyerhaeuser Sales 
Co., who just has returned from a visit at Dubuque 
and Cedar Rapids. Some buying is expected there 
late in the year. Sash and door mills are quiet, 
as is normal, but prospects are good, he said. 

Unfavorable weather conditions in the vicinity 
of Chetek, Wis., which reduced the crop yields 
have hurt retail trade, according to H. E. Beck- 
with, of the H. E. Beckwith Lumber Co., Chetek, 
Wis., who was in the Twin Cities last week. 


TORONTO, ONT. 


Nov. 9.—A survey of lumber trade conditions 
throughout eastern Canada in general, and Onta- 
rio in particular, was recently made, covering 1926 
to date. Volume of Ontario lumber trade has not 
fallen off during the present year to any appre- 
ciable extent. Had it not been for the very late 
spring and the ‘summer rains, retail trade would 
probably have exceeded that of last year. Profits 
have been reduced by keen competition, partly be- 
cause in urban centers building has been swing- 
ing more to big construction. In the cities, build- 
ing seems to go on. It would not be surprising to 
see house building keep up next year, though re- 
quirements are nearly met. Retail lumber stocks 
are probably lower than at this time in the last 
few years. Country yards are certainly allowing 
stocks to run down. Continued rain has made 
farmers put off building until spring. Mill stocks 
are, if anything, lower than at this time last year. 
The indications are that the winter cut in eastern 
Canada will be materially reduced as compared 
with last year. 

Bowman’s Builders’ Supplies (Ltd.) have been 
granted a charter, with authorized capital of $40,- 
000 and head office Welland, Ont. Among incor- 
porators are J. W. Bowman, R. F. Curtin and A. L. 
Brooks, all of Welland. 

The Tilbury Lumber Co., Tilbury, Ont., has taken 
over the retail lumber business formerly conducted 
by Gordon §. Richardson. Mr. Penfold is the new 
proprietor. 

The Walker Lumber Co., with G. N. Walker and 
A, C. Stark as principals, was recently organized, 
with head office in the Aladdin Building, Toronto. 

James T. Todd, who was injured in a street rail- 
way accident at Windsor, Ont., about three years 
ago, and who suffered a long confinement in hos- 
pitals at Windsor, Ont., and Elmhurst, IIl., has re- 
turned to Toronto after spending some time at his 
farm at Bassano, Alta., and will once more en- 
gage in the lumber line. 

R. B. Herron (Ltd.), Toronto wholesaler, has 
transferred his office to Welland, Ont., where he 
has certain contracts in Section 6 of the new Wel- 
land Canal. 

William Finlayson, K. C., of Midland, Ont., has 
been appointed Ontario minister of lands and for- 
ests. 

Montague L. Meyer, timber merchant of London, 
England, and Mrs. Meyer, spent a few days recently 
in Montreal, Toronto and other cities, on their 
way to Vancouver. Mr. Meyer, who was British 
timber controller during part of the Great War, is 
visiting Canada on business. 

J. R. Croden, who for five years was on the sell- 
ing staff of the Muskoka Wood Manufacturing Co., 
Huntsville, Ont., has joined the Forest Products 
Co., Hamilton, Ont. Arthur Hilliard takes his 
place with the Muskoka company. 

Aird Flavelle, of Thurston-Flavelle (Ltd.), Port 
Moody, B. C., recently called upon the Toronto 
trade. 

James Torphy, of Boston, representing Richey, 
Halstead & Quick, Cincinnati (Ohio) hardwood 
merchants, was in Toronto recently. 

R. V. Clute, sales manager Victoria Lumber & 
Manufacturing Co., Chemainus, B. C., spent a few 
days recently in Toronto. 

H. J. Terry, of Terry-Nicholson-Cates (Ltd.), To- 
ronto, has returned from a business trip to the 
Pacific coast. 


(Continued on page 101) 








Add Beauty 
and Cheerfulness 
to Bedrooms 


Every person knows how the 
beauty, smoothness and 
cleanliness of hardwood 
flooring adds to the restful- 
ness of a bedroom. 


You do not have to educate 
your customers to use hard- 
wood flooring, but you 
should advise with them on 
the best hardwood flooring 
to buy for each room in the 
house. For example :—Old 
Reliable Hard Maple Floor- 
ing for the kitchen, bath- 
room and bedrooms; Old Re- 
liable Birch or Beech Floor- 
ing for the dining room, liv- 
ing room, bedrooms and den. 
That’s one way to build 
good will and hold trade. 
Put some of it in stock soon. 


Mail Coupon Today 


so that your name will be put on 
our mailing list to receive all 
future stock lists. This does not 
obligate you in any way. Do it 
now! 


We also manufacture hardwood 


and softwood lumber, lath and 
poles. 


Grand Rapids Trust 
Company 
Receiver for William Horner 


Perkins Bldg., Grand Rapids, Mich. 


Plant: Newberry, Mich. 


Grand Rapids Trust Co. 
Receiver for William Horner 
Perkins Bldg., Grand Rapids, Mich. 


Gentlemen: — Please send me your 
latest stock list of ‘‘ Old Reliable” 
Hardwood Flooring. 


I would like to receive future lists as 
they are issued. This will not obligate 
me in any way. 
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VANLANDINGHAM LBR. Co. 


19 South La Salle St. 
Telephone-—State 6427 


CHICAGO 





W. B. VANLANDINGHAM 
E. T. VANLANDINGHAM 
C. B. CUNNINGHAM 
LAWRENCE F. BRAUN 
WILLIAM E. KRUEGER 


Sales 
Service 


ona 
Commission Basis 


VANLANDINGHAM LBr. Co. 








Manufacturers 
Moulding, Casing, Base 


Get in touch with people having the 
time, knowledge and connections nec- 
essary for the satisfactory handling of 
this class of Jumber products— 


If it is Mouldings, Casing, Base, 
Factory Specials or Shorts, We Sell ’em. 


JouHN A. SPENCER LUMBER Co. 
Suite 801, 624 So. Michigan Ave., Chicago, Ill. 

















GILBERT NELSON & CO. 


Public Accountants 
I! SOUTH LASALLE STREET 


CHICAGO 


TELEPHONE RANDOLPH 2220 








That First Impression 


So Much Depends 
On It 


Hand your pros- 
pect,a Wiggins 
card and you 
produce a first 








impression POTEEL COMPANY 

that com- PIT TeBURON. eA 

mands re- FISHER BULOINe 
CHICASO 

spectful at- 

tention. 


Wiggins Peerless Patent Book-Form Cards 


engraved with such skill and care that each card carries with it the 
distinction of supreme quality. 

Ask for tab of specimens, detach the card one by one and 
observe their clean-cut edges, and the protection afforded by 
their being encased in convenient book-form style. Samples free 
on request. 


The John B. Wiggins Company 
Established 1857 
Engravers Plate Makers 


Die Embossers 
1108 South Wabash Avenue, 





CHICAGO 
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Harry Strong, of the Trim-Pak Corporation, New 
York City, made a business trip to Chicago re- 
cently. 


W. A. Holt, of the Holt Lumber Co., Oconto, 
Wis., northern hardwood producer, made a business 
trip to Chicago Nov. 6. 


M. Cramer, of the Mason-Donaldson Lumber Co., 
Rhinelander, Wis., spent a day or two in Chicago 
this week on business. 


H. W. Kreuger, of the Shawano Lumber Co., 
Shawano, Wis., was in Chicago last week calling 
on his friends in the trade. 


G. H. Bulgrin, sales manager of the R. Connor 
Co., Marshfield, Wis., was in Chicago recently call- 
ing on the hardwood trade. 


James H. Lang, secretary and manager of the 
Chicago Lumber Sales Co., spent several days in 
Detroit, Mich., this week on business. 


L. J. Pomeroy, hardwood wholesaler, of Chicago, 
spent a couple of days in northern Illinois last 
week and found things moving fairly well. 


R. H. Campbell, president of the Campbell Lum- 
ber & Manufacturing Co., Toledo, Ohio, spent sev- 
eral days in Chicago this week on business. 


A. J. Smith, of Smith & Bell, hardwood manu- 
facturers, of Decatur, Ind., spent a couple of days 
in Chicago this week calling on his friends, 


Cc. A. Bigelow, of the Kneeland-Bigelow Co., 
hardwood and hemlock manufacturer, of Bay City, 
Mich., was in Chicago last Saturday on business. 


Cc. P. Ellingson, of the Island Lake Lumber Co., 
Northome, Minn., spruce manufacturer, made a 
business trip to Chicago on Tuesday of this week. 


President Munger, of the Munger-Guthrie-Brand 
Lumber Co., retailer, of Detroit, Mich., made a 
business trip to Chicago on Saturday of last week. 


KE. W. Atwood, of the Atwood Lumber Co., whole- 
saler of Grand Rapids, Mich., was in Chicago last 
Friday and reported business normal for the season. 


W. N. Willis, sales manager of the Chess & 
Wymond Co., hardwood manufacturer, of Louis- 
ville, Ky., made a business trip to Chicago this 
week. 


H. W. Coulter, of the Coulter Lumber Co., hard- 
‘wood wholesaler, of Grand Rapids, Mich., was in 
Chicago this week and reported a fair movement of 
stock. 


Edward D. Shurtleff, of Sterling, Ill., president 
of.the Shurtleff Co., line-yard operator, was in 
Chicago last week calling on some of his friends 
in the trade. 


F. W. Long, sales manager of the Wisconsin- 
Michigan Lumber Co., Eagle River, Wis., specialist 
in northern hardwoods, spent several days in Chi- 
cago this week. 


J. M. Bicher, of the Eicher-Woodland Lumber 
Co., Alexandria, La., stopped off for a day in Chi- 
cago this week en route to Detroit, Mich., and 
other eastern consuming centers. 


B. F. Spencer, sales manager of the T. H. 
Garrett Lumber Co., southern pine wholesaler, of 
St. Louis, Mo., was in Chicago Nov. 6 attending 
the Illinois-Chicago football game. 


Hf. H. Bates, of Henderson, Ky., who covers IIli- 
nois and Indiana territory for the Standard Lum- 
ber Co., of Birmingham, Ala., was in Chicago this 
week on one of his regular visits to the trade. 


T. J. Wilcox, vice president and general man- 
ager of the Linderman Box & Veneer Co., Eau 
Claire, Wis., and president of the National Asso- 
ciation of Wooden Box Manufacturers, was a recent 
Chicago visitor. 


Frank K. Bissell, of the Bissell Lumber Co., 
manufacturer of hardwood lumber and veneers, 
of Marshfield, Wis., was in Chicago last week call- 
ing on the trade. 


Nils Gregertsen, of the Gregertsen Bros. Co., 
cypress specialist, left Sunday night for Excelsior 
Springs, Mo., where he plans to spend two weeks 
recuperating after a busy season. He is accom- 
panied by his wife. 


Charles A. Cook, of Peoria, Ill., representative for 
William Buchanan, southern pine manufacturer 
of Texarkana, Ark., made a business trip to Chicago 
this week. Mr. Cook reports a lot of good quail 
shooting down State. 


BD. A. Thornton, president of the Lumbermen’s 
Association of Chicago, on Nov. 19 will broadcast 
from Station WLS, Chicago, a talk in relation to 


substitutes for wood, under the auspices of the 
National Lumber Manufacturers’ Association. 


Rufus Dickie, of Stewiacke, N. S., president of 
the Canadian Lumbermen’s Association, and W, 
Frank Oliver, of the Oliver Lumber Co., Toronto, 
Ont., were in Chicago this week and visited the 
offices of the National Hardwood Lumber Associa. 
tion. 


Frost Snyder, president of the Clear Fir Lum. 
ber Co., Tacoma, Wash., when in Chicago on 
Wednesday of this week reported a satisfactory 
movement of fir lumber, a good volume of orders 
being booked for domestic, export and coastwise 
shipment. 


George S. Cortis, manager of the Chicago office 
of the Von Platen-Fox Co., northern hardwood 
manufacturer, spent last Saturday and Sunday 
at Beloit, Wis., on the occasion of “home-coming 
day” at Beloit College, where the two daughters of 
Mr. Cortis are students. 


V. S. Barnes, who has been conducting a con. 
mission business in Chicago for some years under 
his own name, has recently joined the sales force 
of L. D. Leach & Co. He will give particular atten- 
tion to northern woods, in which he has special- 
ized for years, and will also handle southern pine 
and West Coast products. 


J. W. McCurdy, vice president of James D. Lacey 
& Co., timber land factors, spent a few days in St, 
Louis, Mo., this week. Among recent visitors at 
the Chicago office of the Lacey concern were Wil- 
liam Hofstra, of Price Bros. & Co., New York City; 
John R. Lyon, of San Francisco, Calif, and A, C. 
Chesbrough, of Toledo, Ohio. 


Thomas Mould, of the Edwards & Bradford Lun- 
ber Co., Sioux City, Iowa, specialist in Pondosa 
pine, with mills at Elk, Wash., was in Chicago 
on Tuesday of this week and reported business 
very satisfactory. He stated that there was a 
shortage of many items and expected to see firmer 
prices on Pondosa in the near future. 


Mrs. W. T. Hubbard, of Toledo, Ohio, who is 
operating the wholesale hardwood yard founded by 
her husband who died some six or more years ago, 
spent a couple of days in Chicago recently visiting 
Mr. and Mrs. J. H. P. Smith. Mr. Smith is in 
charge of the Chicago office of W. P. Brown & Song 
Lumber Co., hardwood manufacturer, of Louisville, 
Ky. 

General Sales Manager Ferguson, of the Charles 
Nelson Co., San Francisco, Calif., made a business 
trip to Chicago this week and reported that last 
year the company cut 89,000,000 feet of California 
sugar and white pine. Mr. Ferguson was here 
looking over the field with a view to establishing 
sales connections in Chicago and other eastem 
points. 


John Suelzer, president of the Ft. Wayne Build- 
ers’ Supply Co., and Mrs. Suelzer; Fred Webhren- 
berg, of the Standard Lumber & Supply Co., and 
Mrs. Wehrenberg, all of Ft. Wayne, Ind., were in 
Chicago last Saturday to take in the Northwestern- 
Purdue football game, following which they left for 
New Orleans to attend the National Retail Lum- 
ber Dealers’ Association annual. 


J. E. Walsh, sales manager of James E. Stark 
& Co., hardwood manufacturers, of Memphis, Tenn., 
stopped over in Chicago for a day this week on 
his return to Memphis from a_ business trip 
through the East, including New York, Washington, 
Detroit and other consuming centers. While here 
Mr. Walsh conferred with W. H. Gleason, mab- 
ager of the Chicago office of the Stark concern. 


John W. Coburn, of the New Ladysmith Lumber 
Co., Nanaimo, B. C., fir and spruce manufacturer, 
made a business trip to Chicago this week. He 
is an enthusiastic Rotarian and took advantage of 
the opportunity to attend a meeting of the mother 
club in Chicago. Mr. Coburn said business is very 
satisfactory with his company, which has a large 
trade in big fir timbers in the United States. 


F. W. Turner, secretary-treasurer of the Sterling 
Lumber & Supply Co., accompanied by Mrs. Turner, 
left Sunday on the Panama Limited for New Or- 
leans to attend the annual meeting of the National 
Retail Lumber Dealers’ Association. Walter Moel- 
ing, executive head of this company, reports a very 
satisfactory business for this year and is not at 
all discouraged as to the outlook for the coming 
year. 


A. R. Owen, president of the Rust-Owen Lum 
ber Co., Drummond, Wis., white pine, hemlock 
and hardwood manufacturer, spent a day in Chi- 
cago last week on his way to Memphis, Ten. 
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to confer with representatives of the Gilchrist- 
Fordney Co., of Laurel, Miss., in which Mr. Owen 
is interested. C. S. Bostwick, general sales man- 
ager of the Rust-Owen Lumber Co., was in Chicago 
this week looking after business for the company. 


A. Fletcher Marsh, vice president of the Marsh 
& Truman Lumber Co., on Nov. 16 at 8:30 p.m. 
will broadcast from station KYW, Chicago, another 
of the series of addresses on the general theme of 
educating the public in the best uses of wood, 
given under the joint auspices of the National 
Lumber Manufacturers’ Association and the Na- 
tional Farm Radio Council. The subject of Mr. 
Marsh’s-address will be “Lumber, the Satisfactory 
Building Material.” 


Nédk Ridlon, of the Aberdeen Lumber Co., re- 
turned this week from a two weeks’ trip to the 
southern hardwood mills of the company in Louisi- 
ana and. Mississippi. In commenting on condi- 
tions in the South, Mr. Ridlon said: “High water 
in the bayousydue to the heavy rains in the North, 
caused the temporary closing of one of the mills. 
Our mills haye’a pretty geod stock of some items 
but are short’on @thers..-Local business has been 
very good during the last four months, and the 
order files of the thills are pretty well filled.” 


"aaqguansaeean ? 


Lumberman Wins Political Honor 

SALT LAKE City, UTAH, Nov. 6.—Marvin O. Ash- 
ton, manager of the Sugar House Lumber & Hard- 
ware Co., of this city, was elected to the State 
house of representatives this week on the Re- 
publican ticket. Mr. Ashton is widely known in 
business, church and civic circles. 


Makes Addition to Sales Force 


Announcement has been made by Richard Cortis, 
of the Richard Cortis Lumber Co., that Oliver M. 
Barr, jr., formerly manager of the Chicago office 
of the George T. Mickle Lumber Co. of Oregon, 
was added to the sales force of the Cortis concern, 
effective Nov. 1. The Richard Cortis Lumber Co. 
specializes in southern pine and West Coast woods, 
and the friends of Mr. Cortis, who has a large 





Lumberman Telecode Wanted 


Requests have been received for several 
copies of the “American Lumberman 
Telecode,” and as the book is out of print 
readers who may have a copy they are 
not using are requested to send it in to 
this office. For each copy received that 
is in good condition, with no missing 
\ pages, $2.50 is offered. Send your copy 
at once to the AMERICAN LUMBERMAN, 
431 South Dearborn Street, Chicago.°*~ ~ 
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personal following among the trade, will be glad 
to know that with this addition to the sales force 
the company will have greatly increased connec- 
tions on the Pacific coast to handle the require- 
ments of its clients in West Coast hemlock, Doug- 
las fir and Inland Empire stocks. 


Engages in Commission Business 


CLEVELAND, OHIO, Noy. 8.—A recent addttion to 
the ranks of the commission lumbermen in this city 
is L. C. Brown, who, with direct mill connections, 
will handle Pacific. coast lumber, hardwoods and 
southern pine. Mr. Brown, who is located at 
10510 Euclid Avenue, is well posted on manufac- 
turing conditions, having worked for eight years in 
the mills in the South and on the West Coast, 
and knows the lumber business from the stump to 
the consumer. He is a native of Kentucky, but 
came to Cleveland from Chicago where he recently 
spent a short time getting acquainted with the 
consuming trade. 


To Endow Two Rooms in Hospital 


St. Louis, Mo., Nov. 9.—Mrs. William H. Keech, 
of Hotel Chase, has made a $50,000 gift to St. 
Luke’s Hospital to endow two rooms in perpetuity 
i the hospital in memory of her parents, Mr. and 
Mrs. John A. Holmes, it has been announced by the 
institution’s directors. Mr. Holmes, a pioneer St. 
Louis lumberman, died about ten years ago, while 
his wife died two years ago. They were natives 
of Pennsylvania. Mr. Holmes came to St. Louis 
in 1856, and became associated with his uncle, 
Robert Holmes, in the lumber business. On the 
death of the latter, in 1857, John A. Holmes formed 
the firm of J. A. Holmes which later was incor- 
porated as the J. A. Holmes Lumber Co., and is 


Ret, conducted by his sons, Robert and J. Howard 
oimes, 


Lumberman Donates Baseball Cup 


Government engineering forces engaged in the 
canalization of the Ohio River have organized base- 
ball teams. A. Fletcher Marsh, of the Marsh & 
Truman Lumber Co., Chicago, being a frequent 
visitor to these Ohio River dam projects, donated 
a cup to be kept by the team winning the largest 
number of games. This year the baseball team 
composed of the engineering force at Dam 53, lo- 
eated between Cairo and Brookport, Ill., won the 
cup by defeating the team from Dam 52. 


News Letters 


(Continued from page 99) 
MILWAUKEE, WIS. 


Nov. 9.—Retail business has not amounted to 
much for the few days following the recent snow- 
storm. All construction work was forced to stop. 
The wholesalers do not look forward to a great 
amount of business until the new season arrives. 
Retailers and wood using industries are buying 
only as they need lumber, and will go into inven- 
tory period with very low stocks. There should 
be a good amount of activity after inventory. 
The entire trade, however, seems to be doing con- 
servative buying. There is still a good amount 
of competition in the wholesale market offered by 
those outside of Milwaukee and prices are being 
cut and are not firm. Hemlock, it is reported, has 
been selling in better lots than heretofore, although 
the storm throughout the State will undoubtedly 
delay construction in rural communities and cause 
a reduction in sales. Hardwood items are strong 
and the operators in the North expect that they 
will firm up and open the first of the year at a 
high level. Flooring factories in Milwaukee are 
doing a normal business and their production is 
about the same as it has been. One of the firms 
here purchased 500,000 feet of maple during the 
period, The selling price was lower. There is 
still a differential between oak and maple floor- 
ing, and the prices offered for finished maple 
flooring are not satisfactory to producers. 


HATTIESBURG, MISS. 


Nov. 9.—Mills find woods labor scarce, and-rains 
are interfering with shipments. Stocks -are.-con- 
siderably broken. Fresh cutting orders are- coming 
rather freely, and-.the larger.. sizes -with heart 
specifications are hard to buy: Local demand con- 
tinues good. 

The Lovell Lumber Co., at Monticello, Miss., lost 
its planing mill and dry kilns by fire last) Wednesday 
night.‘ “Fhe: sawfpill-was saved. The burned. units 
will probably be rebuilt. oe 

The -_Williams¥ellow Pine Co.; Poplarville, 
-started its..mill: on -full time this week having 
been closed down for more than a month-rebuild- 
‘ing ‘the boiler plant: - 


BOSTON, MASS. 


Nov. 9.—Much rain and fog, and more frequent 
spells of cold, frosty weather, are slowing up resi- 
dential construction. Yard trade has slackened 
appreciably. Industrial demand is quite fair, hence 
tradé¢ in hardwoods keeps comparatively more ac- 
tive than that in softwoods. 

Prospect of much curtailed production of provin- 
cial spruce and indications of a reasonably fair 
demand had suggested an early strengthening of 
prices. But wholesalers were startled to learn 
that desirable lengths of narrow random had been 
made at $31. Late last week there was another 
sale of excellent lengths at $29.50, Boston rate. 
llowever, leading sellers still quote $33 for 15-foot 
and over, and $34 for 16- and 17-foot. Retailers 
are buying with unusual caution. Several whole- 
salers speak of 14-inch spruce lath at $7.25 and 
of 15%-inch at $8.25, mostly around New York 
City, and there are producers who refuse to ac- 
cept a penny under these figures less 5 percent 
commission. At the same time there has been local 
business in the wide lath at $7.75@8, and in the 
1%4-inch at $7 and possibly a little less. Only 
four cargoes of spruce arrived last week from Nova 
Seotia and New Brunswick, comprising 454,190 





feet of scantling, plank and boards; 65,000 spruce 


lath, and 2,103 spruce piles, for distribution by 
Godfrey Lumber Co., Blanchard Lumber Co., Morse 
& Buffum Co. and Smith Teaming & Piling Co. 


RicnuarD LIEBER, director of the Indiana State 
conservation commission, has suggested that a 
forest tract be bought near Indianapolis and be 
dedicated to the memory of Charles A. Book- 
walter, former mayor of Indianapolis, who died 
recently. He proposes that the county buy the 
tract and let it be known as the Charles A. 
Bookwalter Memorial Forest. 








For your protection! 
And gain your dealers’ confidence 


Knowing the value of grade marking, you'll insist on 
grade markers that can be decent en to make 
cleancut, readable, permanent marks. 


Careful study of these needs has develo Swisher 
Grade Marking Utilities that have ancy rian 
satisfactory. 


Use these utilities—they assure perfect 
and lasting imprints. 


We offer Steel Grade Markers sturdily built and deep- 
ly engraved in high-grade tool steel that assure unus- 
ually deep, clear, satisfactory imprints. 

Our Rubber Grade Markers also offer interesting ser- 
vice because of deeply cast characters 
in specially selected tough rubber 
that assure thousands of imprints 
with long life. 


Then, too, our special Inks specific- 
ally meet the purpose, assuring im- 
prints of fast color that will stand 
handling and weather conditions. 


Your guarantee is dependable ser- 
vice of 38 years’ standing. 


















Write for our 
general catalog 
No. 186-A-26 


R. D. Swisher Mfg. Co. 
411 S. Clinton St., CHICAGO, ILL. 
Established 1888 
Quick service with dependable 
quality. 

Rubber Stamps, Seals, Stencils, Logging 


Hanimers, Metal Trade Checks; in fact, a 
complete line of marking accessories. 














Al type 
for every 
purpose 


WATCHCLOCKS 


DETEX WATCHCLOCK CORPORATION 
BOSTON-23 BEACH ST. 
CHICAGO-4i47 RAVENSWOOD AVE. @ NEW YORK-76 VARICK ST. 











WARREN AXE & TOOL CO. 


WARREN, PA. 


Ww d high 
honors Panama-Pactie GRAND PRIZE 

a ee ee 
ALSO ALASKA-YUKON PACIFIC EXPOSITION 


international Exposition 
AND DROP FORGINGS. Daily fac- 
AXES-LOGGING TOOLS tory capacity 300 Axes& Tools 
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What About 
Your Wife? 


Have you taken home to her yet 
that copy of “Come on Home,” by 
Douglas Malloch, that every lum- 
berman ought to take home to his 
wife? 


(And that most lumbermen do.) 


If you haven’t, then let us send 
you her copy at once. You have told 
her about “the lumberman poet”— 
take her home one of his books. 


(The one she will like best.) 


It is the kind of book that will de- 
light a woman, and will say a lot of 
things for you that you haven’t quite 
got around to say yourself. 


(Come 
Home!” ) 


home with “Come on 

















A NEW COLLECTION BY THE POET 
WHO MAKES LIVING A JOY 
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ome | 
On | 
tne! | COME ON HOME 
By 
DOUGLAS MALLOCH 
AUTHOR OF “Terneese ane wees “THE woods, 





Douglas Malloch 1s known all over Amana, 
swherever people gather to hear clean stones, 
enjoy happy evenings, and read aloud or luten 
to verse such as bes, filled with homely senti- 
ments and a happy spint. “The poct whe 
makes Irving 4 yoy,” they tay of bum. 

Ths new collection contains favontes thas 
Mr. Malloch has read or recited throughous 
the country. All udes of life and humor are 
eepresented, but perhaps the commonest note 1 
the one struck in the lines, “He Heruage,” 
where @ father says to bus boy: "I know you'll 


NY get along,” and adds 
a! “1 know, somehow or other, 


Because you always had 
A whole lot of your mother, 
And « lutle of your dad” 


























The sentiment, yes, and some of 
the humor, of the home are portrayed 
by the one American writer who has 
done so much to make lumbermen 


happy. 
(Two 
today!) 


American fiumberman 


431 So. Dearborn Street 
Chicago 


dollars, postpaid. Send 


P. Ss. If you want to use three or more 
copies for Christmas presents, we have a won- 
derful special offer to make you. 

















Hoo-Hoo Activities 


Hoo-Hoo Official Appointments 


St. Louis, Mo., Nov. 9.—The appointment 
of the following Hoo-Hoo officials is announced 
at local headquarters: 


Theodore R. Crawford, Crawford-Lockhart Lum- 
ber Co., Regina, Saskatchewan, Can., reappointed 
Vicegerent Snark for the southern district of Sas- 
katchewan. 

Rex G. Chesbro, R. G. Chesbro Lumber Co., re- 
appointed Vicegerent Snark for the central district 
of Ontario, Can. 

M. J. McDonald, Thunder Bay Lumber Co. (Ltd.), 
reappointed Vicegerent Snark for the Thunder Bay 
district, Ontario, Can. 

Capt. William Griesinger, Windsor Lumber Co. 
(Ltd.), Windsor, Ont., Can., reappointed Vicegerent 
Snark of the western Ontario district. 

Adelard Beaudette, Muskoka Wood Manufactur- 
ing Co., Montreal, Quebec, Can., reappointed Vice- 
gerent Snark for Quebec. 

W. Y. Strachan, James Stewart Lumber Co., Win- 
nipeg, appointed Vicegerent Snark for Manitoba, 
Can. 


A. E. Stonehouse, Fruit Growers’ Supply Co., 
appointed Vicegerent Snark of the Hilt (Calif.) 
district. 

Jerry Sullivan, appointed Vicegerent Snark of 
the San Diego (Calif.) district, succeeding H. 
Homer Miller, Miller-McDermott Hardwood Co. 

William Stoddard, F. S. Murphy Lumber Co., 
appointed Vicegerent Snark for the Quincy (Calif.) 
district. 

W. B. Wickersham, appointed Vicegerent Snark 
for the Los Angeles district, succeeding Phil Hart, 
new Supreme Gurdon. 

W. P. Johnson, Sugar Pine Lumber Co., Pine- 
dale, Calif., appointed Vicegerent Snark of the 
San Joaquin Valley district, succeeding L. L. 
Walker, Valley Lumber Co., Fresno. 

W. G. McBride, Orlando, Vicegerent Snark, Or- 
landa (Fla.) district, to succeed Ed Leech. 

H. H. Heath, F. B. Smith Lumber Co., Macon, 
Ga., Vicegerent Snark, Macon (Ga.) district, to suc- 
ceed T. M. Willingham, Central Sash & Door Co. 

John E. Shepley, Southern Lumber & Supply Co., 
Tampa, Vicegerent Snark, Tampa (Fla.) district. 

Frank J. Mater, Jacksonville, Vicegerent Snark, 
Jacksonville (Fla.) district, reappointed. 

Edward Hamilton, Hamilton Lumber & Manufac- 
turing Co., Paterson, Counselor for New Jersey, 
to succeed Frank Risdon Moore, of Ramsey, N. J. 

Ezra D. Shaver, Lakeland, Vicegerent Snark, 
Lakeland (Fla.) district, reappointed. 

Grover G. Perdew, East Orange, Vicegerent Snark 
for New Jersey, reappointed. 

Benjamin F. Howe, Acushnet Saw Mills Co., New 
Bedford, Mass., Counselor for New Jersey, succeed- 
ing Harry L. Folsom. 

James L. Barney, Boston, Vicegerent Snark for 
the Boston (Mass.) district, succeeding Donald B. 
Ilyde, made president of the Boston Hoo-Hoo Club. 

Frank Warr, Seymour Co., Seymour, Vicegerent 
Snark, State of Connecticut, succeeding John A. 
Dodd. 

Robert S. Grant, San Francisco, Vicegerent 
Snark, San Francisco district, succeeding Fred 
Roth, McCallum Lumber Co., who has been pro- 
moted to Counselor for California. 

F. W. Hawse, Canadian Pugent Sound Lumber 
Co., Victoria, Vicegerent Snark, Victoria (B. C.) 
district, to succeed Col. James “Hoot-Mon” Light- 
body. 

Thomag H. Wilkinson, Vancouver, Vicegerent 
a Vancouver (B. C.) district, to succeed E. R. 
Robson. 


W. H. McFarlane, New Rochelle, Counselor for 
New York State. 


Seattle Hoo-Hoo Have Rousing Time 


SEATTLE, WAsH., Nov. 6.—Eighty-five mem- 
bers of the Hoo-Hoo Club of Seattle gathered 
Thursday evening at the Seattle Yacht Club for 
what proved to be one of the most enjoyable 
dinners and entertainments in the history of 
the organization. There was a distinct athletic 
flavor to the program, not only through the 
launching of a bowling tournament but through 
the staging of events introducing both Occi- 
dental and Oriental feats of skill and strength. 

At the outset of the business session, Presi- 
dent Roland C. Williams, of the Williams Fir 
Finish Co., resolved the gathering into a meet- 
ing of the Hoo-Hoo organization as distinct 
from the Hoo-Hoo club, and asked the members 
to nominate onc of their number for appoint- 
ment as Vicegerent Snark of Seattle district to 
succeed J. P. Austin, term expired. Alvin 


Schwager, of the Nettleton Lumber Co., spoke 


briefly saying Mr. Austin, who is now in Cali. 
fornia, had filled out the term of the late Lou 
R. Fifer, but did not seek a renomination. Mr. 
Schwager accordingly presented the name of 
Donald H. Clark, manager Starks Stained Shin- 
gles, observing that he had been active in the 
order, having served as Bojum of the Supreme 
Nine. Mr. Clark’s nomination was approved 
unanimously. 

Resuming as president of the Hoo-Hoo club, 
Mr. Williams introduced Bob Adair, of the 
Skinner & Eddy Corporation, as chairman of 
the committee on sports. Mr. Adair laid the 
foundation for the Hoo-Hoo bowling tourna- 
ment by naming six captains: Shinglemen, E, 
H. Luke, J. E. Pinkham Lumber Co.; cargo 
wholesalers, Marfield Boleom, Globe Export 
Lumber Co.; wholesalers, Jack Drescher; retail- 
ers, J. Farrell, Farrell Lumber Co.; manufac- 
turers, John Pankratz, Pankratz Lumber Co.; 
millworkers, Ralph E. Kruse, Fairview Lumber 
Co. The secretary of the tournament is Frank 
Dietz, of the J. E. Pinkham Lumber Co. The 
teams will contest Friday evenings until a total 
of six or twelve games has been run out. There 
is an elaborate system of handicapping. More 
than thirty members at the dinner signed up. 

The athletic events for the remainder of the 
evening consisted of wrestling and boxing, there 
being a number of lively bouts; an exhibition 
of jiu jitsu by Japanese; and a very strenuous 
demonstration of Japanese fencing—all of 
which wrought the lumbermen up to a high pitch 
of enthusiasm. 

At the close of the fencing contest the di- 
minutive Japanese who prevailed dared any 
white volunteer to step forward on the mat and 
strike him, if he could—it being understood 
that the challenger would merely defend himself 
by warding off the blows. 


Up steps Earl W. Jewett, of the Hamilton 
Lumber Co., a giant in stature, weighing about 
200 pounds. He adjusts the gauntlets, siezes 
the bamboo ‘‘sword’’ and rushes in furiously, 
slamming blows with might and main at the 
armored head and sides of, his doughty an- 
tagonist. It is a fierce battle. At the close of 
half a dozen terrific onslaughts, Earl lands with 
a resounding whang on the right side of the 
Japanese. The rules provide 1 point for clearg 
cut blow on head, 2 points for blow across ford. 
arm, 3 points for blow to side, 4 points for 
thrust into throat. Seore 3 for Earl. Thus 
ends the session, amid great noise. 


Thanked for Shingle Defense 

MINNEAPOLIS, MINN., Nov. 9.—Thanks and 
appreciation of the Red Cedar Shingle Bureau, 
of Seattle, was expressed in a letter signed by 
Arthur Bevan, and addressed to the Twin City 
Hoo-Hoo Club for its ‘‘splendid work in de- 
fense of wooden shingles in Minneapolis and con- 
tinued efforts to accomplish similar results in 
St. Paul and other cities in its jurisdiction.”’ 

*“Tt is the belief of our board,’’ the letter 
read, ‘‘that this is one of the outstanding ac- 
complishments of the Hoo-Hoo, particularly in 
demonstrating the tremendous power and good 
which Hoo-Hoo can achieve for the benefit of the 
entire industry. Surely Hoo-Hoo can not rise 
to greater heights.’ 

The congratulatory letter resulted from the 
work of the Twin City Hoo-Hoo in directing 4 
fight against a proposed ordinance in Minne- 
apolis which would have barred wooden shit- 
gles. The fight resulted in passage by the city 
council of a substitute ordinance which was 
sponsored by the lumber interests. 


THE TOTAL capitalization of the forest indus 
try in New Brunswick stands at $40,000,000. 
The pulp mills in 1925 produced 137,869 tons 
of woodpulp and distributed $1,603,692 1 
wages. In addition some 150,610 cords of pulp- 
wood, or 30 percent of the annual cut of pulp 
wood in New Brunswick, was exported to the 
United States in 1925. 
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Mr, 
ot SOUTHERN PINE 
the The following f.o.b. mill prices are taken from sales made during week ending Nov. 6 in sections named: 
me Hat- Kan- Hat- Kan- Hat- Kan- Hat- Kan- 
ved — — p a = = a —_ ps a — pw 
port, burg, y, port, burg, y, port, burg, y, port, burg, y, 
La. Miss. Mo. Ile. Miss. Mo. - Miss. Mo. Ie. Miss. Mo. 
_ siti ie Drop Siding ane Dimension, S181E Dimension, 8181E 
x ee sees ” 9 No. I1— ” , 
- ake 5 eed eee Ee ee ae ae - waen ares seep] TEM: BO ceccess croes BRR cones 
0 68.81 ..... No. 2 59 24. , ae 26.57 24.83 27.94 See ee, fone 
64.25 No. 2..... 27.59 24.10 27.82 rt ie 7 2  cerereior a sive 
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- —veas! 18 & 20’... 85.68 ..... 33.47 a oeere ee 20.00 |... 
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5 _ . eee . *. eeeeeeeeee eeeee . . 
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> " <a ee 0.40 25.50 30.32 
ber z---- 38.59 | No. 1, 1x4”, 16’ .... 2.02. seeee 36.69 ee 82.75 26.81 38.03 Bevel Siding 
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. %x4” No. 1 .....0- a nee PERN TESS 5... eee . 63 24. , 
the Hexi” B&better 1... 3844 3080 35.61 a  ceeabin A S895 Sap | MO} eNOS 88, Se: le 
here gt gpa 31.50 33.64 32.00 —— Boards, 818 or 828 . & = “Se 30.89 yf 30.50 "TE spheereip tasers: 2 ts ve" 381.68 
* Ne Fees 19.47 17.85 22.25 | No. 1— * to 20’.. se 19,50 ..... Ratebe hoe ee "92. 44'7 
ition %x4” B&better i ee ee Be We eee Seeks ’ccce “sodas 38.01 2x 6”, 10’ ....eee 19.50 20.00 21.00 a hottie re aes bogs 
uous WEB aidiccua. aexen - eee Other Igts. 39.00 38.00 38.01 12’ 20.50 22.11 ” 6.98 
of ” rn . . 1x10”, 4 & at eee tee a2 "phate abi psy 25.00 20.68 24.14 DE” @s68s06s00%064 56. eeeee eeeee 
inis gy nee tes : “on” °° y yi 
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‘ 5/4x4” fb ler weacicauraeh 70.00 59.00 67.46 No. 4, all widths and 2x12”, 12’ sabeeee eneann ovce SE 
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usly, CE BGI 2022 coves ooce Shiplap a -asecaies 13.89 14.25 13.5 
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se of EY: cicnedweiancs cccuy Se 2 geet 22.92 21.83 21.87 | No. 2 & better log run: Cer Material 
with BU citcanuavehs: sane 44.98 50.50 1x10” seh 22.75 22.30 22.16 SM Scans, oaks 28.00 2.04 
the ae UE iacebens. aness 46.96 59.50 No. 3 (all lengths) : a “diieten  caced SEA acces (All 1x4 & 6”): 
nocead Dl ost ebook  wtee 53.76 63.50 evens 18.00 17.52 18.00 ee he ,” &~ peeee: B&better, 10 & 20’ ..... see. 44.00 
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Thus ARKANSAS SOFT PINE 
The following are current f.o.b. mill prices on Arkansas soft pine made during the week ended Nov. 5: 
Flooring Finish—Dressed Dimension Fencing and Boards 
Edge grain— 1x3” 1x4” B&better “C” No. 1 No. 2 No. 1 No.2 No. 3 
mine ” ox 12,14, 10, 18, 12,, 14, 10, a8 Ses daa $34.00 $17.75 $15.00 
; and OS ne ee ae $72.25 — (hic ceerened ene a = = 16 bg 1x 6” 36.50 21.50 16.50 
~he 2 79.5 ee ° . Sy slgaettat lathe of 1 ? 
ireau, B&better ........... $79.50 70.50 xs. 8 10” 74 +4 = 00 | $26.75 $29.00 2x 4” ee. 50 oss. oS ig ere 36.00 23.25 18.00 
2d by BY ce cccee cece eeenee eens 68.25 0 lal ls eh ack thy 5 ca 25.00 26.50 2x 6” 21. 23. 50 Maree 37.00 23.50 18.25 
eG W) Gis dees catia 75.00 56.50 ty ey as 25 . 19” 50.00 26.50 19.00 
City Flat grain— 1%4, 1%, 2%x4 to 8” 2... 76.50... 26.25 28.00 2x 8 | Me. 3 Reel bantohiee en ; , 
ie 58.00 46.25 1% 1% 2”x5. 10, 12” .. 78.50 he 27.00 28.75 2x10” rit 26. 00 Casing and Base 
n de- B&better cover ccccces ryt Hy 25 , , , ’ eee 29.00 30.75 2x12” 26.00 27.75 
1 con- _ OV eseeesere ages a5 29°75 Ceiling and Partition 1x4, 6” Be Co 
ts in a di Clg, Clg, Cle, Part, eS ee 
5”? Moldi 1%,” 56” 4,” %” No. 1 No. 2 No. 3 vO ee ee 
letter one B& better $39. 00 $40.50 $43.6 50 0 $47. FF: ae 36.75 $21.50 $16.50 Lath 
15%” and under..26 percent discount i eee ' kk: 2 Sere I akandeaacanien 36.25 23.25 18.00 No.1 No. 2 
1g ace 1%” and over...21 percent discount ' No. 2...... ..... PT ates were BT kaviecoins seers 23.50 18.25 § 34x146”—4’ 2... cccceeee $4.95 $4.40 
rly i 
good 


of the PHILADELPHIA PRICES 


t rise Philadelphia, Pa., Nov. 9.—Wholesale prices secured from authoritative sources exclusively for the AMERICAN LUMBERMAN through the courtesy of 
Gregg & Co., of the Philadelphia Retail Board of Trade, are as follows: 





nee Southern Pine, Merchantable—1905 Air Dried No. 2 Common Roofers oe Red Cedar Bevel Siding _— 
. (Steamer Deliver 1x6”, %x5% ee: $27.50 1x10”, %x 9%. Pa . $28.50 Fo a i revel eocce snob tdi eathitbsipinindnaidets sect e 
—— — — aaa a ai mn 1x8”, eae 28.50 1x12”, %x11%... . 29.50 or 19° —— wry eT Teer rrT TTT TTT Tee TT Ter ry 
in- « 4 anc x news 4 MEW cece eccecee e » 74° BP cocccceeccoeesecseeccesesocceqsese ° 
. ae = 6” and 6x6”... 43.00 BE sa aacnnnworn's 60.00 | Shortleaf Dimension, S4S, 4-Inch Scant, 10- to Maple Flooring f.o.b. Philadelphia 
, 9” Ws ae 57. 6-Foo OEM CN oto 5a 54 adankaaecmseeeda taeot 85. 
h was a .. 44.00 tae” Bg oe ee 70:00 OS OEE: m.. a packs rua $30.00 eta Non’ Ries oatmeal a ee gee eH 
Be kedinensenes ' | ae Pe SE ae 31.00 | 4#X2%” Factory .........sseesereceeeereees 47.50 
Lengths 22 to 24 feet, add $2. Be cicotnnessess 29.00 3x1%” and 2-inch clear ........seseeeesees 64.00 
sndur we 2 feet additional, add $1.50 to 32-foot North Carolina Pine Flooring Western jie _ ot No. 3 
1.000. Each et es Oe, Oe No. 2&btr. No. 3 No. 4 | ix @ ......... $ 74 50 $64.50 $48.50 $36.75 
» tons aes Gr os ey © ° ee, a. re $84.00 $64.00 ..... 4 aes 89.50 79.50 46.00 39.75 
” ” "¢ 
92 in | ‘Longleaf Pine Flooring, 25/32x2%-Inch Face | ##%2/4" flat «......+.--.- oe Oe UE LL Be ee 6s OR 
: pulp- (Rail delivery) Kiln Dried North Carolina Roofers  iceckidas 89.50 79.50 45.25 38.75 
?P SS | SD ae iene Ee Ag ere ere a reer 104.50 94.50 46.25 39.75 
pulp- I ne eae nn Mt Se nn cas ce ocdecines coemaeel 30.50 | 13” and up.... 109.50 99.50 47.75 41.25 
to the EE nducnsnsenvdanstastsddiabiebiies ee © Oe ee ee: daw sated adaakeonanaite 31.00 Lath, 4-Foot No. 1 
33 eae | eee 6 oink e asd bandnwe ceva ee enweeted 32.00 isn og abe $7.70 f.0.b. cars 
Oe a RN a et eae 30.00 }#-inch thick, $1 more. TE, ks ckdissin aces 5.85 c.i.f.—$6.35 delivered 
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Duluth, Minn., Nov. 8.—Prices of northern pine f.o.b. Duluth follow: 
CoMMON BoarDs, Roucu— FENCING, RouGH— 
6’ 8’ 10’ 13° 14’ 16’ 18’ 20’ 6’ 3° 10,12&14’ 16’ 18&20’ 
es 3.  Bisectatus $55.00 $57.00 $62.00 $62.00 $62.00 $60.00 $65.00 $65.00 2 eee ere $51.00 $55.00 959.00 $61.00 $61.00 
OP 6nd aan 61.00 63.00 69.00 71.00 66.00 66.00 71.00 71.00 Dike stocteepaaeundbaneds 38.00 41.00 43.00 46.00 46.00 
OP eitevoetaws 67.00 70.00 77.00 77.00 72.00 72.00 77.00 77.00 DD  deanddesensocansnes 27.00 29.00 31.00 32.00 32.00 
No. 2, 8%......++ 35.00 37.00 46.00 46.00 46.00 44.00 50.00 50.00 4” No.1 .....ccceececeeeeee 47.00 50.00 56.00 62.00 62.00 
OP cicvenne eee 40.00 49.00 49.00 45.00 45.00 53.00 55.00 Dk xeeewasadssueesabat 33.00 36.00 41.00 47.00 45.00 
Dt tcecuwes 41.00 44.00 54.00 54.00 50.00 ag yr ap De -eernccabEnsesewanes 25.00 28.00 29.00 30.00 29.00 
Me. 3 Meccecses 29.00 32.00 33.00 33.00 33.00 33.00 3 .00 I ” ” 99 
° 10°:/'2°'2! 2900 31.00 33.00 33.00 38.00 33.00 33.00 33.00 No. 4, 6-foot and longer, mixed widths, 4", $24; 6", $28. 
a atcewess 31.00 33.00 35.60 35.00 35.00 35.00 39.00 39.00 9 fencing some as 6”. 
For all white pine, Nos. 1 and 2, add $1. All white pine, Nos. 1 and 2, add $1. 
Boards, 6 to 20’, 8, 10, and 12”, No. 4, $30; No. 5, $21. S1 or 28, add 75 cents; SISIE, add $1. 
For S81 or 2S, add 75 cents; SISIE, add $1; for resawed, add $1. Flooring, %- and %-inch ceiling, or beveled well tubing, add $2. 
Drop siding, grooved roofing and O.G. shiplap, 8’ and up, add $1.50. Drop siding or partition, add $1.50. 
Shiplap and D&M, 8’ and up, add $1.25. Well tubing, D&M and beveled, add $2. 
No. 1 Piece Strurr, S1S1E SIDING, 4 AND 6”, 4 To 20’— 
6’ + 10’ 12’ 14’ 16’ 18’ 20’ 4” 6” 4” 6” 
ad 27.5 31.56 33.5 32.50 34.5 34.5 jo 
ey eensneesnns are eS ses woLBO "3190 *83:80 °33-60 B&better .....6eeeee $40.00 $44.00 E........ eistenivitel $20.00 $22.00 
2x g” shi : E ’ 2 ah ; ss 27 50 20.50 32 74 32.50 32.50 39 50 34.50 84.50  ceeeeeeeeeeereeeeces 33.00 38.00 Norway, C&better.... 34.00 36.00 
SEY asvunaaaauie 31.50 32.50 35.50 35.50 35.50 33.50 35.50 35.50 _ Peameqcinecmqannien 28.00 31.00 
rrr 8 33.50 36. a? 36.50 36. 50 34.50 36.50 36.50 


No. 2 piece stuff, 
or Sis, add $3. 
Minnesota larch, 


$3 less than No. 


2x4- and 2x6-inch, 


; pine, 


rough, deduct 75 cents; D&M 


$3 under Norway pine. 


Siding may contain not to exceed 20 percent of 4- and 9-foot. 
Siding run to O.G., $2 a thousand extra; product of the strip as it grades. 


Beaded ceiling, %-inch, $1.5 


0 more than same grade of siding. 





NORTH CAROLINA PINE 


Norfolk, Va., 
average f.o.b. 


Nov. 8. 
Norfolk prices, 


Following are 


typical 


made during the 


week ended Nov. 5, as reported to the North 

Carolina Pine Association: 

Rough: 

4/4— ie 
Wo. BS Bs DOREOP CERO. cc ccccceccecceceeseses $52.00 
No, 3 Cs ntaeudesedenntenetaeteeeawee 34.75 
Bia. 3 -OGMO BOR. cc cccccccecccocccesoceocese 24.25 
Wo. 8 CGO DOK. cc cccccccccescccesccosccese 19.75 

No.2&btr. No.3 No.1box 

OF cccccacesedesvsacncs $55.00 eee $28.00 

DE sadtusandsecseneseee Ee $40.75 29.00 

SE gearesksevdienenunt 62.00 41.25 26.75 

Dat” wikeedtaneesenbsaees a ners 29.25 

Wage, No. 3 & better, 5/4. .ccccccceccccese . »$57.50 

Dressed: 

Flooring, 33”— 21%” 
De, Se Oe BORER. cccesvccceseseorss $48.50 $53.00 
Se ae ee ee 42.00 43.25 

Bark strip partition.....cccscccece eee $39.25 

Box bark strips (dressed or resawed) ceccce 17.50 

Roofers— No.1 Air dried* 

a” scepssveceses vanes dbeeenbonen $29.75 $18.50 

Da. apanedcesacranecdsacnnneckonts 28.00 20.00 

Dt. cietbiecikaborteaekasedemmen” 28.25 20.00 

BD” ‘sexnexcaeceesendeenbeaaonanens 26.00 19.75 
*F.o.b. Georgia-Alabama points of manufac- 

ture. 





RED CEDAR SIDING 


Seattle, Wash., Nov. 
lumber, new bundling, 8-18’, 


Bevel Siding, /2-Inch 


6.—Prices of red cedar 
f.o.b. mill, are: 





Width— Clear ware aye 
4-inch . $24.00 $16.00 
65-inch 28.00 18.00 
6-inch 31.00 22.00 
EOE ccccousesec eeee eee 

Weinch cccccccccccccccee 46.00 seooee oan 
Clear Bungalow Siding, %-Inch 
rr isthinenteensanns saewes er 

10-inch ...... buncenen pbameabenstens occesece Ge 
AWZ-INCH cocccccccccese cecvecesesceooessesces Gee 





RED CEDAR SHINGLES 


Seattle, Wash., Nov. 6.—Eastern prices f.o.b. 
mill are: 


Per square Per M 
4 bunches 4 or 5 bunches 


First Grades, Standard Stock 


Extra stars, 6/2.......+++-$1.68@1.72 $2.10@2.15 
Extra stars, 5/2.....+.++++ 1.76@1.80  2.20@2.25 
PERE GUORTE ccccccccececes 1.84@1.88 2.31@2.35 
Pertects, 6/2 ..ccce petcnates . 3793. 41 32 ta 00 
rrr ‘ 3.0 
EE ere 3 T1@2. 75 — 3... 88@3. 70 
First Grades, Rite-Grade Inspected Stock 
Bixtra stars, 6/2......sccs- %. a0. 84 " 25@2.35 
Extra stars, 5/2......+.s- ° 
DE GED ccsérecececees +132. 24 : 65@2. 80 
NGG, DIS cccccecenc¢ ces 2.49@2.53 3.10@3.15 
PE i crcatacdsanvetiieen 2.41 3.30 
PRD ccddceccasonaws 2.86@2.89  3.85@3.90 
Second Grades, Standard Stock 
Common stars, 5/2......... $0. 80@ -88 $1.00@1.10 
Common stars, 6/2........:. 96 1.15@1.20 
Common Clears ...ccccccce ‘ 4001. 44 1.75@1.80 
British Columbia Stock, Seattle Market 
ee RED: wn vcucecss. bnwennee - $2.60@2.65 
See COs Bids cccvscsees $2.49@2.53 3.10@3.15 
DE seedauescnceseece - 2.70@2.74 3.70@3.75 
PNUD ccascaceesenvecs 2.82@2.85  3.80@3.85 


Spokane, Wash., 


Portland, Ore., 


and better. 
add $5. 


Nov. 6.—Following are 


Nov. 


WESTERN PINES 


cur- 


rent prices, f.o.b. mill, which became effective 
Aug. 19: 
Pondosa Pine, 16-Foot, Inch— 

No.1 No.2 No.3 No.4 No.5 
 satawewaee $42.00 $31.00 $20.50 ..... coos. 
Oe” “sieteiee- akan 42.00 32.00 3) rae 
- wcaeonwans 40.00 27.00 nn <ekee onnar 

a cadednedes 42.00 27.00 21.50 aay (anal 
a. -csieeebeen 44.00 F760 BB.GS caves .seees 
Se ree $15.00 $ 7.00 
Pondosa Pine Shop— 

Factory 

Cc No.1 No.2 No.3 Com 

5/4 & 6/4..... =s $41.50 $25.50 $16.00 .... 
ee astepieken 1.50 51.50 36.50 16.50. ..... 
PE sacetexrase 6240. SSkAs. Sanus oean8 $24.50 
Idaho White Pine, 16- Foot— 

No. No.2 No.3 No.4 No.5 
- sendaadaes $48.00 $41.00 $27.00 ..... ae 
Ts ccomubease 51.00 44.00 30.00 ° er 
i” sendseneus ell UR ee 

De. -enesavenea 54.00 42.00 28.00 ...6. eves 
| ae 69.00 46.00 29.00 ..... ceo 
S Or Wk Sane <dees vones $17.00 $ 7.00 
White Fir, 6- to ae Inch 

6” 8& 10” 12” 4”&wadr. 
Nos. 1 & 2. - $22. 00 $25.00 $26.00 =. - érees 
re eseneced 17.00 20.00 21.00 eee 
eS eee ites ee deen $15.50 


[Special telegram to AMERICAN LUMBERMAN] 


9.—The following are 
f.o.b. Chicago prices on Pondosa pine shop, S2S: 


No.1 No.2 No.3 
«+ 0+e+$55.00 $40.00 $32.00 
eee 65.00 
yn eae shop prices are for shipments of No. 3 
For straight cars of specified grades, 


50.00 32.00 








CALIFORNIA PINES 


San Francisco, Calif., Nov. 6.—The following 
are average f.o.b. mill prices of California pines 
(prices of commons including only 1-inch stock) 
compiled from the report of the California White 
& Sugar Pine Manufacturers’ Association for 
the week ended Nov. 6: 


California White Pine 


Nos. oo. C sel. D sel. No. 3 clr. 
re $71. $65.55 $54.15 $46.85 
BPGRA.W.. ceccece 76.30 67.05 54.50 57.05 
C/ERB.W. cocces - 70.35 60.95 48.00 55.90 
eee 79.15 73.40 59.45 69.50 

California Sugar Pine 

Nos. spate. C sel. D sel. No. 3 clr. 
4/4XA.W. ..00- on $96.90 $77.80 $60.05 
S/42B.W. covces 95.35 90.40 70.25 71.60 
6/4Xa.W. .eeee- 92.55 85.65 62.60 70.40 
i eee 103.55 95.25 77.25 89.20 

White Pine Shop Mixed Pines 
No. 1 shop, 5/4x Wa 2 OO. 6 cccene $46.80 
eR $44.85 No. 2com........ 29.35 
No. 42 Shop, 6/4x Pee 
ae 95.75 Timbers ....ccsce 31.00 
Inch shop ....... 27.30 No. 1 dimen., 1,% 
Panel, %xa.w.... 80.00 7 ear 18.60 
- Tate, Ne. 1...ce» 5.70 
Sugar Pine ‘Shop Lath, No. 2...... 4.50 
ere SERCO EMIM, GE cocccess 1.75 
No, 1 shop, 5/4x : White Fir 
GO cnccacessex 6.3 coat; 00 
No. 2 shop, 5/4x | | No. 3 & btr. com., 
GA. akenenrceen 32.10 S/OeEW. 5. ss 9.35 
Douglas Fir No. 1 dimen. ° ly; 
rt on genetiion’ 46.70 a 20.60 
No. 3 clear....... 33.15 Miscellaneous 
Common ........ |) i: Pee 45 
Ties and timbers 24.95 Australian, 4/4x 
Dimension ......- 18.15 Ss. becacenbeas 56.65 





DOUGLAS FIR 


[Special telegram to AMERICAN LUMBERMAN] 

Portland, Ore., Nov. 11.—F.o.b. mill prices on 
actual sales of fir, Nov. 8 to 10, direct and whole- 
sale, reported by West Coast mills to the Davis 
Statistical Bureau, were as follows: 


Vertical Grain Flooring 


B B&btr. Cc Db 
ee $37.75 $37.75 $30.00  ..... 
see See. wssesce <<6eex 
SNES nuchiseatndeant oaen i i a ee 

Flat Grain Flooring 
BEE” § ditwndehadeses abeur 26.50 ae wanes 
Me Giuvsaitenadsea whos 33.50 5 ee 
Mixed Grain Flooring 
Se” BesGrdsasvaves oeenk Caeeae” bees $17.25 
Ceiling 
Be waisneataewhacwele an 25.00 | ee 
i” . Sheena hee woes 26.00 3) ere 
Drop Siding, 1x6” 
BR a Guitikncueee sa wsleee 30.75 (3 ee 
BE ikea Wich Giacahaes eoe aE 33.25 as 
Me Siakenweseacacenciin. wets, cance 17.50 
B&better Finish, Kiln Dried and Surfaced 
1x6” 1x8” ys 4? ag 
N° boo ver csceaswin $45.75 $44.75 $53.50 
Common Boards and Shiplap 

1x6” 1x8” 1x10” 1x12” 
ONE Berens $16.75 $15.50 $16.25 $18.75 
SENG Senin se gtecer ual eatiorn 11.25 12.00 13.00 13.50 
OE aawiispuicnahans 9.00 9.75 ae. eae 

Dimension 
No. a, thick— 


14’ 16’ 18’ 20’ 22&24’ 26-32’ 
e. $16. 25 $16.50 $18.50 $18.50 $19.50 


6”.. 15.50 15.50 17.75 18.00 19.00 $23.00 $24.25 
8”.. 16.00 15.75 18.00 17.50 17.50 21.75 22.25 
10”.. 17.25 17.25 18.25 18.00 18.00 21.00 22.50 
12”,.. 17.25 17.00 18.50 19.50 19.75 21.75 23.50 


2x4-inch, 8-foot, $15.50; 10-foot, $17.50; 2x6-inch, 
10-foot, $16. 





Random— 2x4” 2x6” 2x8” 2x10” 2x12” 
De 2 thuewane's $10.75 $12.00 $11.25 $10.25 $13.75 
oS ee 6.50 Se smite <éc660 atone 
No. 1 Common Timbers 
ce ee eee $19.00 
Gup te TREES CO 40", TOUR ccc cccccccivccccce 17.75 
5x5 to 12x12” to 40’, surfaced.......ccccccce 19.50 
Fir Lath 
Be. 1, 26, Gers sce ened anabaenadn ‘ oo $2.75 
B&better, Flat Grain Car Siding, 9 or 18’ 
Di” acstssuégudebeseeatascannssbbenkedbabbanen $39.00 
ME Cie ueeses ecasnwedeuce nh noeeaneeuseeasees 37.00 
St. Louis, Mo., Nov. 8.—The following cross 


tie prices prevail f.o.b. St. Louis: 


Untreated 
White Southern 


Oak Sap Pine 
No. 5, 7x9”, 8’, 9-inch face.....$1.45 $1.25 
No. 4, 7x8”, 3° 8-inch face..... 1.35 1.10 
No. 3, 6x8”, 8’, 8-inch face..... 1.20 1.00 
No. 2, 6x7”, 8’, 7-inch face..... 1.10 85 
No. 1, 6x6”, 8’, 6-inch face..... 1.00 75 
Red oak and heart cypress ties, 10 cents less 


than white oak; tupelo and gum cross ties, 1 
cents less than white oak; sap cypress, 20 cents 
less than white oak. 


Switch Bridge 

Ties Plank 

iawn ueu beeen $43.00 $42.00 
ee eee 40.00 38.00 

















Nev 
on so 


All 8’ 
7x9’ 
7x8’ 
6x8’ 








avel 
Cine 
Shir 
2. 
- 
ae 
ox 
Lat 
No. 


obt: 
Oct 
ture 


Cie. 
Clr, 
Sel, 
Clr. 
Clr. 
Sel. 
Sel, 
No. 

No. 


Clr. 
Sap 
Clr. 
Clr 
Sel, 
Sel, 
No. 
No. 
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Portland, Ore., _Nov. 9.—Log market quota- Everett, Wash., Nov. 8.—The log market is [Special telegram to AMERICAN LUMBERMAN] 
tions: very firm, but quotations are unchanged: 
c re, yellow: Firm, No. 1, $22; No. 2, $17; No. Fir: No. 1, $25; No. 2, $19: No. 3, $13 Portland, Ore., Nov. 9.—The following are 
0 3, %. Sata Rrra Senin sires sepitaslaei: : prices for mixed cars prevailing here today: 
n ee stent nts 7. Ungraded. Cedar: Rafts of shingle logs only, $18 base; 
0 93 Nos. $1 to ¢1 and strong, No. 2, $12 to 7 cents added for each 1 percent of lumber logs. vat re Factory stock— pare 
) 3; No. 3, to $12. Hemlock: No. 2, $13 to $14; No. 3, $11 to $12. X12” .. 0244-2. $73. tab bideiainnas 7 
4 Spruce: Steady, No. 1, $25; No. 2, $19; No. 3, cabsdaptondy =o $ 1x4—10" 222272 62.00 14" se teeeeeees $2.98 
$12. Spruce: $1 higher than fir. Bevel siding— 9" ere ae 
| rrr: i Eee 00 
SOI J THERN PINE TIES POPLAR %x6” .....+.... 31.00 Green box lumber 19. 00 
New York, Nov. 8.—Following are quotations Cincinnati, Ohio, Nov. 8.—The following are 


on southern pine railroad ties, f.o.b. New York: average wholesalers’ carlot prices, Cincinnati 


All 8° 6”— Sap Heart base, on poplar: POPLAR BEVEL SIDING 





































































































” vr Nan 7 = ps ae 
a icmaiaciadcualwarnuld&ieavereitanadia hig ea Sorr TEXTURE 4/4 5/4&6/4 8/4 Louisville, Ky., Nov. 8.—Poplar siding demand 
pp TTT SS EERE eee nese eee eeees oe i ° i $100@110 $110@120 $110@120 : 7 : , 
Me” bib coneisendced rasa tokan scan 1.25 1.65 Saps & select... 77 82 88 continues quite brisk, local houses reporting fall 
0 No. 1 com..... 50 55 65 70 70 75 business as better than had been expected, and 
0) No. 2 com. A.. 36 38 42 45 45 48 ‘ : : 
CYPRESS No.2 com. B.. 25 27 427 £429 £428 #30 | production continues good. Local quotations 
‘ > read: 
St. Louis, Mo., Nov. 8.—The following are cur- VALLEY— 
.. rent quotations on cypress, f.o.b. St. Louis: rae pga aa .$ =e pe $ = te saseeers Clear Select No.1 No.2 
saps selects. ) 17) ov o : 
GULF COAST RED CYPRESS— No. 1 com..... 45 48 52 55 55 60 | S-inch ............. = = = = 
= New Grades— Factory No.1 No. 2 com. A.. 35 36 37 40 40 42 | S-inch .......++0-.. 2 
Tank Selects Shop Box No. 2 com. B.. 25 27 26 28 27 30 GOOG vcsckecccees - 50 37 24 18 
| ee eT $ ga) —3 eo 
PE Ktaieadenades 121.75 : 3. . 
a OR 123.75 81.75 66.75 33.75 
7 Sabah alee 131% «S876 «(OTRISOSLTE HARDWOOD INSTITUTE PAST SALES REPORT 
“a — ceccccccccces aged gd eS seeee Memphis, Tenn., Nov. 8.—The following is a summary of Chicago/Cleveland average hardwood 
is 14/4 Shi 98.75 93.75 baa ane prices obtained during the week ended Nov. 2, as reported to the Hardwood Manufacturers 
Peck random, 6/6" . .cccccesvceses adie war ...$24.75 | Institute: 
Common Rough— No. 1 No. 2 No. 3 RED GUM BLACK GUM-CONT'D WHITE OAK-CONT'D ASH-CONT'D C OTTUNVWUUD=C OT 'D 
a 
SHOT” orcvcrsccccssessss $54.75 $43.75 $32.75 Ea A ‘ Saarteres Piain 
yet i ease aetaglib eek hc hime 61.75 50.75 24.76 — 
Add $2 for specified lengths on common grades. Ch Clev . 
hgo_ vlev Ch Clev thgo  Clev Chgo Clev 
Finish, $1S or $2S— irete & -— No 1 Con” "3 Sels Sound wormy No I Com & Sels-Co FAS-CUNT'D 
4-4 133,00 eee 4-4 40.50 coo 4-4 43.75 52.25 || 4-4 52.25  64.00]] 5-4 59.75 aie 
Heart A B Cc D 5-4 138.00 eee 5-4 46,00 eee 5-4 eee 60,00 5-4 60.25 eee No I Com & Sels 
1x4—10” ....$103.75 $ 98.75 $ 93.75 $ 83.75 $73.75 6-4 138,00 eee 6-4 47.25 coe |] Or4 eee 65.00 |} 6-4 66.75 eee 4-4 40.75 er 
Pe” wceeken 110.75 106.75 101.75 91.75 80.75 Plain 8-4 49,75 coe fe eee 68.00 || 6-4 75,25 eee 5-4 43,75 sai 
rte 120.75 115.75 110.75 102.75 aie Firsts & Seconds No 2 Common OAK-QUARTERED]| 9-4 97,00 eee |INo 2 Common 
or See” -vincken 125.75 120.75 115.75 106.75 deve 4-4 126,00 eee 5-4 29,50 «-+ ||/Pirete econds 10-4 96,50 eee 6-4 38,00 P 
_ quartered Plain 4-4 100,00 eee 12-4 100,00 coe 
Bungalow Bevel Siding— A B C&btr. Firsts & Seconds Firsts & Seconds No I Com & Sels No 2 Common So ormy 
aT $53 $45 $43 4-4 108,00 coe |] 4-4 41.50 43.,00]) 4-4 67.50 oe. |] 4-4 34.25 ... |] 4-4 4... 52475 
56 x8” 64 55 53° 5-4 114.50 eee 5-4 42,25 eee Plain No 3 Common 6-4 ee 56.75 
SUR eR ee: 70 61 59 6-4 113.75 eee No I Com & Selo Firsts & Seconds 4-4 24.00 —_ Plain 
he tiaapat hadi - 8-4 105.75 coe |] 4-4 32.00 33.00}| 5-8 67,00 .., TLE Firete & Seconds 
Bevel Siding— A B Ce D o I Com & Sels 5-4 31,25 on 4-4 85.75 109,00 BE & Seconis 4-4 occ 108,00 
MM pedcucuacecce $48.50 $45.00 $41.00 $28.00 4-4 62.75 eee TUPELO 5-4 «6. 125.50 |) gag 77,25 e+ |INo I Com & Sele 
- 5-4 68,25 coe Quarte rea 6-4 «+. 125.50 Iino I Com & Sele ae 58.50 
50 YELLOW CYPRESS— 6-4 68,75 eee No I Com & Sels 8-4 eec 135.50 || 4-4 aes 64.00 |] 5-4 ree 67.25 
Factory— No.1 No.1 No. 2 8-4 69,25 eee 4-4 42.50 eee |]10-4 134.00 ee 6-4 62.25 ees |INo 2 Common 
FAS Select Shop com. com. Plain Plain No I Com & Sels No 2 Common 4-4 44. «8875 
” 4/4 $ 72 $59 $36 $31 $26 Firets & Seconds 13-17" Box Boards 3-8 32,00 eee 5-4 35.25 eco 6-4 36.00 
50 Beer 15 62 48 35 29 4-4 107.50 ro 4-4 65.00 coo 1 2°83 «37.7 eee 8-4 36.50 be Sowa Wormy 
6/4 hes och ht 75 63 50 35 29 5-4 112.00 eee Firsts & Seconds 5-8 44.25 ese Wand WATLE 4-4 Se 42.50 
 Ddeetatcatanrte 82 68 55 37 31 6-4 108,75 soe |] 5-8 39.25 4.. |] 3-4 45.50 4.4. Ilpirsts & Seconds — . 2 
on By steeeeeees 108 75 $5 io I Com & Sels 4-4 45,00 eos |] 47-4 62.25 69.75 ll gig ... 94.50 |le-4 °°: 45.25 
75 [4 seveveeeee cee eee 5-8 46,75 vee || S-4 44-50. vee |] Ons 62.75 77450 |! Ba .. 96450 | gna 49200 
2 7 ” 4-4 59.75 eee ° om & Sels ‘ 025 5s 9-4 2. 103.25 S 
- —— ory ~~ 7 aoe 5-4 63,00 eee 5-8 28,00 eos |] 8-4 ace 79.25 |ilfo I Com & Sels ns vote & Beeee: eoonds 
a GZ, teeseensenes = — 860 tres 6-4 70.25 ree 3-4 34,00 e+e |}80 2 Comnon ’ ao... 76.50 |l 4-4 57.25 ae 
a aes er ccccccccce a3 be — #86«ere 8-4 71,00 mse 4-4 35.50 aes 5-8 27,50 eee 9-4 ae 83.25 || 5-4 ete 80.50 
x yp eee eee -o a No 2 Common 5-4 34,50 eee 3-4 35,50 eee No 2 Common No I Com & Sels 
9» 1x12 sree seeeeres - 00 ——— 6 6—S—sté—C HD 4-4 33.76 — No 2 Common 4-4 48.75 46.75 5-4 ida 39.75 4-4 37.25 57.00 
« Pa Se Guteee Shee = <pxue $23.00 SAP GUN 4-4 25.75 eee |[Sound Wormy Mixed 8-4 nee 42.75 |No 2 Common 
quartered No 3 Common 4-4 42,50 coe BEECH 4-4 Saas 23.75 
Firsts & Seconds 4-4 23.75 sec |[t2-4 68.00 ... IiPirets & Seconds Ho 3 Comuon 
CYPRESS SHINGLES & LATH | [22° 2°". | PER Saami ps tet tiie | 4 ete ns (bee ee 0 
- De eee om . : eee SYU AMORE -Q UANTER 
Cincinnati, Ohio, Nov. 8.—The following are 5-4 66,00 soe |] 3-8 56,75 ooo [Pirete & Seconds tio I Com & Sels Tret a “= 
, 6-4 69,50 3-4 107,50 4-4 «.. 117.00 Il 4-4 48.25 Firete & Seconds 
average wholesalers’ carlot prices today f.o.b. > 4 age - 50 75|Bo I Com & 9el - 7 oan 5-8 56,25 eee 
“tava 8-4 73,75 ese || 4-4 127,00 156,75] pio tm 8 6-4 47,00 see lho 1 com & Sels 
Q” Cincinnati: 10-4 84.75 ase i 137,75 ash*Se 4-4 “~ am 70.00 |hin 2 Common 5-8 44.25 
75 ’ . ™ , fo I Com & Sels “4 = eee 4. Pla 4-4 34.00 eee , ; = 
Shingles— Best Primes Economies 5-8 36.25 eee || No I Com & Sels Panel & Wide No 1 = |hig 3 common fe 8 — 
WR ais xu alawca od as $3.20 Bane 4-4 51,00 nan 3-8 40.00 coe JL 474 = nee «= 149.50 HT 5-8, aa. was 
- ctuvevceeasevean au 6.70 4.85 $3.90 15-4 51.00 eve - -2 ag oe 7 & eee - NYCTONY 
00 ey pie pnanekacaceue oe 6.95 5.45 4.30 16-4 04,75 eee ne 5 eee 2 eee 75 |Pirsts & Seconds ‘rete 2S, 
75 6” Sn Gro al gla wee 6.95 5 45 4.30 18-4 8 8©659,75 eco 4-4 61.50 ove 4-4 85,00 114.75 |he-4 100.00 eee he wr = 
50 10-4 73,00 soe |] No 2 Common 6-4 93.50 126.00 |hio I Com & Sels st fee hk oe 
Lath, 4-Foot, 3%x1'/-Inch— 22-4 74.76 dia 4-4 51.25 coe [PG-4 aoe 152.75 [2-4 65.00 — 4-4 46.75 
No. 1 $8 PP caceiannsened $7.90 Plain Plain he-a 131.75 153.00 tie 2 Common S64 56.08 cee 
15 + e dhe weet twee wnnee oe | . seer 2" & Wider PAS Firsts & Seconds ps B-4 Ce 30,00 8-4 59.00 eee 
5-8 52.25 eee 1-2 67,50 eco ona £9.00 86.25 WALIUT hay oun eve 
Firsts & Seconds 5-8 74,50 eee nd 75 es+ |Mo 1 Common ee 
" OAK FLOORING Be 4720... || 3-4 09225 212 |beiecte Gat vere, 149,25 [Lt BtyBe eae 
00 : : 3-4 54.00 mee 4-4 90.25 111.50|) 4-4 eee 93.25 |tio 2 Common ra rete Er teseals 
‘ The following are average prices, Memphis base, 4-4 61,00 es 5-4 106.75 129.75|fNo I Com & Seles 4-4 sd 73,25 if = 
ni F © —— 4-4 69,00 eee 
— obtained for oak flooring during the week ended 5-4 63,75 eee i ea 025 Se Keg. — 75.00 SOFT ELM fo I Com & Seis 
+t 30. as re , , » Or y ‘ing Ms Pace 6-4 64,75 one j= 225 137,25 aon irets & Second ( "a 
a Metin reported by the Oak Flooring Manufac a Gen *** 0-4 148.00 4-4 50.00 56.25 a ma 55.00. _ ao a a eee 
STCES Asseriatlen : fio 1 Com & Sels 12-4 177.25 468.00 os 59.75 = wwe [15-4 65475 = wwe 30,88 
owas ¥ 5-8 32.50 vee || No I Com & Sels 10 2 Common 6-4 68,75 een “£8 *75 pie 
- 241%" 18x27" Hx” Mx2” | tyr, 46275 vie |] 3-8 82.50 see | 4-d wee 48425 He-g 73,50 21, [PSA Beene 
Clr. qtd. wht... .$136.92 $131. 7 $100.00 $95.75 5-4 49,00 patie 1-2 43.25 eee |NO 2 A Common jo 1 Com & Sels lo 2 ; a 
ed Clr. qtd. red..... rer 6-4 50.00 cies 5-8 51,00 eve |] 4-4 37.25 40.75 |l 4-4 40.00 wee ot. mg r+ 
rn et. G6. Wilt... cseee (ee 62.50 6-4 55.75 eve 3-4 57,00 eee |] 9-4 38,50 eee 5-4 61.75 ae DUCTEVE 8 
ine Clr. pln. wht.... 67.48 87.28 57.65 64.61 io 2 Common 4-4 64,50 80,25|flo 2 8 Common 6-4 53,75 een 0 3 Gemman 
5 Clz. pim. red..... 68.57 80.43 54.48 58.58 3-4 20.50 ih 5-4 69.25  80,25}]|3-4 24.50 ses 8-4 58.5u nel 4-4 26.25 
0 Sel. pln. wht.... 58.80 74.68 47.75 49.53 | [4-4 26.50 i Ss oe Ke Coro 82400 Iho 2 Common pet 
Sel. pln. red.... 57.08 71.92 45.51 47.10 5-4 28,00 eee % 500 . ’ 4-4 26,25 re so 8 Coumse 
; No. 1 common... 45.48 51.65 25.98 27.91 | [6-4 29.50 oii. cs Siem An $ ns _B0,00 NO-4 30.75 wee [Pong “ay.25 a 
5 No. 2 common... 18.61 Be 8 kkean snanen 8-4 =—28.50 ee “6 vee ° 8-4 26,25 oon CYPRES 3 
to 3 Common No 2 Common ig Fseconae lo 3 Common Firete & Seconte RW 
- Yox1Yy"” Yx2” fex14h” fex2” | [4-4 22.00 wee |] 4-4 49.25 52,25]/ 1-2 OO tee 4-4 81075 = nee ane fe 
15 Clr. qtd. wht $124.50 | Pout oray te Pn: ms ‘ a4. 60 see Hora gasey 23 5-6 82250 sen 
‘Ar. A) 4.5 4-4 40.75 e-- || Wo 3 Com-Flg Grade || 6-4 104.50 eee COTTOMTIOD i 
nts Sap, ¢.q. W.Gr... «22-5 ste tee 83.50 3-4 23.50 vee 118-4 98,50 aes h 3-1 be Weards 6-4 64.00 eee 
Clr. pin. ae ee tt $77.14 eocvce 78.47 Quar mo 4-4 32.00 33.751|| 9-4 127.00 aes 4-4 80,75 ee 6-4 ; 90.7 ™ eee 
ige Clr. pin. red....$ 76.50 72.74 “eee 12.83 Pirste & Seconds No 3 Common 10-4 128.50 paar h3" & Wider FAS LO-4 116 000 eee 
unk Sel. pln. wht.... 63.50 67.69 ..... 62.72 4-4 52,00 ae 2-4 22.25 see [p2-4 130.00. rae 4-4. 73.75 a 2-4 107,00 eee 
2.00 gl ye Re es cas 61.83 |} 5-4 56,00 ve |] G74 25475 27.75 }Ho 1 Com & Sele irsts & Seconds per aero Ng 
0 0 common... 00 8.78 $29.00 36.77 En ob one = coe oy - eee 4-4 60,00 oS , * See 
sas No. 2 common... 10.50 5 aide > ee &=4 $3598 ews £=4 we 23:28 ona 72. 
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“SOFT TEXTURE” SOUTHERN HARDWOODS 


Cincinnati, Ohio, Nov. 8.—Average wholesale prices, carlots, Cincinnati, base, on Virginia, West 





Virginia and Tennessee hardwoods today: 

4/4 5/4&6/4 8/4 - 4/4 5/4&6/4 8/4 
, ASSWOOD— 

QUARTERED WHITE OAK— <n " 
eps nkieni $135@ 145 $145@ 155 $155@165 FAS «+ -- seers $ 65@ 70 $ 70@ 75 $ 10@ 75 
Sieein |. 105 110 110 115 115 120 No. 1 er 48 50 53 56 53 56 
ag hehe 20°85 85 90 90 95 No. 2 com..... 28 31 33 38 38 43 
No. 2 com..... 45 50 54 59 55 60 CHESTNUT— 

Sound wormy.. 43 45 52 57 55 60 OS $100@105 $112@118 $122@1 128 

QuarrereD Rep Oak No. 1 com..... 60 = = 67 ba zs 

No. 3 Mecses 20 2 2 22 2% 
| ee $110@115 Sd. wormy and 
No. L com..... 60 §=65 No. 2 com... 36 38 38 40 40 42 
No. 2 com..... 40 45 Sd. wormy and 

PLAIN Wuite AND Rep Oak— ond — * 38 42 43 #45 «45 «47 
Pee stancnees Se 10 825 5@120 $125@135 eree . 

OS  rerrre 75 7 80 85 90 s1RCH— a a 

No. 1 com..... 60 65 70 75 75 80 | Ire $105@119 $110@115 $115@120 
No. 2 com..... 42 45 47 50 48 52 No. 1 com. and x . 
No. 3 com..... 22 24 23 25 24 27 Ch. wabesnes 65 70 70 75 70 75 
Sound wormy.. 43 48 53 58 55 60 No. 2 com..... 31 33) (33) (38 38 40 

Hickory— BEECH— 

i. ¢sewanwns ewe ... $ 95@105 $ 95@105 i Serer ere. $ 65@ 70 $ T0@ 75 $ 75@ 80 
No. 1 com..... ae ete 65 70 65 70 | eS Fo ee 42 45 47 50 47 50 
OS Tee coe ees 35 40 35 40 No. 2 com..... 27 30 380 33 33) 35 

MAPLE— 4/4 5/4&6/4 8/4 10&12/4 16/4 
Pn. bs wade sadegene ne taneeae $ 75@ 80 $ 8O0@ 85 $ 85@ pe $ oe eats 
PO: 2 GRivccrcswcavecesenesen 50 55 63 OS OS 2 ‘ re) 
No. 2 oom Wkeerepees oeeess awe 33 38 39 40 41 45 48 50 50 53 

WuHite ASH 
ie a a a paces $ 95@100 $107@112 $112@117 $125@130 $155@160 
eh, 2 COO, OEE ME. occas recens 55 60 72 77 78 82 100 105 95 100 
es Be GR vice ceccdenccvenene 32 35 35 40 40 45 45 50 50 55 
The following list represents present values of Cincinnati, Ohio, Nov. 8.—Average wholesal- 


hardwoods, f. o. b. Lower Michigan mills: 
No. 1 No. 2 No. 3 
FAS Selects com, com. com. 
Bass woop— 


4/4 $ 65@ $ 55@ 60 $ 45@ 48 $24@26 $21@23 
5/4 70 60 65 47 50 28 30 23 25 
6/4 75 80 65 70 52 55 33 35 23 25 
8/4 80 85 70 7 57 60 38 40 ...... 
10/4 95 100 85 3° TT Te @ BF scvcss 
Beecu— 

5/8 No. 2 common and better 30@32 ya +4 


4/4 60@ 65 45@ 50 33@ 35 23 25 16 
5/4 65 70 50 55 35 37 28 30 18 20 
6/4 70 75 55 60 40 42 30 32 18 20 
8/4 80 85 65 70 50 52 33 35 20 22 
Bircn— 

4/4 95@100 75@ 80 47@ 50 28@30 18@20 
5/4 100 105 80 85 52 55 30 32 19 21 
6/4 105 110 85 90 57 60 35 37 19 21 


8/4 110 115 90 9% 65 70 40 45 ...... 
10/4 115 120 100 105 80 85 50 55 ...... 
12/4 120 125 105 110 85 90 50 56 ...... 
16/4 140 145 120 125 105 110 ...... cossee 


Sorr ELmM— 

4/4 65@ 70 50@ 55 42@ 45 26@28 2 
5/4 70 75 55 60 47 50 28 30 22 
6/4 80 8&5 65 70 55 60 30 32 22 24 
8/4 85 86 90 70 75 60 65 35 40 
10/4 90 95 7 5 80 65 70 40 45 
12/4 90 95 75 80 65 70 40 45 
16/4 110 115 95 100 85 90 50 55 
Harp MAPLE— 


4/4 70@ = 60@ €5 47@ 50 28@30 15@17 
5/4 80 65 70 55 60 30 32 18 20 
6/4 90 98 75 80 65 70 33 35 18 20 
8/4 95 100 80 85 70 75 38 40 20 22 
10/4 110 115 95 100 85 90 45 50 23 25 
12/4 120 125 105 110 95 100 45 50 26 28 
14/4 140 145 125 130 115 120 50 55 ...... 
16/4 160 165 145 150 135 140 50 55 ...... 


HarD MAPLE FLOORING Stock, Roucu— 

nn  aegedehe. oobheane 43@ 45 28@30 18@20 
i -advewiret se — siemudicaarn 45 47 30 32 18 20 
Sorr MArLe— 

4/4 65@ 70 55@ 60 40@ 45 28@30 Os 
5/4 7 80 65 70 50 55 33 35 20 
6/4 80 85 70 7 55 60 
8/4 8 90 7 80 60 65 #40 45 20 22 
END DrRiep WHITE MarLa— 


4/4 100@105 ........ a. ietens ponane 
. £& Pee 80 De -tesaue careda 
7 Ie: Fae we Ue “séenen wanees 
We See BaP cevecses oe Oe axseus aveees 





HARDWOOD FLOORING 


Sales by Michigan and Wisconsin flooring mills 
of maple, beech and birch flooring, as reported to 
the Maple Flooring Manufacturers’ Association, 
average as follows, f.o.b. cars flooring mill basis, 
during the week ended Nov. 6: 


: MAPLE— Clear No. 1 Factory 
DG pace casane $70.81 Ff Zeer 
RE rae rrr 60.69 TTT 
a aida hk ware an 76.60 66.57 $38.73 
eas 66.23 45.66 
EE W's a dla e.g oie ease $1.91 os sees 
BircH— 

DEE” wesecensveda SRM  scces onnes 


ers’ prices, 
Cincinnati: 


carlots, Mississippi Valley woods, 


GuM— 4/4 5/4&6/4 8/4 
Qtrd. red— 
SS) ear _ Ss stees% sat at 
No. 1 com. 58 62 68 73 
Qtrd. red, sap no defect: 
ee waa e tes 58@ 60 62@ 65 68@ 70 
No. 1 com... 7 52 52 
Plain red: 
a SP Prrere 100@103 100@105 105@110 
No. l com... 56 58 58 63 63 68 
Sap: 
Bxbds., 13-17” 70@ 71 
Plain FAS, 6” 
& wider... 52 55 rt 58 58@ 62 
No. 1 com... 40 41 45 45. 
No. 2 com... 24 35 26 29 
MAPLE— 
Spot worms N. 
D log run...$ 40 $ 55 $ 60 
CoTTON WooD— 
FAS, 6” & wdr.$ 53@ 58 $ 58@ 63: ... ... 
No. 1 com..... 38 40 40 7 «es eee 
No. 2 com..... 33 36 we “mete 
QUARTERED WHITE OAK— 
| aaa $123@128 $128@133 $133@138 
I os ig an 92 97 97 102 102 107 
me 2 OMB cee 70 75 75 80 80 85 
No. 2 com..... 40 45 45 50 50 55 
QUARTERED ReD OAK— 
Pr, -$105@110 eee 
So ea 65 70 ‘ 
No. 2 com..... 35 40 ose 
PLAIN WHITE AND Rep OAkK— 
ea. $ 82@ 87 $ 95@100 $105@110 
i cées ape 63 68 68 72 72 76 
No. 1 com..... 53 58 58 63 63 68 
ee - e 42 44 wee 45 50 
No. 3 com..... mE: eax oe wes 25 30 


Sound wormy.. 37 38 40 45 45 50 


Sorr ELM— 


eee $ 65 $ 67 $ 70 
me 3B OOM. ccc 47 50 55 
No. 2 com..... 25 27 28 





BLACK WALNUT 


Cincinnati, Ohio, Nov. 9.—The following are 
today’s prices on American black walnut f.o.b. 
Cincinnati: 


FAS, 4/4, $230; 5/4, $240; 6/4, $245; 8/4, $250. 
Selects, 4/4, $155; 5/4, $160; 6/4, $165; 8/4, $175. 


a 1, 4/4, $95; 5/4, $105; 6/4, $115; 8/4, $120@ 


No. 2, 4/4, $45; 5/4 and 6/4, $50; 8/4, $55. 








For Editorial Review of Current Market Con- 
ditions See Page 49 


NORTHERN PINE 


MINNEAPOLIS, MINN., Nov. 9.—Retailers 
last week continued to buy northern pine to meet 
current requirements. Factory users were in the 
market for small amounts. Business is better 
than the average for November. Prices have 
undergone no general change, although there is 
variance on some items. 


BUFFALO, N. Y., Nov. 10.—The northern pine 
trade is slow and wholesalers say that their 
sales have been small. Industrial concerns are 
buying in small amounts as needed. Retailers are 
disposed to keep their stocks down to small pro- 
portions. 








BOSTON, MASS., Nov. 9.—Northern pine trade 
is quiet. Competition of other woods, particu- 
larly from the West, is exceptionally keen. 
There has been no definite change in quotations, 
but sellers are a little more conciliatory in their 
efforts to book business in medium and better 
grades. 


NEW YORK, Nov. 8.—Northern white pine 
prices are holding up well. West Coast compe- 
tition has worked decidedly against a good 
market here. Reports from up-State centers, 
such as Albany, indicate the market there suf- 
fers from the same drawbacks. 


EASTERN SPRUCE 


BOSTON, MASS., Nov. 9.—Demand for eastern 
spruce frames has improved a little, but the mar- 
ket is still quiet. Production has decreased 
materially and prices are gaining some strength. 
Provincial random prices have weakened ap- 
preciably. Boards are rather quiet and prices 
are a bit easy. Quotations: Dimension, rail 
shipment, 8- to 20-foot, 8-inch and under, $38@ 
39; 9-inch, $39@40; 10-inch, $40@41; 12-inch, 
$42@43. Provincial random, 2x3 to 2x7, $32@ 
34; 2x8, $36@37; 2x10, $38@39. Covering boards, 
5-inch up, 8-foot up, DIS, $33@34; matched, 
clipped, random lengths, 1x5, $35; 1x6 and 7, 
$36; 8- to 16-foot, clipped, $36@38. Furring, 
1x2, $32@33; 1x3, $31@32. 


NEW YORK, Nov. 8.—Spruce continues to 
suffer from competition with other woods, but 
generally the market has shown slight improve- 
ment. Stocks are by no means heavy and vir- 
tually all lumber arriving is sold in advance. 


WHITE CEDAR 


MINNEAPOLIS, MINN., Nov. 9.—The move- 
ment of white cedar poles continues fairly large. 
Most poles moving are going into the central 
States. Stocks of 20-foot are short and prices are 
rigid. There is some demand for posts, but it is 
not up to expectations. Prices, however, are 


firm. 
HARDWOODS 


CHICAGO, Nov. 10.—A fair amount of north- 
ern hardwood business is being booked. The de- 
mand for 4-foot hardwood lath for snow fences 
is pretty brisk. No. 3 and selects and better 
basswood are firm. Maple hearts are moving 
fairly well. With the exception of No. 3, stocks 
are about normal. The automobile body demand 
has slackened up, which is usual at this time of 
year. The furniture factories are buying a little, 
as are other consuming interests. Available 
stocks of southern hardwoods are sufficient to 
take care of present demand. The volume from 
factory consumers has slowed down since the 
first of the month. Prices hold up fairly well. 


INDIANAPOLIS, IND., Nov. 9.—Rainy weather 
has hampered Indiana logging, and mills are re- 
porting business in excess of production. Prices 
are uniformly high. In the southern hardwood 
field many jobbers report it difficult to place 
orders and that deliveries are slowing up. A 
good demand for sap gum continues from fur- 
niture factories. The farm implement factories 
are ready buyers of ash, hickory and oak, and 
this business is expected to improve. Demand 
for rough flooring material has slumped. 


KANSAS CITY, MO., Nov. 9.—Except for a 
slowing up of demand from the automobile trade, 
factory buying of hardwood is in about the same 
volume as it has been for several weeks. Gum 
continues in strong demand and is firm. Other 
furniture items are easy to sell, and ash, walnut, 











NovEMB 





hickory 
consume 
for oak 


NEW 
flooring 
weakene 
and No. 
virtually 


wr. is 
inquirie: 
approac 
checking 
sult of 
The bu 
most ac 
few ord 
The ma 


CINC! 
been fai 
ing up. 
Prices r 
Howeve 


COLU 
hardwor 
are buj 
needs ¢ 
stocks, ° 
ing mil] 
are stez 
Ohio Ri 


Quarte! 
Plain 


HOU: 
demanc 
ket for 
for FA 
ing dul 
for ma 


BAL’ 
gains © 
other hk 
were. 
and re 
at adv 
serious 


MIN 
trade 
fair ar 
true of 
have 1 
The m 
facturi 


BUF 
mand — 
are ta 
along. 
many | 
of bu: 
holdin; 


NEV 
a tenc 
woods 
rather 
ing be 


BOS 
trade 
for re 
cent | 
chair 
also a 
trade 
is ab 
sharp 
tation 
$80@8 
$4; N 
of qu 


Los 
Prices 
other 
ments 
a suf 
needs 


CH 
nume 
stock 
mills 
but | 
stock 





a2Qont oerDB 


(oes & 


'_ 


ome VF fF 8 ee 


® “Se Ve 8 eee ed ss. ¢ 2 ¢ Wa 


bi i, ee ee 


ve Ee lw Ww hU©w 


TF ae SS aS «69 


~~ Ve 


— ee lc i‘ rh 











NOVEMBER 13, 1926 


AMERICAN LUMBERMAN 107 





hickory and elm are in fair request from other 
consumers. Retail demand is slow and is mostly 
for oak flooring, with gum finish coming next. 


NEW ORLEANS, LA., Nov. 8.—Sap gum and 
flooring oak are quieter. Prices are said to have 
weakened 50 cents to $1 on some items of FAS 
and No. 1 sap gum. Otherwise quotations stood 
virtually unchanged. 


ST. LOUIS, MO., Nov. 8.—Southern hardwood 
inquiries and orders appear less numerous. The 
approach of inventory time is believed to be 
checking business, which has suffered as a re- 
sult of the cotton slump and other conditions. 
The building trades possibly are showing the 
most activity. Furniture factories are placing a 
few orders, but the automobile trade is stagnant. 
The market is weaker. 


CINCINNATI, OHIO, Nov. 9.—The market has 
been fairly active though there is seasonal slow- 
ing up. Orders are not as numerous nor as large. 
Prices remain steady, because of low mill stocks. 
However, occasional concessions are reported. 


COLUMBUS, OHIO, Nov. 8.—The demand for 
hardwoods continues steady. Industrial concerns 
are buying fairly well, although for immediate 
needs only. Retailers are buying to replenish 
stocks, which have become somewhat low. - Plan- 
ing mills are also buying fairly well. Quotations 
are steady at former levels. Prices of oak at the 
Ohio River are: 


No. 1 No.2 No.3 

FAS com. com, com, 

Guartered ..cccocs $145 $92 $50 aah 
> ae 105 72 48 $20 


HOUSTON, TEX, Nov. 8.—Flooring factory 
demand for rough lumber is splendid. The mar- 
ket for sap gum is good, and there is a fine call 
for FAS red gum. FAS oak is slow and floor- 
ing dull. Ash is fair. There is a good demand 
for magnolia, tupelo and black gum. 

BALTIMORE, MD., Nov. 8.—Gum holds the 
gains which it made in recent months, while 
other hardwoods are at least steadier than they 
were. The ideas of the mills are rather firmer, 
and replacements of stocks are apt to be made 
at advances. The British coal strike acts as a 
serious handicap upon exports. 


MINNEAPOLIS, MINN., Nov. 9.—Hardwood 
trade is light. Some industries are taking a 
fair amount but others are tapering off. This is 
true of sash and door mills. The fact that mills 
have no surpluses prevents price concessions. 
The mills are selling more than they are manu- 
facturing. 


BUFFALO, N. Y., Nov. 10.—The hardwood de- 
mand has not been at all brisk. Most consumers 
are taking only enough stock to carry them 
along. The furniture factories are not placing 
many orders, although some have a fair amount 
of business ahead. Automobile factories are 
holding off or else buying in small quantities. 


NEW YORK, Nov. 8.—Sap and red gum show 
a tendency to stiffen in price, but other hard- 
woods are unchanged. Good chestnut lumber is 
rather scarce. Maple and oak flooring are sell- 
ing better than usual for early November. 


BOSTON, MASS., Nov. 9.—The hardwood 
trade is in fair condition for November. Prices 
for really desirable lumber are well held. Re- 
cent improvement in buying of furniture and 
chair manufacturers is retained. Piano makers 
also are showing more interest. The automobile 
trade remains rather slack. Demand for flooring 
is about seasonable, but competition is very 
sharp and prices remain weak and erratic. Quo- 
tations, 3#x2% clear: Birch, $75@87.50; maple, 
$80@84; oak, white, plain, $92@95; selects, $81@ 
84; No. 1 common, $59@62. The general range 
of quotations on inch hardwoods is unchanged. 





LOS ANGELES, CALIF., Nov. 6.—Hardwood 
Prices are firmer than they have been at any 
other time this year, and reserves are low. Ship- 
ments are reaching this point almost daily, and 
a sufficient volume is in transit to supply all 
needs for the next thirty to forty-five days. 


FIR, SPRUCE, CEDAR 


CHICAGO, Nov. 10.—Inquiries for fir are rather 
numerous, but orders are none too plentiful. Mill 
stocks in upper grades are in fair shape. Some 
mills want orders for 3-inch plank and timbers, 
but are not eager for dimension business as 
stocks are not burdensome. Prices remain on 

















Natural Drying Means 








Bright Clear Saps 


Clear Saps Poplar 


Our ‘natural dryin?,” method 
(End-stacking) in the produc- 
tion of Clear Saps Poplar re- 
sults in thoroughly seasoned 
lumber of unusual brightness. 
This is an iron clad requisite 
in Case-Fowler manufacture 
and insures a stock superiorto 
that dried in the usual way. 


After end-stackin, we pile 
in the reZular manner so that 
stock is straight and flat when 
shipped. In large quantities, 
sizes run from 5%” to 21%”. 
We also carry moderate 
amounts of 3” and 4”. 


Red and Sap Gum 


As manufactured by Case- 
Fowler typifies the acme of 
river bottom timber rowth. 
Our extensive holdin}s are 
typical of the finest Gum in the 
South. Selected trees Bive usan 
unusual assortment of widths 
and lengths. We specialize 
in 4/4” but are well stocked to 
quote on other thicknesses. 


We also ship Kiln Dried Short- 
leaf Pine lumber, trim and 
yard stock mixed with Poplar, 
Hardwoods or straight cars of 
any one item. May we quote 
on your next requirements? 


Address the nearest branch office or 


GENERAL SALES OFFICES 
1234 Commercial Trust Building, Philadelphia, Pa. 


J. H. MACKELDUFF, Manager 


CASE-FOWLER LUMBER CO. 
Manufacturers 


Macon, Georgia 





Branch Offices and Representatives 


CHICAGO DETROIT PA., DEL, & MD. 
J. N. Woodbury V. B. Churm E. G. Spears 
V.B.Churm 1553 West Madison 1234 Commercial 
1553 West Madison Street Trust Bld. 
Street Chicago, Ill. Philadelphia, Pa. 


NEW YORK NEW JERSEY 
S. F. Mackelduff W.A. Fundinger Wm. Dings 


Spencer Arms 1234 Commercial 2131 Ry. Exchange 
Apartment Trust Bldg. Baa. 


69th and Broadway Philadelphia, Pa. 


ST. LOUIS 


NEW ENGLAND, J. J. Bertholet, 7 Columbia Terrace, Brookline, Mass. 
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Prevent the hazard of fire 
With an ORTON Gasoline Crane 


Every year fires cause the loss of thousands of dollars’ worth of lumber. 
Generally, the fires are caused by sparks from coal burning equipment 
such as locomotives, cranes or hoists. 


Years ago cranes were built for steam operation only. Owners of lum- 
ber yards had to be satisfied with the kind of power furnished. 


Now all ORTON Railroad Type Locomotive Cranes are available with 
Gasoline Motor Operation. Illustrated, is an ORTON Model “B”— 
18-ton Crane equipped with a 6-cylinder 133 H. P. Climax Motor. 


It makes little difference how much lumber you handle each day. You 
can get a crane which will suit your requirements exactly because 
ORTON Gasoline Operated Railroad Type Cranes are built in 7 sizes 
handling capacities from 5 to 30 tons on 28 and 60 booms, respectively. 
Cranes are mounted on standard gauge carbodies built to specifications 
of the American Railway Association. 


Send today for a copy of Catalog A-37, it tells all about ORTON 
Railroad Type Cranes. 


ORTON CRANE & SHOVEL CO., 
Formerly ORTON & STEINBRENNER CO. 
608 S. Dearborn St., Chicago, III. 


ORTON 


CRANE & SHOVEL CO. 


Manufacturers of Gasoline, 
Steam and Electric Locomo- 
tive Cranes, Flexible Tread 
Cranes, Road Wheel Cranes, 
Gantry Cranes and Power 
Shovels. 


Gasoline and Electric Truck 
Cranes, Rubber Tired Wheel 
Cranes. Clamshell Buckets, 
Orange Peel Buckets % to 5 
cubic yards capacity. Coal 
Crushers. 





This Trailer Handles 15-Ton Loads 


It is especially designed for use with Tractors in muddy, sandy, or 
swampy logging roads. The strong, durable construction of this trailer 
enables it to withstand the continuous abuse of difficult logging operations. 


Lumbermen everywhere recognize Hemming logging 
CATALOG trailers and wagons as the best equipment obtainable. 
TODAY Investigate our line now. 


HEMMING WAGON FACTORY, Meridian, Miss. 


WRITE FOR 


Hemming Heavy 
Duty 8-Wheel 
Tractor Trailer 





the same basis as has prevailed for the last 
week or two. 

SEATTLE, WASH., Nov. 6.—Production of fir 
lumber remains high, with sales at least 4 per- 
cent under output, and shipments also below. 
Export business is probably satisfactory as to 
volume, but not as to price. California is again 
insistent on concessions, and rail trade is stag- 
nant. Intercoastal trade is evidently increasing 
slightly, at $17 and $18 respectively for hemlock 
and fir. The log situation is a problem. Sup- 
plies of fir are low, and the market very firm, 
with loggers not quite ready to insist on an 
advance of $1, which seemed imminent a few 
days ago. 





NEW YORK, Nov. 8.—Sales throughout the 
metropolitan district and outlying districts con- 
tinue heavy, though all retail yards are pretty 
well stocked. Reports from up-State indicate 
an ever expanding trade. The transit situation 
continues to show improvement, though slowly. 

BUFFALO, N. Y., Nov. 10.—The fir demand is 
quiet and the market shows a weak tendency 
in some items, though low grades are called 
steady. Buyers are inclined to take small lots. 





BOSTON, MASS., Nov. 9.—There is a deter- 
mined but only partly successful effort to get 
prices for Coast softwoods on a firmer basis. 
The more moderate volume of transit cargoes 
moving East has a bullish influence, while the 
slack interest of eastern buyers continues to 
handicap sellers’ efforts. Around $31@32 is the 
usual quotation, ship’s tackle, of an ordinary 
schedule of 2-inch dressed fir in transit. For 
No. 1 common fir boards, $28 ship’s tackle, is 
asked. 

BALTIMORE, MD., Nov. 8.—Fir is finding a 
steadily increasing demand, but is still being 
offered in such quantities that the sellers have 
no opportunity to mark up their quotations, 
which are too low for adequate returns. 

KANSAS CITY, MO., Nov. 9.—Both city and 
country demand for fir has fallen off, and busi- 
ness is duller than it has been for some time. 
Prices generally are reported weak, though ap- 
parently there has been no change. 


INDIANAPOLIS, IND., Nov. 9.—Demand for 
Douglas fir is somewhat off. Most dealers have 
fair stocks for this time of year, and are not buy- 
ing unless forced to. Country demand is fair 
and, unless weather conditions prevent, will 
continue until mid-winter. 





SAN FRANCISCO, CALIF., Nov. 8.—Retail 
business in fir is slightly above seasonal average 
in most central California towns. Demand for 
creosoted fir is good. 


LOS ANGELES, CALIF., Nov. 6.—The $3 to 
$5 advances on fir commons and finish, respec- 
tively, have stimulated interest, with buying now 
gaining momentum. Reserves are low, but ship- 
ments are entering the harbor daily. 


CYPRESS 


NEW ORLEANS, LA., Nov. 8.—Cypress call is 
a shade better. Prices stand unchanged. Mill 
stocks are said to be in good assortment, except 
those of No. 1 boards and some items of finish. 
Bookings for delivery around Jan. 1 are reported. 


CHICAGO, Nov. 10.—A little more activity in 
industrial buying of red cypress was noted dur- 
ing the last week, but retail yards are still hold- 
ing aloof from the market. Most mills report 
stocks of tank and clear heart in low supply. 
Prices are holding firm on practically all grades 
of cypress. 

KANSAS CITY, MO., Nov. 9.—There is still 
some cypress business coming from country 
yards, but demand is quieter than it has been 
for some time. Boards and small dimension make 
up the bulk of the trade. 

ST. LOUIS, MO., Nov. 8.—Lower grades of yel- 
low cypress are moving, but there is not much 
activity in the upper grades. Nos. 1 and 2 com- 
mon are selling freely. Coffin and box concerns 
are placing most of the business. While coun- 
try yards are not buying, they are expected to 
resume activity late this winter. Industrial con- 
cerns are placing most of the orders for red 
cypress, but yard demand is improving. 


NEW YORK, Nov. 8.—The market has braced 
in the last week, wholesalers reporting a better 
tone and shipments by rail coming in well. Gulf 
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red cypress, by rail, f. o. b., 1-inch, FAS, 
$97.50; selects, $80. No. 1 4/4 shop is $52; and 
12/4, $97.50. Shingles, 6x18-inch, hearts, $17; 
primes, $13. 

BUFFALO, N. Y., Nov. 10.—Cypress demand 
has been a little more active of late. Industrial 
concerns are doing a large share of the buying. 
Prices have held about steady and seem likely to 
continue firm. 


BOSTON, MASS., Nov. 9.—Cypress demand is 
dull. Industrial users are frequently substitut- 
ing other woods. Retailers’ inquiries are very 
light. Quotations are widely spread. Manufac- 
turers who have been asking the higher range 
of prices are a. a reduction. 


BALTIMORE, MD., Nov. 8.—Cypress receives 
perhaps more attention than it did for a time, 
and certain consumers are more disposed to take 
into account its special advantages. Local hold- 
ings have not been much increased. 

INDIANAPOLIS, IND., Nov. 9.—With the ap- 
proach of winter, call for cypress is falling off. 
The season has been very disappointing to yel- 
low cypress jobbers, but red cypress demand has 
been fairly satisfactory. Stocks are reported to 
be well balanced in retail yards. Of some en- 
couragement to jobbers is an increase in the 
volume of industrial inquiries. Though there are 
few transit cars, some price concessions are 
being made. 


CINCINNATI, OHIO, Nov. 9.—Cypress is 
quieter, with the bulk of the fall business al- 
ready booked. The market has remained steady. 


HEMLOCK 


NEW YORK, Nov. 6.—Eastern hemlock is 
feeling keenly the competition of its western 
rival, the latter selling much more readily .and 
supplies being vastly more abundant. Part car- 
goes from the West Coast have exceeded sales 
of late, adding slightly to reserve stocks. 

BOSTON, MASS., Nov. 9.—Transit offerings of 
western hemlock are moderate. Buyers are gen- 
erally indifferent even when offered bargains. 
Retailers want to keep their stocks down for an- 
nual inventories. Some sellers offer eastern and 
northern boards at concessions. 


BUFFALO, N. , Nov. 10.—Wholesalers in the 
hemlock trade are ‘not doing much this month 
and call trade dull. They state that northern 
hemlock mills are handicapped by sharp compe- 
tition with Coast hemlock. Mill quotations are 
nominally unchanged, and because of the late- 
ness of the season not much lumber is avail- 
able at producing points. 


WESTERN PINES 


CHICAGO, Nov. 10.—Demand for western pines 

is generally described as spotted, most con- 
suming interests placing a few orders for im- 
mediate requirements. Retail trade has slowed 
ip as a result of the wintry weather experienced 
the first of the week. Mill stocks are rather 
plentiful and prices remain practically unchanged 
from those ruling during the last several weeks. 

SAN FRANCISCO, CALIF., Nov. 8.—Inquiries 
for upper grade pine are falling off, and those 
for factory and commons are barely holding their 
own. Export and rail business showed declines 
which an increase in local business could not 
offset. Prices are ene firm. 

NEW YORK, Nov. 8.—All Idaho items held firm 
during the last week. Wholesalers have been told 
that with the winter season approaching at the 
mills, prices can not be lowered further. Further- 
more, there is a shortage locally in a number of 
items, 


BOSTON, MASS., Nov. 9.—There is consider- 
able selling pressure on the western pines, and 
little buying response. Orders are mostly for 
small lots. Pondosa pine sellers are conciliatory. 
There have been no further concessions on Idaho 
white pine. 


KANSAS CITY, MO., Nov. 9.—Western pine 
demand is slow, both retail and factory trade 
‘eing quieter. Prices have remained weak and 
Prospects for a, heavier demand are not bright. 


Vutside factory orders, well mixed cars are the 
rule. 


LOS ANGELES, CALIF., Nov. 6.—Demand for 
upper grades of California pine has featured the 
Week, with prices advancing and orders pouring 
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“Specials” in FIRST QUALITY Stock 


100 M’ 4/4Cl. Qrtd. White Oak Strips. 200 M’ 3/4. No. i C&S Plain Red Oak. 

100 M’ 4/4Cl. Sap. Qrtd. White 2 * strips. 15 M’ 3/8 No. 2 Com. Plain Red Oak. 
200 M’ 4/4 No. { Com. Qrtd. ite Oak Strips. 9@ M’ 1/2 No. 2 Com. Plain Red Oak. 

10M’ 5/4 No. 1 Com. Grtd. White Oak Strips. 75 M’ 5/8 No. 2 Com. Plain Red Oak. 

60 M’ 3/8 FAS Qrtd. White Oak Avg. 15 M’ 6/4 No. 2 Com. Plain White Oak. 

100 M’ 1/2FAS Qrtd. White Oak Avg. 30 M’ 6/4 No. 2 Com. Plain Red Oak. 

100 M’ 5/4 FAS Qrtd. White Oak Avg. 75M’ 4/4No. | C&S Ortd, Red Gum Fig. 
100 M’ 6/4 FAS Qrtd. White Oak Avg. 75 M’ 5/8 FAS Qrtd. Red Gum. 

30 M’ 3/8 Ne. | C&S Qrtd. White Oak. 150 M’ 5/8 No. | C&S Qrtd. Red Gum. 

150 M’ 4/4 No. | C&S Qrtd. White Oak. 20 M’ 3/4 No. | C&S Qrtd. Red Gum SND. 
50 M’ 6/4 No. | C&S Qrtd. White Oak. 30 M’ 4/4 No. | C&S Pl. Red Gum Strips 8/3” 
20 M’ 3/8 No. 2 Com. Qrtd. White Oak. 25M’ 5/8 No. | C&S Plain Sap Gum 4-7’. 
30 M’ 1/2 No. 2 Com. Qrtd. White Oak. ; CAS Plain Sa ; 
100 M’ 5/8 Ne. 2 Com. Qrtd. White Oak. 4 ey BR WS Gum 4-7". 
40 M’ 3/4 No. 2 Com. Qrtd. White Oak. 15M’ 1/2 No. 2 Com. Sap Gum 

20 M’ 5/4 No. 2 Com. Qrtd. White Oak. 15M’ 5/4 No. 2 Com. Sap Gum, Avg. 6-7", 
75 M’ 5/8 ras Plain White Oak. 30% 14-16" 

100 M’ 5/4. Ne. | C&S Plain White Oak. 15M’ 6/4 No. 2 Com. Sap Gum, Avg. 6-7” 
15 M’ 5/4.No. 2 Com. Plain White Oak. 30% 14-16" 


We Can Do Kiln Drying, Surfacing and Resawing. 


Turner-Farber-Love Company 


Home Office: MEMPHIS, TENN. 
Mills at Memphis, Tenn., Leland, Charleston, Tehula, Miss. 























Before lumber is put into the HDE temperature-and- 
humidity-controlled dry kilns it is stackedin a manner 
assuring every board on every car its correct share of 
heat and circulation. 


The stacking is done in a frame so that each layer has 
its proper proportion of lumber. 


All strips used are of oak and are surfaced two sides. 


This constant care insures the utmost uniformity in 
drying, and means that every stick that comes to you 
is just what you want in moisture content. 


The guarantee of this is the mark of ADE on every 
piece of lumber. 


AILLYER DEUTCH Eowarobs, INC. 


OAKDALE Hardwoods — Pine LOUISIANA 


CHICAGO—223 Railway Exchange Bldg. Branch Offices: MEXICO, Box 2353, Mexico City, D. F. 
GREAT BRITAIN—Suffolk House, Lawrence Pountney Hill, London, E. C. 4. CONTINENTAL EUROPE—No 5 Rue Gretry, Paris, France 
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Fine Texture 


Fine, soft, velvety texture makes 
‘““Nearwhite”’ Shortleaf finish a 
favorite with dealers, contractors 
and carpenters. If you want to 
win trade to your yard sell “‘Near- 


Mixed cars a specialty. 


SUMTER LUMBERCO., inc. 


ELECTRIC MILLS, MISS. 








Birch 
Maple 
Beech 
Basswood 
Elm 
Norway 
White Pine 
Hemlock 












Quality 


NORTHERN 
HARDWOODS 


from Quality Timber 
Stack Lumber Co. 


MANISTIQUE, MICHIGAN 








in without much solicitation. Purchases from 
the middle West continue good. 


REDWOOD 


SAN FRANCISCO, CALIF., Nov. 8.—Redwood 
upper grades show a slight softening. Demand 
for commons and factory grades is far above 
normal. Prices are firm. Export business is 
normal and eastern rail business has shown q 
slight increase. California business is excellent, 


NEW YORK, Nov. 8.—Demand for redwood in- 
dustrial items continues fairly active and stor- 
age stocks are in splendid shape, as they have 
been all year. Volume for the year is expected 
to round out considerably in excess of the figure 
for last year. 

KANSAS CITY, MO., Nov. 9.—About all the 
redwood trade here is in siding and lath, or 
moldings in mixed cars, and orders are not very 
numerous. 


BOSTON, MASS., Nov. 9.—Trade in redwood is 
light. Retailers are doing little buying. Indus- 
trial demand is fair. Wholesalers offer prompt 
deliveries from storage stocks and are generally 
disposed to maintain prices. 


INDIANAPOLIS, IND., Nov. 9.—Demand for 
redwood is fair, considering the season. Indus- 
trial demand is picking up somewhat. Retail de- 
mand has been suffering from seasonal influ- 
ences, though the call for siding and lath con- 
tinues fairly good. Stocks in retail yards are 
light. 


LOS ANGELES, CALIF., Nov. 6.—Redwood 
has advanced $3 to $5. The mills once more are 
unable to keep abreast of the demand, and buy- 
ing is more general than it has been for months, 
Reserves are low for this period of year. 


NORTH CAROLINA PINE 


BOSTON, MASS., Nov. 9.—With local demand 
quiet, the roofer market has grown somewhat 
unsettled and transit lots are at concessions. 
Present range on 8-inch air dried is $30.25@ 
31.50. Shortleaf flooring and partition are dull 
and prices are easy. There is little demand for 
narrow edge. Low for circular sawn is $52.50; 
band sawn, $57. 

NEW YORK, Nov. 8.—Demand for North 
Carolina pine flooring has kept up fairly well 
and prices have shown no change since the 
month opened. No. 2 and better, 13/16x2%4-inch 
rift sells at $82.25; No. 3, $63.25; 2%4 flat, No. 2 
and better, $58.25; No. 3, $50.75. Ceiling and par- 
tition, No. 2 and better, 13/16x2%-inch, are 
$62.25; No. 3, $50.75. 


BUFFALO, N. Y., Nov. 10.—The North Caro- 
lina pine trade has not been at all active and 
retail buying seems to be pretty much deferred. 
The tendency is to keep stocks down. Prices 
are holding steady, and not many transit cars 
are being offered. 





BALTIMORE, MD., Nov. 8.—North Carolina 
pine demand is rather variable, but prices con- 
tinue unchanged. Framing appears to be hold- 
ing the gains made, but other stocks continue to 
rule rather easy, though the assortments on the 
wharves have not much increased. Competition 
is active and the trend of values is downward. 
The yards are only moderately busy. 


SOUTHERN PINE 


CHICAGO, Nov. 10.—Southern pine demand is 
about seasonable. Reports indicate that some 
mills are short on Nos. 1, 2 and 3 boards; finish 
items, and 2x10- and 2x12-inch dimension. Floor- 
ing, dropsiding and ceiling are in pretty good 
supply, as are also 2x6- and 2x8-inch stock. 
Prices are steady. 


NEW ORLEANS, LA., Nov. 8.—Mill reports 
indicate a moderate decline in southern pine 
orders, cut and shipments. Local observers find 
the market rather quiet, despite good inquiry. 
Timbers continue the strongest item. Large 
mill prices appear well maintained. 


ST. LOUIS, MO., Nov. 8.—Southern pine of- 
ders for mill shipment were less numerous last 
week. Business still runs largely to mixed cars 
wanted for quick shipment. Some decine in 
prices is noted in No. 2 S2S&CM and No. 2 ship- 
lap. However, dimension orders bring fairly 
good prices. Wholesalers expect a fair volume 
of business at steady prices for the remainder 
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from of the season. The transit list is considerably 
below normal. 








KANSAS CITY, MO., Nov. 9.—The southern 
pine market has been duli the last ten days, 


wood and demand has fallen off even in the Texas . 
nand Panhandle. The eastern territory also continues 
bove dull, while the buying in other sections appears 


3s is to be for immediate requirements. Best demand 

wna continues to be for No. 3, which is the strongest 

lent, grade on the list. Upper grades generally are e ' 
weak, though finish is weaker than flooring. a that car after car of 

d in- . . . e 

he INDIANAPOLIS, IND., Nov. 9.—A little less Gypsolite is being unloaded without any break- 

have activity is noticeable in southern pine here. ? Th l d b 

ected Usually the decline starts about a month earlier. age or damage ° e arge stur y oards of 

igure Construction work continues rather good, but 


the uniformly large retail stocks account for the Gypsolite are light, easily handled and 25 to 35% 


lack of buying. Some call has been coming from 
sen Setnetelnd coubeam, bat it in aK. Olly © nett stronger than other gypsum wallboards. Unex- 
h, number of transit cars are reported, and prices ~ 4 4 . 
_S1. oe aoe celled as a building and remodeling material. 
CINCINNATI, OHIO, Nov. 9.—There is further 
0d igs contraction in volume of southern pine business. 
idus- Prices have been slightly weaker, but have been 
ompt holding fairly well. 
rally eeernenee 





NEW YORK, Nov. 8.—Lists generally are 
lower than they were two weeks ago. There has 


d for been continued selling on a small order basis, 
ndus- and here and there a wholesaler reports busi- 
il de- ness as good. Shipments have been nothing to 
infiu- boast of. 

con- 

Ss are BUFFALO, N. Y., Nov. 10.—The southern pine 


market is rather quiet, and there is little dis- 
position among retailers to add to stocks. Prices 


‘wood are holding about steady. There is no great 
‘e are amount of lumber offered from the mills, and 
buy- transit cars of some items are hard to locate. 
ynths, 


BOSTON, MASS., Nov. 9.—There is general 
dullness throughout the northeastern market 
for southern pine. Competition is very keen, 
and some sellers are shading prices. Few im- 





mand portant orders for longleaf timbers and dimen- 
>what sion have been reported. C rift and B&better 
sions. flat grain longleaf flooring are very quiet. Some 
0.25@ B&better rift 1x4-inch flooring is being moved 
2 dull here at $81@83. 

1d for ae 7 

52.50; BALTIMORE, MD., Nov. 8.—The market for 


Georgia pine seems to keep up quite well, stocks 
arriving here being readily taken up. There is 


North no urgency in the buying, but longleaf appears 
, well to have strengthened its hold on the consuming 
e the trade of late. The stocks held here are very 
,-inch small, and the disposition of the producers is to 
No. 2 refuse concessions. 

1 par- 


. are SHINGLES AND LATH 


SEATTLE, WASH., Nov. 6.—Red cedar shin- 









Caro- gles continue on the absolute rock-bottom basis, 
my and with no present indication of improvement. 
erred Shingle cedar is plentiful, and can easily be 
Prices picked up at concessions under the $18 base 
: cars price. A large number of operations continue 

idle, with no sign of early resumption. 
rolina MINNEAPOLIS, MINN., Nov. 9.—With the de- 
3 con- mand light and prices at rock bottom, whole- 
hold- salers of red cedar shingles are encouraged by ; ith 
nue to reports that mill output is being further cur- : Nai 410U br = 
yn the tailed. Clears are being offered at about $2.25, ailed Withi xX - eaking ; May b 
tition and stars at $2.05. Out danger “a oa of edge ohh 
ward, ssaececinennt ra . ; 'p itting the et ° 

KANSAS CITY, MO., Nov. 9.—Shingle buying Tite for f e. 

is a little better in volume than for some time, fetta ree literay 

and buyers are getting shingles cheaper. Some ure 

transit cars of clears have sold for less than 
and is mill price, which is $2.25. There is very little 
some call for stars now, as the spread is too small. . , , . ° E 
finish Lath demand is slower and prices are weak on Gypsolite may be shipped in straight or mixed cars with 
o~ all varieties except cypress. Siding demand Insulex, Plaster and other gypsum products from our mills 
r goo also is very slow, most of the business going to T 
stock. western pine and redwood mills. located at Ft. Dodge, Ia., Akron, N. Y.,and Rotan, Texas 
| ts ST. LOUIS, MO., Nov. 8.—Business in shingles 
— is extremely quiet, and the market is weaker. 
a Quotations: Extra clears, $2.35, mill base, and 
tm $3.86, St. Louis; extra stars, $2.05, mill base, and 

, . : 
Laree $3.39, St. Louis. Weert. 
COLUMBUS, OHIO, Nov. 8.—Weakness has WAT i B OARD 

developed in the shingle market and prices are 
ne or- gradually falling to new low levels. Retailers The tried and better gypsum waliboard 
is last are buying only what is necessary. Retail stocks 
d cars are not large, however. Transit cars are nu- e 
ine in merous and often sell at extremely low prices. UNIVERSAL GYPSUM & LIME Co., Chicago 
2 ship- Rural dealers are the best customers, while city P 

; ‘ “ ept. 57, 111 W. Washington St. 

fairly dealers are taking mostly stained shingles. Ex- Dep ° 8 
volume tra stars are $3.65; extra clears, $4.05; Rite- 








jainder grade, $4.36, and XXXXX British Columbias, 
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$4.90. Lath trade is not brisk, although prices 
are fairly well maintained. 

NEW YORK, Nov. 8.—Eastern spruce lath are 
selling well at prices 5 to 15 cents higher than 
obtained two weeks ago. Arrivals have been just 
about sufficient to supply the market comfort- 
ably, and distributers have cargoes in sight for 
the next two or three weeks. Yards are fairly 
well stocked. West Coast shingles are abundant, 
as they have been for months, but are selling 
wel] at varying prices. All retailers have good 
stocks. 

BUFFALO, N. Y., Nov. 10.—Shingle prices 
have not shown much change, though extra 
clears are off 5 cents. Quotations are $4.81 for 
British Columbia XXXXX and $4.66 for Wash- 
ingtons, with extra clears $4.01 and stars $3.61. 
The demand is very light. 

BOSTON, MASS., Nov. 9.—Demand for shin- 
gles is no more than fair. White cedars retain 
their firmer tone; extras, $4.75@5; clears, $4.25 
@4.50. Red cedars are pushed hard and prices 
are weak; nice British Columbia XXXXX, rail 
delivery, are $4.96@5.01. The lath market is 
rather erratic. The 1%-inch spruce have sold 
at $7.90 and even $7.75; $8 is still generally asked. 
Sellers who get $7.25 for 1%-inch at New York 
points find it hard to get $7 here. Western hem- 
lock lath, 1%-inch, sell here slowly at $6, ship's 
tackle. 

INDIANAPOLIS, IND., Nov. 9.—In view of the 
lateness of the season, shingle demand is fair. 
Such a large number of transit cars are coming 
into this market, however, that prices are rather 
weak. Most of the demand is coming from rural 
trade, where continued warm weather has made 
possible a large volume of construction. Lath 
demand is rather light, due to heavy stocks in 
most yards. 


HOUSTON, TEX., Nov. 8.—The volume of 
shingle business is very satisfactory, and prices 
are: Stars, $3.65; clears, $4 to $4.10. Lath prices 
are away down and still declining. 


NEW ORLEANS, LA., Nov. 8.—Call for cypress 
shingles and lath continues satisfactory, with 
prices unchanged and mill stocks showing no 
undue accumulation 

LOS ANGELES CALIF., Nov. 6.—The shin- 
gle market has shown considerable strength. 
Several small advances have been reported, 
Stocks are satisfactory. Many retailers are plac- 
ing orders for future delivery. 


MAHOGANY 


BOSTON, MASS., Nov. 9.—Mahogany takings 
by furniture and chair factories, piano manu- 
facturers, talking machine and radio set makers 
continue to be especially satisfactory. Several 
substantial orders have been recently negotiated 
by manufacturers of interior finish. Prices are 
somewhat unsatisfactory, though business is 
particularly good. Local sellers insist this is re- 
sulting from price-cutting by outside competi- 
tion. ‘‘Regular’’ quotations are unchanged, but 
some business is at concessions. 

NEW YORK, Nov. 8.—Distributers of mahog- 
any report a continuance of good demand from 
all of the indtistries, and nearly all local plants 
are working full time, with large log stocks in 
reserve. Substantial cargoes have been re- 
ceived in the last two weeks and others are on 
the way. Prices are holding firm at satisfac- 


tory levels. 
BOXBOARDS 


BOSTON, MASS., Nov. 9.—Boxboard demand 
is moderate but seasonable. Selling pressure has 
lessened somewhat, due to the lighter produc- 
tion and reduction of stocks. Consolidated 
Maine and New Hampshire stock reports show 
that rather more lumber is available than will 
be needed during the next quarter, but there 
are fewer bargains in distress lumber. Round 
edge white pine boxboards, inch, remain at 


$26@29. 
CLAPBOARDS 


BOSTON, MASS., Nov. 9.—There is some small 
lot buying of clapboards, but demand is not 
active. Eastern spruce and white pine are in 
light supply and prices keep very firm. Some 
stock from the West is offered at concessions. 
Quotations: Eastern spruce, 4-foot, 6-inch, ex- 
tras, $60; clears, $55; second clears, $50; 5%4-inch, 
$5 less. West Coast clapboards, 3- to 7-foot, 
clears, redwood, $23.50; red cedar, $24: western 
spruce, $32.50; California pine, $42. 








| OBITUARY 


S. E. HUME, vice president of the S. R. Sikes 
Co., leather belting manufacturer, of Minnea- 
polis, Minn., died on Wednesday, Oct. 27, at 
Little Rock, Ark., while on a_ business trip. 
Funeral services were held in Minneapolis on 
the following Saturday at Lakewood Chapel, 
with burial in Lakewood Cemetery. Mr. Hume 
had left Minneapolis about a month before his 
death for an extended business trip through 
the South. He was born in St. Catharines, 
Ont., and went to Minneapolis in 1890, becoming 
a salesman for the S. R. Sikes Co. at that 
time. From that position he rapidly rose to 
the office of vice president. He was a member 
of the Minneapolis Athletic Club, Masonic 
Lodge No. 19, Zurhah Temple, Royal Arch, Twin 
City Hoo-Hoo Club, Modern Woodman of 
America and United Commercial Travelers’ 
Association. A widow and one daughter, Marion 
Hume, survive. 





WILLIAM F. McGREGOR, president Astoria 
Box Co., Astoria, Ore., died at his home in that 
city on Monday night, Nov. 8, from injuries re- 
ceived when his automobile was struck by a 
train. One of his employees who was riding 
with him also died of his injuries. Mr. Mc- 
Gregor was born in Cincinnati, Ohio, in 1859. 
He went to Astoria in 1875 and founded the 
Astoria Box Co. three years later. He was at 
the time of death also head of the Fiesel Log- 
ging Co., Moores Logging Co., and of the First 
National Bank, of Astoria, and other enter- 
prises. Mr. McGregor leaves a wife, two 
daughters, Mrs. Walter Church, now in Paris, 
and Mrs. Charles H. Gray, of Brunswick, Me., 
and a son, William, student at the University 
of Oregon. 


HENRY S. TUTTLE, 76 years old, secretary 
of the St. Louis Furniture Board of Trade, died 
at his home in St. Louis on Monday, Nov. 8 
after an illness of several months. Mr. Tuttle 
had been secretary of the local furniture manu- 
facturers’ association since it was first organ- 
ized thirty-eight years ago. He had been at 
one time also St. Louis manager of the Lyon 
Furniture Mercantile Agency of New York. He 
was secretary and treasurer of the Furniture 
News, a trade publication. He leaves a widow 
and five daughters. Burial was in Bellefontaine. 
cemetery. 

MRS. D. P. MARBUT, mother of A. O. Mar- 
but, president of the Marbut-Williams Lumber 
Co., of Atlanta, Ga., one of the largest retail 
lumber firms in that section, died at her home 
in Atlanta Thursday night, Nov. 4, at the age 
of 84, following an illness of several weeks. Mr. 
Marbut is a veteran of the lumber business in 
the Southeast. He is the president of the 
Atlanta Door & Sash Co., a new company which 
recently opened a millwork plant in that city, 
and president of the Atlanta Retail Lumber 
Dealers’ Association. He is also president of the 
Atlanta Hoo-Hoo Club No. 1. 


WILLIAM J. ZIMMERMAN, president of the 
Zimmerman-Wells-Brown Co., woodworking ma- 
chinery house of Portland, Ore., died in that 
city Nov. 2. He was born in Baltimore, Md., 
Jan. 19, 1872, and located in Portland in 1897, 
as an associate in the Wolfe & Zwicker Iron 
Works. He is survived by Mrs. Frances Zim- 
merman, widow; three sons: William Earl, W. 
Stuart (now in Honolulu), and Ralph, a student 
at the University of Washington, Seattle; also 
by a brother, Walter S. Zimmerman, with whom 
he was associated in business. 


ROBERT WILLIAM GARVEY, 67 years old, 
lumberman of Michigan City, Ind., dropped dead 
from heart disease at his home recently. His 
body was taken to Muskegon, Mich., where 
funeral services were held in St. Mary’s church. 
Mr. Garvey arose on the morning of his death 
in good health and ate breakfast but on rising 
from the table became ill. He died while at- 
tempting to walk into the next room. He is 
survived by the widow, two daughters and one 
son. 

CAPT. H. W. SPAULDING, who had been in 
the Lakes lumber trade for many years, sail- 
ing various vessels for White, Gratwick & 
Mitchell, as long as that firm remained in the 
vessel trade, dropped dead of heart disease on 
Nov. 8 at Menominee, Mich. He had brought 
a cargo of pulpwood from Three Rivers, on the 
St. Lawrence, to that port. He was about 55 
zeeee old and leaves a family in Tonawanda, 


CHARLES J. CLEMENT died at his berry 
ranch near Orchards, Wash., Oct. 31, aged 57 
years. Mr. Clements was a retired lumber deal- 
er, who for 17 years had offices in Portland, Ore. 
He went west and located at Roseburg, Ore., in 
1902, moving to Portland a year later. In 1920 he 
moved into the country. He is survived by a 
wife and two sons, Charles C. and Raymond W. 
Clements. 


MRS. BLANCHE H. HUDSON, wife of Mor- 
timer L. Hudson, died at her home, 1040 Holly- 
wood Avenue, Chicago, Ill, Monday, Nov. 1, 
after an illness of several weeks. Mrs. Hudson 
is survived by her husband who is secretary of 





the Edward Hines associated lumber interests, 
and by two daughters, Mrs. Charles L. Kelly 
and Mrs. Alfred H. Hudler, of Chicago. Funeral 
services were held at her home on Wednesday, 
Nov. 3. Interment at Graceland Cemetery. 


WILLIAM H. MORRIS, building contractor 
and treasurer of William Morris & Sons, mill- 
work manufacturers, Chicago, Ill., died at St. 
Luke’s Hospital in this city on Nov. 6, at the 
age of 58. Mr. Morris had been ill for about ten 
weeks, following an operation. He leaves a 
widow, one daughter, a brother and one sister. 
William Morris & Sons was founded in 1889 
and has been an important factor in the Chicago 
sash and door industry ever since. 








CHARLES P. LEIGH, founder of the Leigh 
Lumber Co., of Seattle, Wash., died Nov. 2 in 
that city. He was 76 years old, and had retired. 
Surviving are his widow, a daughter, Mrs. Luce 
F. Martin, of Missoula, Mont., and three sons: 
Charles T., of Aberdeen, Wash.; Robert D., of 
Williamstown, Mass., and Edward O., of Seattle. 


LUMBER TRANSPORTATION 


Development of Barge Line Service 


WASHINGTON, D. C., Nov. 8.—Representatives of 
St. Paul, Minneapolis and other upper Missis- 
sippi communities interested in the development 
of barge line service today strongly urged Secre- 
tary of War Davis to take necessary steps to pro- 
vide for through service from the Twin Cities to 
New Orleans without transfer of goods at St. Louis. 
Present plans for development of service on the 
upper river contemplate transfer of freight to 
deeper draft barges at St. Louis for the southbound 
traffic and to shallower draft barges for the north- 
bound traflic. - 

It was made clear that upper river communities 
and business and civie organizations are greatly 
interested in the development of water transporta- 
tion and see a prospect for carrying a heavy volume 
of traffic, especially if it can be handled without 
transfer en route. They recommended that only 
the two boats be transferred at St. Louis. 

Representative Walter H. Newton, of Minnesota, 
was general chairman of the delegation. A. R. 
Rogers, president Rogers Lumber Co., and president 
Minneapolis Civic & Commerce Association, spoke 
for the members of that organization, who number 
thousands. B. F. Peek, vice president John Deere 
& Co., Moline, Ill., well-known manufacturers of 
farm implements, told of plans of that company 
for utilizing the barge line to the fullest possible 
extent. H. B. Utley, vice president International 
Ilarvester Company of America, told Secretary 
Davis that his company likewise was deeply inter- 
ested and would patronize the line in a large way. 














Chesapeake & Ohio Rates Reduced 


CINCINNATI, OHIO, Nov. 10.—Theo Davis, secre- 
tary-manager Lumber Traffic Association, advises 
that the recent decision of the Interstate Com- 
merce Commission in Docket No, 14,960 will clear 
up the rate situation on that line and establish 
rates agreed upon by interested shippers. 

The original decision of the commission denied 
reparation te the original complainant on the 
Warm Springs Valley branch, but stated that the 
rates were prejudicial and discriminatory as com- 
pared with rates from the Greenbriar division of 
the same line, and ordered the discrimination re- 
moved. The Chesapeake & Ohio Railway on com- 
plying with this order placed both the Greenbriar 
division and the Warm Springs branch on the same 
basis, which resulted in advances from 2 to 3 
cents from the Greenbriar and a reduction of like 
amounts from the Warm Springs branch. This had 
the effect of disrupting the relationship of the 
Greenbriar with other West Virginia producing sec- 
tions, 

A series of conferences were arranged with the 
freight traffic manager of the Chesapeake & Ohio 
Railway, the shippers on the Warm Springs branch 
and Mr. Davis representing the Greenbriar ship- 
pers. A tentative agreement was entered into be- 
tween the above shippers, and submitted to the In- 
terstate Commerce Commission to restore the 
Greenbriar rates to Central Freight Association 
territory and maintain rates from the Warm 
Springs branch 2 cents higher to Central Freight 
Association territory. ‘To eastern territory the 
Warm Springs Valley shippers were to have an 
advantage of 2 cents under the Greenbriar. The 
original complainant, the Freehold Lumber Co., was 
cut out and its interest in the case was one of rep- 
aration and it declined to sign the agreement, 
thereby making it necessary to have a rehearing 
of the case. 

The commission in its final decision dated Nov. 
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2, has again denied reparation to the original com- 
plainant, but has ordered the establishment of 
rates in line with the agreement entered into be- 
tween the shipper. 

Mr. Davis states that this is an example of what 
ean be accomplished by codperation between the 
shippers and carriers, and this principle is the key- 
stone upon which his organization has been built. 


Commerce Commission Decisions 


WASHINGTON, D. C., Nov. 8.—In an opinion 
handed down in Docket No. 17,576—Crook, Son & 
Co. vs. Wabash Railway Co., et al.—Division 4 
of the Interstate Commerce Commission finds that 
the rate charged on seven carloads of logs shipped 
from Adrian, Mich., to Hicksville, Ohio, in 1922 
and 1923 was unreasonable to the extent that it 
exceeded 65 percent of sixth class. Complainant is 
awarded $116.92 reparation, with interest from 
June 1, 1923. 

Reparation of $114.86, with interest from Aug. 
30, 1923, is awarded in Docket No. 17,513—A. 
Huber, et al. vs. Georgia & Florida Railway Co. 
et al.—Division 4 finds that failure of the South- 
ern Railway to transmit promptly a diversion order 
to its connection damaged complainants. A. Huber, 
J. T. Burgess and C. C. Huber are co-partners en- 
gaged in the lumber business under the name of 
Southern States Lumber Co., Moultrie, Ga. 


Secure Reduction in Lumber Rates 


Los ANGELES, CALIF., Nov. 6.—The lumber deal- 
ers of Hollywood and other nearby cities have had 
their transportation rates on lumber from San 
Pedro to points of destination reduced from 7 to 
6 cents a hundred pounds, according to a ruling 
made by the Interstate Commerce Commission. 

The contest resulted from an action brought by 
Hollywood and other smaller cities, attention being 
called to the fact that the transportation rate on 
lumber from San Pedro to Los Angeles was 4 cents 
a hundred pounds. This, they claimed, discrim- 
inated against the Hollywood lumber dealers and 
should be modified. The action was taken under 
consideration and the ruling made recently. 
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New Record for Car Loading 


WASHINGTON, D. C., Nov. 10.—For the twenty- 
third week this year revenue freight loadings have 
exceeded a million cars a week, and brought the 
total number of cars loaded with revenue freight 
for the first forty-four weeks this year up to 45,- 
257,913 cars, an increase of 1,827,810 cars over 
the corresponding period last year, and 4,100,539 
cars over the corresponding period in 1924. Load- 
ings for the week ended Oct. 30 were 1,216,432 
cars, distributed as follows: Forest products, 72,- 
870 cars; grain and grain products, 58,042 cars; 
livestock, 40,055 cars; coal, 236,776 cars; coke, 
3,373 cars; ore, 62,735 cars; merchandise and less 
than carload lot freight, 276,666 cars; miscella- 
neous, 455,915 cars. 





Case Assigned for Oral Argument 

WASHINGTON, D. C., Nov. 8.—The Interstate 
Commerce Commission has assigned for oral argu- 
ment Dec. 18 Docket No. 15,993—Pacific Coast 
Shippers’ Association (Inc.), et al. vs. Akron, 
Canton & Youngstown Railway Co., et al. The 
entire commission will hear the argument. 


TIMBER LAND SALES 


MEMPHIS, TENN., Nov. 8.—The purchase of ap- 
proximately 7,000 acres of virgin timberland in 
Union County, Arkansas, estimated to contain about 
30,000,000 feet of timber, from the Stout Lumber 
Co., of Calion, Ark., was announced here by Nickey 
Bros. (Inc.), of Memphis, hardwood floor manu- 
facturers. The price was reported to be about 
$1,000,000. 


Waycross, GA., Nov. 8.—A price of $25,000 is 
reported for 500 acres of timber property near Way- 
cross, Ga., sold by D. and O. Lott to Kennedy Bros., 
of Waycross, the new owners planning immediate 
development of the property for turpentine produc- 
tion. The price is considered an unusually large 
one for Georgia timberland. 


A BOILER which was used in operating the 
Holter sawmill, across the river from Great 
Falls, now lies at an old mining property near 
Helena, according to N. B. Holter. This boiler 
was made in 1854, and was used by his father, 
A. M. Holter, who operated the Great Falls saw- 
mill there, and also a lumber yard. This boiler 
was freighted into Montana territory many 
years before. 
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Advertisements will be inserted in 
this department at the following rates: 
25 cents a line for one week. 

45 cents a line for two consecutive weeks. 

60 cents a line for three consecutive weeks. 

75 cents a line for four consecutive weeks. 

Eight words of ordinary length make one 
line. Count in signature. 

Heading counts as two lines. 

No display except the heading can be ad- 
mitted. 

Remittances to accompany the order. 
No extra charge for copies of paper 
containing advertisement. Copy must 
be in this office not later than Wednes- 
day morning in order to secure inser- 
tion in regular department. All adver- 
tisements received later will be placed 
under heading Too Late to Classify. 
































WANTED—WESTERN WHITE PINE 
1” No. 4 D4S and other items; also other Western 
products, for sale on commission in 8S. W. New York, 


Address “K, 32,’’ care American Lumberman, 





IF YOU HAVE A CERTAIN PRODUCT 


Now going into the burner which you think could be 
used for some particular purpose, which is too good to 
burn, and you have no market for it, find somebody that 
wants it. Everything is usable. It is remarkable the 
amount of lumber which is now being consumed in the 
United States in small lengths, narrow widths. 

An advertisement in the American Lumberman will 
put you in touch with the very fellow who can use that 
which you do not want. 

AMERICAN LUMBERMAN, 
431 S. Dearborn St., Chicago, Ill, 
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WANTED: 
Experienced salesmen who have specialized selling Cana- 
dian or eastern white pine, Idaho white pine, sugar pine, 
acquainted especially with industrial trade New York, 
Pennsylvania, Ohio, Indiana, Michigan, Wisconsin and 
towns located on Mississippi River. Give age, refer- 
ences, previous connections, experience, salary wanted, 
ete. Will be treated strictly confidential. 
Address “DPD. 28,’’ care American Lumberman. 


GENERAL MANAGER 
Wanted whose previous record as a millwork manufac- 
turer definitely proves bis qualifications to assume the 
entire management of a million dollar millwork business. 
An exceptional opportunity for an exceptional man, 
State record in detail. All correspondence strictly con- 
fidential. 
Address P. O. BOX 3007, Boston, Mass. 


WANTED—STORE MANAGER 
In an industrial town in Mississippi. One who is ex- 
perienced in buying and managing store. Must be loyal 
to company and courteous to customers. Moral habits 
and character. Give age and references of two last 
parties employed by in first letter. Good salary and place 
to right man, Pikers need not answer. 
Address “L. 16,’° care American Lumberman, 


SUPERINTENDENT WANTED 
For wholesale jobbing sash and door warehouse in east- 
ern city, one who can handle men to advantage and 
knows something about K. D. sash. Excellent oppor- 
tunity for live wire. State age, experience. Replies 
treated in strictest confidence. 
Address “TL, 23,’’ care American Lumberman. 


MILL SUPERINTENDENT WANTED 
With thorough experience in handling men and grading 
lumber for a big operation. Prefer man from Northern 
Wisconsin. Send references, age and education first 
letter. 
Address 














“y,, 22," care American Lumberman. 


MANAGER 
Wanted, whose training and experience qualify him to 
assume management of yellow pine operation. Stock 
bought from small sawmills and converted for lumber 
trade and for special uses. Give full information first 
letter. P. 0. BOX 724, Jackson, Miss. 


WANTED: 
Experienced young man to manage one of my two suc- 
cessful retail lumber yards in Eastern Maryland serv- 
ing rapidly developing bay territory. 

. M, THOMAS, Shady Side, Md. 
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WARREN-HUCKINS COMPANY 
Jacksonville, Florida, 


Manufacturers of 
FLORIDA FAIRFORM FINISH 


Modern, light, airy plant, individual electric drive, open 
shop for Americans, 


Men stick here, are treated on the square and take pride 
in their work, 


To fill infrequent vacancies we should be glad to have 
skilled bench and machine men register with us for per- 
manent positions. Floaters, wood butchers, crabs, keep 
off. eeoe 





WANTED—A MAN TO MANAGE YARD 
In a good town in a central state. Must be good all 
around business man. Thorough in every respect in his 
work. Good education. Must have clean record. Must 
be a hustler for business. No trifler need apply. State 
salary wanted and references. 

Address “H. 12,” care American Lumberman. 


HARDWOOD BUYER AND INSPECTOR 
Only fully capable, honest and energetic hustler to buy 
oak and hickory wagon stock, also hardwood lumber, on 
either salary or commission basis. Must have good fol- 
lowing among mills and timberland owners in Ark., La., 
Tenn., Ky., N. C., ete. Address with references, ‘‘H. 
120,’ care American Lumberman, 


ASSISTANT SALESMANAGER WANTED 
By large northern lumber manufacturers in Central Wis- 
consin, Give details in first letter, experience, age, ref- 
erences, etc, 

Address “L. 2,’ care American Lumberman, 


WANTED—BOOKKEEPER FOR YARD. 
Must be thorough and accurate. State wages and refer- 
ences in first letter. Reply in own handwriting. 

Address “K, 22,’ care American Lumberman, 


YOUNG MAN FOR GENERAL OFFICE WORK 
Who has had experience in the retail lumber and coal 
business. Can start at once. Address LYONS BROTH- 
ERS LUMBER & FUEL CO., Joliet, Ill. 


WANTED: 
General all around man for a small planing mill and 
sawniill, must be able to set up planers and operate a 
gang wood saw. Must not be afraid to work, 
Address “L. 8,’’ care American Lumberman. 


WANTED: 
Experienced manager for large retail yard in Michigan— 
best of territory. One wishing to buy interest in com- 
pany desired. Excellent opportunity for right party. 
Address “K, 26,’’ care American Lumberman. 


SHIPPING CLERK IN LARGE WHOLESALE 
Jobbing sash, doors and millwork warehouse. Must be 
experienced in the line, references required. Kindly 
state experience. 

Address “H. 6,’’ care American Lumberman. 


WANTED—AN ESTIMATOR, 
One who thoroughly understands pricing millwork 
per plans and specifications, 
Address “L. 34,’ care American Lumberman. 


WANTED—THOROUGHLY EXPERIENCED 
Yard manager, capable of holding his own with keen 
competition. Please state experience and give refer- 
ences. Address ‘“‘L, 10,’’ care American Lumberman. 









































ARE YOU LOOKING FOR A JOB? 


There is a job some place for every man, Sometimes 
a man does not fit in the particular job that he has and 
there is another job he would fit in if he only knew 
where it was. 


It is our mission to bring the man and the job to- 
gether. We have done it a thousand times and we can 
do it again, 


The American Lumberman is over 50 years of age 
but it is young, progressive, active, read by the rea 
men in the lumber trade—men who are looking for the 
best that money can buy. Put your ad in the 


AMERICAN LUMBERMAN, 
431 8. Dearborn St., Chicago, Ml. 





WANTED—PRODUCING SALESMEN 
West coast wholesaler, thoroughly responsible, catering 
to yard, industrial, specialty business, fir, spruce, hem- 
lock, cedar, pine, wants reliable salesmen. Will make 
excellent proposition to producers. 
Address *“*“A, 15,’° care American Lumberman. 


EXPERIENCED, ACTIVE COMMISSION 
Lumber salesmen, to sell exceptionally high-class spruce 
factory stock and uppers. To active, permanent connec- 
tions we pay 5 percent commission on mill basis price 
upon acceptance of orders. 

ddress “Pp. 6,’’ care American Lumberman. 
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WANTED—PINE SALESMEN 
Well-established west coast wholesaler wants representa- 
tives who can develop or have trade established in pine 
cut up stock for furniture factories and other industrial 
users; also pattern lumber, frames, trim, mouldings, 
shook and pine lumber of all kinds. Will make excep- 
tional proposition to producers. 

Address “L. 9," care American Lumberman. 


WANTED: 
A-1 yellow pine salesman to represent large and old 
established manufacturer in the Carolinas, Virginia and 
Tennessee. Preference given to one who has had expe- 
rience in this territory and is conversant with grades 
and manufacture. State age, experience and if possible 
send photograph. 
Address “K, 1,” care American Lumberman, 


WANTED—SALESMEN 


Calling on the retail lumber trade to handle our line of 








Garden ‘Trellis, Arbors, Bird Houses, etc. We are the 
largest producers of the above in the world. Liberal 
commission, attractive line and _ prices. GARDEN 


CRAFT, Crystal Lake, Illinois. 


EXPERIENCED SALESMAN WANTED 
With established trade in Chicago and vicinity. Splen- 
did position for a good man with largest hardwood oper- 
ators in the north. Answers confidential 

Address “L. 1,” care American Lumberman, 


SALES AGENCY, REPRESENTING 
Daily capacity of 725,000 feet West Coast woods, wants 








reliable commission salesmen, exclusive territory. RKef- 
erences asked, 
Address “LL. 27," care American Lumberman, 
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WANTED—POSITION AS 

General planing mill foreman or as assistant to mana- 
ger in hardwood flooring plant. Thoroughly understand 
installation of machinery. Twenty years’ experience in 
manufacturing hardwood flooring and parquet squares, 
also in manufacturing hardwood trim. Will give un- 
questionable references. Address L. C. CARROLL, 314 
Park St., Bristol, Va. 


WANTED 
First-class Band Filer and practical millman of 17 years’ 
experience in the best of mills desires change. Will con- 
sider immediate opening or for Jan. 1st, and if I fail 
to produce satisfactory results I will not accept pay 
for my work, Am now filing double-hand and gang mill. 
A-1 references from past and present employers. 
Address P. 0. BOX 124, Whiteville, N. C. 


HARDWOOD LUMBERMAN 
Wishes to locate in California. Have had twenty-five 
years’ experience as inspector, yard manager and sales- 
man. Am 42 years old and married, and would like to 
get in touch with good reliable firm that could use my 
services. Can furnish unquestionable references as to 
character and ability. 
Address “D. 8,’’ care American Lumberman. 


RETAIL YARD MANAGERS POSITION 
Wanted by married man; 7 years’ experience as Lumber 
Company Executive and Yard Manager. Thoroughly 
equipped all details. Holds diploma in Credits and 
Collections, Year’s experience in traffic and claims. 
Accountant. Best references. Just relinquished Yard 
in Southern Florida. 

Address “H. 16,’’ care American Lumberman. 














WANTED—COMMISSION SALESMEN 
In states east of the Mississippi River to sell southern 
pine, cypress, etc. Address HANKS LUMBER COM- 
PANY, New Bern, N. C. 


COMMISSION SALESMEN 
West Coast manufacturer and wholesaler, long estab- 
lished, highest rating, wants reliable representatives. 
High-class references required and given. Exclusive 
territory. 
Address 





“R. 23,"" care American Lumberman,. 


WANTED: GOOD RELIABLE 
Wholesalers and commission men to sell our ag and 
tupelo products; large production—every facility. Will 
pay liberal commission, but want real representation. 

Address “HH. 9,"" care American Lumberman. 


WANTED 
Salesman to sell southern pine lumber on a commission 
basis. Experienced salesman with an established trade 
desired. 
Address Pr. O. BOX 792, New Bern, N. C. 











DO YOU WANT EMPLOYMENT? 


Write an advertisement; send it to the paper that 
reaches the people. We can help you. AMERICAN 
LUMBERMAN, 431 8. Dearborn St., Chicago, Ill. 





LOGGING SUPERINTENDENT 
Wants to connect with large lumber company who re- 
quire the services of an all round executive for a big 
job. Eighteen years’ experience as supt. of railroad 
construction and all methods of logging in mountaias 
and swamps. Never failed to log mill, and at minimum 
cost. Physically able to stand strain of the largest 


and hardest job. Now employed by large corporation. 
Address *“*B. 23,’"" care American Lumberman. 


MAN, 33—11 YEARS IN THE MILLWORK AND 
Lumber business, Well versed in estimating, billing and 
production. Have handled many large jobs, stock and 
detail, Not afraid of hard work and to shoulder respon- 
sibility. Wants connection with a good concern which 
offers a good future. Will also connect with a small 
concern if opportunity for part interest in time. 
Address “S. 129,"" care American Lumberman. 


MR. LUMBERMAN 
I am open for a position in either the wholesale or retail 
lumber business, Am 34 years of age, have been in the 
lumber business all my life from yard man to manager. 
Thoroughly versed in selling, collections, accounting and 
residence contracting. Can handle men to advantage. 
Eight years with present employers to whom I refer you. 
Address “H. 3,’’ care American Lumberman. 


EXPERIENCED LUMBERMAN WANTS 
Position as manager or assistant manager of retail yard 
in Ohio or Pennsylvania. Married, thirty- nine years of 
age and have had over twenty years’ experience in lum- 
ber business. Would also consider a connection with 
good wholesale company. Can furnish best of reference 
as to ability, honesty, ete. 

Address “L. 4,”" care e American Lumberman, 


RETAIL YARD I MANAGER 
20 years’ experience, buying and selling. Can handle 
men; best references; can give bond; speaks four lan- 
guages; has pleasing personality; is not afraid of work; 
will go anywhere. Available at once. 
Address “K, 15,’’ care American Lumberman. _ 


LUMBERMAN WANT TO SELL LUMBER 
On Commission basis to Yards in Maryland, Pennsyl- 
vania, District of Columbia and Wilmington, for well 
rated Carolinas, Alabama and Ga. Mfg., who can meet 
Competition and carry the Accounts. eMARTIN WEIS- 
MAN, 2315 Chelsea Terrace, Baltimore, Md. 


FORESTRY COLLEGE GRADUATE. 
Young man, married, several years’ experience in 
wholesale hardwoods, employed at present. Can buy 
hardwoods advantageously; also handle inspection, yard- 
ing and kiln drying. 
Address “K, 23," care American Lumberman. 


























WANTED 
Position as plant superintendent by competent man hav- 
ing had 20 years’ experience from stump to car. Thor- 
oughly familiar with pine, cypress and southern hard- 
woods and capable of building up and maintaining an 
organization that can produce lumber in quantity at a 
minimum cost. References furnished on request. 
Address “H. 5,’’ care American Lumberman. 


OFFICE MANAGER AND ACCOUNTANT 
Twenty years’ experience in all branches of accounting, 
cost accounting, and systematizing; four years with 
lumber mill, logging operations, wholesale and retail 
lumber, and millwork, Open for three or five-year con- 
tract with responsible concern, any location. Age forty; 
married, Address BOX 697, Charleston, 8. C. 


A MIDDLE AGE MAN 
With 22 years’ experience in the manufacture of yellow 
pine from stump to car wants position as manager or 
assistant manager. Know how to handle labor and get 
results. Best of references. 
Address “K. 28,"" care American Lumberman. 


PURCHASING AGENT 
I am desirous of contracting with some large lumber 
concern as purchasing agent; twenty-five years’ expe- 
rience; references furnished. 
Address “LL. 18,’’ care American Lumberman. 


“EXPERIENCED YELLOW PINE “LUMBERMAN 
Seeks connection with reliable concern as buyer or sales- 
man. I am thoroughly familiar with the lumber situa- 
tion in the south. Correspondence solicited. 

Address “LL, 25," care American Lumberman. 

















LOGGING SUPERINTENDENT 
Fifteen years’ experience as woods executive with large 
corporations in the north. Expert cruiser and estimator, 


construct, build and operate logging railway. Familiar 
with all methods, timber land contracts, fire protection. 
Good organizer and log your plant at lowest costs, mid- 
dle aged, physically strong, best references. 

ddress “K, 31,’’ care American Lumberman. 


HARDWOOD SALESMAN 
Experienced hardwood salesman wants to connect with 
large Southern manufacturer to cover Michigan and 
Ontario as far East as Toronto. Have large following 
among Automobile, Furniture and Yard trade. Can get 
Top prices for good stocks and furnish best of refer- 
ence. Address “L. 32,’’ care American Lumberman, 


MANAGER OR ASSISTANT MANAGER 
of Hardwood and Hemlock lumber manufacturing open 
for position on or after Jan. Ist. Am 46 years old and 
have had practical experience in all branches from 
stump to consumer, Good references. 
Address “K, 30," care American Lumberman. 


HARDWOOD SALESMAN 
Seeks position as sales representative with large whole- 
saler or producer of southern and northern hardwoods, 
Have large established industrial trade in Northern 
Ohio, New York and New England. 
Address “K, 25,’’ care American Lumberman. 


COMPETENT ESTIMATOR AND SALESMAN: 
With twenty years’ experience in stock and odd mill- 
work who can list and price correctly, desires a position 
with a reliable firm. Will accept either travelling or 
office position, 

Address “L. 6,’’ care American Lumberman. 


SALES MANAGER 
Am open for engagement as sales manager for some 
large lumber manufacturer. St. Louis or Chicago pre- 
ferred. References. 
Address “LL, 20,’ eare American Lumberman. 


RIGHT HAND HARDWOOD BAND SAWYER 
Open for job by first of year. 20 years’ experience, 
good grade man and fast. Go anywhere. Would con- 
sider foreign job. Sign 3 years. 

BAND SAWYER, 392 Madison Ave., Memphis, Tenn. 


MAN DESIRES POSITION 
As estimator, assistant manager or mill foreman. Sev- 
eral years’ experience. Can furnish references. Desire 
location in Ohio or nearby. 
Address **W. A. L.,’’ care American Lumberman, 


POSITION IN OR NEAR CHICAGO. 
25 years’ experience retail and wholesale lumber, buy- 
ing, selling and office. Can figure estimates or take 
charge of books and correspondence. Phone Sheldrake 
6749. Address “G. 19,’’ care American Lumberman. 


LADY BOOKKEEPER 
Wants position with future. 12 years’ experience, from 
stenographer to bookkeeper, with box and lumber com- 
pany. Firm has discontinued business. 

ELLA DAHLKE, Wisconsin Rapids, Wis. 
WANTED—POSITION WITH LINE YARD 
Lumber company as lumber yard manager. Scandina- 

vian community preferred. 
Address “L. 7,’’ care American Lumberman. 



































WANTED: 
Position by young lady. Have had four years’ expe- 
rience in lumber business as stenographer, payroll clerk, 
assistant bookkeeper and general office work. 
Address “HH. 10,’ care American Lumberman. 


HARDWOOD BUYER AND INSPECTOR 
Twenty years’ experience, competent buyer and in- 
spector, acquainted Texas, Arkansas, Louisiana and 
Tennessee. Best of references. 

Address “K, 7,’’ care American Lumberman, 


ACCOUNTANT—AUDITOR 
Thoroughly capable and experienced in lumber busi- 
ness, wholesale, retail and manufacturing lines, wishes 
responsible position with good firm. 
Address, ‘“L. 36,’’ care of American Lumberman. 


WANTED POSITION AS INSPECTOR OR 
Yard Foreman. 15 years’ experience, Northern and 
Southern woods. 2 years with National Hardwood Lbr. 
Assn. Married man, 35 years old. Best references. 

Address “*K, 14,”" care American Lumberman. 


SITUATION WANTED 
Accountant with auditing experience desires executive or 
clerical position with lumber firm or camp located in 
open country. 
Address 














“q. 14," care American Lumberman. 


LUMBER SALESMAN 
Experienced lumberman wishes to contract with large 
and established manufacturer of lumber, to sell in IIli- 
nois. References furnished. 
Address “LL. 19,’* care American Lumberman. 


AN EXECUTIVE, OFFICE MANAGER 
Accountant, correspondent of wide experience, seeks new 
connection, Healthy, ambitious, aggressive. Under 
forty. Married. Get the facts. 

Address “L. 35, care American Lumberman. 


MANAGER 
Absolutely qualified to handle land and timber affairs, 
including logging operations any magnitude. Assoc. 
Mem, A. 8. C. E. Age forty. 
Address “F, 30,’° care American Lumberman. 


WANTED—POSITION MECHANIC 
Band and veneer saw, first-class filer, 25 years’ ex- 
perience in Germany; 8 years in this country. 
C. GOTTLIEB, 1480 Green Bay Ave., Milwaukee, Wis. 


ASSISTANT RETAIL YARD MANAGER 
Wants situation where there is a chance to advance 
young man. 12 years’ experience. Best references. 
Address “LL, 29,’’ care American Lumberman. 


EXPERIENCED LUMBERMAN WANTS 
Position as buyer or southern representative, to be lo- 
cated in the Georgia territory. 

dress “K, 9," care American Lumberman. 























SPECIAL MILLWORK FOREMAN 
Desires production end on all lines of mill and cabinet 
work. Accurate, with broad experience. 
Address “H. 4,’’ care American Lumberman. 


EXPERIENCED HARDWOOD INSPECTOR 
Southern and Northern Hardwoods, wants position as 
yard foreman or inspector. 

Address “K. 24,’’ care American Lumberman. 
ACCOUNTANT & GEN’L OFFICE BOOKKEEPER 
Desires permanent position with future. Fifteen years’ 
experience, wholesale and retail. 

Address “EB, 26,’ care American Lumberman. 


WANTED POSITION AS LUMBER INSPECTOR 











—— Several years’ experience in northern hard- 
woods. 
Address “HH. 34,” care American Lumberman. 





POSITION WANTED—YARD MANAGER 
Thorough knowledge of retail yard management, selling 
and estimating. 15 years’ experience. Available at once. 

Address “W. 108,’’ care American Lumberman. 


BOOKKEEPER—ACCOUNTANT 
Open for position by Jan. 1st. Seven years’ wholesale 
and manufacturing experience. 
Address “L. 31,’’ care American Lumberman. 


POSITION WANTED—MAN, AGE 41 
Single, Catholic, desires job as second man or yard 
foreman. Six years’ experience. Best references. 

WILLIAM SWIFT. R. F. D. No. 3, Greenfield, Ia. 


WANTED—POSITION AS CHIEF ENGINEER 
Or master mechanic, large mill plant, up to date on all 
millwork and first class shop man. 

Address “G. 4,’" care American Lumberman. 


LOGGING SUPERINTENDENT 
Capable of handling entire operation from mill out. Not 
afraid of difficult job. Good reference. 
Address “G. 31,’’ care American Lumberman. 
BAND SAW FILER WANTS POSITION 
20 years’ experience. References. 
Address “B. 21,’’ care American Lumberman. 
LOGGING SUPERINTENDENT 
Fine record on big work; wants to make a change. 
Address “S$. 21,” care American Lumberman. 
BAND SAW FILER OPEN FOR POSITION 
Age 47, 20 years’ experience. References furnished. 
Address “K, 19,"" care American Lumberman. 


























HAVE YOU SOMETHING TO SELL 


Advertise in the Wanted and For Sale department when 
you want to sell something in the lumber industry. 
—— LUMBERMAN, 431 8S. Dearborn S8t., Chi- 
cago, 
































